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THE CARBON PAPER WITH THE 


$ALE$ EDGE 


AND NO PRIORITIES NEEDED! 





MICROMETRIC is more than a high quality carbon paper! 
Its famous white edge with the printed scale is a 
sales "natural." No other carbon paper offers an ex-— 
clusive feature so obviously useful, so easily sold. 


MICROMETRIC'S white-edged scale shows the typist at a 
glance where to begin her letter...warns her when she 
approaches the bottom of the sheet...saves time-wast- 
ing guesswork and retyping of badly spaced letters. 
There's economy, too, in its longer wear; letters may 
be spaced alternately on the scale lines and between 
them, thus using up the carbon surface evenly. 


MICROMETRIC adds this advantage to a carbon paper 
noted for sharp, clean, permanent impressions and long 
life. And it's a proven sales repeater. Secretaries 
and typists who have discovered its convenience demand 
it permanently - a big advantage to you at a time when 
your sales organization is so badly understaffed. 





MICROMETRIC is made to sell competitively with ordinary 
carbon paper in three price ranges. Ask our Service 
Representative for details, or write to 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 


OTHER STARS IN THE WEBSTER LINE: MultiKopy Typewriter Ribbons — the new, 


finer ribbon for executive work — Star Brand Typewriter Ribbons, MultiKopy Carbon Paper 








{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee 
They do, however, offer their services in resolving any disagreements which result from relations established 


customers. 
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Acco Products, Inc. 153 
Ace Fastener Corp. . 87 
Acme Staple Co. 199 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
of its various commissions this 


In the execution 


bureau calls upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising 


copy, 


furnishes 


list of desirable 


agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Columbia Steel Equipment Co.... . 95 
Corry-Jamestown Mfg. Co 151 
General Fireproofing Co., The......88, 89 
Globe-Wernicke Co., The 58, 59 
Peerless Steel Equip. Co. sentence ae 
Remington Rand, Ine., Tw. Div 102 
Shaw-Walker Co 141 
Victor Safe & Equip. Co 172 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 159 
Filing Cabinets, Wood 
Metal Construction Co 99 


Art 


Art Steel Sales Corp 


Bainbridge, Kimpton & Haupt, 
Ine . 
Boynton and Co 
Browne-Morse Co. 
3usiness Efficiency Aids 76, 96, 
General Fireproofing Co., The 88, 
Globe-Wernicke Co., The 58, 
Imperial Methods Co. 
Indiana Desk Co. 
Michigan Desk Co 
New England Woodworking Co. 
Peerless Steel Equip. Co. 
Perma-Bilt Equipment Co. 
Shaw-Walker Co. 
Victor Safe & Equip. Co. 
Weis Mfg. Co 67, 68, 69 
Wells Office Furniture Co 146, 
Yawman and Erbe Mfg. Co 
Filing Supplies 
Acco Products, Inc 
Aigner, G. J., Co 178, 
Amberg File & Index Co 
Art Metal Construction Co 
tarkley, C. L., & Co 
Browne- Morse Co 
Cooke & Cobb Co., The 
Corry-Jamestown Mfg. Co 
Daco Card & Index Company 
General Fireproofing Co., The 8&8, 
Globe-Wernicke Co., The 58, 
Guide System & Supply Co 
Imperial Methods Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Pronto File Corp. 
Quality Park Envelope Co 
tockwell-Barnes Co 
Shaw-Walker Co. 
Victor Safe & Equip. Co 
Wabash Filing Supplies, Ine 
Warshaw Mfg. Co 
Weis Mfg. Co 67, 68, 69, 
Yawman and Erbe Mfg. Co 
Finger Pads 
Speed Products Co 


Folders (See Filing Supplies) 


Continued on page 6) 


5 


106, 129 


107 
114 
82 
166 
8Y 


11 
195 
go 
no 
116 
133 
8H 


118 





THE CLASSIFICATIONS 


Continued from page 

Fountain Pens, Mfrs 

Esterbrook Pen Co The +] 

Inkograph Co The 923 

Kahn, David, Ine 21 

Parker Pen Co a3 

Sheaffer, W. A Pen Co 63 
Globes, Geographical 

Cram, The George |! Co nT) 
Gummed Cloth Rings 

Graff, Geo. B Co a9 

Warshaw Mfg. Co 61 
Gummed Tape 

Industrial Tape Cort 


Honor Rolls 
I 


S. Bronze Sign Co 
Index Card Signals 
Cook, H. ¢ Co 


8 
Graff, Geo. B., 180 
7» 





Victor Safe & Equip. (« 
Index Tabs 
Aigner, G ] Co 78 XN 
Sarkley, C. L., & Co 28 
Globe-Wernicke Co., The Ss ’ 
Guide System & Supply Co 11l¢ 
Markilo Co 12 
Master-Craft Corp., Div. S.W 
Shaw-Walker (Co 
Sheppard, The ¢ E., Co 
Speed Products Co 7 
Victor Safe & Equip. Co 172 
Inks (Writing), Adhesives, Etc 
Higgins Ink Co Inc 187 
Kemprene Products Co 157 
Parker Pen Co 83 
Rivet-O Mfg. Co yy 
Stewart, R. A & Co 19] 
Inkstands 
Sengbusch Self Cl. Inkst’d Co x0 
Labels 
Imperial Methods (« l 
Oxford Filing Supply Co 118 
Warshaw Mfg. Co 161 
Weis Mfg. Co 67. 68. 69. 70 
Ladders, Library, Store & Vault 
Cotterman, I. D IY 


Leads for Mechanical Pencils 


Autopoint Co. 117 
Dixon, Joseph, Crucible Cc 91 
Kahn, David, Inc 12 
tite-Rite Mfg. Co 194 
Sheaffer, W \ Pen Ce 63 
Leather Goods 
Doppelt, Charles & Co 127 
Mashek, Frank & Co 168 
Stein Bros. Mfg. Co 137 
Leather Upholstered Furniture 
Bright Chair Co 174 
Ehrlich Upholstery Works 199 
Gunlocke, The W. H., Chair Co 179 
Jasper Chair Ce 160 
New Indiana Chair Co 72 


Letter Trays (See Desk Trays 


Library Equipment 
All-Steel- Equip 
Ar. Metal Construction Co 
Art Steel Sales Corp 


Co 14 


4 

9 

106, 129 
151 


Corry-Jamestown Mfg. Co 

General Fireproofing Co., The RX. Ro 
Globe-Wernicke Co The 58, 59 
Peerless Steel Equip. Co 112 
Shaw-Walker Co 14 
Yawman and Erbe Mfg. Co 59 


Lockers and Storage Cabinets 


Al]l-Steel-Equip Co 149 
Anderson-Hickey Co 92 
Art Metal Construction Co 9 
Art Steel Sales Corp 106, 129 
Browne-Morse Co 82 
Corry-Jamestown Mfg. Co. 151 
General Fireproofing Co., The R88, 89 
Globe-Wernicke Co., The 58. 59 
New England Woodworking (¢ 110 
Shaw-Walker Co 141 
Yawman and Erbe Mfg. Co 159 


Loose Leaf Books & Systems 


Amberg File & Index Co 193 
Boorum & Pease Co 7 
Master-Craft Corp Div. S-W 61 
National Blank Book Co 101 
Sheppard, The C. E., Co 152 
Stationers Loose Leaf Co 191 
Wison Jones Co 49 
Loose Leaf Sheet Covers, Celluloid 
Aigner, G. J., Co 178, i88 
Markilo Co 197 
Wilson Jones Co 49 
Loose Leaf Metals and Devices 
Sheppard, The C. } Cr 152 
Wilson Jones Co 
Mail Distributors 
Globe-Wernicke Co The 8, 59 
Victor Safe & Equip. Co 172 
Mailing Machines 
Nat'l Postal Meter (« 79 
Map Tacks 
Graff, Geo. B C 189 
Moore Push-Pin (¢ 197 
Maps 
Cran The George | ( Ri 
Matched Office Suites 
Art Metal Construct ( 9 
General Fireprooting ¢ The RX, 89 
Globe-Wernicke (« The 8 4 


= 


Leopold 
al Metal 


Roy 


Shaw 


Walker 


Mfs 


Mechanics Wanted 


Box 


Memorandum Books 


Boorum & Pease 
National Blank Book 
Robinson Remir 
Rockwell- Barnes 
Wilson Jones 
Memorandum Devices 
Autopoint Cx 
Bates Mfg. 
Finch & Me 
Mending Tape 
Indstrial Tape Cory 
Warshaw Mfg. (¢ 
Metal Badges, Checks, 
Dayton Sten Works 
Meyer & Wenthe, I: 
Moisteners 
Rivet-O Mfg i) 
Sengbusch Se Cl 


Numbering Machines 


Bates Mfg. Company 
Roberts Numbering 
Office Partitions and Rail 


Globe-Wernicke 





Office Printing Outfits 


Fulton Specialty Ce 
Pads, Figuring 
Boorum & Pease 
National Blank 
Rockwell-Barnes Co 
Wilson Jones ) 
Paper 
Agency Paper ¢ 
Amer. Writing Pape 
Eaton Paper Corp 
Rockwell- Barnes 


Paper Clamps 


Acct 


Esterbrook 


Hun 


» Products 

Pen 
Howard 
Diy 


. % 


Oakville 


Paper Clips 


») Products 


Ace 


Cook, H 


Graf 


tT, Geo 


Co 


Oakville 


Vail 
Paper 
Ace 
Acm 
Bate 


0. 


B 
Div 
Manufacturing 
Fastening Machines 
Corp 


Fastener 


e Staple (¢ 


Mfg 


Markwell 


Neva-Clog 
d Products 
or Safe 


spee 
Vict 
Paste 


Pencil 
Hun 


(See 


Co 


i or 


Inkst 





Scovi 
( 


Company 


Mfg 
Products 


« 
Inks 


Equ 
Ad 


Sharpeners 


* 
Pencils, 


Autopoint 


Parker 


Rite 


Rite 


Sheaffer 


Dixon 


Koh 
Stae 


SWal 


Pens, 


Esterbrook 


itler 


Pen ¢ 

Mfg 
W 
Pencils, Wood Cased Lead 


Josept 
I- Noor 


1 Pencil 


Steel 


Hunt, C 


Sengbusch 


Pins and Pin Containers 


Oakville Co., Div. Se 
Vail Mfg Co 
Platens, Typewriter 
Ames Supply Co 
Postal Meters 
Nat'l Postal Meter ¢ 
Postal Scales 
at’l Postal Meter 
Presentation Covers 
Amberg File In ( 
Oxford Filing Supply 
Price & Sign Markers 
Fulton Specialty ¢ 
Stewart A & 
Publishers 
British Stationery Exporter 
Punches 
Acco Products, Inc 
tates Mfg. Company 
Soorum & Pease 
Globe-Wernicke Co 
National Blank Book 


Wils 


Per 
Howard 
Self 


on Jones 


Push Pins 


Moor 


Representatives Available 


Box 


Ribbons and Carbons 


Aller 





keve 
Mfg 


e Push 
Oakville Co 


a9 


«& 


Columbia 


Littl 


e, A 


Manifold 


Mitt 
Old 


ag «& 


Town 


Supply 


Ribbon 


Pir 
Dis 


Howard 
Mechanical 


& 


‘orr 
Corp 


R 


P 


Suppl 


Volger 


Rib 


« 


In 


« 


Co 


Per 


Pencil ¢ 
J.8 


Sor 


Mf 


Ir 


a 


Tokens, 


Macl 








Pacific Car. & Rib. Mfg. Co 111 
Peerless Imperial (« 81 
Phillips Process (+ 170 
Regal Typewriter (< l 
Remington Rand, Inc., Fw. Div 1 
Royal Typewriter Co Inc i) 
Shipman-Ward Mfg. Co 193 
Storms, H. M Co 180) 
Underwood Elliott Fisher. Back Cover 
U. S. Typewriter Ribbon Mfg. ¢ 185 
Webster, F. S., ¢ 2 
Rubber Stamps 
Meyer & Wenthe, Inc 181 
Stewart, R. A., & Co 191 
Superior Type C« 191 
Rubber Type 
Fulton Specialty (¢ 192 
Stewart R A & Co 191 
Safes 
Art Metal Construction ¢ 99 
Brush-Punnett Ce 13 
Diebold, Ine 163 
General Fireproofing (« The 8X, 89 
Globe-Wernicke Co The 58, 59 
Meilink Steel Safe Co 124 
Remington Rand, I Tw. Div 102 
Shaw-Walker (¢ 141 
Victor Safe & Equip Co 172 
Yawman and Erbe Mfg. Co 159 
Scrapbooks 
Globe-Wernicke (Co The 78 9 
Weis Mfg. Co 67, 68. 69. 70 
Wilson Jones Co 19 
Secretary Desks 
Art Metal Construction Co 99 
General Fireproofing Co., The SX, 89 
Globe-Wernicke Co The 5 59 
Peerless Steel Equip. Co 112 
Shaw-Walker (< 141 
Wabash Filing Supplies, In 120 
Shelving 
All-Steel-Equip Co 149 
Art Metal Construction Co 99 
Browne-Morse Co R? 
Corry-Jamestown Mfg. Co 151 
General Fireproofing Co., The Rk Ra 
Globe-Wernicke Co., The 58 459 
Shaw-Walker Co 141 
Stamp Affixers 
Nat'l Postal Meter Co 79 
Stamp Pads 
Sates Mfg. Company &5 
Fulton Specialty Co 192 
Meyer & Wenthe, Inc 181 
Phillips Process (C« 170 
Rivet-O Mfg. Co 199 
Rockwell-Barnes Co 197 
Stewart, R. A & Co 191 
Victor Safe & Equip. (Ce¢ 172 
Stands for Office Machines 
All-Steel-Equip Co 149 
Ames Supply Co 71 
Anderson-Hickey Co 92 
Art Steel Sales Corp 10¢ 129 
General Fireproofing Co., The 88. &9 
Globe-Wernicke Co The 58, 59 
Metalstand (Cc 186 
Peerless Steel Equip. Co 112 
Shipman-Ward Mfg. Co 193 
Sturgis Posture Chair Co 119 
Wells Office Furniture ¢ 146, 147 
Staple Extractors 
Ace Fastener Corp 87 
Staples and Stapling Machines 
Ace Fastener Corp 87 
Acme Staple Co 199 
tates Mfg. Company 85 
Markwell Mfg. Co 197 
Neva-Clog Products, In¢ 53 
Oakville Co., Div. Scovill Mfg. Co... 97 
Speed Products Corp 75 
Vail Manufacturing Co 104 
Stationery 
Stationers Clearing House 16€ 
Stationery, Commercial 
Utility Stationery Stores 17¢ 
Stencils, Brass 
Dayton Stencil Works 194 
Stenographers’ Note Books 
National Blank Book Co 101 
Rockwell-Barnes Co 197 
Stools 
Wells Office Furniture Co 14¢ 17 
Storage and Transfer Cases 
All-Steel-Equip Co 149 
Amberg File & Index (« 193 
Art Metal Construction Co. 99 
Art Steel Sales Corp 10 129 
tankers Box Co 122 
Sarkley, C. L., & Ce 128 
Srowne-Morse Co 82 
Cole Steel Equipment Co 126 
Columbia Steel Equipment Co 95 
Corry-Jamestown Mfg. Co 151 
General Fireproofing Co., The 88, 89 
Globe-Wernicke Co The 58. 459 
Guide System & Supply Co 116 
Imperial Methods Co 133 
Peerless Steel Equip (Ce 112 
Pronto File Corp 155 
Rockwell-Barnes ¢ 197 
Shaw-Walker Co 141 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mf Co 159 
Store Fixtures and Equipment 
All-Steel-Equip Co 149 


OFFICE APPLIANCES, 





Fire Protected 


Strong Boxes, 


Diebold, Ine 163 
Meilink Steel Safe Co 124 
Tables 
Art Metal Construction Co 99 
Browne- Morse Co 82 
Corry-Jamestown Mfg. Co. 151 
General Fireproofing Co., The 88, 89 
Globe-Wernicke Co., The 58, 59 
Mutschler Bros. Co 188 
Peerless Steel Equip. Co 112 
St. Johns Table Co 1738 
Shaw-Walker Co 141 
Victor Safe & Equip. Co. 172 
Wells Office Furnitrue Co 146, 147 


Tax Record Books & Systems 
Commonwealth Publishing C 


Telephone Accessories 


Sates Mfg. Company 85 

Victor Safe & Equip. Co 72 
Telephone Stands 

Art Metal Construction Co 99 

Art Steel Sales Corp 106, 129 


General Fireproofing Co., The 88, 89 
Globe-Wernicke Co rhe 58, 59 
Peerless Steel Equip. Co 112 
Shaw-Walker Co. 141 
Yawman and Erbe Mfg. Co 159 


Thumb Tacks 
Graff, Geo. B., Co 189 
Oakville Co., Div. Seovill Mfg. Co... 97 


Ticket Holders 


Aigner, G. J., Co 178, 188 

Oakville Co., Div. Scovill Mfg. Co... 47 

Vail Manufacturing Co 104 
Trimming Boards 

Amer. Photo Laboratories 182 

Photo Materials Co 192 

Precise Developments Co 182 


Tying Bands & Devices 


Rochester Wire-O-Bindg. Co 194 
Type, Typewriter 
Ames Supply Co. 71 
Shipman-Ward Mfg. Co 193 
Typewriter Cleaning Material 
Ames Supply Co 71 
Bainbridge, Kimpton & Haupt 107 
Cardinell Corp 190 
Clarotype Co. 193 
Mittag & Volger, Inc 78 
Red Feather Products, Ltd 77 
Regal Typewriter Co 195 
Rivet-O Mfg. Co 199 
Shipman-Ward Mfg. Co 193 
Webster, F. S., Co 2 
Typewriter Covers 
Kamen Products Co., Inc 108 
Typewriter Cushion Keys 
Ames Supply Co 71 
Peerless Imperial Co. 8] 
Shipman-Ward Mfg. Co. 193 
Speed Key Mfg. Co 199 
Speed Products Co. 75 


Typewriter Cushion Knobs and Bases 


Amer. Hair & Felt Co 115 
Ames Supply Co. 71 
Peerless Imperial Co 1 


Shipman-Ward Mfg. Co 193 


Typewriter Parts and Tools 
Ames Supply Co. 71 
Shipman-Ward Mfg. Co. 193 


Typewriter Tables 


(See Stands for Office Machines) 
Typewriters, Mfrs. of 
Remington Rand, Inec., Tw. Div 102 
Royal Typewriter Co at) 
Smith, L. C., & Corona Type 
writers 17 
Underwood Elliott Fisher....Back Cover 
Typewriters, Rebuilt and Used 
Regal Typewriter Co 195 
Shipman-Ward Mfg. Co 193 
Visible Systems Equipment 
Acme Visible Records, Inc 169 
Aigner, G. J., Co 178, 188 
Art Metal Construction Co. 99 
soorum & Pease Co 73 
Diebold, Ine 163 
Globe-Wernicke Co The 58, 59 
Master-Craft Corp., Div. S-W........ 61 
National Blank Book Co 101 
Postindex Visible Records 99 
Remington Rand, Ine., Tw. Div 102 
Shaw-Walker Co 141 
Sheppard, The C. E Co 152 
Stationers Loose Leaf Co 191 
Vietor Safe & Equip. Co 72 
Wilson Jones Co 49 
Yawman and Erbe Mfg. Co 159 
Wardrobe Racks 
New England Woodworking Co 110 
Vogel-Peterson Co 162 
Waste Baskets 
Art Steel Sales Corp 106, 129 
Cole Steel Equipment Co 126 
Corry-Jamestown Mfg. Co 151 
General Fireproofing Co., The 88, 89 
Globe-Wernicke Co The 58, 59 
Peerless Steel Equip. Co 112 
Shaw-Walker Co 141 
Wholesale Stationery 
Sainbridge, Kimpton & Haupt, 
Inc 107 
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BYANSEREPAY 


The rate for classified advertisements is 


SITUATIONS WANTED 
SEEKING CHANGE. For over thirty years associated with well-known dealer 
in capacity of management and sales. Average earning power past fifteen 
years over $7000 annually. Desire association with either manufacturer or 
dealer. Prefer extreme Northwest, but will consider any reasonable offer. 
Address E-70, care Office Appliances, Chicago 6. 
OFFICE MACHINE SALESMAN, now in essential war work but expecting to be 
at liberty in reasonably near future, is open for position as branch manager 
or dealer contact man. Formerly highly successful in own business as dealer. 
Has served two leading manufacturers as dealer contact man. Interested par- 
ticularly in typewriters or adding machines, or will consider other products 
offering good sales possibilities. Best of references Address E-65, care 
Office Appliances, Chicago. 
OFFICE EQUIPMENT EXECUTIVE with over twenty years’ experience in the 
sale of stationery filing systems, printing and office furniture with large and 
small dealers and manufacturers would consider a change offering substantial 
future. Address E-67, care Office Appliances, Chicago 6. 
WASHINGTON, D. C., REPRESENTATIVE has been specializing in Government 
Selling for twelve years. Familiar with introducing new products, Specifica- 
tions, Lend-Lease, Exporting, etc. Address E-69, care Office Appliances, 
Chicago 6. 

SALESMEN WANTED 
AAA-1 MANUFACTURER of most complete, fine quality line of hectograph and 
spirit duplicating materials, printed forms and supplies, inked ribbons, carbon 
papers, etc., has territory openings for steady, reliable type of salesmen who 
are workers. New exclusive products have created an unusual opportunity for 
able representatives. Permanent post-war employment. Opportunity for excel- 
lent earnings. Salary and expenses paid. See display ad in this magazine. 
Write Old Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn, N. Y. 
OFFICE SUPPLIES SALESMEN and SALESWOMEN—wWe have several attrac- 
tive sales openings in our Stores, Outside Territories and Phone Order Depart- 
ment for men and women who are interested in making a successful career 
in the ‘business with a future.’’ There are many increasingly good opportu- 
nities for advancement to well-paid supervisory and managerial positions. 
Ambitious and capable men and women with some office supplies expertence 
are invited to write or come in for an interview. Horder’s, Incorporated, ‘‘The 
House with a Good Future,’’ 231 So. Jefferson St., Chicago. 
EXCEPTIONAL OPPORTUNITY, inside salesman with old established dealer, 
central Ohio, with loose leaf, filing supplies, furniture, and office supplies. 
First grade lines including G-F, National L. L., Victor Vis., Hoosier, Milwaukee 
Chair, and Mimeograph. State experience and starting salary needed. Box 
S-185, care Office Appliances, Chicago 6. 
HAVE OPENING for experienced salesmen specializing in pay roll, filing and 
accounting systems. The territory we want to cover is very excellent with 
almost unlimited possibilities. Your earnings will be limited only to your 
ability and application to your work. Unless you are experienced, you need 
not apply. We are Shaw-Walker and Master-Craft dealers. Clarke & Courts, 
P. O. Box 1441, Houston, Texas. 
TALLMAN, ROBBINS & COMPANY, manufacturers of accountng forms and sys- 
tems, has an opening in their Sales Department. Knowledge of accounting or 
machine bookkeeping beneficial but not necessary. Salary paid during training 
period on liberal drawing account basis. Opportunity to build a permanent 
connection in the post-war era with an acknowledged leader in its field. For 
an interview send a brief summary of your education and experience to us 
at 314 West Superior Street, Chicago 10, Ill. 
SALESMAN WANTED—Familiar with commercial stationery and office equip- 
ment dealers in Metropolitan New York. Knowledge of Visible Records and 
systems helpful but not essential. This is an opportunity for a permanent 
position. Good salary with chance for promotion. Write to Box E-66, care 
Office Appliances, Chicago 6, and give details of experience and past connec- 
tions. 

MECHANICS WANTED 

TYPEWRITER MECHANIC wanted by well established dealer in Kentucky. A 
good opportunity to make satisfactory permanent location. Send full particu- 
lars including experience and references. Address S-179, care Office Appli- 
ances, Chicago. 
WANTED: EXPERIENCED typewriter and adding machine mechanics in North- 
ern No. Dak. City of 20,000. Good salary plus overtime. Newly equipped 
shop in new building. Address S-188, care Office Appliances, Chicago 6. 
TYPEWRITER AND ADDING machine and Elliott Fisher mechanic wanted. 
Steady position, top salary, unlimited earning capacity. Write Teeter-Warsh 
Co., 849 N. 3rd St., Milwaukee 3, Wis. 
TYPEWRITER & OFFICE machine mechanic, with more than average ability. 
Permanent, and a swell place to work. Earnings according to ability. Lamont 
Office Equipment Co., 1544 Broadway, Detroit 26, Mich. 
WANTED—TYPEWRITER MECHANIC or combination typewriter and adding 
machine mechanic. Good working conditions. Flake Typewriter Co., 45 2nd 
St., Yuma, Ariz. 
WANTED—Combination Typewriter and Adding Mechanic. Permanent position. 
Good salary. Peter Paul Mechanical Service, 330 S. Wells St., Chicago 6, 
Illinois. 
BUSINE MACHINES MECHANIC, $50 per week guaranteed. Possible to 
make more. Muncie Typewriter Exchange, Muncie, Indiana. 





MONROE CALCULATOR EXPERT MONROE MECHANIC wanted immediately by 
large Eastern firm having 750 Monroes. 

Guaranteed minimum salary for 20 years to life $80.04 for 44 
$90.48 for 48 hour week. 

We will pay all of your moving expenses. 3ox E-63, care Office Appliances, 
100 East 42nd Street, New York 17, — we 


hour week— 


EXECUTIVES WANTED 
STATIONERY AND OFFICE SUPPLY Buyer and Store Manager wanted by old 
established aggressive concern in a large midwest city. Permanent position 
with good salary and wonderful opportunity. Replies strictly confidential. 
Give full details of your experience and qualifications in your first letter. 
Address S-191, care Office Appliances, Chicago 6. 
EXECUTIVE to take complete charge of small but rapidly growing manufac- 
turing and distributing business well known in the stationery field. This 
position involves supervision of sales to manufacturers’ representatives 
throughout the country; management of business and accounting office; super- 
vision of plant whose principal activity is packaging and shipping; purchasing 
of materials ad maintaining inventories. Experience in selling to the sta- 
tionery or drawing supply trade, sales promotion and general business man- 
agement are essential. Salary $5000 plus sales bonus or interest in business 
for the right man. Location—eastern seaboard. Address S-182, care Office 
Appliances, Chicago 6. 
STATIONERY EXECUTIVE—Permanent position for a thoroughly experienced 
man. Must have the ability to direct others, manage and oversee retail store. 
Our Company is aware of this advertisement. Replies will be in strict con- 
fidence. Address S-183, care Office Appliances, Chicago 6. 
SALESMAN-MANAGER for Office Furniture Department of old established Sta- 
tionery Store in Middle West. Salary and Commission basis. State draft 
status and give references in first letter. Address S-186, care Office Appli- 
ances, Chicago 6. 
carrying complete lines of commercial stationery, office furniture and gifts. 
Located in Oklahoma City. State age, draft classification, experience and 
references in first communication. Address S-187, care Office Appliances, 
Chicago 6. 


OFFICE APPLIANCES, May, 1944 


) TOR SALE 


ten cents a word, minimum charge $2.00. 


OFFICE FURNITURE DEPARTMENT BUYER and Manager in large midwest city 
carrying top grade manufacturing lines. Permanent position with good salary 
and excellent opportunity. Give in detail qualifications and experience in first 
letter which will be held strictly confidential. Address S-192, care Office 
Appliances, Chicago 6 


REPRESENTATIVE AVAILABLE 
ESTABLISHED TIME CLOCK SALES and service office in New York City seeks 
additional item. Address E-68, care Office Appliances, Chicago 6. 


REPRESENTATIVES WANTED 

SALESMEN WANTED—wWell-known manufacturer of bank passbooks and check- 
cases offers unusual SIDELINE opportunity to a limited number of salesmen. 
Use of patented machinery permits quoting low prices on super-quality line. 
We make all styles of passbooks, including N.C.R. and Burroughs machine; 
also all styles of checkcases Impressive sales portfolio and selling plan will 
enable you to produce results immediately. Commission basis. Write today 
for complete information. Address S-181, care Office Appliances, Chicago 6. 
NATION ALLY KNOWN MANUFACTURER of steel files and office furniture has 
several territories open for the post-war period. Wish to hear from repre- 
sentatives who are well acquainted with office furniture dealers and are con- 
tacting them on other lines. State experience, age, lines handled, territory, 
and qualifications. Address S-189, care Office Appliances, Chicago 6. ‘ 
SALESMEN all territories, revolutionary platen restorer, see ad page 195. 
Burns Mfg. Co., Far Rockaway 3, N. Y. 


RETAIL BUSINESS FOR SALE 

FOR SALE, COMMERCIAL STATIONERY business in Southern California area. 
Well established in industrial center. Besides office supplies, also carries 
architectural and engineering supplies and social stationery. Business and 
accounts in first-class condition. A favorable opportunity to acquire business 
enjoying the full confidence of its community. Price $20,000. Address S-180, 
care Office Appliances, Chicago 

FOR SALE—Well established complete Office Equipment and Supplies, in 
prosperous city, Central Illinois, excellent opportunity to step into and oper- 
ating without loss of time to establish, owner retiring. Write for full par- 
ticulars. Address S-190, care Office Appliances, Chicago. 


FOUNTAIN PEN REPAIRING 

WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. Re- 
paired at standard prices. We especially feature ‘‘CONKLI} SWAN, WATER- 
MAN, WAHL, PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all 
other makes. We feature Gold Pen Points and Repairing. Mail all makes to 
ONE place for better service. (Est. 1904). ASK ABOUT NEW WELTY PENS. 
— $10.00 LIST. Welty Pen and Repair Co., 38 So. State St., Chi- 
cago 3. 






_ TRADE SCHOOLS 

WEBER TYPEWRITER-MECHANICS SCHOOL. A simplified Practical Home- 
study Course. Our students now operating their own business. Division 2, 
Hollywood 27, Calif. 


ADDING MACHINE PARTS, TYPE, ETC. 
LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 
1643 101st Ave., Oakland, Calif. 


ADDING MACHINE SERVICES 
BURROUGHS—-SUNDSTRANDS—REMINGTONS, etc., overhauling and rebuild- 
ing services now offered a limited number of NOMDA members short-handed. 
— years’ experience. Wiegel Company, 313 W. Main St., El Dorado, 
Ark 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELLIOTT FISHER, Burroughs, Moon Hopkins, Adding-Calculating Machines, 
Dictaphones, Ediphones, bought and sold. Chicago Office Appliance Co., 529 
S. Wells St., Chicago 7. 
ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and sold. 
Teeter-Warsh Co., 849 N. 3rd St., Milwaukee 3, Wis. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 
BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kardex. All 
types office machines bought and sold. Fort Pitt Typewriter Co., 644 Liberty 
Ave., Pittsburgh, Pa, 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma- 
chines, and everything in the office machinery line. State model, serial num- 
ber and we will quote highest cash prices. International Office Appliances, 
Inc., 326 Broadway, New York City. 
ELLIOTT-FISHER machines, calculating machines, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell Bldg., 
Milwaukee, Wis. 
DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating Ma- 
chine Co., 235 Fifth Ave., New York, N. Y. 
ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers, Folders, 
Typewriters, Adding Machines. Write for FREE Money Making Circular. 
Pruitt Office Machines, 527 Pruitt Bldg., Chicago 10 
MONROE CALCULATORS MODEL 1-A Serials 268,000 and 273,000. Best 
offer takes them. Write or wire Roscoe Townsend, Anchorage, Alaska. 
WILL ACCEPT HIGHEST OFFER on one or all of the following: Comptometers 
30321-8, 36927-8, 105201-8, 115417-10, 125072-10, 237582-10, 
247791-8, 252612-8, 255088-8, 266486-8, 274484-10, 286936-10; Bur- 
roughs Calculators 201237, 240518, 257733, 428837, 693786, 811778, 
1167258, 1403035. Carter's, 237-42 Loeb Arcade, Minneapolis 2, Minn. 
QUANTITY of Monroe and Marchant Calculators, hand and electric, rough, 
complete. Inquiries solicited on all types of other machines. American Busi- 
ness Machines, 135 Grand St., New York 13, N. Y. 
CASH REGISTERS WANTED, National models 700, 1700, 1900, 1500, 2000, 
6000 and 5000 class. Write Stanchfield’s, W. 12 Riverside, Spokane 8, Wash. 
ONE NATIONAL Cash Register Bank Savings Posting Machine, Model AK 
2178(65), absolutely perfect condition, Serial No. 3067M. American Busi- 
ness Machines, 135 Grand St., New York 13, N. Y. 
KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 
Inc., 548 Broadway. New York. 
GUARANTEED REBUILTS, KARDEX, other visible systems, attractively refin- 
ished, thoroughly rebuilt for years of additional service, moderately priced. 
Used equipment also bought and exchanged. Universal Office Equipment Co., 
561 Broadway, New York, N. Y. 
KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types bought 
and sold. We specialize in this field and offer full cooperation to dealers. 
Commercial Card System, 135 Grand St., New York City. 





ACME (Insite) &8x5—14 and 23 drawer units, also 6x4 and 5x3 size. Quan- 
tity of McCasky Production Panels Commercial Card System Co., 135 Grand 
St., New York 13, N. Y. 

MULTIGRAPH RIBBONS—and other wide inked ribbons re-manufactured, also 
silk ribbons. New ribbons of all kinds in the reel. Dealer proposition. Lewis, 
11% West State, Milwaukee. 














PATENTS. 


Coptes of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten centa each in cash, postoffive 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,343,905. Typewriting Machine. Otto C. W. Henze 
and Edward Nyborg, New York, N. Y., assignors to 
Joseph Lee Sweeney, New York, N. Y. Application 
June 18, 1941, Serial No, 398,5 Granted March 
14, 1944 

2,343,921 Staple Remover. Curt E. Nyberg, Chi 
cago, Ill assignor to Metal Specialties Manufacturing 
Co., Chicago, Ill a corporation of Illinois Applica- 
tion March 8, 1941, Serial No. 382,313 Granted 
March 14, 1944 

2,343,977. Latehing Mechanism for Drawers and the 
Like. James R. Jones, Lakewood, and Levi M. Hult 
berg and Victor A. Gronberg, Jamestown, ! , as 
signors to Art Metal Construction Company, James 
town,, N. ¥ Application March 17, 1941, Serial Ne 











383 ) Granted March 14, 1944 
2 991 Filling Mechanism for Fountain Pens. 
David Mohns, Janesville, Wis., assignor to The 





Parker Pen Company, Janesville, Wis., a corporation 
of Wisconsin Application August 1, 1942, Serial No 
153,145. Granted March 14, 1944 
2,344,118. Typewriting Machine with Covering Hood 
Friedrich Wunderlich, Nuremberg, Germany; vested 
in the Alien Property Custodian Application January 
18, 1941, Serial No. 376,398. Granted March 14, 1944 
2,344,168 Filing Cabinet. Walter F. Regenhardt 
Wooster, Ohio. Application May 31, 1941, Serial No 
396,000. Granted March 14, 1944 

2,344,410 Clutch Mechanism for Accounting Ma- 
chines. Hermann Rauh 3erlin-Zehlendorf, Germany ; 
vested in the Alien Property Custodian Application 
December 8, 1939, Serial No. 308,262. Granted March 
14, 1944 

2,344,627. Computing Machine. Harold P. Mixer 
Rockville Centre, N. Y., assignor to Remington Rand 
Inc., Buffalo, N. Y., a corporation of Delaware Ap 
plication May 2, 1941 Serial No, 391,447. Granted 
March 21, 1944 

2,344,643. Apparatus for Feeding Articles to Mail 
Treating Machines. (Commodore D. Ryan and Edward 
IP. Drake, Los Angeles, Calif., assignors to National 
Postal Meter Company, Inc Rochester, N ae 
corporation of Delaware. Application October 1, 141, 
Serial No. 413,122 Granted March 21, 1944 

2,344,655 Stenotype Copyholder. Harry Gordor 
Sullivan, De Land, Filia Application May 7, 1942 
Serial No. 442,13 Granted March 21, 1944 

2,344,720. Printing and Bursting Machine. Michael 
J. O'Connell, Chicago, Ill, assignor to United Auto 
eraphie Register Co a corporation of Illinois Ap 
plication October 18, 1941, Serial No. 415,655. Granted 
March 21, 1944 

2,344,819. Invoice Form and Method of Invoicing. 
Edward Jacobs, Philadelphia, Pa. Application Septem 
ber 9, 1941, Serial No. 410,195 Granted March 21 
1944 

2,344,891 Combined Envelope and Letter Sheet. 
Bernell Hampson McKinney, Lindfield, near Sydney, 
New South Wales, Australia Application August 21, 
1941, Serial No. 407,805. Granted March 21, 1944. 
2,345,008 Writing Machine. John A. Schmidt, 
Dayton, Ohio, assignor to The Standard Register Com 
pany, Dayton, Ohio, a corporation of Ohio. Applica- 
tion November 27, 1941, Serial No. 420,703. Granted 
March 28, 1944 

2,345,178 Leg Assembly for Composite Metal and 
Wood Furniture. John S. Burdick, North Muskegon, 
Mich,, assignor to The Shaw-Walker Company, Muske 
gon, Mich., a corporation of Michigan Application 
June 9, 1943, Serial No. 490,126. Granted March 28 
1944 

2,345,228. Filing Device. Rosaire Babineau, Pointe 
aux-Trembles, Quebec, Canada. Application June 3, 
1943, Serial No. 489,511. Granted March 28, 1944 








2,345,254. Typewriter Desk. John B. Graff, Grand 
Rapids, Mich., assignor to Gunn Furniture Company 
Grand Rapids, Mich., a corporation of Michigan. Ap 
plication April 6, 1942, Serial No. 437,814 Granted 
March 28, 1944. 

2,345,335 Duplicating Machine. Frank Ronald 
Ford, Sparkbrook, Birmingham, England Application 
July 25, 1942, Serial No, 452,276 Granted March 
28, 1944 

2,345,450. Trimming Board. Adolph I. Blanc, Chi 
cago Ill Application April 21 1943 Serial No 
183,905 Granted March 28, 1944 

2,345,484 File Fastener. Elmer E. Krumwiede 
Park Ridge, Ill Application July 25, 1942, Serial 
No. 452,279 Granted March 28, 1944 

2,345,557 Apparatus for Forming Characters on 
Stencils. Harmon P. Elliott, Watertown, Mass Ap 
plication February 12 1943 Serial No 175,635 
Granted April 4, 1944 

2,345,681 Inking Mechanism for Duplicating Ma- 
chines. Morris P. Neal, Quincey, Ill assignor to 
Ditto Incorporated, Chicago, Ill a corporation of 
West Virginia Application October 25, 1941, Serial 
No. 416,544. Granted April 4, 1944 

2,345,793. File Folder Envelope. Wilbur R. Chapel, 
Barrington, Ill Application August 31, 1942, Serial 
No 56,737 Granted April 4, 1944 








2,345,839 Accounting Machine. Pascal Spurlino 
Mayo A. Goodbar, and Marvin PD. Frost Dayton 
Ohio, assignors to The National Cash Register Com 
pany, Dayton, Ohio, a corporation of Maryland Ap 
plication March ¢ 1941, Serial No. 381,962 Granted 
April 4, 1944 

2,345,858 Apparatus for Verifying Punchings or 
Notchings in Sheets. Donald A. Nevin, Athens, Ohio 
assignor to The McBee Company, Athens, Ohio, a cor 
poration of Ohio Application April 3, 1941 Serial 
No. 386,674. Granted April 4, 1944 

2,345, 92¢ Back Rest for Chairs. Frank D. Fields 
and Glenn D. Wood, Elkhart, Ind assignors to Pos 
ture Research Corporation, Elkhart, Ind., a corporation of 

2 19 <4 





Indiana Application June 3, 1942, Serial No 568 
Granted April 4, 1944 
2,346,023 Mimeographer. 3Zenjamin Gold New 


York, N. ¥ Application November 12, 1942, Serial 
No. 465,367 Granted April 4, 1944 


2,346,150. Library Book Stack or the Like. Cliffor 
S. Browr Two Rivers, Wis assignor to Hamilton 
Manufacturing Company, Two Rivers, Wis i corpora 
tion of Wisconsin Application August 26 1941 


Serial No. 408,344 Granted April 11, 1944 
2,346,163 Combination Roll and _ Interchangeable 
Wheel. Pearl M. Hiles, Dayton, Ohio, assignor t 
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The Standard Register Company, Dayton, Ohio, a cor folding Paper. William C. Pfeiffer, Dayton, Ohio, 

poration of Ohio Application July 5, 1941 Serial assignor to The Egry Register Company, Dayton, Ohio 

No. 401,224. Granted April 11, 1944 a corporation of Ohio. Application December 26, 1941 
Serial No. 424,452. Granted April 11, 1944. 





2,346,167 Progressive Suspension for Drawers and on ie : 4 
ie tiie, “Sunes ho Beace, Tabenel, und Lavi i _ 2,346,419. Mailing Envelope. Newell F.° Dunlop, 
Hultberg and Victor A. Gronberg, Jamestown, N. Y.., San ge Rng Fo yy ee 26, 1942, 
assignors to Art Metal Construction Company, James”  ““P'S46 G01. Galeulating Machine. Frederick A. Nic 
town, N. Y Application June 22, 1942, Serial No ag ~ ti “ Waers " 
147,940. Granted April 11, 1944. mann, Chicago, Iil., assignor to Felt & Tarrant Manu 
9 246 9F . . facturing Company, Chicago, Ill., a corporation of Illi- 
2,346,250. Accounting Machine. James W. Bryce nois. Application February 24, 1941, Serial No. 380, 
Glen Ridge, N. J » assignor to International Business 176. Granted April 11, 1944. 
Machines Corporation, New York, N. Y., a corpora 2,346,603 Printing Apparatus. Walter B. Payne, 
tion of New York, N. Y Application December 6, 1939 Rochester, N. Y., assignor to The Todd Company, Inc 
Serial No. 307,740. Granted April 11, 1944 Rochester, N. Y., a corporation of New York. Appli 
2,346,265 Zero Printing and Column Split Me- cation February 28, 1940, Serial No, 321,307. Granted 
chanism. Thomas O. Mehan, Park Ridge, IIl., assignor April 11, 1944 
to Vietor Adding Machine Co., Chicago, Ill., a cor 2,346,611 Check Writer. Christian L. Rostock 
poration of Illinois Application December 30, 1940 Toledo, Ohio Application December 22, 1941, Serial 
Serial No. 372,290. Granted April 11, 1944. No. 424,007, Granted April 11, 1944. 
2,346,271. Auxiliary Typewriter Bed. John H. Page 2,346,616 Multiplying Machine. Frank Reginald 
Muskegon. Mict assignor to The Shaw-Walker Com- Saxby, Eastcote, England, assignor to The National 
pany Muskegor Mich., a corporation of Michigan Cash Register Company, Dayton, Ohio, a corporation 





Application June 11, 1941, Serial No. 397,627. Granted of Maryland. Application May 7, 1941, Serial No 
April 11, 1944 Granted April 11, 1944. 

2,346,323 Typewriting Machine. Meigs W. New DESIGN PATENTS 

berry, South Windsor, Conn., assignor to Underwood 137,554. Design for a Fountain Stencil Brush. Otto 
Elliott Fisher Company, New York, N. Y a corpora 1. Herb, St. Louis, Mo., assignor to Diagraph-Bradley 








tion of Delaware Application March 30, 1942, Serial Stencil Machine Corporation, St. Louis, Mo., a cor 
No. 436,851 Granted April 11, 1944 poration of Missouri. Application December 18, 1943, 
2,346,342 Perpetual Calendar and Memorandum. Serial No. 112,030. Granted March 28, 1944 

Ralph H Wilbur, Melrose Mass., assignor to The 137,660. Design for a Fountain Pen. Victor H 

Tudor Press, In Boston, Mass., a corporation of Severy, Atlanta, Ga., assignor to Scripto Manufactur- 
Massachusetts Application October 7, 1940, Serial ing Company, Atlanta, Ga., a corporation of Georgia 

No. 360,090. Granted April 11, 1944 Application February 3, 1944, Serial No. 112,433. 
2,346,390 Means for Handling Continuous Mani- Granted April 11, 1944, 
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BUSINESS OPPORTUNITIES 


Wholesale Merchants to Add Office Equipment.—C. Woodard Company, 
Wilson, N. C., jobbers and wholesale merchants, who have for the past 
five years been dealing in new and used office and store equipment, have 
acquired a large warehouse and will carry complete stocks of steel files, 
steel office furniture, safes, wood office furniture and some office machin- 
ery. Manufacturers of these lines are invited to communicate with the 
Woodard firm at the above address at their earliest convenience. 





Georgia Firm Seeking Office Appliance and Supply Items.—Gill Ad- 
Service, Columbus, Ga., has announced their intention of taking on sev- 
eral lines of office appliance and office supply items in the near future. 
Manufacturers interested in augmenting their sales representation in this 
southeastern area of the United States are asked to contact the Gill firm 
at the above address immediately. 


Catalogs of Furniture and Accessories Wanted.._The Security Furniture 
Exchange, Ltd., is interested in receiving catalogs and price information 
from manufacturers of office furniture and accessories. Mailings should 
be addressed to the firm at 410 South Spring Street, Los Angeles 18, Calif. 








NEW TRADE LITERATURE 


The Carter’s Ink Company, Boston, Mass., has just distributed to its 
dealers a new 24-page catalog of inked ribbons and carbon papers. 
Printed on excellent stock in the popular 8% x ll-inch page size, the new 
bulletin lists 14 types of typewriter carbons, seven pen and pencil car- 
bons, and roll carbons for Autographic registers and Elliott Fisher ma- 
chines. The new catalog, No. 44, also lists seven brands of typewriter 
ribbons, adding machine ribbons of varying sizes, special ribbons, type- 
writer oil and type cleaner. Carbon binders and hektograph carbon are 
also included. Copies of the new catalog and price list are available 
from the manufacturer on request. 











CORPORATION REPORTS AND 
FINANCIAL NOTES 


Dennison Manufacturing Company, Framingham, Mass.—For the year 
ended December 31, 1943, net profit of the Dennison Manufacturing Com- 
pany and wholly owned subsidiaries, after deducting $2,500,483.36 provision 
for U. S. and Canadian income and excess profits taxes, was $711,387.64, 
as compared with $639,989.99 for the previous year. Net sales for the 
year totaled $19,179,469.76, as compared with $17,2238,335.75 for 1942. Dur- 
ing the year, cash dividends of $8.00 per share were paid on debenture 
stock, $6.00 per share on prior preferred stock and 30 cents per share on 
the ‘*‘A’’ common and the voting common stock. ‘‘A’’ common stock divi- 
dends, 1/100 share at the rate of $10.00 a share, were also paid to the 
A’? common, voting common and Class “A” stock during the year. 





Gibson Art Company, Cincinnati, Ohio... For the fiscal year ended Febru- 
ary 29, the Gibson Art Company, Cincinnati stationers, report a net profit 
of $630,704 or $3.92 per share. Last year’s figures were $414,973 or $2.56 
per share, after depreciation and taxes. 

Total current assets, according to their balance sheet, are $2,555,367 and 
total liabilities $479,765, as against last year’s $2,350,858 and $416,343, 
respectively. 

The annual meeting of stockholders will be held May 2, all nine directors 
being up for re-election.—RCE. 


— > —_ 


Changes in Postal Rates Will Affect Business 


By Douglas C. McMurtie, Secretary, 
National Council on Business Mail 


Of immense interest to the business world are the changes which have 
occurred in the postal service during the past few months. Because most 
types of business are dependent on the mails both for advertising and 
delivery of merchandise, these changes will affect them substantially 

Therefore, the increase in postal rates which went into effect at 
12:01 a.m., March 26, will have a widespread effect. This increase was 
part of the new revenue act (HR-3687) which Congress passed over Presi- 
dent Roosevelt's veto in February, and affects rates on first class, air 
mail, parcel post, money orders, registered mail, and insurance and 
registry fees. Rates on some of these services are now so high as to be 
almost prohibitive for general use. 

Still further increases in postal rates are now being proposed by the 
Post Office Department to the postal committee of the House of Repre- 
sentatives. Any further increases certainly seem unnecessary at the pres- 
ent time, because of the fact that the Post Office Dpartment operated 
at a profit during the past fiscal year for the first time in twenty-four 
years. Postmaster General Walker's annual report for the fiscal year 
1942-43 contained figures estimating the revenue over expenditures at 
$1,334,551. Actually, if the Post Office were not burdened with free serv 
ices, such as franked and penalty mail, the net gain (computed at regular 
postal rates) would have been approximately $124,000,000! 

Franked mail is that sent out by congressmen, senators, and the presi- 
dent. ‘‘Penalty mail’? comprises the huge volume of printed matter dis- 
seminated by innumerable Government Agencies, and is so named because 
of the warning which appears in the upper right hand corner of the 
envelope: “Penalty for private use $300.” 

While franked mail is of relatively slight volume, increased activities of 
Government bureaus and agencies have made penalty mail a_ postal 
Frankenstein. Volume of this mail increased more than 500 per cent over 
1930, and is up 96.48 per cent over 1940. During 1943, almost two billion 
pieces of penalty mail flooded the Post Office system. Even if the bare 
cost of handling such mail were credited to the Post Office Department, 
an operating profit of many millions of dollars would have shown on the 
books. 

Last summer HR-4033, a bill designed to control use of penalty mail by 
charging government agencies with handling costs, was proposed by Hon. 
Thomas G. Burch of Virginia, chairman of the Post Office Committee. 
The bill passed the House unanimously on February 7, but is still await- 
ing action in the Senate. It is to the interest of every businessman to 
do anything in his power to encourage passage of this bill by the Senate 
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AS BUSINESS MEN, WHAT ARE YOU PLAN- 
NING FOR THE FUTURE? Appearing on page 18 is 
one of the most pertinent of the addresses delivered at 
several NSA regional conventions last month. A. R. 
Skibbe, Associated Stationers Supply Company, outlines 
the important services the wholesaler performs and lists 
several questions for the guidance of dealers in analyz- 
ing their businesses. It’s an article well worth any sta- 
tioner’s study. 

* 


QUARTERMASTER CORPS STREAMLINES THE 
REPAIR OF TYPEWRITERS. One fact stands out 
in the instructive article by C. LeRoy Jones on page 13. 
That revelation is that complete, skillful overhauling of 
typewriters is possible at a speed never before realized. 
Read how the Quartermaster Corps, with only 19 men, 
skilled and unskilled, so arranged repair routine that out- 
put was boosted from 150 to nearly 500 complete overhaul 
jobs monthly. 

* 


SOME TRENDS IN BUSINESS EDUCATION. The 
elimination of frills and the re-evaluation of training, 
course content and equipment must be made rapidly, say 
B. Frank Kyker and Arthur L. Walker, in their timely 
article on page 20, if much-needed office help, well- 
trained, is to be supplied. It’s a long-neglected phase 
of business that now promises to shake off its hide-bound 
shackles of lethargy. 

* 


PLAN FOR POST-WAR PROSPERITY WITH 
SOUND POST-WAR RESERVES. Modernization must 
come, if office appliance dealers are to “keep in the 
swim,” says Fred Merish in his highly-important article 
on reserves. Reserves must be adequate, he says, and 
should provide not only for expansion but for possible 
inventory losses after the war as well. His article ap- 


pears on page 11. 
* 


ASSUMING RESPONSIBILITY FOR YOUR BUSI- 
NESS. Frank W. Coleman, in a frank and forthright 
opinion on post-war business, states that American in- 
dustry must again assume self-reliance and cease the 
practice of throwing its troubles into the lap of the Fed- 
eral Government. Only by concerted effort, he states 
on page 19, can the American businessman shake off 
regimentation and again assume the status of individual- 
ity and independent thought. 


* 


THIS PROCEDURE WORLD. You'll be interested 
in reading what Charles O. Libbey has to say on mod- 
ernization of office procedure on page 15. It’s the type 
of informative article that dealers and office managers 
alike will benefit from reading. 


* 


SCHOOL EQUIPMENT AND SUPPLIES SEC- 
TION. Featured in the May number of OFFICE AP- 
PLIANCES is a section on the retailing and merchan- 
dising problems that face the dealer on school equipment. 
Virtually every stationery dealer wil benefit from perusal 
of this material. This section begins on page 20. 











Salute to 


SCHOOLS OF AMERICA 


Despite decreases in personnel, restrictions in equip- 
ment and supplies, and mounting demands for training 
programs and use of facilities, the schools of America 
are carrying on magnificently. With hands competently 
on the helm of today, school executives are looking to 
the future, planning for the time when educational 


emphases once again may be on civilian curricula. 


Picture above: Office Machines Room, State Teachers College, St. Cloud, Minn. 
(See special School Equipment and Supplies Section beginning page 20) 
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Plan for Post-War Prosperity with 
SOUND POST-WAR RESERVES 


OONER or later, the post-war 

period will be here and man- 
ufacturers will be ready to 
“spring” their new developments 
in business equipment, new store 
fronts, fixtures, even new-type 
buildings and appurtenances 
thereto, all designed to facilitate 
the marketing of consumer goods. 
To keep “in the swim,” office ap- 
pliance retailers must modernize 
or go out with the tide while 
aggressive competitors who invest 
in new, post-war business equip- 
ment prosper. NOW is the time 
to plan your post-war program 
of modernization, not when the 
war is over. What steps are you 
taking to be ready when the 
great day comes? 

Some dealers are thinking about 
post-war possibilities, some have 
rather nebulous plans, but none 
have adopted a fiscal program to 
cover the purchase of new equip- 
ment, business promotion and en- 
larged merchandising facilities in 
the post-war period, if our field 
contacts are any criterion. One is 
useless without the other. The 
financial ability to swing a pro- 
gram of post-war rehabilitation 
is important. The goal can be 
achieved by setting up post-war 
reserves now. 


Reserves Frequently Slighted 


Some dealers carry no reserves 
on their books at all; others carry 
inadequate reserves. Some have 
reserves adequate in normal times 
but below par today because our 
war economy has distorted normal 
business practices. The first step 
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By FRED MERISH 


Business Analyst and 
Financial Counselor 


o 


is to determine where you stand 
on reserves NOW, then proceed 
from there. For most dealers, re- 
serves are “sleeping dogs”—just 
bookkeeping entries, charging cur- 
rent profit and crediting reserves. 
Not too much attention is paid 
them. In normal times, this faux 
pas could be condoned because the 
replacement of old equipment 
went along smoothly enough. The 
new equipment was purchased, the 
reserve covering it was closed out 
and a new reserve opened for the 
replacement. From now until sta- 
bility returns, reserves must cover 
a wider field. Our war economy 
has brought this about. Dealers 
who do not make provisions ac- 
cordingly are not doing a good 
managerial job. 

Many dealers are using equip- 
ment now that has been written 
off the books since Pearl Harbor. 
Under normal conditions, they 
would have replaced it with new 
at write-off. As it stands, they 
may have to get along with it for 
some time. 

When the last bomb drops, 
there is no assurance that all re- 
strictions will be off. Moreover, 
manufacturers must be given time 
to produce and deliver the new 
equipment. Considering the tre- 
mendous demand caused by re- 
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stricting normal requirements to- 
day, it may be some time after 
the war’s end before you get your 
new trucks, store fronts, display 
fixtures, merchandising accessor- 
ies, and so forth, that you will 
need in the post-war period to 
get topflight results. In the in- 
terim, how do your books reflect 
the operation of your old equip- 
ment? In most cases, you record 
only repairs and let it go at that. 
Your balance sheet does not show 
the equipment written off. It is 
“out” figuratively. Reserves have 
offset its cost. But today you over- 
look an important consideration. 


Post-war Improvement Reserves 


When equipment is written off 
the books, depreciation charges 
covering it no longer appear in 
costs. This doesn’t happen so 
often in normal times because 
replacements are usually pur- 
chased by the time the old equip- 
ment is written off and this au- 
tomatically opens up new reserves 
so that a depreciation charge is 
represented in overhead. But 
what is happening today? Equip- 
ment written off during the war 
years can’t be replaced in many 
cases. No depreciation charge is 
entered in costs, although your 
customers get the use of your 
fixed assets the same as before 
the write-offs. Your prices are 
costed too low or you maintain 
margins as formerly, making an 
additional profit, but you do not 
set aside the difference for post- 
war modernization, promotion or 
expansion. That is where post- 
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war reserves come into the pic- 
ture. They assure you something 
“in the kitty” when the post-war 
period arrives and you are able 
to buy new equipment, and need 
funds to invest in the necessary 
promotions that will get your 
share of the profitable post-war 
business. In the meantime, your 
selling prices are costed to cover 
these reserves. The sum to be 
credited depends upon your post- 
war plans. It will differ with the 
dealer so we cannot give specific 
counsel here but we do serve a 
useful purpose in calling attention 
to the necessity for taking action 
along these lines at this time. 


Reserves do not represent actual 
cash, some will contend, so we 
may set aside reserves for post- 
war operations but not have the 
money to finance them. True. Re- 
serves are not necessarily cash. 
However, if properly handled, they 
should increase your. bankroll. 
Their purpose is to provide record- 
ings to substantiate tax deduc- 
tions for depreciation and to see 
that your costs include adequate 
charges for depreciation and 
other contingencies pertaining to 
operation. You may have $10,000 
in reserves on your books at the 
war’s end and not a nickel in the 
bank, but that is a matter of bad 
management, rather than a weak- 
ness in the practice of reserve ac- 
counting. Our purpose here is to 
set you straight on reserve ac- 
counting so that you manage this 
essential properly at this time, 
when it is so vitally important. 


How Reserves Function 


Few dealers have a clear under- 
standing of reserves, so we offer 
this simple explanation. Theoreti- 
cally, if you buy a truck for $1,000, 
depreciate it $200 yearly by charg- 
ing current profit and crediting a 
reserve for depreciation, and then 
include this $200 in selling prices 
for the year (which will come 
about automatically if you cost 
your sales based on current over- 
head), you should retrieve the in- 
vestment in five years. Then you 
could take that $1,000 and buy 
another truck. Usually, however, 
the money is deposited with other 
funds collected, cash disburse- 
ments are made and the recov- 
ered investment is not set aside 
in a separate fund. You collect 
more money from customers for 
rebuilding reserves even though 
you do not earmark the piecemeal 
return of the cost of your depreci- 
able assets. You may freeze this 
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retrieved investment in a fund 
by earmarking it as such, separat- 
ing it from your current cash. 
But such funds, called sinking 
funds, are usually set aside to re- 
duce long-term obligations. So, if 
you cost your sales to include 
post-war contingencies of one 
kind or another, we can assume 
that your current cash will be in- 
creased to cover them, providing 
you manage your affairs properly. 


Post-war reserves should cover 
losses chargeable to the war years 
and post-war modernization, ex- 
pansion and promotional expense. 
Equipment written off the books 
is not the only source from which 
to build these reserves. The de- 
preciation still being taken on 
equipment not written off may 
be increasing faster than your 
rates indicate because you are 
using the equipment more than 
anticipated when the rates were 
set. Credit that differential to a 
post-war reserve. You may have 
advertised or invested otherwise 
in pre-war promotions, then re- 
duced or eliminated this expense 
entirely because of limited stocks 
or the fact that you can Sell your 
wares without promotional pres- 
sure today. You may set aside 
this pre-war expense in a reserve 
to be invested in post-war promo- 
tions. Some businessmen are set- 
ting aside reserves for losses in 
inventory. After World War 1, 
prices declined sharply, so this 
eventually bears consideration. If 
business booms after the war and 
prices for re-sale merchandise 
rise, you must increase inven- 
tories substantially and pay higher 
prices too, so you should arrange 
to have ample funds on hand to 
meet the situation. Whether prices 
go up or down after the war, a 
post-war reserve will come in 
handy. You may not be able to 
make adequate repairs to trucks, 
equipment or building now be- 
cause manpower and materials 
are scarce. Set aside something 
to cover post-war repairs. The 
cost of deferred repairs is always 
excessive. By means of a reserve, 
these high repair costs should be 
charged now while the expense is 
being contracted, not to the post- 
war period. Credit is based largely 
on income; hence, many employed 
at war work are being given credit 
today and some dealers’ accounts 
receivable are higher than in pre- 
war days. If the income of these 
debtors is cut or stopped after the 
war, these dealers may suffer 
heavy credit losses or experience 





high collection expense in the at- 
tempt to get their money. Wise 
dealers are anticipating such loss- 
es on accounts receivable with 
post-war reserves built up now. 


Reserves and Profits 


Some dealers may crow over the 
fact that they are earning more 
today than in pre-war days, taxes 
considered. But this may be due 
to lower overhead per dollar vol- 
ume because sales come easier 
these days, deliveries have been 
curtailed, advertising, selling and 
collection expense may have de- 
creased in this seller’s market, 
store hours have been cut, reduc- 
ing store expense, and so on. If 
you are in that boat, post-war 
reserves will correct your vision 
by bringing current profit into 
the normal zone. Sound account- 
ing demands that current revenue 
be charged with all reasonably de- 
terminable costs and losses fairly 
applicable thereto. Wartime losses. 
costs and contingencies should be 
charged to the war period. To 
this end, post-war reserves are 
being built up now by progressive 
managements in all fields. Out of 
377 business people queried in a 
recent survey anent war reserves, 
a tabulation of the returns showed 
that 255 charged income, 21 
charged net worth, 20 transferred 
credits from other reserves, and 
81 reported no experience so you 
see the practise recommended in 
this article is prevalent. 

Tax laws permit deductions only 
in connection with reserves for 
depreciation on depreciable assets 
and bad debts. You can’t take 
deductions for post-war reserves 
but this does not prevent you 
from recording them as long as 
your records are clear. However, 
there is talk about legalizing al- 
lowances for post-war reserves 
and should Congress authorize 
these deductions, recordings made 
now should enable you to justify 
a worthwhile tax saving. Then 
too, post-war reserves opened now 
will produce a more conservative 
balance sheet. Many businessmen 
use reserves to keep the value of 
their net worth at a conservative 
figure, even though the tax laws 
do not consider them in calculat- 
ing tax liability. One big chain 
has issued a balance sheet show- 
ing a post-war reserve of $500,000 
to cover a possible inventory loss 
after the war. “Crash balance 
sheets” are appearing, an ac- 
counting war. baby designed to 
show estimated financial standing 
at war’s end. 
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Quartermaster Corps Streamlines 


THE REPAIR OF TYPEWRITERS 


HEY SAID it couldn’t be done, 
but we did it—placing repair 
of all makes and models of type- 
writers on an assembly line basis. 
In establishing this new method 
in our five typewriter repair shops, 
we were merely following a tra- 
dition of the Quartermaster Corps 
—‘The difficult we do immedi- 
ately; the impossible takes a little 
longer.” No new typewriters were 
being manufactured for the Army, 
which uses hundreds of thousands 
of machines in its offices and 
posts, aS well as in the war the- 
aters and combat zones. Hence, 
the machines it now has must be 
made to last indefinitely and this 
is the job of repair sections in 
five depots variously located 
throughout the nation, all faced 
with an increasing work-load and 
insufficient personnel. Let’s see 
how the problem was approached 
and solved. 

Let us assume that you are in 
charge of the typewriter repair 
section of one of these depots. 
You have 3,300 machines piled up 
awaiting “RUSH” overhauling, 
with an additional ten machines 
a day marked “EXTRA RUSH” 
pouring in. There are involved 
all makes and models, standard 
and wide carriages, and portables. 
They have broken frames, broken 
carriage castings, broken line 
space levers, have missing parts 
or are in various degrees of dis- 
assembly. In addition, more than 
a hundred duplicators and adding 
machines must be overhauled, 
boxed and packed for shipment 
by your organization and the work 
must be performed immediately. 

Your personnel consists of 19 
men—five laborers, four student 
trainees, your stenographer, and 
of the remaining nine, three must 
take care of desk repair on about 
5000 machines used by the depot 
and local camps and stations in 
your vicinity, leaving you with six 
mechanics of varying degrees of 
efficiency for your shop work. 


100 Machine Deficit Monthly 


Your job is to catch up on the 
backlog. The best you have been 
able to turn out under present 
methods of the shop is 150 ma- 
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chines per month. With 250 ma- 
chines a month coming in and 
150 machines a month going out 
you face a hopeless situation. 
What would you do? Sure—I 
know—hire some more mechanics. 
But wait. Where are you going 
to get them? If you have tried 
recently you know that they are 
not available, and too, you are 
restricted in salaries—you cannot 
pay the prevailing earnings in- 
cluding bonuses, so even if there 
were a few mechanics available 
you couldn’t pay enough money 
to hire them. You are also faced 
with the problem of floor space. 
You haven’t enough room to add 
more benches and you cannot get 
additional floor space in _ the 
neighborhood. 

A rather complicated situation, 
isn’t it? But it is a situation that 
Uncle Sam’s Army had to face in 
a number of their office appliance 
repair shops where only civilian 
personnel could be utilized. The 
quality of overhauling must be 
maintained; in fact, office ma- 
chines overhauled in these shops 
must be of the best quality work- 
manship, for these machines are 
required for the use of the Army 
overseas. They must be repaired 
and adjusted properly and must 
be packed for shipment in a man- 
ner to insure their safe arrival at 
destination. 

‘Twas in just such a predica- 
ment as this that the continuous 
flow typewriter adjustment and 
repair production line was born. 


Every Man Made a Specialist 


Typewriter repairmen, through 
no fault of their own, are gener- 
ally one-make specialists. They 
know best the mechanism of the 
product of the manufacturer for 
whom they previously worked. 
Probably they have a fair knowl- 
edge of the mechanism of a sec- 
ond and third make with which 
they frequently came in contact, 
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but by the other numerous mod- 
els, old and new, of each manu- 
facturer, they are more or less 
bewildered. Consequently, consid- 
erable time is consumed in explor- 
ing the mechanism to find out 
what causes the trouble. Addi- 
tional time is required in figuring 
out just what adjustment is nec- 
essary to correct the trouble. If 
this lost time could be eliminated, 
if the men could be trained to 
do only one operation quickly and 
thoroughly on each make and 
model of typewriter, utilizing sev- 
eral men to perform operations 
on each machine instead of the 
one-man method now employed, 
machines flowing through the 
various operations to the final in- 
spector should be perfectly ad- 
justed typewriters. Because of 
simplification of operations, lost 
time would be conserved and shop 
production immeasurably in- 
creased. Too, it would be much 
easier and quicker to teach a 
trainee proficiency in a_ single 
operation on each machine than 
to attempt to instruct him on the 
entire intricate mechanism and 
adjustments of all makes and 
models of typewriters. 

To make this possible, the mech- 
anism of each make and model 
of typewriter was charted and 
broken down into timed individ- 
ual operations and a chart pro- 
vided for each operation. Each 
operation chart approached that 
make and model of machine in a 
manner to insure proper sequence 
of adjustments as well as through 
checking of all mechanical parts, 
screws and nuts. When an oper- 
ator performs all the adjustments 
and work required by his individ- 
ual operation chart, the machine 
is passed on to the next operator. 
It was necessary to plan the flow 
of machines so that the least 
amount of time would be con- 
sumed in moving the typewriter 
along the line. From the receipt 
of the machine at the shop to its 
final boxing and movement for 
shipment, every operation was 
charted. While each make of type- 
writer has its own peculiarities 
requiring special approach and 
arrangement of operations, so far 
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as practical, the following uniform 
operation chart is adhered to: 


Operation No. 1—Dis-Assembly 

(Laborer or trainees) Removal 
of cover plates, platens, ribbons, 
feed rolls, typebar rest pads, rub- 
ber feet, and so forth. 


Operation No. 2—Washing and 
Refinishing 
As necessary. (Laborers) 


Operation No. 3—Sub-Assembly 
(Laborers or trainees) Checking 
rubber parts for size and condi- 
tion. Resurfacing or replacing 
platens and feed rolls. Reassem- 
ble platens, feed rolls, typebar rest 
pads, rubber feet, and so forth. 
Operation No. 4—Carriage I 
(Trainee or mechanic) Check 
and adjust ring and cylinder, par- 
allel platen. Fit carriage proper- 
ly. Weigh up and adjust carriage 
tension. Check rack for broken 
or bent teeth. 
Operation No. 5—Carriage II 
(Trainee or mechanic) Check 
line space lever for operation. 
Check margin stops for operation. 
Check and adjust paper feed. 
Check variable for operation, plat- 
en for fitting. Check bail and 
rollers for uniform tension. Check 
paper table and side guide. Check 
screws and nuts for tightness. 


Operation No. 6—Escapement 

(Mechanic) Check and adjust 
trip, universal and _ individual. 
Check escapement rocker, bear- 
ings, pivots, dogs. Check rack for 
proper mesh in pinion, pivots, and 
so forth. Check universal bar fit- 
ting, pivots, springs. Check space 
bar for operation. Check for skip- 
ping, piling and crowding; adjust. 

Operation No. 7—Ribbon 

(Mechanic) Install new ribbon. 
Check ribbon feed, spools, instal- 
lation. Check ribbon reverse, au- 


tomatic, both directions. Check 
ribbon guide; no bind. Check rib- 
bon spool shafts, free, no bind. 
Check ribbon feed gears, mesh 
properly, and so forth. Check rib- 
bon throw, bichrome, ribbon cover, 
and so forth. 


Operation No. 8—Back Spacer; 
Tabulator; Miscellaneous 
(Trainee or mechanic) Check 
back space brackets for tightness. 
Check back spacer, slow and fast; 
adjust. Check tabulator, keyset 
and clear, tab stops. Check tabu- 
lator operation, screws and nuts 
tight. Check touch control mech- 
anism. Check margin release op- 
eration, bail, pivots, springs. 


Operation No. 9—Alignment 

(Mechanic) Check segment for 
fitting (Seg. shift models). Check 
sub-carriage for fitting (carriage 
shift models). Check type-on-feet. 
Check motion. Check line finder 
for position, card holders for op- 
eration. Check shift locks and re- 
lease. Touch up alignment. Check 
keylevers for level, sub-levers, 
links, springs, and tension. 


Operation No. 10—Inspection 
(Mechanic) Make complete fac- 
tory chart inspection. 


Operation No. 11—Reassembly 
(Laborer) Reassemble cover 
plats and housings. 


Operation No. 12—Prepare for 
Packing 

(Laborer) Tie down rack release 
lever. Tie down ribbon spools. 
Check carriage rails to prevent 
pitting. Tie carriage (use manu- 
facturers’ packing clamps if avail- 
able). Tie down feed roll release 
lever. Insert wad of paper in 
typebar basket. 


Operation No. 13—Wrapping 
(Laborer) Insert silica gel bag 
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in typebar nest. Place typewriter 
cover in position and tie down. 
Wrap machine with Grade C 


moldable paper, protecting all 
sharp protruding points on ma- 
chine which may puncture mois- 
ture proof barrier. Set machine 
on jig; insert in moisture-proof 
barrier bag. Seal barrier bag. At- 
tach machine to baseboard of box. 


Operation No. 14—Boxing 


(Laborer) Waterproof inside of 
box with asphaltum. Insert ma- 
chine into box and screw base- 
board to box. Strap box. Stencil 
box. 

* * * 

The welding of frames, replace- 
ment of broken carriages and 
major parts is performed by what 
we refer to as fourth echelon re- 
pairmen, prior to the machine 
entering the Operation No. 4 in 
the production line. These parts 
are adjusted into the machine by 
operators on the adjustment line. 

You’d like to know if the plan 
works? Records, in this instance, 
speak louder than _ superfluous 
words. Notwithstanding the ne- 
cessity of training each man in 
the line the operations he was 
required to perform, production 
jumped from the 150 machines- 
per-month average to 263 ma- 
chines with the production line 
in operation only the last 15 days 
of the first month; to 366 ma- 
chines the second month (a full 
month); and to 493 machines the 
third month. Top quality recon- 
ditioned machines now flow 
through the production line at 
an ever-increasing speed. Oper- 
ators become specialists in their 
work; high speed and top quality 
results. And so, World War II has 
inaugurated a new procedure in 
the typewriter repair industry. 
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THIS PROCEDURE 


Ep. NoTE—Although prepared for 
listeners in the category of users 
of business systems, equipment 
and supplies, the appended ad- 
dress contains much of interest 
and value to dealers and their 
salesmen. The ideas on manage- 
ment methods and attendant 
equipment can be used effectively 
in sales work, now and for post- 
war. 


T WAS not so many years ago 

when we heard a great deal of 
business ‘‘systems” — filing, em- 
ployment, and stock record sys- 
tems. There appeared to be an 
emphasis on the physical ar- 
rangement of forms and on the 
appliance; they often came ready- 
made; and they were usually in- 
serted into the midst of office op- 
eration. The office and its paper 
work have greatly expanded since 
then, however, with the emphasis 
on the complete operation and 
method. We began to hear more 
and more about “procedure,” 
which is the movement involved 
in the progress to completion of 
transactions. Office procedures 
are based on a series of clerical 
acts organized under supervision 
to accomplish the purpose of the 
office. Procedure assumes major 
importance when the organization 
becomes large and the many de- 
tails gain in variety and volume. 
We should remember, however, 
that we have not solved anything 
by giving a name to the problem. 

Perhaps you have read of the 
remarkable performance of the 
Office of Dependency Benefits, 
which administers the payments 
to the dependents of our men in 
the Army. Starting almost at 
scratch, in a year and a-half this 
office developed an organization 
of 8,000 persons doing business 
with men in service all over the 
world and with 8,000,000 people 
at home who depend on this ac- 
tivity for some portion of their 
support each month. Any office 
executive can imagine what that 
means in terms of space, commu- 
nications, furniture, equipment, 
training, forms, filing, and proce- 
dures. Over 45,000 letters come 
into the office each day; 60,000,000 
documents are already filed and 
there is a daily need for twelve 
new cabinets; at one time thir- 
teen training classes were going 
on at once for the 4,000 clerical 
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employees. If the index of activ- 
ity were the routine involved in 
producing checks, which by the 
way number 4,500,000 and take 45 
special trucks for mailing each 
month, the office has increased 
7,620 per cent since June, 1942. 
Ballooning is really the word to 
express such expansion, and the 
executives must have taken the 
job not in their stride, but in a 
gallop. 

This one example on the grand 
scale may not be typical, although 
not alone, but it does point up a 
fact which we all realize. Enter- 
prises all around us have grown 
rapidly to great dimensions, and 
the office with its procedures to 
carry the burden of paper work, 
control, and contacts has expand- 
ed with them. From the office 
point of view we live in a proce- 
dure world, and we must consider 
that a large share of this bigness 
with its procedural problems has 
come to stay. 

“Take American ingenuity,” says 
Charles F. Kettering, “mix it with 
the raw future of tremendous pro- 
duction possibilities and you can 
carve out anything that your 
imagination can picture.” In this 
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WORLD 


inspiring promise, office manage- 
ment has much to contribute. So 
let us consider a few of these con- 
tributions to American ingenuity 
in this procedure world. 

First, activities should be de- 
signed in some reasonable pattern 
for the accomplishment of objec- 
tives. There must be an organi- 
zation that is effective and un- 
derstood. In one of his papers on 
organization, Urwick writes: “A 
very large proportion of the fric- 
tion and confusion in our society, 
with its manifest consequences 
in human suffering, may be traced 
directly to faulty organization in 
the structural sense.” 

It simply makes sense that if 
we are to construct something 
intelligently we must have a blue- 
print of details. It is just as true 
that if we are going to integrate 
the several activities of a business 
we should have a pattern of 
organization. You may know of 
organizations which avoid explo- 
sions simply because muscular au- 
thority sits upon the lid. But in 
the democracy of the modern pro- 
cedure world, each employee has a 
right to know where he fits into 
the pattern to which he is ex- 
pected to contribute his energy 
and interest. 

Now where does office manage- 

ment belong in this pattern of the 
enterprise? In the larger organi- 
zations it has become, of course, 
the service center of office activ- 
ities. However, it should be more 
than that and it can render an 
auxiliary service throughout all 
offices wherever clerical acts are 
performed in the various func- 
tions. In this thought, the office 
manager becomes the specialist 
in office practices and procedures 
for the entire organization. A 
report on the subject by the Life 
Office Management Association in 
1941 found that “if the latest de- 
velopments in machines, equip- 
ment, and methods are to be 
made available to an organization, 
specialization is necessary. 
It is apparent that it can be more 
effectively organized in a central 
formal staff with the required 
technical and specialized knowl- 
edge and the opportunity to oper- 
ate on a company-wide basis.” 
Evidently the findings were that 
not everyone knows how to run 
an Office. 

The service of office manage- 
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ment therefore cuts across other 
organizational lines of authority. 
Actually we have two flows of 
authority in our pattern: 

1. There is a vertical flow by 
delegation from the _ executive 
heads to offices which carry on the 
major programs for which the en- 
terprise was established. Success 
or failure depends on the release 
of products or service by these 
program offices. This is the pri- 
mary flow and it should not be 
interrupted. 

2. There is likewise a vertical 
flow of authority by delegation 
from the executive heads to man- 
agement offices in general, and to 
office management in particular. 
Then to become effective, this line 
must flow horizontally across the 
primary flow of program offices. 
The office specialist should never 
forget, however, that his flow of 
authority is secondary and that 
his is an auvziliary service. 

You see at once, of course, the 
critical point where vertical and 
horizontal flows come together. 
With a clear understanding of 
the respective place of office man- 
agement and of program offices 
in the pattern, this juncture need 
not cause undue conflict or fric- 
tion. At any rate it is there, 
whether we wish to recognize it or 
not, and we might as well make it 
clear to all involved. So far as 
authority is concerned, there is 
nothing like the authority of com- 
petence. 


Office Efficiency Must Be Defined 
and Understood 


The main point is that the pat- 
tern of organization should be 
well defined by management and 
understood by those who are a 
part of it. “Administrative effi- 
ciency is not merely a matter of 
paper clips, time clocks, and 
standardized economics of mo- 
tion,” the report on the “Reor- 
ganization of the Executive De- 
partments” said in 1937. “Real 
efficiency goes much deeper down. 
It must be built into the structure 
of Government just as it is built 
into a piece of machinery.” And 
we recognize that the thought is 
sound for any type of organiza- 
tion. 

Second in this procedure world, 
the pattern deals with human be- 
ings and must recognize the im- 
portance of human behavior. A 
chart of the pattern may show 
lines and oblongs. The lines rep- 
resent abstractions but the ob- 
longs enclose people. As Ordway 
Tead expresses it: “Unless the 
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things you are organized to do 
commend themselves to people as 
being reasonable, as being worthy, 
as being socially significant, you 
are not going to get loyalty or the 
interest you want.” Our pattern 
cannot be any more sound, skill- 
ful or serviceable than the em- 
ployees of which it is composed. 





ORGANIZATION 
BLUEPRINT 


Mr. Libbey says, “It simply makes 
sense that if we are to construct 
something intelligently we must 
have a blueprint of details. It is 
just as true that if we are going to 
integrate the several activities of a 
business we should have a pattern 
of organization. You may know of 
organizations which avoid explo- 
sions simply because muscular au- 
thority sits upon the lid. But in 
the democracy of the modern pro- 
cedure world, each employee has a 
right to know where he fits into the 
pattern to which he is expected to 
contribute his energy and interest.” 





The contention of the employee 
that he has personality and is not 
an inanimate cog in some revolv- 
ing series of wheels has changed 
the aspect of the office. The so- 
called “bull of the woods” who 
may have operated on the “cog 
philosophy” should be a thing ot 
the past. It is through this office 
pattern that our employee hopes 
to attain some form of security, 
opportunity in the promotional 
line, and attainment of a better 
standard of living. He demands 
fair treatment, the inspiration of 
interest and a feeling of dignity 
in discharging his duties. In re- 
turn for a recognition of his sig- 
nificance to the pattern he will 
perform his part in the all-impor- 
tant “principle of teamwork.” 
Sometime or other, not too far 
distant, he will very likely partici- 
pate in “a white-collar union” 
to obtain these very things for 
himself. 


The office manager will find his 
problems therefore as wide as per- 
sonnel relations and as deep as 
personality. Although we feel that 
the office must not interfere with 
the home, we must not forget the 
great influence of the home on 
the office. There are executives 
who will not move a man to a 
branch office without first getting 
the reaction of the home. No 





doubt they feel that this can be 
an ingredient of contentment and 
so of the man’s effectiveness. We 
know the effect of illness at home 
and of marital disturbances. In 
short, the employe is not a being 
who exists only from eight to five. 


Boss and Administrative Pattern 

No matter on what level of the 
scaler process he may be, the boss 
affects the pattern day in and 
day out. We know it and the 
thought need not be greatly en- 
larged. Leonard White says it for 
all of us: “Supervisors must eter- 
nally keep in mind the fact that 
their attitude toward their staff 
is quickly sensed by their subor- 
dinates, and that this attitude is 
reflected throughout the section or 
division over which they preside. 
... The greater respect the em- 
ployees have for them the more 
effectively they will enjoy their 
work and the more effective will 
be the work of the units.” There 
is a corollary to this thought for 
subordinates in this supervisor- 
employee relationship. There are 
so many efficient ways to do a 
piece of work that the employee 
should study his boss. The “one 
best way,” for all practical pur- 
poses, is influenced by the way he 
wants it done. 

The employee spends a major 
part of his time at a desk and he 
is affected continuously by work 
conditions. He is affected more 
often than he or anyone else 
realizes. In the old days of the 
Scrooges we wonder how much 
the Bob Cratchits on their high 
stools suffered because there was 
only one coal in the grate and a 
flickering candle for illumination. 
We have come to know how much 
lighting, ventilation, acoustics, 
and layout affect production. The 
height of a desk and the adjust- 
ment of a chair are just as im- 
portant in the office as in the 
factory, and are reflected in the 
personnel budget. 

For the most part, successful 
people are those who know how 
to get along with others, because 
business is a mass endeavor and 
not the unrelated activities of in- 
dividuals. Our personnel troubles, 
for instance, are likely to develop 
about the odd stick, no matter 
how brilliant or efficient he may 
be. These lateral relationships in 
our pattern must be studied intel- 
ligently and shaped into co-oper- 
ation. In many large organiza- 
tions, however, there is often 
little opportunity for the employee 

(Turn to page 128, please) 
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Puttin g the Patriotic Touch into 


RETAIL SALES PROMOTION 


RADING on the “Red, White 

and Blue” and capitalizing on 
the war are bad business practices, 
but when due regard is given to 
the proprieties, there is no objec- 
tion to patriotic tie-ins being used 
by the office appliance store. In 
fact, such practices tend to aid 
the war effort, keeping before the 
people the ideas of patriotism, vic- 
tory, and the many things we’re 
fighting for. In succeeding para- 
graphs are clever ideas that have 
been found unusually effective. 

Using small space for his adver- 
tising, a large city merchant 
found “patriotic” ways to make 
his own ad stand out in the gen- 
eral run of the small ads by using 
a cut of himself in the upper third 
of the four-inch column. This left 
room at the right for a long nar- 
row “V,” at the end of which and 
following around as a_ border 
was the familiar dot, dot, dot, 
dash—dot, dot, dot, dash—today’s 
victory sign. The office appliance 
dealer using this idea made the 
text tie in by always beginning in 
this manner: “Howard Wilson of 
the Colonial Office Supply Store 
has achieved Victory on the Home 
Front by .’ followed by a 
single sentence, covering variously 
such things as aiding in the cam- 
paign to secure typewriters for the 
Government, emphasizing sales of 
War Bonds and Stamps over sales 
of merchandise, encouraging let- 
ter writing to the boys in service 
by stocking V-mail stationery, 
posting air mail rates, and so 
forth. 

Good taste is never questioned 
when a store pays tribute to its 
men in service. Stores may have 
elaborate displays, but displays do 
not need to be elaborate to create 
a warm interest and react to the 
benefit of the store. One of the 
simplest methods is to place in the 
center of a window a large scroll 
on which, as one man after an- 
other goes into the service, his 
name is inscribed. When such a 
man gives his life for the service, 
a gold star is placed before and 
after his name. 

Slightly more elaborate is the 
idea we saw recently. The store 
pays for the taking of a picture of 
the employee as soon as he has re- 
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ceived his uniform. The picture is 
blown up to 18 inches and placed 
high in the back of the window. 
In the center are two crossed 
American flags. As a man rises 
in rank, the store has a local art- 
ist touch up the original picture 
with the proper insignia. The win- 
is one of the most popular in town. 

Here is a plan that every office 
appliance dealer could carry out. 
An eastern store put over the big- 
gest day’s sales in its history when 
it made the purchase of a War 
Stamp compulsory with each sale. 
The event was widely advertised. 
A customer could buy any de- 
nomination stamp he _ wished. 
Thus, a customer could buy a $75 
desk and purchase only a 10-cent 
stamp, or he could buy a 5-cent 
package of paper or a greeting 
card and with it a $5 stamp. 

A large midwestern store which 
draws customers from a wide area, 
had red, white and blue cards 
printed, which read, “I am going 
to ———_——- —— Store. WON’T 
YOU COME ALONG?” On the re- 
verse, “I am going home; GOING 
MY WAY?” These cards were 
given to customers who expressed 
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a desire to share their cars with 
other customers. 

People who have long been in 
the habit of having packages de- 
livered often just don’t think of 
carrying them themselves. To re- 
mind, in a tactful and patriotic 
way, one proprietor had a large 
counter card made that bore the 
sketch of a woman with her arms 
loaded down with packages. At one 
side was the wording, “We’re All 
in the Arm-y Now!” A series of 
heavy black arrows ran from the 
word, “Arm-y” to the heavily 
loaded arms. At the bottom was 
this slogan, “Any time you take 
your parcels home on your own 
power it means ‘More power to 
Uncle Sam’!” 

Another plan is periodically to 
run a “Thank You” ad expressing 
appreciation for the fine co-oper- 
ation rendered to the Office of De- 
fense Transportation and the Of- 
fice of Price Administration help- 
ing to cut down rubber and gas- 
oline use by carrying all pur- 
chases. A typical ad reads: “Citi- 
zens! You’re Doing a Fine Job.” 
Again, “We Knew You Could Do 
It!” Or, “Thanks a Million, Patri- 
otic Shoppers.” 

The patriotic tie-in should be 
widely used. There is just one 
thing to remember—it should al- 
ways be in good taste. 
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SALESMAN AND SALES MANAGER: R. C. “Red” Moore, western sales 
manager of the Columbia Ribbon and Carbon Manufacturing Company, Inc., 
entered the employ of Columbia in October, i924. Because of his sales 
drive he became recognized as an outstanding character in the field of selling. 
In 1934 Columbia’s Minneapolis branch was placed under his jurisdiction, 
and in 1941 he was made western sales manager covering 14 states from 
headquarters in Kansas City, Mo. While directing the sales work of his 
men in this large territory with excellent results, Mr. Moore did not 
neglect his personal selling, through which he keeps in contact with prob- 
lems of the men on the “firing line.” Supplementing his sales work, he has 
been called into service frequently by NSA and NOMDA officials when 
Kansas City has been host to national or regional meetings. 


TRAVELING SALES ADVISOR: Frank Palmer, field manager, Berkshire 
Division, Eaton Paper Corporation, Pittsfield, Mass., has the entire United 
States as his territory. For the past 24 years he has spent eight months of 
every 12 calling on dealers and giving them sound advice on the sale of 
fine writing and typewriting papers. He began his career on the Eaton staff 
in 1907 as assistant factory office manager. During the last war he opened 
an Eaton office in Toronto, Canada, and then returned to the factory to 
become stock control manager and merchandising consultant. Since our 
entry into the present war he has been dividing his time between satisfying 
the paper demands of Government agencies and helping dealers to carry on 
in the face of shortages. An advocate of absolute truth in sales work, Mr. 
Palmer is justifiably proud of his record of never having made a promise 
without reasonable assurance of realization. 
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As Business Men, What Are You 
PLANNING FOR THE FUTURE? 


ciently nor as economically as 


EFORE getting into the heart 

of what I really came here to 
discuss with you, I want to men- 
tion the fact that I have worked 
in the field of wholesale distribu- 
tion, serving retailers in our trade, 
for approximately 30 years. I men- 
tion this span of trade service be- 
cause it is related to several state- 
ments that I am going to make 
during this discussion. 

During periods of economic mal- 
adjustment, there are folks who 
raise the question as to the eco- 
nomic right for a wholesaler’s ex- 
istence. Periodically, some of the 
boys, who have learned all they 
know about distribution from 
classroom study, question the rea- 
son for wholesaling. It is their 
honest, if not simple, conviction 
that the middle-man should be 
cut out of the distribution picture 
so that, theoretically, merchandise 
would flow to the ultimate con- 
sumer at lower prices, thereby 
creating a larger volume of pro- 
duction and consumption of goods. 

Current events in the field of 
distribution, brought about by 
merchandise scarcities, have again 
raised the age-old question of 
“why wholesaling?” But this 
time considerable emotionalism is 
thrown into the issue. Now, it so 
happens that the average person 
knows very little about wholesal- 
ing. I suppose this is so because 
wholesalers do not advertise on a 
wide scale. Why should they, 
when they are interested only in 
serving retailers who buy for re- 
sale; and when, because of policy, 
they don’t offer their merchandise 
or services to the general public? 
On the other hand, every citizen 
knows all about chain and depart- 
ment stores, because they have 
daily contact with them. 

Strangely enough, in 1939 the 
aggregate sales of chains amount- 
ed to only eight billions of dollars 
and department stores, four bil- 
lions, while in the same year, 
wholesalers rolled up a volume of 
fifty-five billions. I am using 1939 
United States Chamber of Com- 
merce figures because 1939 was the 
last year that could be considered 
as anywhere near normal. Study- 
ing these figures, you not only can 
see the importance of wholesal- 
ing, but also the tremendous job 
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that independent retailers are do- 
ing and will continue to do so long 
as we preserve the old, traditional 
American system of “free enter- 
prise.” 

We must remember that the 
chain and department stores do 
their own wholesaling! They can- 
not escape that function! They 
have to service their own retail 
units just like the wholesaler serv- 
ices his customers, so they have 
very large distribution costs to 
add to their retail prices. 


What the Wholesaler Does 


The function of any wholesaler, 
simply stated, is to buy goods in 
large quantities from various fac- 
tories and assemble it in a ware- 
house where it is quickly and 
economically accessible to retail 
merchants in quantities that are 
suitable to each retailer’s peculiar 
requirements. This is a job that 
producers cannot perform as effi- 





MR. SKIBBE 


wholesalers. Thus, you can see 
that the wholesaler is a definite 
economic necessity, serving the 
best interests of producers and re- 
tailers, to say nothing at all about 
the vast benefits to the consum- 
ing public. 

And what, specifically, are the 
benefits of wholesale distribution 
to independent retailers? Let me 
brief them for you: 

1. Better and broader customer 
service, based upon the availabil- 
ity of a wide range of goods. 

2. Reduced inventory invest- 
ments. 

3. A better rate of inventory 
turnover resulting in greater 
profits. 

4. Reduced costs of operations 
such as bookkeeping, transporta- 
tion, and so forth. 

From the things briefly referred 
to, I am sure you will agree with 
me that wholesaling stands upon 
pretty solid ground and will stay 
there just so long as it pursues the 
policy of confining its sales to 
legitimate dealers. 

* ” + 

For many months we have been 
reading about and listening to 
many academic talks of ‘“Post- 
war planning.” These talks and 
the various articles we all have 
read originate, for the most part, 
within Government circles, scien- 
tific research laboratories and 
departments of exceedingly large 
corporations. 

“Post-war Planning” is a very 
catchy phrase which the public 
has picked up and put into com- 
mon, everyday use. It seems to be 
a nice, juicy platitude to roll 
around the tongue because it 
gives the impression, no doubt, of 
super-intelligence. As a general 
rule, however, when you hear it 
from the man on the street, it is 
practically meaningless. 

Even now the use of this term 
is growing in popularity in spite 
of the fact that we are much far- 
ther away “currently” from the 
post-war period than we were, for 
instance, eight or ten months ago! 
As a matter of fact, the transition 
from the war to the post-war 
economy may be so gradual—be- 
cause of the global nature of the 

(Turn to page 111, please) 
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Assuming Responsibility for 
OPERATION OF YOUR BUSINESS 


E ARE just passing through 

a period where the Federal 
Government is directing almost 
every step we take. I want to do 
some thinking with you now along 
the line of what this may lead to 
and what it will cost private en- 
terprise. I do not want this dis- 
cussion to appear to be political, 
because I feel that the bureau- 
cratic control of all business is 
largely a result of our willingness 
to throw into the lap of the Fed- 
eral Government all the problems 
that were formerly solved by pri- 
vate thinking and self-reliance, 
combined with physical and men- 
tal effort. We need only to look 
back over 165 years of this coun- 
try’s industrial growth to under- 
stand that the freedom and right 
of individual enterprise with its 
competitive control has been the 
structure on which our nation has 
drawn the greatest industrial pic- 
ture in the history of the human 
race. 


Restrictions Expected During War 


During the war period we ex- 
pect to be directed and restricted, 
and we also expect to be denied 
many of the rights and privileges 
to do business in our own way and 
for our own interest, in order that 
labor and materials may be allo- 
cated by the Government in the 
best interest of the war effort and 
the nation as a whole. Time may 
prove the danger that lies ahead 
may be partly chargeable to the 
Federal Government and partly to 
our own indifference to the prin- 
ciples of individual thinking and 
self-reliance in the conduct of 
our business. 

Our American industry did not 
grow by regimentation or the sti- 
fling of individuals in thought and 
opportunity. It made those strides 
by the efforts of individuals in 
private industry, by men who 
thought and planned for the pur- 
pose of making a profit, by entre- 
preneurs who sustained losses as 
well as made money while partici- 
pating in a competitive system 
which inspires men to succeed. 
These privileges are the great 
heritage given us by the Consti- 
tution and the Bill of Rights. 

I feel that when this war is 
Over, or even when the responsi- 
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bility of the Government control 
of material is lessened, every red- 
blooded American with ability and 
energy will want to return to the 
free rights of private enterprise. 
We will want the opportunity to 
succeed or fail by the same prin- 
ciples and the same privileges 
given our forefathers, who suc- 
cessfully laid the foundations of 
this nation’s wealth and freedom. 

The First World War planted the 
seed of our dependency on Fed- 
eral Government. The great de- 
pression raised it to enormous 
proportions, and the present war 
is completing the job. 


Take Back Responsibility for 
Operating Business 

The thought I would like to 
give you is this—I would like to 
see us again assume the full 
responsibility for what happens 
to our own business, and with 
self-reliance and confidence, in- 
form our Federal Government 
representatives that we are ca- 
pable and willing to conduct our 
own businesses. I hope the Na- 
tional Office Machine Dealers 
Association will do its part in 
informing those who guide the 
destiny of our nation, that when 
this war is over, we will no longer 
need Government control of com- 
merce and industry and that we, 
the posterity of the founders of 
our great republic, will not break 
faith with our forefathers by per- 
mitting a place in the life of our 
nation for the terms Government 
regimentation, state socialism, or 
planned economy. 

You are in a fine industry. The 
National Office Machine Dealers 
Association should be rated near 
the top among representatives of 
distribution systems. You are 
selling and servicing instruments 
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of business that have contributed 
much to human progress. Your 
customers are the highest type in 
any consumer market, as you deal 
with the business leaders of the 
great industries of the nation. 

Unfortunately, neither the man- 
ufacturer nor our dealer distribu- 
tion system has ever been as 
sound or reliable as the industry 
deserves. It is my hope that when 
the National Office Machine Deal- 
ers Association becomes nation- 
wide it will have influence enough : 
to raise the standard of ethics 
and business principles from a 
level of which we have not been 
too proud in the past. 


Adopt Sound Business Practices 


I would like to see each mem- 
ber of this association establish 
in his own store sound business- 
like methods that will give us a 
better standing in our own com- 
munities. We must learn to avoid 
many unethical practices that 
have been so prevalent in our in- 
dustry in the past. If they are 
eliminated, we will be able to co- 
operate with our competitors and 
put the office machine business 
in the category of the sound and 
substantial. 

While we have a great respon- 
sibility in all the methods used 
in a progressive business, such as 
advertising, selling and satisfac- 
tory service, I want to remind you 
that we have an even greater ob- 
ligation. As individual merchants, 
we must take a stand to help 
guide the Government in shaping 
a policy that respects individual 
enterprise and guarantees to each 
the continuation of the form of 
government that recognizes indi- 
vidual rights in business. On this 
alone all other business principles 
are dependent. We can’t afford 
to plan, work and build our own 
business and neglect entirely the 
great system of government that 
has in the past and will in the 
future make all these things pos- 
sible. No American citizen can be 
wrong in assuming the responsi- 
bility of helping to direct a Gov- 
ernment whose tradition of func- 
tion was summed up in the words 
of Abraham Lincoln as a “Govern- 
ment of the people, by the people, 
and for the people.” 
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SCHOOL EQUIPMENT 


and 


SUPPLIES SECTION 


Courses of instruction designed to provide adequate training for entry 
into the business world are being influenced strongly by the techniques 
developed in the highly concentrated training programs of the Army 
and Navy. Methods that increase speed in learning offer opportunity to 
make business courses more inclusive and effective. The tools of modern 
business, provided by the office equipment industry, are essential to full 
realization of the goal visioned by school leaders. The demand for 
business training after the war will be tremendous. The need for office 
equipment and supplies to make the training possible will be great. 





Some Trends in 


BUSINESS EDUCATION 


NOTE.\The co-authors of the 
accompanying article are well 
qualified to write about trends in 
business education. B. Frank Ky- 
ker, who is chief of the Business 
Education Service, U. S. Office of 
Education, Washington, D. C., was 
formerly head of the department 
of commerce and director of busi- 
ness teacher-training at the Wo- 
man’s College of the University of 
North Carolina. He did his under- 
graduate college work in com- 
merce, marketing and education 
at Berea College and the Univer- 
sity of Tennessee, from which he 
received B.A. and B.S. degrees, re- 
spectively. His graduate training 
was taken at George Peabody Col- 
lege for Teachers, Nashville, Tenn., 
from which institution he received 
the degree of Master of Arts, and 
at the Iowa State University, 
where he pursued graduate courses 
in commerce and business educa- 
tion. 

Mr. Kyker has had practical 
business experience in banking, 
accounting, office management, 
and in sales management work. 
He has also had wide experience 
in the field of education as teach- 
er, school principal, college de- 
partment head, and as director of 
business teacher training. In ad- 
dition to his service with the Uni- 
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versity of North Carolina, he has 
served as director of the depart- 
ment of business at Berea College, 
and as professor of graduate 
courses in business education in 
the summer sessions at the Uni- 
versity of Iowa and at Ohio 
State University. Mr. Kyker is the 
author of numerous articles and 
monographs on business educa- 
tion. He was at one time on the 
editorial staff of the Journal of 
Business Education, and was for- 
merly the business education edi- 
tor of the High School Journal 
and an associate editor of the 
Business Education Quarterly. He 
has held office in a number of lo- 
cal, regional, and national organi- 


zations of business educators, as 
well as in business and profes- 
sional organizations. 

* * * 


A native of Texas, Arthur L. 
Walker was educated at North 
Texas State Teachers College, 
Denton, Tex.; Colorado State Col- 
lege of Education, Greeley; South- 
ern California (USC), Los An- 
geles, and George Washington 
University, Washington, D. C. He 
has taught in high schools of 
Texas, Arkansas, Wyoming, and 
Iowa. He organized the office 
training department at University 
of Virginia Woman’s College and 
administered that program for six 
years. At the present time he is 
chairman of the business educa- 
tion department at Western Mich- 
igan College of Education where 
he is in direct charge of the devel- 
opment of the office training 
program. 


USINESS education during the 
last few years has been faced 
with the Herculean task of meet- 
ing demands of business and Gov- 
ernment for trained office person- 
nel. The necessity of preparing 
unprecedented numbers of young 
people to fill technical business 
positions created by the war emer- 
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gency has put a severe strain on 
the facilities of business training 
departments. Business teachers 
and school administrators have 
been forced to re-evaluate meth- 
ods of training, course content, 
and use of training equipment, in 
an effort to shorten the period of 
training for business occupations. 
There now exists a keener aware- 
ness of necessity for efficiency in 
the training of office personnel 
than ever before. 

There also exists, as never be- 
fore, a realization of necessity for 
closer relationship between busi- 
ness and business training pro- 
grams. If business workers are to 
be trained efficiently, teachers 
must know intimately the de- 
mands that are to be made upon 
these workers on the job. Many 
businesses do not, and probably 
will not in the future, have the 
necessary money, personnel, and 
other resources for developing and 
conducting retraining facilities 
for inadequately trained high 
school graduates. It is, therefore, 
the responsibility of business edu- 
cation so to train the worker that 
he may assume full production 
when he enters upon initial em- 
ployment. 


Military Teaching Methods 
Reveal Potentials 


Many valuable lessons are being 
learned from the military educa- 
tional training programs in some 
of the colleges and universities. 
From these programs, it has be- 
come apparent that there has 
been wanton waste of time and 
effort in training for certain office 
occupations. Under the stress of 
necessity, training achievements 
are being realized that were 
thought impossible in peacetime. 
One of the most gratifying em- 
phases in business education is 
the almost universal interest in 
problems of post-war planning. 
Post-war planning is more than 
merely a catch phrase. It is evi- 
dence of an awareness of need for 
critical thinking in curriculum re- 
adjustment and in revitalizing 
and making more effective the 
whole program of business educa- 
tion. 

A major problem and responsi- 
bility of business education after 
the war will be that of contribut- 
ing to, and thus supplementing 
and strengthening, the general 
education program. War service 
workers, veterans, and thousands 
of others are going to re-enter 
Schools and colleges where they 
will expect a functional type of 
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education—real occupational bus- 
iness training not heretofore 
widely available. These people 
will be more mature than the 
trainee of pre-war days and will 
demand a down-to-earth type of 
practical vocational training that 
may be had without the necessity 

















of first having to wade through a 
long and tedious prescription of 
often meaningless academic 
courses. 

With the return of the many 
thousands of potential workers to 
peacetime employment, there will 
undoubtedly be a sharp revision 
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PROPOSED ARRANGEMENT FOR AN OFFICE TRAINING LABORATORY.—Drawn 

to scale, the suggested room measures 40 feet deep by 32 feet wide. Larger circles 

indicate chairs, smaller ones electrical outlets. Two parallel lines show railings, 

several lines storage counters and files. Typing, adding machine and filing tables 

measure 52”x22”x26”. Work table, 30”x60”x30". Built-in counters are 18” or 
24” wide by 36” high. 
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upward of the employment age. 
This can mean only thing with re- 
spect to grade placement of 
courses; they must be placed on 
the post-high school or junior col- 
lege level. The trend in this di- 
rection was apparent before the 
war. High schools, in general, 
Should therefore be looking for- 
ward to the time when they will 
give the student a broad general 
education and leave the technical 
training to specialized schools on 
the post-high school level. 

A second problem likely to af- 
fect revision of technical business 
training is that of providing ade- 
quate instructional equipment for 
the training of specialized work- 
ers. Vocational business training 
today—and after the war to a 
greater extent — requires modern 
office equipment and teachers with 
first-hand acquaintance and ex- 
perience in modern business meth- 
ods. Neither of these requirements 


can be met in many of the small 
high schools. The clear implica- 
tion is that there is a need for 
area training centers that can af- 
ford these facilities. 

One of the first steps to be con- 
sidered in setting up a vocational 
training program is that of ade- 
quate counseling and guidance. 
Every youth and adult has a right 
to know his or her chances for 
success in any given occupational 
area. In order to accomplish this 
objective, schools must provide 
competent counseling and guid- 
ance service on a broad basis. 

In order that the student may 
obtain practical occupational ex- 
perience there should be an ex- 
pansion and extension of the 
co-operative type of training pro- 
gram, whereby the student at- 
tends classes a part of the day 
and works in a business establish- 
ment a part of the day under the 
observation of a qualified co-or- 





dinator. Many localities are tak- 
ing advantage of favorable con- 
ditions for instituting this type 
of program. Conditions for ad- 
ministering co-operative training 
programs are especially favorable 
during this time of full employ- 
ment when there is a substantial 
demand for part-time workers. 
Business firms that co-operate in 
this type of program now will be 
glad to see the continuance of 
such a program when peace comes. 

Another very important func- 
tion of business education, and one 
that has been sadly neglected in 
many localities, is that of place- 
ment and follow-up. Business 
educators must be acutely aware 
of the tremendous possibilities for 
closer contacts with business 
through the medium of placement 
and follow-up of graduates. The 
whole area of retraining is very 
closely concerned with periodic 

(Turn to page 24, please) 


Inexpensive Window Displays of 
SCHOOL STATIONERY ITEMS 


HE AVERAGE or normal sales 
unit of a product determines 
the window display expenditure. 
School stationery promotions re- 
sult in a shoal of sales ranging 
from a nickel to a quarter. A tight 
rein must be kept on window dis- 
play costs, otherwise they will cart 
away the probable profits. 

But cheapness should not be an 
excuse for a careless or slovenly 
arrangement. A school supplies 
trim may be executed for a very 
small outlay, but back of it should 
be the kind of visual ingenuity 
to make one dollar do the work 
of five. 

Eighty cents is a trifling amount 
to spend on materials for a simple 
but effective school supplies dis- 
play. Yet that is all it cost one 
store to do it. 

To begin with, the background 
was latticed with a green crepe 
paper decorative curtain—short, 
narrow lengths across the center, 
with longer lengths “sweeping”’ 
the floor at the rear sides. Then 
came a high elevation at each 
rear side of the floor, where a 
tripod drape of tan crepe paper 
concealed the elevation support. 
Mounted on each elevation was a 
green cardboard circle, on which 
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pens and pencils were arranged 
as spokes in a wheel. The price 
was given at the middle of the 
card. 

Below the two elevations, and 
in between them, stood a large, 
upright, oblong green card, in- 
scribed with— 

“Ding —a —ling —a —ling. 
SCHOOL TIME—You will need 
new School Supplies— 

We Have Them.” 

The card was embellished at the 
left-hand top corner with a cari- 
cature of a school teacher tolling 
a huge bell—a bell bigger than 
teacher herself. The musical call 
to lessons probably sounds like a 
cathedral in full blast to play- 
minded children, so this display 
had juvenile psychology down pat. 
School supplies were neatly as- 
sembled about the green crepe 

floor. 

Ingenuity in a trim costing 
70 cents concerns the _ school 
blackboard that occupied half of 
the background. Few would rec- 
ognize it as a manufacturer’s dis- 


carded show card, since it was 
covered with black paint at a cost 
of 30 cents, with the usual crude 
juvenile inscriptions and drawings 
in white paint—a dime’s worth. 
Three rolls of light blue crepe pa- 
per (30 cents) served as back- 
ground curtain drapes and the 
floor covering. School supplies 
were spread on the floor in orderly 
groups, each bearing its price sign. 
While we were not favored with 
the production costs of the next 
display, these could hardly have 
exceeded a dollar. The three main 
props—a toy blackboard, a boy 
doll, and white chalk, were all 
taken from stock. The blackboard 
was set up on an easel (also from 
stock) at the center of the stocky 
trim, with its neat piles of school 
supplies, all conspicuously priced. 
The chalked message, imitating a 
small boy’s caligraphy, indicated 
that: 
“Now is the time and this is the 
place to buy SCHOOL SUPPLIES.” 
To the left was a somewhat ex- 
aggerated sketch of teacher. The 
boy doll stood slightly to one side 
of the blackboard, with a piece of 
chalk in his right hand, as though 
having written the message him- 
self. 
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Operating Problems of a 
COLLEGE STORE IN WARTIME 


HE OPERATION of a college 

store at any time depends to 
a great extent upon the commu- 
nity it serves, and in wartime the 
conditions that affect the commu- 
nity are directly reflected in the 
store’s operations. At the Univer- 
sity of Chicago our store is owned 
by the university. As a conse- 
quence the students, faculty and 
employees all have a “family” in- 
terest, which permits them to tell 
us the personal things that they 
would only say to a brother or 
sister. 

Basically, of course, any school’s 
store’s justification for existence 
lies in its service to the students. 
The things we must carry in stock 
are those dictated by their needs 
for classes and study. They look 
to us too, though for their daily 
incidental needs such as a candy 
bar, a gift to send home, a birth- 
day card for “Pop,” a quick lunch, 
a Coca Cola with the boy friend, 
a good trade book section to 
browse through, and, in general, a 
friendly place to relax and forget 
for a few moments the strenuous 
demands of curriculum. 

In additon to these obligations, 
which might be normal for many 
college stores, we have another— 
the purchasing of operating sup- 
plies and equipment for the uni- 
versity departments. This, how- 
ever, applies only to stationery, 
photographic supplies, typewriters, 
books and any other merchandise 
normally carried in a book and 
stationery store. 


Personnel Changes 


The war has brought many 
changes in our “family group.” 
The university has been called 
upon to contribute to the war 
effort through its research and 
teaching facilities. Its whole- 
hearted response has brought 
Many new scientists and profes- 
sional people and their staff as- 
sistants to the campus. It also 
brought a new type of student. 
Sweater girls and their male con- 
temporaries were replaced by neat 
military men and women. Coast 
guards, sailors, soldiers, WACS 
and WAVES appeared in the place 
of civilian students. These mili- 
tary students, plus the civilians 
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who remained, actually total more 
student customers than we pre- 
viously served. The additions be- 
came new customers of the store 
and created for us an overwhelm- 
ing responsibility to supply them 
with needed office equipment and 
supplies. We have made every 
effort to make the new customers 
feel that they are members of our 
“family group.” There are a few 
small PX’s on the campus, but we 
have considered ourselves as act- 
ing in a canteen capacity and 
have added many items, such as 
toilet accessories, as a conveni- 
ence to service men whose hours 
for shopping are limited. 

Even under ordinary conditions 
this drastic extension of our serv- 
ices would have necessitated an 
expansion of our normal purchas- 
ing and distributing facilities, but 
under wartime conditions there 
has been the handicap of reduced 
resources, both in essential mate- 
rials and in manpower. 

Fortunately, because of the Gov- 
ernment’s attitude toward the im- 
portance of the research being 
carried on at educational institu- 
tions, in many cases we have en- 
joyed blanket priorities for the 
purchase of supplies for operating 
and maintenance. It has, however, 
frequently been necessary to make 
applications for special ratings 
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on many items. The whole pri- 
ority set-up has added much cler- 
ical routine. 


Clerical Activity Increased 


Shortages of materials have re- 
sulted in additional clerical detail 
because of the many back orders 
and delays in delivery. It is neces- 
sary to contact numerous vendors 
to get the quantity and quality 
desired to meet requirements, in 
spite of the fact that our regular 
sources of supply have been ex- 
ceedingly careful to prorate to us 
a share of their output in propor- 
tion to our previous purchases 
from them. 

The problem of distribution has 
been an intriguing one. We have 
had to make arrangements for 
unusual crowds for short periods 
at the sales counters. We have 
distributed text books to Navy 
officers, getting their signatures 
on cards or slips which are later 
used for blanket billings to the 
Navy Department. Truck loads of 
textbooks have been sent to the 
AST headquarters for individual 
distribution by the Army supply 
officer. Hundreds of sets of ath- 
letic equipment were passed out to 
AST boys in borrowed space be- 
cause the store space was inade- 
quate. Some of them paid cash 
for their outfits, but most of them 
had to wait till payday, at which 
time we had a store representa- 
tive sit alongside the paymaster 
and collect the money. 

Perhaps the most interesting 
problem the wartime operation 
has brought is that of personnel. 
It’s been tough, but it’s been an 
eye-opener in many respects. It’s 
been tough because we had to take 
care of an increased volume of 
business and add payroll at a 
time when it was difficult to re- 
tain our original staff and compe- 
tent new help was at a premium. 
We have been fortunate to a cer- 
tain extent in that we have re- 
cruited employees from the wives 
and sweethearts of the new stu- 
dents and trainees. They have 
been good help, but because of 
their temporary status there has 
been the constant changing and 
training of new ones. 

Whenever it would add work 
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units, we put our people on a 48- 
hour basis, and increased their 
salaries proportionately on a base 
which included their normal in- 
creases in accordance with our 
regular schedule. This went a 
long way toward picking up slack 
in man hours and also in holding 
our key people against the com- 
petitive pulling power of war in- 
dustry salaries. Our turnover of 
personnel has been 77 per cent as 
compared to 33 1/3 before the 
war. Half of our losses have been 
due to persons leaving for military 
service or war industries. Our to- 
tal business has increased 28 per 
cent, but by these expedients we 
have been able to hold our in- 
crease in dollar payroll to our nor- 
mal ratio of salaries to net sales. 

The eye-opener in regard to per- 
sonnel is twofold. First, the per- 
sons we lost to the service or to 
war industries did not handicap 
us nearly to the extent we feared, 
except for the delay in replace- 
ment. Second, and much more 
important, we have developed a 
sincere appreciation for the inval- 
uable services that are so freely 
and conscientiously given by em- 
ployees that have been with us 
for a number of years. They have 
accepted the management’s atti- 
tude toward the whole problem. 
Without their help it would have 
been extremely difficult to meet 
the emergency situations. Their 
new responsibilities have given 
them an opportunity to demon- 
strate their abilities and loyalties 
to the institution they are serving. 
This fact has been particularly 
striking when these people have 
been compared with the new em- 
ployees who lack a background of 
the university of which we are a 
part, and who are necessarily tem- 
porary because of short residence. 

So much of our time is concen- 
trated on wartime problems that 
occasionally we wonder what we 
did before the war and what we 
are going to do after it’s over. 
It seems to me that since we have 
accepted our wartime problems as 
a challenge rather than a burden 
our judgments have been sharp- 
ened and we have learned many 
things under pressure that can be 
utilized in peacetime operations. 


For instance, in order to obtain 
merchandise under wartime con- 
ditions our buyers have had to 
develop a new buying technique 
in order to ferret out the stock 
they needed. Undoubtedly it has 


expanded their vision of buying 
possibilities. 

We have also learned that large 
groups of people can be served 
with little confusion if the service 
is properly administered. This 
planning has developed ingenuity 
that may well be applied under 
more stable conditions. Since pre- 
cedents have had to be broken 





and routines changed to fit new 
conditions, management has come 
closer to the details of operation 
and has viewed all operations in 
the light of change and improve- 
ment. With this renewed grasp 
of what each employee is doing, 
new employees will be recruited 
and trained with a more definite 
application of their abilities. 


Some Trends in Business Education 


(Continued from page 22) 


follow-up of graduates. Respons- 
ibilities of the schools do not end 
with initial placement. Schools 
must be concerned with promo- 
tional training and occupational 
adjustment of those people who 
have been placed on the job. 
They can render these services 
only by keeping in close contact 
with their graduates. 

One of the most difficult prob- 
lems that administrators and 
teachers of business education 
have had to face is that of pro- 
viding adequate instructional 
equipment. Much of the business 
training attempted, especially the 
training for office occupations, 
has been of a highly superficial 
nature simply because of a lack 
of office-training facilities. Many 
schools with practically no office- 
training equipment have, in the 
past, attempted to give highly 
specialized training for which they 
were not prepared. The last dec- 
ade, however, has witnessed a 
willingness on the part of some of 
the larger secondary schools and 
colleges to provide business ma- 
chines and appliances that are 
necessary in the training of mod- 
ern office workers. There are, in 
a number of the larger hign 
schools and colleges, fairly well 
equipped office-training labora- 
tories, with equipment that com- 
pares favorably with that of the 
modern business office. Because 
of the high cost of equipment, 
these laboratories cannot be main- 
tained in many small high schools, 
nor should they be, but rather 
there should be training area 
centers made accessible by means 
of transportation at public ex- 
pense. The location of area train- 
ing centers, and the size of each 
should be determined by intensity 
of demand for business workers 
and by population factors. 


Indications are that in the fu- 
ture much more thought will be 
given to adequate equipment for 


business education features of an 
office-training program necessary 
for specialization in four funda- 
mental office skills—namely tran- 
scribing, calculating, duplicating, 
and filing. Such a training labor- 
atory, costing approximately $12,- 
000, consists of the following 

44 posture chairs 

6 drophead desks 

20 linoleum-top tables 

1 executive desk 

1 PB X unit with 6 outlets 

8 4-drawer vertical file cabinets 

2 6-drawer visible file cabinets 
card files 
Dictaphone transcribers 
Ediphone transcribers 
dictating machine 
shaving machine 
electric Mimeograph 
hand-operated Multigraph 
hand-operated direct liquid 
duplicating machine 
Vari-Typer 
18-inch carriage typewriter 
standard pica typewriters 
noiseless pica typewriters 
noiseless elite typewriters 
10-key adding-listing ma- 
chines 
2 selective keyboard adding- 

listing machines 
4 rotary-type fully automatic 

calculators 
2 manually-operated key-driv- 
en calculators 
2 electrically-operated key- 
driven calculators 
billing machine 
1 posting machine 
12 80-division miniature filing 
equipment sets 
letter trays, numbering ma- 
chines, postal scales, check 
protectors, and storage cabi- 
nets as needed. 

The suggested office - training 
laboratory does not purport to be 
exhaustive, but it does, we believe, 
suggest a desirable organization 
for an office-training laboratory 
with facilities to accommodate 24 
students per class. 
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END OF SCHOOL EQUIPMENT AND SUPPLIES SECTION 





24 


OFFICE APPLIANCES, May, 1944 





ts 
ts 


lid 


ng 
a= 


ck 
bi- 


44 


Industry Future to be Salient Topic at 
19TH NOMDA CONVENTION 


HE lifting of typewriter ration- 
ing ana the whole picture of 
the immediate future of the in- 
dustry are scheduled for thorough 
and widespread discussion at the 
1944 National Office Machine Deal- 
ers Association Convention, de- 
clared by President Nick Fucci to 
be one of the most significant in 
the history of the Association. 
The convention is slated for 
June 13 and 14 at the Chelsea 
Hotel, Atlantic City, N. J., and will 
be preceded on Monday, June 12, 
by a meeting of the directors of 
the Association. The program will 
feature top men in the industry 
and from governmental circles 
who have worked closely with 
the typewriter and office machine 
field since Pearl Harbor. 


Important Angles to Be Covered 


In addition to the recent lifting 
of, rationing of used typewriters 
and the possible dangers of unre- 
stricted selling of such machines 
as are available, the conclave will 
also deal with the whole broad 
picture of the industry’s future, 


Assembly Will Convene 
at Chelsea Hotel, 
Atlantic City, N. J., 
June 13 and 14 


o 


with particular emphasis being 
placed on post-war planning and 
manufacturers’ relations, phases 
which affect virtually every dealer 
and his business. Every dealer- 
member of the Association is 
therefore urged to be present and 
take an active hand in shaping 
policies and plans. Not the least 
important of the convention’s pro- 
gram will be the open-forum ses- 
sions, giving dealers ample oppor- 
tunity to bring forward particu- 
larly troublesome questions for 
general discussion. 


Recreation Facilities Numerous 


Known as the “Playground of 
the World,” Atlantic City offers 


conventioneers a most diversified 
array of entertainment. Bathing, 
boating, golf, theaters, modern de- 
partment stores, scores of hotels 
and the famous ‘‘Board Walk’”’ 
make this seaside resort one of 
the most acceptable convention 
sites in the entire nation. 


Make Reservations Now 


But here’s the important thing 
to remember. It’s NOT TOO 
EARLY to make reservations 
NOW, both for hotel accommoda- 
tions and for transportation. 
Members are urged to so schedule 
their business affairs as to make 
possible their presence at this im- 
portant two-day conclave. Plan 
NOW to attend, but in order to 
make sure of hotel accommoda- 
tions, make immediate reserva- 
tions at your favorite Atlantic City 
hotel. Rail, bus and plane reserva- 
tions, likewise, should be made at 
the earliest possible moment. The 
Nineteenth Annual NOMDA Con- 
vention needs you...and youcan 
profit by attending. This year “All 
Roads Lead to Atlantic City.” 





NOMDA OFFICERS AND DIRECTORS WHO WILL MEET IN PRE-CONVENTION EXECUTIVE SESSION 


Seated: Lamont H. Wood, Midwest Typewriter Co., Kansas 
City, Mo.; Ivan M. Fifield, Waterloo Typewriter Exchange, 
Star Typewriter Co., 
Chicago, Ill.; C. I. Whitmer, Typewriter Exchange, Columbus, 


Waterloo, Iowa; Robert C. Goldblatt, 


Arthur W. Peters, A. W. Peters Co., Battle Creek, Mich.; J. W 
Densford, Shawnee A-C Typewriter Co., Shawnee, Okla.; O. A. 
Olson, Typewriter Service Shop, Detroit, Mich.; W. L. Talbert, 
Talbert Typewriter Exchange Co., Casper, Wyo.; John Size- 


Ohio; Stanley P. Stemp, Stemp Typewriter Co., Madison Wis.; 
J. L. Macon, J. L. Macon Office Machine Co., Chicago, IIL; E. J. 
Toussaint, Central Duplicating & Typewriter Co., Camden, 
N. J.; J. J. Sheehan, The Office Appliance Co., Providence, R. L.; 
C. Elmer Anderson, Anderson Typewriter Co., Pasadena, 
Calif.; C. E. Gleason, American Typewriter Co., San Diego, 
Calif.; T. J. Stack, Stack Typewriter & Supply Co., Chicago, IIL; 
Irving Ritchie, International Office Appliance Co., New York. 

Standing: Harry Turner, secretary (resigned); Nicholas 
Fucci, president, Business Machine Service Co., Inc., New York; 
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more, Reliable Typewriter & Supply Co., Kansas City, Mo.; 
Paul McWilliams, Capital Typewriter Co., Little Rock, Ark.; 
Lud Pollak, Idaho Typewriter Exchange, Pocatello, Idaho; 
Irwin Vincent, retiring president, Western Typewriter Co., 
Topeka, Kans.; Joseph F. Heaton, Pawtucket Typewriter Ex- 
change, Pawtucket, R. I.; Leo W. Adler, Cleveland Calculating 
Co., Cleveland, Ohio; Roy C. Malone, Typewriter Service Co., 
Dallas, Texas; J. T. Boyce, S. L. Ewing Co., Dallas, Texas. 

Some of the directors were unable to attend, others were 
occupied elsewhere when the picture was made. 
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WOOD AND METAL 








With METAL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of metal’s old work and does a thorough job on all calls. 


Post-War Furniture Design Ideas 
SUGGESTED BY STRICKER PLAN 


NY SOUND program for post- 
war planning will, of neces- 

sity, embrace a practical way to 
apply improved facilities. The 
premise for such a plan immedi- 
ately assumes that there are ex- 
istent somewhere advanced ideas 
or proven installations of such 
better things, sufficiently better 
than the currently used facilities, 
that the improvements, whatever 
they may be, will stand the test 
of sound economical application 
and introduction into use in good 
volume. Casual examination of 
changes worked out in selected 
pieces of office furniture by the 
Stricker Plan of Office Operation 
enlivens one’s imagination of 


what could be accomplished by ' 


extension of the same idea over 
a wider area in office furniture. 

For example, the customary 
standard flat top desk has been 
in use without substantial change 
for a long time, yet tests in the 
laboratory and in actual use have 
proved that lighter desk tops are 
a definite improvement, contrib- 
uting much to better visibility. 
Lower desks than currently in use 
have been found to be more effi- 
cient. Also, a width of 30 inches 
provides ample space, probably all 
that could be used. These changes 
reduce space occupancy by better 
than ten per cent—a worthwhile 
economy. 

For each piece of electrical 
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equipment, a separate cord from 
base board to desk is required. 
This handicap has not permitted 
wide usage of electrically operated 
equipment throughout offices. It 
has hindered extension of supple- 
mentary lighting so necessary in 
critical seeing tasks, but in so do- 
ing it has provided real incentive 
for built-in lighting. The wired 
desk not only removes the trouble, 
but in addition provides a way for 
extended use of electrically-oper- 
ated office equipment. 

These changed and tested fea- 
tures for desks create sufficient 
economies to permit the operator 
to do more and better work in 
less time. When the benefits and 
advantages of the improvements 
are known, there should be cre- 
ated a gradual and complete desk 
replacement program. 

Much could be said in consider- 
able detail concerning the various 
industries that would be affected 
by changes in desks as outlined. 
Many office machines are housed 
on stands or placed on small ta- 
bles. To be operated the machines 
must be taken to desks where 
writing space is available and pro- 
vision exists for housing materials 
required in operation of the ma- 
chines. If a desk and a machine 
are combined into a workable 
unit, with provision in the desk 
for things needed for the particu- 
lar operation arranged so as to 


bring the respective items within 
easy reach of the operator, the 
combination is a piece of truly 
functional equipment that permits 
the operator to do more and bet- 
ter work in less time with less 
fatigue. 

Thousands of machines now 
operated on stands could be put 
into more efficient function if 
housed in_ specially-designed 
desks. A good example of func- 
tional equipment is the keypunch 
machine. The accompanying illus- 
trations reveal the contrast in use 
of a machine on a Stand and one 
on a desk designed for the pur- 
pose. 


Special Key Punch Machine Desk 


The Stricker method of analyz- 
ing equipment and operations for 
the purpose of determining func- 
tional values is interesting and 
effective. In the case of key punch 
operations, a chart involving four 
columns was set up. The first col- 
umn was for listing factors in the 
punching process. The second 
column carried brief statements 
about conditions existing when 
the machine was mounted on a 
stand. The third was for similar 
data when the machine was on a 
specially-designed desk. In the 
last column were notations about 
the advantages of using the desk. 


Twelve items or factors were 
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PICTORIAL CONTRAST of a card punching operation on a stand mounted model 
and a machine positioned on a specially designed desk. In making an analysis 
according to the Stricker Plan, twelve factors were considered. The advantages 
of the specially designed desk were so great that it was immediately adopted as 
standard equipment by General Electric Company, Nela Park, Cleveland, Ohio. 


covered in the analysis. The first 
one was, “Papers from which data 
is to be punched.” The critical 
comment covering this item in re- 
lation to a machine on a stand 
was, “No definite place is provided 
for the papers when transcribing 
the information to the tabulating 
cards. Under ordinary operating 
conditions papers lie flat on the 
ledge, compelling the operator to 
assume an awkward and unna- 
tural position in order to read the 
information to be transcribed.” 
When the machine is mounted 
on a specially-designed desk, the 
following was noted: “Specially- 
designed paper shelf which is ad- 
justable for height, position, tilt 
and size of papers from which in- 
formation is transcribed.” 
Under the heading, “Advantages 
of Using the Desk,” were these 
conclusions: “Places records in 
the most convenient position for 
transcription, pages are easily 
turned, and are located at the cor- 
rect distance away from the eyes 
for normal reading. Permits oper- 
ator to assume a natural and re- 
laxed position at the machine.” 


Other Factors Analyzed 


Each of the other items—light, 
finished and unfinished work, 
tabulating card supply, office sup- 
plies, personal drawer, electric 
wiring, perforations, hopper, slid- 
ing shelf, machine noise and vi- 
bration, leg room, and machine 
cover—were analyzed in a similar 
manner. The advantages in each 
instance varied in _ significance, 
but in the aggregate showed sub- 
stantial increases in efficiency. 

It seems obvious that careful 
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explanations of functional equip- 
ment by advertisers would permit 
more intelligent purchase of a 
particular piece of equipment. De- 
velopments in accordance with the 
Stricker Plan would afford oppor- 
tunity for manufacturers to en- 
gage in a broad program of edu- 
cational advertising. 


Previous to curtailment of ma- 
terials for war purposes, office 
facility ideas developed by Mr. 
Stricker were gaining a good foot- 
hold. In use now are hundreds of 
successful installations of func- 
tional equipment such as key- 
punch desks, calculator desks, 
“Better Sight” copy holders, and 
various types of cabinets for hold- 
ing office supplies. In all cases the 
use of functional equipment has 
resulted in substantial production 
improvements, a decrease in er- 


rors and a material] lessening in 
energy consumption. In conse- 
quence, operators have been quick 
to express interest and approval, 
since the improved facility has 
permitted more and better work 
with less fatigue. Also, functional 
equipment provides definite means 
to do a better housekeeping job 
while reducing overall floor space 
requirements. Yet, the field re- 
mains practically untouched and 
is really enormous. Mr. Stricker 
is convinced that when the office 
furniture industry and the office 
machine industry take full cogni- 
zance of the advantages of func- 
tional equipment, things are 
bound to happen in a big way. 


Better Working Conditions 


Just. a few words on a phase of 
the subject that could be discussed 
in a full-length article. Improved 
pieces of furniture all contribute 
definitely to improved working 
conditions for the office employee. 
That feature will be a big factor 
in gaining general acceptance for 
the changed facilities. For the 
salesman it probably will open a 
new era in the form of an oppor- 
tunity to become better acquaint- 
ed with various phases of busi- 
ness procedure, equipping him to 
expand his systems service to 
customers in large and profitable 
manner. 

Mr. Stricker’s belief is that to 
get consideration and acceptance 
in the post-war era a product 
must earn its replacement cost 
within a reasonably short time— 
probably within two years. He is 
confident that the improved fa- 
cilities recommended by the 
Stricker Plan of Office Operation 
will do that with ease. 





CHARLIE GARVIN SAYS— 


I wonder if the people who sell desks are cognizant of the won- 
derful things that desks do and see and are. After looking over my 
desk I feel that it is something to be handled with care—something 
that influences the life of the user and is a crossroad for the most 
important things in life. There is an affinity between a desk and its 
user. If it is a good desk and a good user, the combination is almost 
unbeatable. If it is a poor desk with a good user, then the user is 
Jaboring under a handicap that can be eliminated by the right desk. 
If it is a good desk and the user isn’t so hot, then there is hope for 
him as the desk will lead him as did the gold-headed cane lead the 
oldish lad who just would not dress up. Here I go commercial 
again but It’s something that we need to think about and that’s my 
business, calling attention to things that we need and sometimes do 
not know we need. MEN MAKE DESKS BUT DESKS CAN 


MAKE MEN. 


1944 


27 








’ts STILL Possible to 
FURNISH OFFICES “FROM SCRATCH” 


TARTING from scratch to out- 

fit an office with furniture and 
accessories sounds impossible in 
wartime, but it can be done. The 
office furniture department of 
Bixby’s, Grand Rapids, Mich., is 
doing a good business with its par- 
ticular line of furnishings. 

Being featured at the present 
are large executive desks, with 
and without space for typewrit- 
ers, in butt walnut, fiddle-back 
walnut, straight American walnut, 
and oak. To match are chairs, 
executive cabinets, telephone ta- 
bles, wastepaper baskets and let- 
ter trays. 

Chairs to go with the desks come 
in a number of styles, swivel and 
straight and upholstered in gen- 
uine leather and in imitation 
leather. Reception room furniture 
for professional offices, including 
occasional or pull-up chairs and 
Bank of England chairs, both in 
plain wood and leather uphol- 
stered, is also featured. 

For “workman-like” offices 
where the familiar olive green of- 
fice furniture is needed, Bixby 
furniture department carries desks 
and stenographers’ chairs, filing 
cases of various sizes, four-drawer 


By FRANK CIPOLON 
o 


card files of the double- and 
single-drawer types, visible files, 
cases with and without locks, 
typewriter stands with slide leaf, 
filing stools ranging from 18 to 
36 inches in height, some with 
backs for draftsmen’s use, steel 
letter trays, and wooden letter 
trays. 





SOLID OR VENEER? 


Many people cling firmly to the 
mistaken idea that solid mahogany 
furniture is superior to veneered. 
As a matter of fact, neither is a 
dependable criterion of quality, 
since the best and the poorest fur- 
niture alike come both ways—and 
mixed. Modern plywood veneers 
are built up of alternate layers of 
wood, with the outside layer a more 
beautiful and valuable wood. In 
mahogany furniture especially, this 
type of construction permits the 
matching of beautiful figures and 
the extension of figure over a larger 
area. Properly made, plywood ve- 
neer panels are worthy to go into 
the finest furniture. 





The “steno” chairs are of the 
Swivel type and also adjustable in 
height and with the back rest ad- 
justable up and down, forward or 
back. They are upholstered in 
olive-green or brown leather or 
imitation leather. 

Of course, all the office furni- 
ture and filing cases, as well as 
chairs which used to be of metal, 
are now of wood. But the finish 
is SO Similar to the pre-war metal 
products that an almost perfect 
match between the two is possible. 
This supply of office furniture, so 
cleverly matched, is proving a 
boon to Bixby’s as many offices 
desiring to supplement their pre- 
war equipment find they can get 
just what they want to match out 
of a large selection. 

A section of Bixby’s furniture 
department is devoted to the cut- 
ting of glass tops for home desks 
and for executive-type office desks. 
The glass is cut to specifications, 
and edges polished and beveled, if 
desired. Also offered for protect- 
ing the surface of desk tops are 
linoleum runners which have fin- 
ished and beveled edges and are 
cut to order. They came in olive- 
green or brown. 








SHAW-WALKER WAR FILES FILL THE EXPANDING NEEDS OF WARTIME RAIL- 
WAY ADMINISTRATION.—Comparing favorably in appearance and performance 
with the eight Shaw-Walker steel counter files in the Denver office of the Denver 
and Rio Grande Railroad are these seven recently-added Shaw-Walker War Files. 
The installation was made by the W. H. Kistler Stationery Company, exclusive 


Shaw-Walker dealers in Denver. 
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A wood-bound linoleum top ties the entire 
assembly into one continuous battery. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE . . . COUR- 
AGE . . . CO-OPERATION 


MAGINE our thrill just the other 

day, when we welcomed a sur- 
prise visit from Samuel D. Won- 
ders, general manager of The 
Carter’s Ink Company, Boston, 
Mass. Intensely interested in 
everything pertaining to the office 
equipment and supply profession, 
we found Mr. Wonders a veritable 
treasure-source of practical BUSI- 
NESS BUILDERS and we took 
many many notes of observations 
that we will pass on to you 
through this page at appropriate 
times. One is so important, so 
worthy of top-of-column spot on 
any better business “All-Time Hit 
Parade” of take-it-don’t-leave-it 
IDEAS, that... . Well, HERE IT 
IS: “Remember to give sincere 
marked attention to all who enter 
your office ... each may be a 
potential customer. A customer is 
a person who brings you his or 
her requirements; and you are 
THE opportunist of the moment 
who can service those needs effi- 
ciently and effectively.” 

co * * 

WAR BONDS ...A DEPEND- 
ABLE investment Uncle Sam is 
DEPENDING on YOU to buy! 

* * * 

This month we salute “The 
Globe-Wernicke Business Builder,” 
the excellent new house organ of 
The Globe-Wernicke Company. 
“Business Builders” congratulates 
“G-W Business Builder”’! 

* * * 

WAR BONDS ...A DEPEND- 
ABLE investment Uncle Sam is 
DEPENDING on YOU to hold! 


.s «+ 2 


A Davenport, Iowa, postmark on 
a crisp snow-white No. 10 envel- 
ope made my heart beat just a 
bit faster with anticipation. Sure 
enough, inside was a most wel- 
come letter from one of our reg- 
ular correspondents, Wilbur F. 
Cannon of Fidlar & Chambers 
Company of that city. Wilbur’s 
firm has the enviable record of 
90 continuous years of operation 
in the office outfitting and print- 
ing field. Moreover, from the 
light of his present term as presi- 
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dent of The Advertising Club of 

Davenport, Iowa, Wilbur Cannon 

outlined several splendid new ave- 

nues for us to explore with the 
readers of this page. Notable 
among these was an intriguing 
one pointed out by Thomas Jeffer- 

son Twentyman, advertising di- 

rector of Hart, Schaffner and 

Marx. We have sent for Mr. 

Twentyman’s book, “From Picas 

to People,” and in a forthcoming 

issue of OFFICE APPLIANCES will re- 
view those portions of this text 
that Mr. Cannon so heartily rec- 
ommended to be given attention 
on this page. 

+ aa * 

WAR BONDS ... a DEPEND- 
ABLE investment Uncle Sam is 
DEPENDING on YOU to prize! 

* * * 

Here are the top seven topics 
listed by our readers as pertinent 
for sales consideration RIGHT 
NOW in our own respective organ- 
izations: 

(1) Act NOW on present sales 

opportunities. 

(2) Build NOW for future sales. 

(3) More alertness on what we 
have to offer. 

Full-effort showmanship on 

promotions given in whole 

or in part by factories. 

(5) Realigning and re-enthusing 
—in other words, reimple- 
menting each and every 
member of our sales-crew. 


(4 


(6) Intelligent selective selling 
and serving. 
(7) Honestly answer this self- 


put query: “Am I doing all 
I can to make strong my 
link in the BIG FOUR 
CHAIN OF MERCHANDIS- 
ING—Factory, Factory Rep- 
resentative, Dealer, Dealer 
Salesman? 
ok * *” 


To Richard H. Brady, editor of 
“The Permanized Paper Quarter- 
ly,” published by Whiting-Plover 
Paper Company, Stevens Point, 
Wis., we acknowledge the follow- 
ing inspirational excerpt from one 
of the many fine articles in the 
current issue. The author is Shan 
Eller, the subject “Building Per- 
sonality.” Here it is: 

“Most good executives exude 
three particular traits which 
glow. A total list of traits essen- 
tial to executive success would 
become a resumé of all man’s vir- 
tues. However, there are three 
requiring an unusual allotment. 
They are: (1) an innate interest 
in, and genuine affection for, peo- 
ple—a natural, good, and real 
fondness for hastening others’ 
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self-improvement and progress, 
until a man’s greatest pleasure 
lies in the making of other men. 
(2) A certain strength and power 
of personality. Difficult to de- 
scribe, easier to recognize, devel- 
ops much more easily than at firsv 
imagined. And (3) a careful sci- 
entific trend of mind... dis- 
crimination between fact and 
opinion, a ‘searchingness,’ an 
awareness of the fallacies of hu- 
man nature and of pseudo-sci- 
ences. It’s a conscious insight and 
foresight, and deliberate logical 
thinking, so that he uses the EX- 
ECUTIVE TOOLS advantageous- 
ly: s & e 
VALUE vs. PRICE 
Don’t try to buy a thing too cheap 
From those with things to sell; 
Because the goods you’ll have to 
keep, 
And time will always tell. 


The price you paid you'll soon 
forget, 
The goods you get will stay; 
The price you will not long regret, 
The quality you may. 


They ought to cut this “price” 
word out 
Of dictionaries red, 
Make value what men talk about, 
Not just the price instead. 


In inks or books, in metals or 
woods, 
Remember this advice: 
Don’t let the price control the 
goods, 
BUT GOODS CONTROL THE 
PRICE! 


(From POET’S CORNER 
in THE COACH) 


* * * 


BUSINESS BUILDERS page for 
June, 1944, is in the making with 
your making: jump into an air- 
mail envelope; or hop a Western 
Union “express.” Remember our 
address, Box 2153, Care of Shaw 
& Borden Company, Spokane 2, 
Washington. THANKS! 

Enthusiastically, 
Ralph B. Ortel. 

This month’s TERSE-TRAILER 
is sent in by a former Minnesota 
office outfitter, now an officer sta- 
tioned near Camp Wallace, Tex. 
Here it is, tersely stated, you'll 
agree: “We want leaders who 
will take a stand—not just those 
who take the stump.” 


32, 32, 38, 32: 
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EDITORIAL 








Dealers Should File Short Shipment 


Claims Against Carriers 

@¢ THE ARTICLE in the March issue by Robert 
P. Jonas, Oxford Filing Supply Company, on 
“Short Shipment Troubles,’ particularly the 
phase relating to the filing of claims for short- 
ages, received wide approval. The accommoda- 
tion given dealers by manufacturers in filing 
claims against transportation companies has 
been a fine gesture, but the advent of the war 
and its attendant problems for business and in- 
dustry have made necessary the curtailment, if 
not elimination, of “accommodation” assistance. 
Expansion of record-keeping requirements and 
reduction in personnel at a time when produc- 
tion demands are up force concentration on 
essential activities and services. Accepting re- 
sponsibility on the basis of factual evidence is 
logical. Which leads to repetition of the follow- 
ing paragraphs from Mr. Jonas’ article: 


“It is unfair, to say the least, for a dealer to 
expect his manufacturer or jobber to stand the 
expense of such claimed shortages without re- 
gard to who was responsible for them; or, 
whether the shortage actually existed or not. 


“One fact overlooked in most cases is that 
many manufacturers or jobbers do business on 
terms of ‘f.o.b. shipping point.’ This means that 
the merchandise in question becomes the prop- 
erty of the dealer when the shipper receives 
from the transportation company a signed re- 
ceipt or bill-of-lading for the shipment in good 
order. It means also that any claims of shortage 
thereafter should be made by the dealer directly 
against the transportation company and not 
against the shipper. It also means that the deal- 
er is ‘out of order’ if he makes a deduction on 
the invoice or statement for such shortages. 
Remember that the goods become his property 
when delivered to the carrier and loss or damage 
by the carrier is ‘on him.’ 


“In more normal times many manufacturers 
prosecuted claims on behalf of their dealers as 
a matter of service. Considering the great in- 
crease in the number of such claims today, the 
average manufacturer simply hasn’t the man- 
power available now to handle them even if he 
wanted to.” 


—_-<-->--—- 


Silence is a language all people understand. 
—Glen Buck 


__ee- a 


Organization for War—and Peace 
@¢ AMONG the many thoughts and sugges- 
tions concerning post-war that have been given 
expression in public print, the following editorial 
in a recent issue of ISCOR, the journal of the 
South African Iron & Steel Industrial Corpora- 
tion, Limited, is outstanding. Its brief and 
simple, yet inclusive, treatment of the subject, 
combined with the voicing of a hope that may 
well reside in the breast of every human, is in- 
spiring. 

“Today sees the greatest example of organiza- 
tion the world has ever known. Not only is it 
national organization, not only international, 
but also global. It covers the earth, the air and 
the sea, from pole to pole, and runs through all 
the lands and oceans between. 

“Men—and women—who have left their 
homes and normal centers of residence thou- 
sands of miles behind, are fed, clothed, housed 
and supplied with the weapons they need. Save 
for brief periods of stress, they go without 
nothing they require. 

“Man’s mind has made this possible. This 
organization has been created by men, men who 
are freed from the normal barriers that peace- 
time claims throw in the way of global organ- 
ization. 

“Ts it too much to hope that when the days 
of peace come again, this skill, this forethought, 
this free global planning may be used again and 
for mankind as a whole?” 


HERE AND THERE 





THREE ROCKY MOUNTAIN 
TRAVELERS, IN SERVICE, STAGE 
REUNION IN BRITAIN 

Miracles can, and sometimes do, 
happen, even in the U. S. Army. 
Take the case of the three former 
Rocky Mountain Travelers—Jay 
Ewing, Tom Moses and Bob Burch— 
all formerly with The Standard Pub- 
lishing Company of Anaconda, 
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Mont. Leaving for the service at 
intervals resulted in a complete lack 
of contact among the trio until, by 
correspondence, they had relocated 
one another. Then, by some un- 
known quirk of Fate, they all got 
their furloughs simultaneously and 
were reunited in England. The 
Rocky Mountain Travelers Club 
sends the triumvirate its best wishes 
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and hopes similar meetings will ma- 
terialize for them. 


VETERAN SALESMAN GOING 
STRONG AFTER MORE THAN 
HALF-CENTURY IN FIELD 


Seventy-six years old and a rec- 
ord of at least 60 years contact with 
typewriters and office machines— 
that's the enviable and probably 
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unparalleled record hung up by J. F. 
Howison, Remington Rand salesman 
at Richmond, Va. 

Mr. Howison was introduced to 
the Remington typewriter back in 
1876 at the Philadelphia Centennial 
Exposition; four years later he 
rented his first typewriter at seven 
dollars a month for three months. 

In 1888 he was named manager 
of the Cincinnati branch of The 
Hammond Typewriter Company and 
the following year took over the 
managership of the New York City 
and Philadelphia offices of the A. B. 
Dick Company. Then came a three- 
year tenure, beginning in 1902, as 
manager of. the Richmond branch 
of the Smith Premier Typewriter 
Company, followed by a year in the 
British Isles as sales representative 
for the A. B. Dick organization. 

Upon his return to the United 
States in 1906, he was made man- 
ager of the Underwood branch 
office at Memphis, a post he held 
for five years. From 1912 to 1916 
he stepped temporarily out of the 
office machine field to become a 
supervisor of 32 counties for the 
Department of Game and Inland 
Fisheries, Commonwealth of Vir- 
ginia. Since 1917 he has continu- 

















J. F. HOWISON 


ously served as salesman for Rem- 
ington Rand at Richmond, Va. 

The veteran office machine man 
has been twice married—15 years to 
his first wife, 38 to his second. He 
has six children and |! grandchil- 
dren, three of whom are serving in 
the armed forces. 





WHAT? NO PENSION, BONUS 
OR VACATION REQUEST? 


Mr. Alexander, one of the newest 
additions to the force at Skinner 
& Kennedy Stationery Company, 
416 North Fourth Street, St. Louis, 
Mo., recently turned over to a 
representative of OFFICE APPLI- 
ANCES the following ''Situation 
Wanted" ad, clipped from the 
Shreveport Journal: "TYPIST, no ex- 
perience, fat and wears glasses, de- 
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sires morning job; expect nice sal 


ary, as permanent as anyone in war- 
time. Write Box 296, Journal." 

Now, if any farsighted and des- 
perate Shreveport employer needs 
a good addition to the office staff, 
he can probably acquire this one— 
providing, of course, that he'll serve 
coffee at 10:30 A.M., supply the 
new typist with a "'C"' card, insure 
her being able to buy steaks at 
least every other day, and present 
her a new pair of Nylons on each 
national holiday. 





FORMER BARKLEY SALESMAN 
REPORTS ON LIFE IN ENGLAND 
AS MEMBER OF 8TH AIR FORCE 


Stationers and Travelers will re- 
member Fred Deutsch, former sales- 
man for C. L. Barkley & Company, 
Chicago, as a familiar figure at Chi- 
cago NSA conventions. Now a ser- 
geant in the 8th Air Force in Eng 
land, Fred still thinks of the old 
gang and looks forward to the day 
when he can rejoin them. 

Following is a V-Mail letter, 
posted on March 23 by Fred from 
"Somewhere in England,'’ to John 
Gilbert of "OFFICE APPLIANCES": 
Dear John: 

It was mighty fine, believe me, to 
receive your letter of the 3rd and 
to know that you are still able to 
mail "OFFICE APPLIANCES" to 
me. Whenever | get an issue of 
“OFFICE APPLIANCES" and can 
find time to spare, | read it from 
cover to cover, as it enables me to 
keep informed about what is going 
on in the industry, and those news 
articles about my old friends and 
customers are obviously always wel- 
come. Last time | saw you, John, 
was at the National Stationers Con- 
vention in Chicago, at the Palmer 
House in 1942. A lot of water has 
gone over the dam since that meet- 
ing. Have been in England for 
about a year now serving in the 8th 
Air Force and, believe me, it will be 
one of the great events in my life 
when | can again get back in the 
old groove, back in the U.S.A. | 
feel that | am fortunate to have 
been in the stationery game, and 
when | am discharged from the 
Army | plan on getting back and 
starting in where | left off. As you 
make those conventions, John, 
should you see any of our old mu- 
tual friends, and I'm sure you will 
from time to time, please give 
them my very best regards. With 
every good wish to you and yours 
and looking forward to seeing you 
again at an early date, | am, as 
ever, 

Sincerely, 


Fred. 


1944 


STILL ACTIVE IN OFFICE 
EQUIPMENT SALES AT 85 


Perhaps Thomas Eugene Liday is 
not the oldest active office equip- 
ment salesman in the business but, 
if not, we have yet to hear of any- 
one with a superior record. For 
despite the fact that he recently 
celebrated his eighty-fifth birth- 
day, he's still making his usual round 
of business calls for the Office 
Equipment Company of Chicago, 





MR. LIDAY 
a firm he's represented for the past 
19 years. In all, he's spent the past 
38 years as an outside office furni- 
ture salesman in the Chicago area. 

Mr. Liday takes pride in the fact 
that he was born in historic Fred- 
ericksburg, Md., and that he was a 
personal friend of President Gar- 
field. Still in excellent health and 
spirits, he likes nothing beter than 
a good joke and delights in a morn- 
ing round of shadow boxing with 
one of his business associates. 

He has resided with his son, 
daughter-in-law and granddaughter 
for many years. 





SON OF ST. PAUL STATIONER 
DECORATED AT BOUGAINVILLE 


Word recently came to Mr. and 
Mrs. J. H. Boemer, 48 North Mis- 
sissippi River Boulevard, St. Paul, 
Minn., of the awarding of the Com- 
bat Infantryman badge to their son, 
Second Lieutenant Richard J. Boe- 
mer, for exemplary conduct against 
the enemy at Bougainville. The 
award was given for Lt. Boemer's 
outstanding work on patrol missions. 

The Boemer's are well known in 
the Twin Cities, Mr. Boemer being 
the manager of the Henry E. Wedel- 
staedt Company, stationers at 102 
East Fifth Street, St. Paul. They 
have two other sons in the service— 
Jack in the Merchant Marine, and 
Bob, now attending Officers’ Candi- 
date School at Camp Davis, N. C. 
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FT. WORTH SCENE OF NSA NINTH REGION MEET 


Largest Attendance in History of Convention; Al 
Eisemann New Governor; Practical Suggestions 
Presented by Speakers; Highlight Patriotic Address 





N FUTURE years when the stationers of the Ninth 

District, NSA, reflect back over the events of the 
preceding years and recall those which were most 
constructive in fulfilling their purpose, it will be 
unanimously agreed that the convention held in Fort 
Worth, Texas, March 27 and 28, was, without question, 
one of the greatest meetings ever held by this body. 
Several outstanding features serve to support this 
statement: 

The attendance was the largest ever registered at 
a Ninth District meeting, nearly 250 being registered. 

Of equal importance was the fact that there were 
representatives present from many of the small towns 
in central and west Texas, and from various parts of 
Louisiana. 

The program was timely and constructive, the 
speakers delivering their talks with sincerity and 
worth culminating in a stirring patriotic address, 
“Keep America American,’ by Otto Eisenlohr of Dal- 
las, that brought the members to their feet in a wild 
acclaim of applause. 

Al Eisemann, Maverick-Clarke, San Antonio, was 
elected governor, succeeding H. C. Parker, Jr., of New 

















ALVIN EISEMANN 


Orleans, and A. V. Breard, Monroe Office Equipment 
Company, Monroe, La., was elected lieutenant gover- 
nor. Galveston was selected as the city for the 1945 
meeting. 

Gov. Parker opened the convention with a brief 
address in which he mentioned the good attendance 
and remarked on the necessity for co-operative effort 
during these trying times. He then named Willis 
Lowe general chairman, who in turn introduced Homer 
Covy, president of the Fort Worth Chamber of Com- 
merce, who made the address of welcome. Response 
was made by Mr. Eisemann. 

Gov. Parker then named the following committees: 

Nominating Committee: Johnny Wright, chairman; 
Edgar Jordan and Russell P. Grieve. 

Convention City Committee: Al Eisemann, chair- 
man; Marlin Drake and George Reynolds. 

With the preliminaries concluded, the program got 
under way with the opening address by NSA Presi- 
dent R. D. Latsch. 

“Today we are faced with two bugaboos,” Mr. Latsch 
asserted,—“‘Regimentation and Monopoly—and it is 
important that we should discuss these right here. We 
have here the leading stationers of this area, our 
problems are mutual, and it is through these meetings, 
where we all get together and work out our problems 
to the mutual benefit of all concerned, that all are 
benefited.” 

In illustrating his point Mr. Latsch told the story 


32 


of a stationer who told a competitor of the good 
fortune he had had in the sale of billfolds in com- 
parison with fountain pens. The competitor put in 
a display case, and his sales are now many times 
what they had been. 

“And,” concluded Mr. Latsch, “the profits from 
these sales for one year would pay his dues in the 
NSA for 100 years. Let us run our business so that 
our customers will come to our stores, not because 
of friendship, but because we render the best service 
possible. Co-operation between the dealers and the 
manufacturers is, I believe, the most important sub- 
ject for consideration, for it is only through such 
co-operation that we all benefit and everyone is 
happy.” 

A. R. Skibbe, Associated Stationers Supply Company, 
Chicago, followed Mr. Latsch with a talk on “What Are 
Your Plans for the Future?” 

Mr. Skibbe defined the position of the wholesaler 
in the industry and what he meant to the retailer in 
acquiring merchandise, conserving assets through lim- 
ited purchases, and savings effected from shipping 
charges. 

“Many people periodically want to do away with 
the wholesaler,’ Mr. Skibbe asserted, “but this is 
because the average person knows little about the 
wholesaler’s position in the merchandise field. 

“The wholesaler is a definite economic necessity.” 

Paul B. Buckwalter, National Blank Book Company, 
New York, followed with an address on “Your Market 
Today and Tomorrow.” 

Using a chart to illustrate his remarks, Mr. Buck- 
walter showed how the cost of living made the dollar 
worth 73 cents today as compared with 1939. At the 
beginning of the war the debt of the nation was 
$50,000,000,000, while it was estimated that the debt 
would be $250,000,000,000 at the close. 

He then showed how control was affecting the loose 
leaf business, reporting materials available now 
against percentages before the war, and pointing out 
that while the government allows 75 per cent of the 
steel tonnage of 1941, this will not solve the labor 
problem. 

“What do you have to serve the people?” Mr. Buck- 
walter asked in conclusion, and answered the ques- 
tion by pointing out that each firm has its store, 
windows, interior displays and its personnel. He 
estimated that soon 80 per cent of the customers 
would be women and urged delegates to consider their 
problems and take steps to work them out in a con- 
structive and profitable manner. 

A. V. Breard, whose talk, “Better Service to the 
Customer,” was listed as last for the morning session 
and was postponed because of the lateness of the hour, 
opened the afternoon meeting. 

After reviewing the headaches of the early ’30s— 
high priced merchandise, too much inventory, a buy- 
er’s market, too many discounts, lower mark-ups, and 
not much profit—Mr. Breard reviewed similar head- 
aches during the early 40s, then remarked: 

“One thing that must never be forgotten when we 
embarked in this interesting vocation is our customers. 

“Are we playing fair with them? Are we doing too 
much taking and forgetting to do some putting? Are 
we letting ourselves get careless and blaming it on 
the war, or some pet peeve? Do we exert any effort 
to satisfy our customers? Do we have enough patience 
with them? Do we answer our ’phone in a pleasing, 
courteous manner? 

“Remember the fellow who inquired about a $10 
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second-hand desk not so long ago. He may be the 
same man who now occupies a suite of offices and 
buys everything from your competitor—just because 
you gave him a short answer or made a sarcastic re- 
mark on the $10 desk deal. 

“One department of our business that we are 
proud of is our office machine and service depart- 
ment—you really learn about customer service if you 
have such a department. Accurate records are kept 
of all machines with a master file, both numerically 
and alphabetically, by makes. This enables us to 
locate quickly a unit that comes in for service. It 
has also enabled us to send two different office ma- 
chine thieves to the pen.” 

Following Mr. Breard’s talk the afternoon session 
was concluded with an “Institution of Industrial 
Opinion,” wherein a group of stationers expressed 
their opinions on timely or future problems. J. Ed- 
ward Conlon of Rockwell-Barnes served as chairman. 


Mr. Courtney Wall, Boorum & Pease Company, 
opened the meeting Tuesday morning with an expla- 
nation of his “Dealers’ Merchandise Exchange,” fol- 
lowing which, on a motion of G. S. Thorne, a com- 
mittee consisting of Willis Lowe, chairman, Edgar 
Jordan and Al Eisemann, was appointed to give fur- 
ther study to the plan. 

Discussing “New Sales Material,’ R. C. Moore, Co- 
lumbia Ribbon & Carbon Company, listed four first 
essentials: 1. Approach. 2. Voice and Enunciation. 3. 
Dress and General Appearance. 4. Physique. If the 
prospect met these requirements satisfactorily, he was 
judged on Courage, Ambition and Sales Ability. 


Mr. Moore concluded his address with this request: 
“Before employing your next salesman, read the 25th 
chapter of Matthew, verses 15 through 31.” 


In his address, “A Salesman’s Place in the Post- 
war World,” W. T. Martin, Shaw-Walker Company, 
predicted that the post-war salesman would be a 
man of greater vision because he would be well in- 
formed and skilled in human relations. Because of 
this he would not only be successful in making sales, 
but would serve as an ambassador of good will as 
well. He should be a good fellow, because a good 
fellow is a good sport, Mr. Martin asserted, and con- 
cluded his remarks by urging that salesmen plant 
the seeds of acquaintanceship and then develop these 
seeds into better relations. 


As previously mentioned, what was declared to be 
the outstanding address at the convention was the 
last on the program, “Keep America American,” and 
was delivered by Otto Eisenlohr of The Dorsey Com- 
pany of Dallas. It was the kind of an address that 
brought out every feeling of patriotism that a person 
possessed. 

“The chief concern of every American today is the 
war effort. KEEP AMERICA AMERICAN is essentially 
a war program, since it concerns the things for which 
America is fighting,’ Mr. Eisenlohr said. 

“Civilian as well as soldier morale is essential to 
winning the war. This morale is based on confidence 
on the part of civilians and soldiers alike that free- 
dom of opportunity and the American free enterprise 
system shall be preserved—that freedom of oppor- 
tunity as well as freedom of worship shall be pre- 
served—that freedom of opportunity as well as free- 
dom from want and fear shall be maintained in 
post-war America... . 

“America is a young nation. We have only six per 
cent of the world’s population, yet we own 30 per 
cent of the world’s wealth and have 36 per cent of 
the world’s income. Back of such achievement for 
sO young a nation had to be a plan and design—a 
solid foundation, a sturdy framework, an abiding 
idealism. .. .” 

Discussing freedom of enterprise, Mr. Eisenlohr 
Said: 
“Freedom of enterprise conveys one set of ideas to 
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you, and, perhaps, a different set to me. Let’s first 
list what freedom of enterprise is not:” 

1. It is not freedom to profit at the expense of the 
welfare of the community. 

2. It is not freedom of any man to exploit another. 

3. It is not freedom to impede by monopolistic 
practices the development of new business enterprises. 

4. It is not freedom of enterprise to waste the nat- 
ural resources of our country. 

5. It is not freedom to regard depression as a nat- 
ural phenomenon as a result of which millions of 
people must go hungry. 

6. It is not freedom to extract subsidy from Gov- 
ernment whenever adversity appears. 

Discussing the positive side, he listed the following: 

1. Free enterprise means freedom for every indi- 
vidual to fully employ his capacities in some useful 
occupation. 

2. It means the right of every worker to choose 
where he will work and what he will do. 

3. It means a system of rewards arrived at through 
voluntary agreement in competitive markets. 

4. It means protection under the law against pred- 
atory action, fraud and violence. 

5. It means good sportsmanship on the part of the 
participants who will try to win by superior efficiency 
and service, not by racketeering, political favoritism, 
or monopolistic combinations. 

6. It is men and women working out their common 
destiny, not under the lash of coercive authority, but 
under the discipline of enlightened self-interest and 
moral responsibility. 

“We must not fail the world now,” Mr. Eisenlohr 
concluded. “We must not fail to share our freedom 
with it afterwards. Keep singing, keep working, and 
fight to perpetuate those ideals and freedoms for the 
boys over there so that when they return we can look 
them in the eye and say, ‘Son, we have kept your 
America American.’”—BCR 

The meeting was marked by one of the largest del- 
egations of ladies accompanying their husbands in 
the history of the district. In addition to their part 
in the regular social program, they were guests on 
Monday at a luncheon served at the Colonial Country 
Club. 

Texas Travelers Elect 


Tom Riley, Eberhard Faber Pencil Company was 
elected president of the Texas Travelers Club in the 
annual election of officers of this body, succeeding Wm. 
F. Gigliotti, manufacturers’ representative. Other 
officers elected were: Fred Fenne, Associated Station- 
ers Supply Company, Dallas, first vice-president; 
Thomas C. McClure, The General Fireproofing Com- 
pany, second vice-president; R. C. Gage, Art Metal 
Construction Company, third vice-president; J. B. 
Peatling, F. S. Webster Company, secretary; and A. M. 
Carrow, manufacturers’ representative, treasurer. 

=o 
INK SPECIALTIES COMPANY MOVES 

Ink Specialties Company, Inc., after fifteen years 
in its location on Laflin Street, moved the first of May 
to 517-523 N. Halsted Street, Chicago 22. The new 
space is practically the same as the old but is more 
suitable in its arrangement for manufacturing and 
shipping facilities. The entire plant is located at 
ground floor level. The change was under contempla- 
tion for several years and was brought to a head when 
the old building was sold to a company which plans 
to use it immediately in the manufacture of war 
equipment. 

The founder and president of Ink Specialties Com- 
pany is F. B. Canode, who has had a long and success- 
ful experience in the manufacture of ink for stencil 
duplicators and for other specialty purposes. A chem- 
ist of unusual ability, he has helped solve ink problems 
of a number of office machine manufacturers. His 
duplicator inks are well known among dealers in du- 
plicator supplies. 
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NSA EIGHTH DISTRICT MEETS AT KANSAS CITY 


Transition and Planning for Post-War Period Is 
Theme of Conclave; Warkentin Elected New 
Governor; Kansas City Chosen for 1945 Meeting 


(Pictures taken by George Demaree, Demaree Stationery Company, which were delayed in transit, will be 


presented next month.) 


TATIONERS of the Eighth District, NSA, compris- 
ing the states of Missouri, Nebraska, Kansas, Ar- 
kansas and Oklahoma, augmented by visitors from 
Iowa and Texas, gathered at the Muehlebach Hotel, 
Kansas City, Mo., for their annual conclave or war 
service conference. The dates were March 31 and 
April 1. The general theme was operation through 
the period of transition and planning for the post- 
war period. At the election which closed the meeting 
Ted Warkentin of the Southwestern Bank and Office 
Supply Company, Lawton, Okla., was chosen governor 
for the ensuing year; Roy Moreland, Schooley Print- 
ing & Stationery Company, Kansas City, Mo., lieu- 
tenant governor; Joe Landes of Schooley’s, treasurer. 
Kansas City again was chosen for the next gathering. 
Members of the NSA troupe contributed much to 
the program, particularly President Bob Latsch, Gen- 
eral Manager Charles P. Garvin, A. R. Skibbe, Asso- 
ciated Stationers Supply Company; George Holt, W. A. 
Sheaffer Pen Company; Horace Van Dorn, Joseph 
Dixon Crucible Company; E. R. Manning, Stein Bros. 
Manufacturing Company, and J. Ed Conlon, Rockwell- 
Barnes Company. Other speakers included L. W. Gil- 
lett and William Martin of the Shaw-Walker Com- 
pany; William H. Schmiederer, Buxton and Skinner 
Printing & Stationery Company, St. Louis; Paul Buck- 
walter, National Blank Book Company; A. L. Dye, 
Merchants Association Credit Bureau, Kansas City; 
J. F. Porter, Jr., Kansas City Power and Light Com- 
pany; P. A. Harris, Graham Paper Company, and 
Governor Leonard B. Wilcox, Roberts Printing & Sta- 
tionery Company, Hutchinson, Kans. Two full days 
of addresses and discussions were provided, the inter- 
est remaining high throughout. 

Governor Wilcox called the meeting to order, at 
which time Fred Downs of Downs-Randolph Com- 
pany, Tulsa, Okla., led in a pledge to our flag. The 
welcome which followed was give by John Uden, 
lieutenant governor of the district. Then came intro- 
ductions of the troupe, including besides those men- 
tioned above Col. W. E. Smith, Ace Fastener Corpora- 
tion; E. L. Little, Wabash Filing Supplies, Inc.; E. A. 
Keeling, Art Metal Construction Company, and Fred 
Schaefer, Sanford Ink Company. 

The first address was that of the president, who 
told of the importance of the day when stationers 
first got together for the improvement of conditions 
in the industry. The future welfare of America, he 
said, lies in business. Selling, he stated, will be more 
application than display. Manufacturers should keep 
their agents well informed on their merchandise, 
while distributors must take advantage of all sales 
helps from their manufacturers. Our future, he added, 
depends on confident and self-reliant individuals with 
initiative. 

Mr. Skibbe’s talk appears elsewhere in this issue. 

Mr. Gillett’s talk was on “Filing Supplies Now and 
After the War.” It behooves all of us, he said, to pay 
more attention to selling. We should advise with our 
customer, to see what he ought to have and help 
him buy it. Often a man will get along without some- 
thing needed because he does not know what to buy. 
He added that now—not after the war—is the time 
to improve methods of selling. To demonstrate his 
point he presented a series of four panels by means 
of which an inexperienced clerk may become expert 
in filing supplies almost at once. 
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Mr. Garvin in his address told of the conditions 
today, and as they are likely to be when the men 
come back. Leading dealers and manufacturers, he 
stated, had given advice as to what was best for the 
industry and those ideas were directing association 
policy. 

“How History Was Made” was Mr. Schmiederer’s 
topic. The first governor of the district, he served 
for three years. He was followed in the order listed 


ON OPPOSITE PAGE—CANDID ‘GROUP SHOTS” OF CONVENTION- 
EERS AT THE EIGHTH DISTRICT NSA MEETING IN KANSAS CITY 


1. Lyle Turner and George Holt, W. A. Sheaffer Pen Co.; Larry Good- 
hand, Oxford Filing Supply Co.; Fred Pitt, Wilson Jones Bas Jim 
Swisher, Bartlesville Staty. Co., Bartlesville, Okla. 

2. Ed L. Little. Wabash Filing i Inc.; Charles Ramsey, Ever 
Ready Calendar Mig. Co.; Frank Hughes, Standard Office Supplies 
Co., Oklahoma City. 

3. Governor Leonard Wilcox, General Manager Garvin, Governor- 
elect Ted Warkentin, Lieutenant Governor-elect Roy Moreland, 
Treasurer Irving Shockley. 

4. Herb Walsh, Ace Fastener Corp.; Chet Smith, Codo Mfg. Co.; John 
Krueger, F. S. Webster Co.; Elmer Krumwiede, manufacturers’ 
representative; Hy Linden, Ace Fastener Corp. 

5. Seated: Mrs. M. E. Zook, Mrs. E. R. Barr: W. E. Smith, Ace Fast- 
ener Corp.; Mrs. Charles Stone, Mrs. C. N. Murray. Standing: 
C. N. Murray, Mittag & Volger, Inc.; L. Gunst, Corpus Christi Book 
& Staty. Co., Corpus Christi, Tex.; Hy Linden, Ace Fastener Corp.; 
Charles Stone, University of Arkansas Book Store; M. E. Zook, 
Rockwell-Barnes Co. 

6. B. J. Bristoll, Koch Bros. Co., Des Moines, Iowa; L. G. Morris and 
Frank Palmer, Eaton Paper Corp.; Roy Moreland, Schooley Prtg. & 
Staty. Co., Kansas City, Mo. 

7. George Demaree, Demaree Staty. Co., Kansas City, Mo.; B. L. 
Beeler, J. L. Hanson Co.; Edith Witte, J. L. Hanson Co.; A. C. 
+ a _ Eberhard Faber Pencil Co.; Lyle Turner, W. A. Sheaffer 

en Co. 

8. Don Barber, Megeath Staty. Co., Omaha, Nebr.; John Pydlek, 
Blaisdell Pencil Co.; Larry Goodhand, Oxford tng | Supply Co.; 
Al Charleville, Carpenter Paper Co., Omaha; Fred Schaefer, San- 
ford Ink Co.; E. J. Blest, Oxford Filing Supply Co. 

9. Stanley Griebel at the piano, Al Aigner vocalizing. 

10. John Ford, Peterson Lithograph & Prtg. Co., Omaha; Robert S. 
Crowley, Crowley-Reuter Co., Kansas City, Mo.; Fred Pitt, Wilson 
Jones Co., Hugh D. Alexander, Skinner & Kennedy Prtg. & Staty. 
Co., St. Louis, Mo. 

ll. W. A. McNichols, Amberg File & Index Co.; E. R. Manning, Stein 
Bros. Mig. Co.; John Uden, Associated Stationers Supply Co.; Ber- 
trand Amberg, Amberg File & Index Co. ; 

12. Seated: Captain Jack Baney. USA, formerly Business Equipment 
Co., Pratt, Kan.; Mrs. Galen Seal, Office Supply & Equipment Co., 
Topeka, Kan.; Art Pfister, Flight Instructor RAE Primary. formerly 
Smead Mig. Co. Standing: Irving mea Art Steel Co.; Irving 
Shockley, Som’ Dodsworth Staty. Co., Kansas City, Mo.; Galen 
Seal, Office Supply & Equipment Co., Topeka: Dan Consodine, 
Richard Best Pencil Co. 

13. Seated: Mrs. Irving Shockley, Mrs. Dan MacDougall, Mrs. Paul 
Baird, Mrs. Jack Sutherland. Standing: Georgia Fraser, Dan Con- 
sodine, Richard Best Pencil Co.; Mrs. Heinie Sengbusch. 

14. Seated: Bob Bauer, National Blank Book Co.; A. Schooley, Schooley 
Prtg. & Staty. Co., Kansas City, Mo.; Paul Buckwalter, National 
Blank Book Co.; S. C. McKee, Hedges Mfg. Co. i B. L. 
Beeler, J. L. Hanson Co.; George Witte, White & Wyckoff Mig. Co.; 
A. R. Barr, Barr-Kuhlmann Co., Emporia, Kan. 

15. Harold W. Cramer, Roy Cramer, Jr., W. S. Fidlar and Walter T. 
Keller, all Cramer Chair Co.; Myron K. Taggart. ’ 

16. Seated: Frank Miller, Miller Wayland Co., Columbia, Mo.; Mrs. 
Max Keating; Carl Schutz, Eagle Pencil Co.; Mrs. Harry Middles- 
worth; Paul Willson, Kansas ag Staty. Co., Kansas City, Mo. 
Standing: John Wayland, Miller Wayland Co.; Joe Gordon, Wilson 
Jones Co.; Max Keating. Louie Biederman and Harry Middles- 
worth, Gallup’s, Inc., Kansas AI. ; 

17. Seated: Jess Beck, Wesbanco, Oklahoma City, Okla.; Ed Keeling, 
Art Metal Construction Co.; Ed Conlon, Rockwell-Barnes Co. Stand- 
ing: Al Bartens, Shallcross Prtg. & Staty. Co., St. Louis, Mo.; Pete 
Jamerson, Gallup’s, Inc., Kansas City, Mo.; Herb Johnson, Wilson 
Jones Co. 

18. Seated: Horace Van Dorn, Joseph Dixon Crucible Co.; Frank 
Palmer, Eaton Paper Corp.; Al Overstreet, Crane & Co., Topeka, 
Kan. Standing: Rollie B. Hall, Hall Bros., Inc.; Jack Crow, Hall 
Staty. Co., Topeka. . 

19. Seated: Mrs. Jack Baney. Mrs. Gomer Jones. Standing: Captain 
Jack Baney, Claude Allen, The General Fireproofing Co.; Lieu- 
tenant Gomer Jones, formerly The General Fireproofing Co. 

20. Jack C. Kern, manufacturers’ representative. 

21. Walter Ruedy, S. G. Adams Staty Co., St. Louis; Paul Buckwalter, 
National Blank Book Co.; Bob Latsch, president NSA; W. C. Weihe. 
S. G. Adams Co. 

22. E. R. Sharp, Omaha. 

23. Seated: Mrs. Babe MacLachlan, Mrs. A. R. Skibbe, Mrs. Bob 
Latsch. Standing: George Herrmann, Heyer Corp.; Al Nordstrom, 
Smead Mig. Co.; A. R. Skibbe, Associated Stationers Supply Co. 

24. Rollie Hall, Hall Bros., Inc.; J. L. Wren, The House of Wren, Okla- 
homa City, Okla.; George A. Witte. White & Wyckoff Co. 
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by S. P. Hudson, Ernest Hazel, George Hausam, R. D. 
Latsch, Herman Cast, Charles Meyer, Fred Downs, 
John Ford, Jr., Gerry Manning, Frank Lynch, Walter 
Ruedy, Walter Guy and Mr. Wilcox. 

Mr. Martin remarked that the most important aim 
should be better human relations. Every commercial 
traveler, he stated, should surround himself with good 
will. He closed by saying the way to have a friend is 
to be one. 

An expert on all forms of accounting and a student 
of economics, Mr. Buckwalter spoke on “Your Market 
Today and Tomorrow.” He showed a business chart 
of booms and depressions over a period of 100 years. 
He told of present problems of loose leaf manufac- 
ture. He stated that the dealer’s social stationery mer- 
chandising program which should appeal to 80 per cent 
of his customers, must be carried out in good taste. 
When your commercial market is built up you should 
do all you can to keep people in your locality—to keep 
your market. 
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A credit man, Mr. Dye called attention to character, 
capital, capacity, conditions. Character alone is not 
enough for credit, he remarked, nor any two of the 
first three. Many extend credit on the fourth—con- 
ditions. If not prepared at the end of the war, he 
said, we are likely to suffer heavy losses; plan for 
the future with a good foundation and sound credit 
control. 

Mr. Holt explained the fountain pen situation un- 
der WPB restrictions. Dealers, he said, will be offered 
many new lines. He does not expect full production 
of consumer goods at once after limitations are lifted. 

Mr. Porter’s topic, “Post-war Planning,” was pre- 
sented impressively by means of motion pictures. 

“Paper in War Time” was covered by Mr. Harris 
who reported that 50 per cent of rag content paper 
goes to government directly or indirectly; 23 per cent 
to defense plants. The sulphite situation, he said, 
was somewhat similar, the coarse paper situation 

(Turn to page 127, please) 
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ANNUAL TENTH DISTRICT NSA MEET HELD IN DENVER 


Speaking Program Condensed Into One Day; Fred 
Robinson New Governor of District; Denver Trav- 
elers and Stationers Collaborate on Entertainment 


ENVER was host to stationers of the Rocky Moun- 

tain states April 2 and 3, the occasion being the 
Regional War Council of the Tenth District, NSA. Meet- 
ings were held in the Cosmopolitan Hotel. The NSA 
traveling troupe supplied most of the program which 
was condensed into one day. The Denver stationers 
and the Rocky Mountain Travelers collaborated in 
supplying the entertainment, which for the troupe 
started as soon as the members left the Missouri 
Pacific train on the morning of April 2. They were 
driven to the home of L. R. “Jack” Kendrick where 
they had breakfast and visited until noon. 


The gathering was called to order by E. G. Hopper, 
Intermountain Printing & Stationery Company, Grand 
Junction, Colo., completing his second year as dis- 
trict governor. The first speaker was R. D. Latsch, 
Latsch Bros., Lincoln, Nebr., president of NSA, who 
spoke along lines reported in connection with earlier 
meetings. There is no room for pessimism, he said, 
if we are to reach the huge goal required to carry 
the tax load of post-war. He stated there were more 
than 2,000,000 business enterprises in the United 
States. The bugaboos of regimentation and taxes were 
weighed against the opportunities and responsibilities 





THROUGH THE CAMERA’S LENS AT THE DENVER NSA MEETING 


1. Seated: Mrs. Kendrick, Mrs. Hopper, Mrs. Holt. Standing: Lou Obst- 
feld, Markwell Mfg. Co.; Glen Hopper. Intermountain Prtg. & Staty. 
Co., Grand Junction, Colo.; Horace Van Dorn, Joseph Dixon Cru- 
cible Co.; John Krueger, F. S. Webster Co. 

2. Seated: Alan Shields, Rust-Craft Inc.; Bob Latsch, president NSA; 
Mrs. Spencer Scribner; Joe Simmer, Wilson Jones Co.; Walter Ste- 
venson, Steve's Office Supplies, Ogden, Utah. Standing: Ed Conlon, 
Rockwell-Barnes Co.; W. E. Buhler, W. A. Sheaffer en Co.; Bill 
Adkins, Gregory Fount-O-Ink Co.; William Mason, Out West Prtg. 
& Staty. Co., Colorado Springs; Glen Hopper, governor 10th District. 

3. John Hibbard, The Globe-Wernicke Co.; Lewis Reis, Eversharp Inc.; 
I. R. Stockton, Stanley Wessel & Co.; Mrs. Paul A. Jones, Paul 
Jones Office Supplies. Hobbs, N. M.; Paul Jones, Carpenter’s Mate 
First Class USN; Gus Lipp, W. H. Kistler Staty. Co., Denver. 

4. Glen Hopper, Intermountain Prtg. & Staty. Co., Grand Junction; 
Claude Allen, The General Fireproofing Co.; Mervin Merritt, Jack 
Kendrick, Al Woerner, all of Kendrick-Bellamy Co., Denver. 


36 


5. J. L. Gillespie, Sheridan Staty. ee Sheridan, Wyo.; J. M. Mills, 
The Mills Co., Sheridan, Wyo.:; Bradner, Art Metal Construc- 
tion Co.; M. D. Hast ge lh Self Closing Inkstand Co.; H. M. 
Heath, Richard Best encil Co. 

6. Herb Riley, Out West Prtg. & Staty. Co., Colorado Springs; Gov- 
ernor-elect Fred Robinson, Robinson's Book —~ Golden, Colo.; 
Mrs. Riley: Gus Lipp, W. H. Kistler Staty. Co., Denver. 

7. Seated: Matt Dillon, ae Stationers Supply Co.; Axel J. An- 
dresen, Deseret Book Salt Lake City: Herb Johnson, Kendrick- 
Bellamy Co., Denver; Will T. Hughes, Weis Mfg. Co.; M. D. Hasty. 
Sengbusch Self- ~~ Inkstand Co. Standing: John A. Harvey. 
Kendrick-Bellam ; Jack Guerin, Eberhard Faber Pencil Co.; Bill 
Whittaker, Stan a, ‘Sup Pely Co., Provo, Utah. 

8. Seated: Herb Riley, Out West Prtg. & Staty. Co., Colorado Springs: 
Sid Bradner, Art Metal Construction Co.; Harold Richardson, Rich- 
ardson Office Supply Co., Grand Junction, Colo.; Will T. Hughes, 
Weis Mfg. Co. Standing: George Holt. W. A. Sheaffer Pen Co.; 
E. R. Manning, Stein Bros. Mfg. Co. 
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which will be afforded. He strongly urged co-operative 
effort, including visiting with other stationers at 
trade gatherings. 

Next was Jack Guerin of Eberhard Faber Pencil 
Company, vice-president of the Rocky Mountain Trav- 
elers Club, who presented greetings on behalf of his 
organization. The president, Raynes Davis, could not 
be present. 

Matt Dillon of Associated Stationers Supply Com- 





NSA CHIEF EXECUTIVES CONFER AT THE ASSOCI- 
ATION MEETING IN DENVER.—Discussing important 
current and future developments in the stationery field 
are Gen. Mgr. Charles P. Garvin, Gov. E. G. Hopper 


of NSA District No. 10, and Pres. Robert D. Latsch. 


pany, substituting for his chief, A. R. Skibbe, read 
the paper “What Are Your Plans for the Future?” 
Mr. Skibbe’s address appears elsewhere in this issue. 

George Holt of W. A. Sheaffer Pen Company gave 
his talk, “Looking Forward in the Fountain Pen Indus- 
try,’ reported elsewhere. E. R. Manning, Stein Bros. 
Manufacturing Company, spoke on leather goods pros- 
pects, reference to his remarks appearing in the 
report of the Eighth District Meeting. He assured his 
audience there would be no leather goods in the near 
future and cautioned against overbuying of such goods 
as might be available during the remainder of the 
year. He pictured great prospects for dealers’ leather 
goods sales when manufacturers’ sales forces are re- 
built after the war emergency. 

Any overlooked merchandise on dealers’ shelves 
should be sold now, was the advice of Horace Van 
Dorn of Joseph Dixon Crucible Company. Pencil man- 
ufacture, he said, was less than consumption, a situ- 
ation expected to continue through 1944. 

Ed Conlon, Rockwell-Barnes Company, told of the 
scarcity of wood pulp and efforts to increase the sup- 
ply. Speaking for the manufacturers’ division of NSA, 
he told of discussions at meetings in New York and 
Chicago on means to aid dealers in post-war prob- 
lems and asked retailers for topics suitable for further 
consideration. 

As governor for the ensuing year the popular Fred 
Robinson of Robinson’s Book Store, Golden, Colo., was 
chosen. Walter Stevenson of Steve’s Office Supply 
Company, Ogden, Utah, was elected to the new office 
of lieutenant governor. Five new NSA members were 
added at the meeting. 

The entertainment consisted in part of rides around 
Denver. At the anual banquet the Rocky Mountain 
Travelers Club provided a program of music, both hill- 
billy and semiclassical, and an interesting floor show. 


Guerin Heads Rocky Mountain Travelers 


On April 3, in connection with the NSA Tenth Dis- 
trict meeting in Denver, the Rocky Mountain Trav- 
elers held their annual meeting. In the election, Jack 
Guerin of Eberhard Faber Pencil Company was chosen 
president for the following year. Guy Denison of Es- 
terbrook Pen Company was elected vice-president; 
George Seaver, Columbia Ribbon & Carbon Manufac- 
turing Company, secretary-treasurer; H. Alan Shields, 
Rust Craft, Inc., editor. This organization contributes 
substantially to the success of Tenth District meetings 
by conferring with the governor and his convention 
committee on handling registration and providing 
entertainment. 
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HEALYS ENTERTAIN TROUPERS IN SANTA FE 

En route from Denver to Los Angeles, members of 
the NSA convention troupe spent several days in Santa 
Fe where they were entertained by Past President 
E. B. Healy, Santa Fe Book & Stationery Company, 
and his charming wife and daughter. Mr. Healy 
avoided point accounting at two elaborate dinners by 
serving elk and venison, which require no points other 
than those they grow. For one afternoon he arranged 
a trip through the Bruns General Hospital of the 
U. S. Army, named for the late Col. Bruns, who orig- 
inated the present Army therapy for tuberculosis. 
Brigadier General Larry B. McAfee, commanding offi- 
cer, personally escorted the visitors through two miles 
of wards and corridors, showing wonderful work of 
rehabilitation carried on there. 

On another afternoon and evening the guests were 
escorted to and through the Spanish village of Cor- 
dova in the mountain not far from Santa Fe. The 
trip was most interesting, particularly the ceremony 
of the Penitentes which was in progress throughout 
the period of the visit. Penitentes, officially Los Her- 
manos Penitentes—“The Penitent Brothers” in Eng- 
lish—is an association of flagellants organized among 
the Spanish peoples of New Mexico and Colorado, 
dating from the early 19th century, and probably an 
outgrowth of the Third Order of St. Francis. Various 
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AT THE SANTA FE STOP-OVER.—A sunshiny welcome 
greeted NSA executives at the attractive home of “Dick” 
Healy, past president of the association and a leading busi- 
nessman of the New Mexico capital. Left to right: Mr. Healy; 
Mrs. Healy; Ed Conlon, Rockwell-Barnes Co.; Mr. Healy's 
daughter; General Manager Garvin: and President Latsch. 


members volunteer for mild torture for purposes of 
atonement, including whipping of their backs with 
whips of yucca. Throughout the rites are solemn and 
dignified. 

As last year, Mr. Healy arranged a breakfast meet- 
ing for the trouple and his entire organization at 
which each member of the troupe present spoke 
briefly. The same day Mr. Garvin spoke at the Santa 
Fe Rotary Club. 

The Healys not only provided luncheon for the vis- 
itors before time to leave for Los Angeles, but packed 
quickly and became part of the group. They planned 
to attend the Los Angeles meeting. 

nenmeaetesipesdliaRibiagiaaiaih 

NOTE.—AsS this issue is being prepared for 
printing, the following regional meetings of the 
National Stationers Association are being held: 
District No. 11, Portland, Ore., April 19 and 20; 
District No. 7, Milwaukee, Wis., April 24 and 25, 
and District No. 6, Chicago, April 28 and 29. De- 
tailed, illustrated reports will be published next 
month. 
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ARIZONA AND SOUTHERN CALI- 
FORNIA STATIONERS TURN OUT 
IN FORCE AT LOS ANGELES 


(Pictures will be presented next month) 

EVEN hundred twenty-two persons sat down for 

dinner at the meeting of stationers from Southern 
California and Arizona on April 11 at the Biltmore 
Hotel in Los Angeles. That is the largest number ever 
to attend a district or regional meeting in this country 
and probably surpassed all national conventions of 
NSA prior to 1936. The dinner was held in the famous 
Biltmore Bowl. 

The business sessions, which lasted all through the 
day, were composed largely of talks by memoers oi 
the NSA troupe, with some general discussion. Troupe 
members who participated included President R. D. 
Latsch, General Manager C. P. Garvin, H. B. Van Dorn 
of Joseph Dixon Crucible Company, Ed Conlon of 
Rockwell-Barnes Company, George Holt of W. A. 
Sheaffer Pen Company, Ted Caswell of F. S. Webster 
Company, and John Gilbert of OFFICE APPLIANCES. Past 
President Dick Healy, Santa Fe Book & Stationery 
Company, made a few remarks and spoke of satisfac- 
tion 1n again seeing Jack Ellis, formerly salesman for 
F. S. Webster Company and now a corporal in the 
United States Marine Corps. 

Al Davidson, Los Angeles Stamp & Stationery Com- 
pany, president of the Southern California Stationers 
Association, served as chairman. After delivering a 
cordial welcome and providing introduction for every- 
one present he turned the meeting over to Mr. Garvin, 
who spoke briefly on several subjects. He told’ the 
stationers how fortunate they were to have had better 
volume than ever before after losing important depart- 
ments over night—steel furniture, for example. He 
touched on the work of the Committee for Economic 
Development and its plans for orderly transition to 
civilian production. The necessity of thorough train- 
ing of sales forces also was emphasized. 

The address of the president has been reported in 
connection with other meetings. 

Mr. Van Dorn, asked to report on previous meetings, 
said that the first on the tour, the one at Fort Worth, 
had a program as well worked out as any technical 
or professional program should be, and that the meet- 
ings at Kansas City and Denver were in keeping with 
that record. He told of manufacturers’ group meetings 
in New York and Chicago conducted to work out ideas 
for aid in dealers’ sales problems. Salesmen, he said, 
will be essential to the stationery business in the post- 
war period. Stationery is vital to all business at all 
times. 

Mr. Holt told how nearly fountain pen production 
was stopped in the early part of the war and of aid 
in keeping production alive. He referred to the new 
L-227 order mentioned elsewhere in this issue. The 
depression in 1921, he stated, was due to poor manage- 
ment and quoted an authority on economics as saying 
that a five-year boom will follow the present war. He 
mentioned the vast amount of cash in savings banks 
to be spent when goods are in freer distribution. 

A general forum in the afternoon was opened by 
remarks on the essential character of office equip- 
ment and supplies by Mr. Gilbert. Mr. Conlon dis- 
cussed the acute pulp and paper situation. Mr. Van 
Dorn said pencil quality is improving and suggested 
anything older than six months be disposed of before 
newer goods. Mr. Caswell, after extending greetings 
from Walter Funck, for 50 years salesman for the 
F. S. Webster Company and now retired, said there 
was no shortage of ribbons and carbons, but dealers 
will need real selling to retain their share of the 
business. Service, he added, is all important and ade- 
quate stock is a fundamental requirement. George 
Holt told of stationers’ salesmen who opened greeting 
card and fountain pen shops and made good livings. 
Many stationers, he said, still do not realize that writ- 
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ing instruments are a business in themselves. As util- 
ity articles and for gifts they present a tremendous 
market. The stationer, he stated, should be known as 
a fountain pen expert. He added that many are not 
aware of the pen volume they could handle if their 
organizations were fully trained. 

On the subject of salesmen, Frank Hawley of 
Schwabacher-Frey Company said he preferred to start 
prospective salesmen at the bottom as stock clerks and 
then advance them to junior salesmen. He expressed 
preference for men thus trained to those who start as 
salesmen with price books but no fundamental knowl- 
edge essential to intelligent sales effort. Salesmen, he 
added, should carry samples of new goods. He re- 
ferred to Angy Thomas, representative for Eberhard 
Faber Pencil Company in the “Twenties” and earlier, 
and George Wolcott, then with Irving-Pitt Manufac- 
turing Company, now vice-president of Wilson Jones 
Co., as conspicuous examples of successful sample 
carriers. 

Mr. Healy told of the problem of adjusting to items 
that can be obtained, stating that his business, for- 
merly 75 per cent commercial, is now that same pro- 
portion social. 

At the dinner Mr. Davidson called upon Omar Boyd 
of Stationers Corporation who introduced the NSA 
troupe and the heads or other important members 
of many of the leading stationery houses in the area. 
Mr. Boyd is governor of District No. 12. The only 
address at this record-breaking windup of the meet- 
ing was a brief one by Mr. Latsch. 

stiaceamti lillian nase 
NEW YORK OFFICE FURNITURE DEALERS STAGE 
RED CROSS DINNER AT HOTEL McALPIN 


Eighty-seven members and guests of the Office 
Furniture Dealers Division of the Red Cross drive 
attended the Red Cross dinner on Monday, March 
20, at the Hotel McAlpin in New York City. The deli- 
cious dinner served the assembly was followed by an 
instructive and forceful series of messages. 

Leading the list of speakers was Coxswain George 
McLaughlin, who told of his experiences after being 
torpedoed, of 32 hours spent on a raft in the Atlantic 
and of experiencing 200 air raids in Murmansk. Mrs. 
Carolin Carlin told of the duties and experiences of 
Red Cross workers. Pharmacist’s Mate Ed Bykowski 
then related his experiences as a member of the 
crew of the U.S.S. “Vincennes” during the cruiser’s 
participation in the battles for Guadalcanal and in 
the Midway and Coral Sea engagements. Mrs. James 
Gheen concluded with an entertaining talk. 

At the mid-point of the Red Cross drive, the Office 
Furniture Division had collected $6,000 of its $10,000 
quota. Committee members are as follows: Chairman, 
Seymour Nathan, Charles S. Nathan, Inc.; H. A. Clem- 
etson, Office Furniture Warehouse, Inc.; Harvey 
Bright, Bright Chair Company; R. B. Booth, The 
Leopold Company; Joseph Wallace, Myrtle Desk Com- 
pany and Alma Desk Company; J. J. Galen, Peerless 
Steel Equipment Company; and George Wray, Jasper 
Office Furniture Company. 

esa eee 
COLUMBIA R. & C. HOLDS TWO-DAY CONFERENCE 


A highly-succeesful, two-day sales meeting of Co- 
lumbia Ribbon and Carbon representatives from New 
England, New York and Pennsylvania was held early 
in April at the main office and factory of the organi- 
zation at Glen Cove, N. Y. In addition to the sales 
force from the eastern area, managers of the Cleve- 
land and Pittsburgh branches were also present. 

Keynoting the conference was a discussion of sales 
in the post-war era, each item in the Columbia line 
being treated separately. New sales techniques and 
the opening of new accounts also came in for indi- 
vidual consideration. 

The success of the meeting was such that further 
gatherings are planned for other areas, eventually 
including the entire Columbia sales organization. 
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NSA TROUPE MEETS SAN FRANCISCO DEALERS 
(Pictures will be presented next month) 

The annual meeting of the stationers of the San 
Francisco Bay district with the NSA troupe of speak- 
ers was held April 14 at the Mark Hopkins Hotel in 
San Francisco. Stationers from a number of northern 
California cities and representatives of manufac- 
turers participated. Owen Bronson, A. Carlisle & 
Company, head of the Stationers Association of 
Northern California, presided. After extending a cor- 
dial welcome to the troupe he reminded General 
Manager Garvin that he had expressed an intention 
of learning what people were thinking. For himself 
he told of visits with representatives of the Federal 
Trade Commission and the Wage-Hour Division, be- 
sides Government renegotiation and income tax men 
being in and out all the time. Except for the neces- 
sity of diverting so much time in unproductive man- 
ner, he said, the nation could do its all-important 
job much quicker. 

Ed Wobber, Wobber’s, Inc., before introducing Dr. 
L. J. McMahon, who succeeded remarkably well as an 
entertainer, called attention to the California Fair 
Trade Act of 1935 and to the splendid group of man- 
ufacturers who agreed to co-operate and did sign up. 
Better times lie ahead for the stationery industry, 
he added. 

Brief addresses were made by Mr. Garvin, Presi- 
dent R. D. Latsch, George Holt of W. A. Sheaffer Pen 
Company, Ed Conlon of Rockwell-Barnes Company, 
H. B. Van Dorn of Joseph Dixon Crucible Company, 
and John Gilbert of OFFICE APPLIANCES. Mr. Garvin 
spoke a word of tribute to Walter Funck who retired 
after 50 years of service with the F. S. Webster Com- 
pany, largely on the Pacific Coast. Also he seconded 
Mr. Bronson’s remarks about valuable business time 
consumed by Government agencies, much of which 
might better be spent in furthering the war effort. 


Mr. Van Dorn stated his belief that we have out- 
grown agrarian representation and asked those before 
him to ask their congressmen how business can do 
what is expected of it under the present excess profits 
tax. He was prevailed upon to repeat his classic 
response to the query, “What is a dangerous inven- 
tory?” His now famous answer was, “A stock of your 
competitor’s merchandise.” 

The dealers’ surplus goods exchange referred to in 
the story of the Kansas City meeting and now func- 
tioning in the Southwest was described by Mr. Con- 
lon. He also told of the NSA Manufacturers’ Division 
meetings in New York and Chicago at which were 
discussed means of assisting dealers in transition and 


post-war selling. 
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NSA GROUP AT WOODSIDE 
(Pictures will be presented next month) 


Following the San Francisco meeting, the NSA 
travelers were entertained at the beautiful country 
home of Ed Wobber of Wobber’s, Inc., at Woodside. 
The trip to Woodside has been an annual event for 
some six or eight years. The party left San Francisco 
Saturday noon, stopped at the country club for lunch, 
and continued on to the Wobber home where it 
remained until Monday in time to entrain for Port- 
land. Except for a trip to the Family Club, a private 
organization of business and professional men from 
the Bay district located in rustic but modern quar- 
ters among hundreds of giant redwood trees, all 
the time of most of the group was spent on the 
Woodside premises in rest and relaxation and in en- 
joyment of Wobber hospitality. George Holt of W. A. 
Sheaffer Pen Company varied the program by walk- 
ing miles, not for a Camel, but for a horse, only to 
find that the horse’s speed was less than his own. 
Other troupers present were President Latsch, Gen- 
eral Manager Garvin, Horace Van Dorn, Ed Conlon, 
Jim Anderson, and John Gilbert. 
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WESTERN NSA MANUFACTURERS DISCUSS 
TRAINING FOR INSIDE SALESMEN 


The fifth monthly meeting of the western group of 
manufacturer members of the National Stationers 
Association was held at noon in the Palmer House on 
Tuesday, April 11, under the chairmanship of John W. 
Henn, Stanley Wessel & Company. The subject selected 
for discussion was “Training Dealers’ Sales People for 
Inside Selling.” 

Mr. Henn started the session with some preliminary 
comments on the topic and then called on Ed Manning 
of Stein Brothers Manufacturing Company. Mr. Mann- 
ing pointed out the numerous angles to the problem 
because of the variety in the types, sizes and locations 
of stores. He felt that it would help an inside sales- 
man to concentrate on one department of the retailer’s 
business. Current necessity of hiring untrained help 
has forced such concentration because the data on 
goods in one department can be learned in a com- 
paratively short time, whereas trying to become 
familiar with all the items in a stationery store would 
seem a hopeless task to the newcomer. 

Pursuing the subject further, Mr. Manning thought 
that an NSA manual on inside selling would be helpful. 
He went on to describe the J. C. Penney system of 
using master samples with large tags carrying explan- 
atory data. Each step in the selling process is illus- 
trated on the Penney tags. 

Dave Sterrett, Louis Melind Company, recommended 
standardizing of merchandise and narrowing of lines. 
The first result would be a simplification of training 
programs for salesmen. Thus, by making selling easier, 
volume would increase. His ideas received unanimous 
approval. Al Aigner of the G. J. Aigner Company re- 
ported that the reactions of some of the dealers at 
the regional meetings he had attended indicated that 
they would welcome a movement to simplify lines. 

From the standpoint of store layout, Ray Eichen- 
laub of Service Steel Products Corporation said that 
simplication of lines would contribute to layout sim- 
plification, to the advantage of everybody concerned. 

Frank Cooper of Codo Manufacturing Corporation 
referred to the advantages of simplification when it 
came to cataloging. Reduced lines in combination with 
a simple identification method is of great benefit to 
dealers and their sales people. 
o—-Ee —§ — 


BOSTON STATIONERS’ ASSOCIATION ELECTS 


About 80 members were present at the annual 
meeting and election of new officers of the Boston 
Stationers’ Association at the Hotel Gardner, Boston, 
on March 24. During the business meeting, all reports 
of the secretary-treasurer and auditor were read and 
accepted. 

The following slate of new officers, selected by the 
nominating committee, was elected: President, Ber- 
nard Willander, Thomas Groom & Company; first 
vice-president, A. F. Rebhan, Blake & Rebhan Com- 
pany; second vice-president, William Fletcher, The 
Carter’s Ink Company; third vice-president, Osman 
F. C. Giddy, Eberhard Faber Pencil Company; auditor, 
Arthur L. King, Ward’s; historian, Harry L. Chandler, 
Adams, Cushing & Foster. Members of the executive 
committee named were H. D. Leach, George B. Graff 
Company; Al Coelln, Wilson Jones Company; Ray- 
mond E. Fletcher, National Blank Book Company; 
Francis McMillan, Hobbs & Warren Company; Roscoe 
Todd, Thorp & Martin Company; and Arthur King, 
Ward’s. Selected to serve on the membership com- 
mittee were Samuel Groom, Thomas Groom & 
Company; George Samuel, L. C. Smith & Corona 
Typewriters, Inc.; and Fred Salmen, manufacturers’ 
representative. 

After a splendid dinner and social hour, the Rev. 
Walton E. Cole gave a most inspiring talk on the 
subject, “The Post-war Period and You.” The eve- 
ning closed with the showing of some excellent movies 
dramatizing the work of the Red Cross. 
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N. Y. OFFICE EQUIPMENT DINNER CLUB MEETS 


Another large attendance was chalked up for the 
Office Equipment Dinner Club at their regular monthly 
meeting on April 17 at the Advertising Club, New 
York City. 

President Moe Turman, Metwood Office Equipment 
Corporation, New York, thanked the research and 
fact-finding committee for the fine work they had done 
in one month’s time. He then presented the guest 
speaker of the evening, Sherwood Gay, Blanchard 
Brothers, Newark, N. J., chief of the leather division 
of the War Production Board. Mr. Gay in a very in- 
formative talk on the leather situation, traced the 
gradual decline of the upholstery leather stock during 
the past two years. He told the members that as long 
as they keep within bounds there will be a certain 
amount of leather available for upholstery purposes. 
In conclusion, he said the leather industry is in a 
critical position and he looks for no increase for the 
immediate future, not only because of the hide short- 
age, but by reason of the manpower shortage as well. 
Time was allotted for questions from the floor, and 
Mr. Gay spent a busy 15 minutes answering them to 
the satisfaction of all. 

Mr. Turman then introduced Roland Freeman, 
Hoosier Desk Company, who, in his capacity as chair- 
man of the surplus and planning committee for the 
disposal of office equipment after the war, made his 
report. He told of an extensive survey in the form of 
a poll taking in a cross section of the country. The 
purpose of the survey was to get dealer reactions as to 
(1) the controlled disposal of surplus equipment, (2) 
basis of equal distribution, (3) surplus equipment 
availability for lend lease, (4) destruction of Victory 
models. The response, he said, was overwhelming and 
enlightening. J. Schwanda of Desks, Inc., New York 
City, was commended for his admirable work in con- 
ducting this national survey. 
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Chicago office machine and supply men at March meet- 
ing of Red Cross captains, business service division. 
Clockwise from foreground are Mitchell McKeown, 
business manager of the Red Cross War Fund drive; 
Leonard Young, Young Office Equipment Co.; James 
Breen, manager, National Cash Register Co.; Mr. Ker- 
ner; Charles E. Love, manager, International Business 
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BUSINESS SERVICE DIVISION RED CROSS CAPTAINS LUNCH AT CHICAGO’S UNION LEAGUE CLUB 
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A five-point resolution as drawn up by the commit- 
tee was accepted by a unanimous vote of the member- 
ship. It was further agreed to submit the resolution 
to the Wood Office Furniture Institute and other or- 
ganizations so that proper national recognition can 
be obtained. 

A committee of two, B. H. Nemlich, Regan Office 
Furniture Company, New York City, and R. B. Booth of 
Leopold Desk Company, was appointed to arrange a 
golf tournament. 

Ben Itkin of Itkin Brothers, New York, secretary, ex- 
pressed his gratification for an increase in member- 
ship and said he hopes for a nationally-recognized 
association in the near future. It was announced 
that the next meeting of the Office Equipment Dinner 
Club would be held on May 15 at the Advertising Club, 
New York. All members of the trade in New York are 
invited to attend. 
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KANSAS OFFICE MACHINE DEALERS ORGANIZE 


At a highly-successful meeting of typewriter and 
office machine dealers of the state of Kansas held at 
the Lassen Hotel, Wichita, on March 25, a new state 
organization—Kansas Office Machine Dealers Associ- 
ation—came into being. The meeting was called by 
John Sizemore, vice-president of Region No. 9, NOMDA. 
Twenty-seven dealers were present, many being ac- 
companied by their wives, bringing the total attend- 
ance to 44. 

Afternoon and evening sessions were held, followed 
by a banquet staged in the evening for the dealers 
and their wives. Appearing on the program planned 
and presided over by Vice-president Sizemore were 
the following speakers: Irwin Vincent, chairman 
board of directors, NOMDA; Harry Turner, execu- 
tive secretary, NOMDA; Frank W. Coleman, Coleman 
Typewriter Company, Wichita, Kan.; Wilbur Walker, 
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Machines; Fred Eckoff, manager, Remington Rand, 
Inc.; James E. Chestnut, division chairman, manager 
Ditto, Inc.; Martin H. Kennelly, general chairman Red 
Cross War Fund drive; R. F. Taylor, Ditto, Inc.; Wil- 
liam Eisemann, Nelson-Eisemann Co.; Bernard F. 
O’Kane and Walter Wade, Panama Beaver, Inc.; 
E. C. Commander; C. Churan, Panama Beaver, Inc. 
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KANSAS CITY OFFICE MACHINE 
DEALERS HONOR RANDAZZO. — Still 
officially known as president of the 
Kansas City Office Machine Dealers 
Association is Pvt. Robert R. Randazzo, 
USA, honor guest at a banquet and 
dinner dance at the Hotel Continental, 
April 5. Inset, Pvt. Randazzo in GI garb. 


Wilbur E. Walker Company, Wichita, Kan.; Sam Hind- 
man, American Writing Machine Company, Kansas 
City, Mo.; Sam Steeves, Steeves Typewriter Exchange, 
Kansas City, Kan.; Earl Chaffee, All Makes Typewriter 
Company, Kansas City, Mo.; R. F. Manchester, Book- 
keeping & Adding Machine Service Company, Kansas 
City, Mo.; Lamont Wood, Jr., Midwest Typewriter 
Company, Kansas City, Mo., and C. F. Fidler, Kansas 
Typewriter Exchange, Kansas City, Kan. 

Officers of the new association chosen at the meet- 
ing were: President, Al Howard, Western Typewriter 
Company, Wichita, Kan.; vice-president, Don Greever, 
Hutchinson Typewriter Company, Hutchinson, Kan.; 
secretary, Wilbur E. Walker, Wilbur E. Walker Com- 
pany, Wichita, Kan.; treasurer, R. H. Pierce, Pierce’s 
Book Store, Winfield, Kan. 

Plans were formulated at the meeting for extending 
the membership of the association to all parts of the 
state, and for increasing the enrollment of Kansas 
dealers in both the state and national bodies. 


—————— 


N. Y. OFFICE MACHINE GROUP HOLD APRIL MEET 


The regular monthly meeting of the New York 
Office Machine Dealers Asosciation was held at the 
Hotel New Yorker on Tuesday, April 11. 

One of the chief discussions of the meeting involved 
Government disposal of office equipment, Samuel 
Hutter, Checkwriter Company, New York, making an 
approved motion that the wheels be set in motion 
toward the establishment of Government regions cor- 
responding to NOMDA regions, through which whole- 
Salers could release a certain percentage of office ma- 
chines according to the needs of industry. This, it 
was heid, would avoid flooding the market and de- 
preciating the cash value of dealers’ inventories. Irving 
R. Ritchie, president, Addressing Machine and Equip- 
ment Company, was asked to present the viewpoints 
of members at a luncheon for the Over-All Committee 
to be held the following day at the Hotel Pennsylvania. 

Out-of-town guests at the meeting included L. J. 
Bennet, Waycross, Ga.; M. A. Partee, Stamford, Conn.; 
and R. R. Newmeyer, Hartford, Conn. A. C. Kienly, 
new general sales manager of the portable division 
of Royal Typewriter Company, was introduced and 
made a few pertinent comments. James T. Lafferty, 
Underwood Elliott Fisher, related some interesting 
war incidents in which sons of New York office ma- 
chine men figured prominently. 

A motion was made and approved, following the 
report of Bill Purvin, chairman of the entertainment 
committee, to have a banquet and ball on October 28, 
1944. During the meeting a minute of silence was 
observed in memory of the late William Christie, 
Royal Typewriter Company. Paul Gross, Mailers Serv- 
ice and Equipment Company, chairman of the mem- 
bership committee, reported the enrollment of 14 new 
members, bringing the total to 149. 
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DINNER DANCE STAGED FOR RANDAZZO 


Recently honored while on leave from the Army 
was Pvt. Robert R. Randazzo, still listed by the Kan- 
sas City Office Machine Dealers Association as its 
president. A goodly majority of Kansas City dealers 
and their wives attended the banquet and dance, 
staged by the local association on April 5 at the Hotel 
Continental. 

John Sizemore, Reliable Typewriter and Supply 
Company, acted as toastmaster for the event, and so 
guided the festivities that talks were held to a mini- 
mum. A lively evening and good time was reported by 
all who were able to attend. 

oxtiemalcisndpsiiatiailae: 


T.S.A. HOLDS SPRING BUSINESS FAIR 


The Skyline Room of the Hotel Sheraton, New York 
City, was the scene, on April 10, of a highly-success- 
ful Spring Business Fair held under the auspices of 
the Transcription Supervisors’ Association of New 
York. The meeting, according to Miss Ruth E. Delker, 
president of the association and head of the tran- 
scribing department at the Manufacturers Trust Com- 
pany, New York City, was highlighted by a series of 
on-the-spot demonstrations given by six New York 
district managers. 

Chairman of the evening was Mrs. Eunice S. Fallon, 
vice-president of T.S.A. and supervisor of the steno- 
graphic department of Royal Typewriter Company, 
Inc. The equipment demonstrations and discussions 
of the program were given by the following experts 
in the field: 

Stenotype—Mrs. Fanny S. Sweeney, Master Report- 
ing Company. 

Auto-typist—W. Schulz, American Automatic Type- 
writer Company. 

Film-a-Record—L. F. Moore, Remington, Rand, Inc. 

Duplimats and Systemats—I. C. Klepper, Addresso- 
graph-Multigraph Corporation. 

Vari-Typer—F. Leroy, Ralph C. Coxhead Company. 

Mimeograph—F. Conaty, A. B. Dick Company. 

Following the demonstration, the meeting was de- 
clared open to permit inspection of the numerous 
exhibits on adjoining tables. 

President Delker then adjourned the meeting with 
a rising vote of thanks to all equipment company 
participants for their co-operation in the first affair 
of this kind ever staged by the association. 
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CHICAGO STATIONERS ENJOY APRIL FROLIC 

On the evening of Wednesday, April 19, the Chicago 
Stationers Group indulged in an evening of fun, frolic 
and relaxation, interspersed with a bit of seriousness. 
G. O. “Ollie” Stevens, Stevens, Maloney & Company, 
functioned as toastmaster in his inimitably humorous 
manner. 

Following a delectable steak dinner in the Rose 
Room of the Chicagoan Hotel, the 29 people present 
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were called to some semblance of order by Mr. Stevens. 
After a story or two, he called on Lou Kriloff, Kril- 
Office Products, president of the organization. Mr. 
Kriloff reviewed the short history of the association 
(it has been operating for about a year) and told of 
its values and accomplishments. He challenged those 
present to work together for the benefit of all. 

A letter from Honorary Chairman Dave Bell, Graver- 
Dearborn Corporation, was read. Mr. Bell expressed 
regret that ill health kept him away, and urged all 
members to take fullest advantage of the opportunities 
afforded through associated endeavor. 

State Senator Arthur J. Bidwill, head of Chicago 
Stationers, proved his skill as a raconteur. With amaz- 
ing and entertaining facility, he imitated Swedish, 
English, Irish, Jewish, and other accents. His 15 or 
20 minutes on the program seemed much too short to 
his listeners. 

Subsequent to the showing of some movies, card 
games and conversations took up the remainder of a 
pleasant evening. No small part of the success of the 
event was due to the work of Al Schiller, Schiller & 
Schmidt, chairman of the entertainment committee. 


—_=-o——_ 

N. A. C. S. TO CONVENE IN CHICAGO IN MAY 

A two-day annual convention, the twenty-second 
in the history of the National Association of College 
Stores, will be staged at Chicago’s Edgewater Beach 
Hotel, May 6 and 7. Heading the Chicago committee 
that is outlining a constructive, meaty program for 
the meeting is Harry Chumley, Woodworth’s Book 
Store. 

Major topics to be discussed at the conclave include 
Use of Colleges by the War Veteran Administration, 
Post-war Enrollments, Self-Service Stores, Professional 
Standards and Government in Business, plus panel 
discussions in which big stores, middle-sized stores 
and small stores will have an opportunity to carry 
on separate question-and-answer periods where com- 
mon problems can be presented for solution by 
experts in the field. 

Preceding the convention, on the evening of Fri- 
day, May 5, the annual ice-breaker party will be 
held, giving conventioneers the opportunity of re- 


newing old friendships and making new ones. 
is Sdn 


CHICAGO BOWLING STATIONERS END SEASON 

The first season of the Chicago Stationers Bowling 
League ended following the games at noon April 12. 
On the evening of the same day the members cele- 
brated with a banquet in the Chicagoan Hotel. Prize 
money and other awards were distributed, including 
a pre-war brass cuspidor, suitably engraved, which 
went to the Spitfires, who finished the season in first 
place. Members of the winning team were Eldon Just, 
Just & Son, captain; “Pop” Krieger, Commercial Sta- 
tionery Company, and Ham Warnock, The Globe- 
Wernicke Company. 

Other awards included one to Art Mueller, Horder’s, 
Inc., for a high season average of 186, and one to 
Tony Peters, Horder’s, Inc., for a high series of 661. 

The league was organized last fall and went through 
a full season of 30 games. Six teams of three men 
were established. Play was every Wednesday noon. 
Fifteen of the 18 men who started finished the sea- 
son. One man, Chet Nickle of the Marshall-Jackson 
Company, was called into service by the Navy. Seven 
men achieved a perfect attendance record. 

Officers for the past season were Harry Hofherr, 
Kendrick Furniture Company, president; Clark Ro- 
land, Marshall-Jackson Company, vice-president; Stu- 
art MacDonald, Commercial Stationery Company, 
treasurer, and Gordon Kickels, The Globe-Wernicke 
Company, secretary. At the banquet the following 
officers were elected for next season: Ham Warnock, 
The Globe-Wernicke Company, president; Eric Beh- 
mer, Marshall-Jackson Company, vice-president; ‘“Pop” 
Krieger, Commercial Stationery Company, treasurer, 
and Ted Bowman, Graver-Dearborn Corporation, sec- 
retary. 
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Plans are being made to expand the league to in- 
clude more teams. Interested stationers are invited 
to contact any of the officers. 


ee 
NEW CONSTITUTION ADOPTED BY CHICAGO 
OFFICE MACHINE DEALERS 

With an attendance of 30, the Chicago Office Ma- 
chine Dealers Association met in the Sherman Hotel 
on the evening of April 17. Prior to transacting the 
most important business of the evening, President 
Jack Macon was presented with a gavel provided 
jointly by the Ames Supply Company and the Ship- 
man-Ward Manufacturing Company. Another gift was 
a new ring binder to house the records of Secretary 
Frank Kline. It was presented by the Belmont Type- 
writer Service. 

Jack Weiner, Belmont Typewriter Service, chairman 
of the committee charged with the duty of revising 
the association’s constitution and by-laws, read the 
document his committee had prepared. It was ap- 
proved or changed and then approved paragraph by 
paragraph. One of the important changes recom- 
mended by the committee and accepted by the mem- 
bers was shifting the association year from October 
to September, to the calendar year of January to 
December. Mr. Weiner and his committee were given 
a unanimous and hearty vote of thanks for their ex- 
cellent work. 

The following committee chairmen were appointed 
by President Macon: publicity, Hazen Ames, Ames 
Supply Company; entertainment, Luis de Olazarra, 
Shipman-Ward Manufacturing Company; finance, 
Tom Stack, Stack Typewriter Company; advertising, 
F. J. De Leon, All Makes Typewriter Repair; grievance, 
Jack Weiner, Belmont Typewriter Service, and sick 
committee, Sam Fogel, Mid-City Typewriter Exchange. 

Among the notables present and who spoke briefly 
were Andrew Kienly, sales manager of the portable 
division, Royal Typewriter Company; Arthur Lyons, 
Reliable Typewriter & Adding Machine Corporation, 
and Harry Turner, executive secretary, National Office 
Machine Dealers Association. 


a 
KANSAS CITY FIRM CHANGES OWNERSHIP 
The office supply and map firm of Gallup’s, In- 

1330 Walnut Street, Kansas City, Mo., will change 

ownership. The contract to purchase the business is 

now in the hands of several investors. Seller of th2 
business is Mrs. F. E. Gallup, widow of the former 
owner, who has operated the company since Mr. 

Gallup’s death on May 4, 1942. 

The new company that is being organized to pur- 
chase the firm includes Clifford W. Talty, who for 
several years has been with The Poucher Printing & 
Lithographing Company of Minneapolis, Minn. Mr. 
Talty will become vice-president and general manager 
of the new firm. The new company title has not yet 
been selected, but it will continue to carry the Gallup 
name. 

With Mr. Talty will be T. L. Evans, president of 
The Crown Drug Company, C. C. Payne, vice-president 
of the The Crown Drug Company, R. J. Potts, with the 
advertising firm of R. J. Potts, Calkins and Holden; 
John A. Marshall, president of John A. Marshall & 
Company, and Byron T. Shutz, president of Herbert 
V. Jones & Company, realtors. 

The new company will make a ten-year lease for the 
Gallup property at 1330 Walnut, which consists of a 
two-story and basement building with a 50-foot front- 
age. Now occupying half of the bssement, all of the 
first floor and about half of the second story, the. 
company will be expanded to include the second floor. 

The late Mr. Gallup had been in business since 1916. 
He was located at 1320 Walnut until 1939 when this 
space became too small for the Gallup business, at 
which time he purchased the present building. He 
sold his blueprint and surveyors’ instrument section 
of the business to the Charles Bruning Company at 
that time, and the Bruning Company still occupies the 
property at 1320 Walnut. 
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Looking at War 


through the Mimeograph keyhole 


When desert nomad meets American shower bath—that’s 
front-page news... But things like that happen these days... 
Modern American methods and improvements, to say nothing 
of modern American plumbing, are following our flag over the 
globe . . . New vision, efficiency and hope are blooming in places 
that were in the dark . . . It looks as if a new world’s a-coming— 
better for everyone from Fiji to Fighting Frenchman . . . In this 
development you'll find the Mimeograph duplicator rolling out 
“copies” for people, whether it’s an “‘office” in a jungle tent, an 


oasis in the desert, or an army truck in the battle zone. 


»¥ 
IS 
WN 

‘ X 


\ 


A. B. Dick Company, Chicago + THe MimeocrapH Company, Ltp., Toronto 


\ SS 


2X 
VS 
RAs 


\ 


Ops 3 Ys NN} 
Ye 7 y “ 2 Lit NY \ WSs 
Z y Hy, ‘ j ! J \ ANA ON 


‘ 


SAQA 


i ry mM a | Wy sys Mt \ IN NK | Kr \) AN 
nt \ K 


ee DROCAN Ms ae a 


blll Wadi Ail iN Ni 


ys i} Wi Zs igi a rr nf ep Git fi Ny ou 


ET, f l a 4 { Mt 

q Wee Yay ar aah TANG Aka wa oe 
hy thy Wi j Mi hy oy iN i I, i An i\p MM hii ic AN NN 

yy) bie , a Hi Hy Mi i yh" i \\" 

a ee Hy) Lita jh RANA pa ay MN eh ve 








| MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U.S. Patent Office. copvmanr 94a, «. 8. 010K comPaNY 
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Used Typewriter Rationing Terminated— Quarterly 
Production Quotas Set Up for Pen and Pencil Ma- 
kers—lron and Steel Released for Visible Panels 


OPA RESCINDS TYPEWRITER RATIONING ORDER 

Used typewriters and new typewriters in the hands 
of dealers will not be rationed after April 22, 1944, the 
Office of Price Administration announced on April 20. 
OPA officials emphasized that this action will not 
affect distribution of new typewriters in the hands of 
manufacturers, which continue to be controlled by 
the War Production Board. 

At the same time, OPA changed its maximum price 
regulation for the sale and rental of used typewriters 
to re-establish ceiling prices for dealer-to-dealer sales 
at two-thirds of the rental ceilings. Heretofore, ceiling 
prices for sales between members of the trade were 
four-fifths of the retail ceilings. 

Retail prices will not be changed. OPA also said 
that dealers may use current allowance schedules 
rather than 1942 schedules when accepting used 
machines in trade. However, records which the mem- 
bers of the trade were required to keep by the type- 
writer rationing regulations must be preserved for 
one year after April 22, 1944. 

OPA’s latest statistical report shows that, in 14 
months, 4,052 certificates for rentals of typewriters 
have been granted, covering 15,177 machines. This 
amounts to about ten per cent of all used machines, 
built since 1928, in the hands of the trade. Inventory 
reports also show that even where machines were 
released for unrestricted sale, many of them remained 
in dealers’ stocks as a part of the used typewriter 
pool for rental purposes. A contributing factor to the 
favorable supply situation was a limited increase in 
new typewriter production, begun late last year, which 
is providing new machines for the most urgent civilian 
needs. The conclusion of the Government’s program 
of acquiring used typewriters for the armed forces 
also eased the pressure of demand. 


OPA first rationed typewriters on March 12, 1942, 
having been directed to do so by the War Production 
Board, after that agency had severely limited produc- 
tion of new typewriters and “frozen” all typewriters 
in the hands of manufacturers, wholesalers and deal- 
ers. To insure machines for essential users, and to 
make the remaining machines available to others, 
OPA’s original rationing order limited sales of type- 


ag 


writers, upon application to a War Price and Rationing 
Board, to specific groups of persons engaged in the 
prosecution of the war. It permitted rentals for other 
purposes. 

In June, 1942, WPB and the Treasury Procurement 
Division undertook to acquire several hundred thou- 
sand used typewriters for the armed forces, and in 
support of this program OPA, on August 25, 1942, 
“froze” the sale and rental of all non-portables manu- 
factured since January 1, 1935, and new heavy duty 
portables, the kinds needed by the armed services. 

Production of practically all new typewriters ended 
in October, 1942. So serious was the shortage of sup- 
ply of machines then that further depletion of trade 
stocks of commercially usable machines could not be 
permitted, and on December 5, 1942, OPA prohibited 
sales of all remaining typewriters, except for machines 
made prior to 1915, special machines, and portables 
not deemed useful in the war effort. 

Rationing Order 4A, revoked as of April 22, has been 
in effect since December 28, 1942. This order divided 
all typewriters into four classes. Class A machines, 
manufactured since January 1, 1935, comprised those 
needed by the armed forces. Class B machines, those 
manufactured between January 1, 1928, and December 
31, 1934, were restricted in order to insure their avail- 
ability to essential users on certificates issued by 
War Price and Rationing Boards. Unrestricted rentals 
of Class C machines were permitted, and the sale and 
rental of Class D machines were continued to be 
permitted. 

The program remained substantially the same until 
the April 22 action revoking typewriter rationing. 

(Amendment 9 to Ration Order 4A—Used Typewrit- 
ers—and Amendment No. 2 to Maximum Price Regu- 
lation No. 162—Ceiling prices for the Sale and Rental 
of Used Typewriters—effective April 22, 1944.) 
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WPB ASSIGNS QUARTERLY PRODUCTION AND 
DELIVERY QUOTAS TO PEN AND PENCIL MAKERS 


Individual quarterly production and delivery quotas 
have been assigned to 44 manufacturers of fountain 


(Turn to page 84, please) 
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Yes, it's CONTRAST which gets instant Two runs are mever necessary when you use 
attention—makes the important data in your Uni-Master. No added work, no extra attach- 





memoranda and forms easy to read and easy ments—no skilled labor required. Cut down 

to understand! errors—speed up production—lessen tension, 
From a single Uni-Master you get two by switching to Uni-Master now! 

brilliant, vividly contrasting colors in one Send for two-color Uni-Master samples and 

standard Hectograph operation on any spirit details of this new idea of Panama-Beaver ... 

or liquid duplicator. pioneers in Hectograph. 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 


MANIFOLD SUPPLIES COMPANY 


Uni-Master Division 
COAST TO COAST DISTRIBUTION 
P 196 rere. AVR OE . Se eOOR LYM 17 (eS 
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ASSOCIATED ANNOUNCES THREE NEW PRODUCTS 

The Associated Stationers Supply Company, 229 
South Jefferson Street, Chicago, Ill., recently marketed 
three new products—‘World-Wide” mohair chair cush- 
ions, “Bildup” stacking posts for desk letter trays, and 
the “Octavue” map of the world. 

The new chair cushions, according to the distrib- 
utors, are custom-built of 100 per cent virgin wool 
mohair, with a conservative all-over chevron design 
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WORLD-WIDE MOHAIR CHAIR CUSHION 


woven in. The inside of the cushion is a combination 
of pre-war materials—two inches of resilient, aerated 
vulcanized hair centered between four layers of soft, 
sanitary padding. The cushions, 18 x 17 inches, are 
available in sand tan or blue, and are packed six of a 
color to a carton. 

The new “Bildup” posts, marketed under the World- 
Wide trademark, are of unique design which permits 
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THE NEW “BILDUP” STACKING POSTS 


automatic compensation for inaccuracies in construc- 
tion or thickness of wood trays with which they are 
used. Construction is of Du Pont’s transparent semi- 
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rigid plastic, a feature said to enhance the appear- 
ance of the stack. 

The “Octavue” map of the world is designed to hold 
distortion to a minimum. The maps are divided into 
eight world sections, each compensating for the curve 
of the earth’s surface, and each showing continents 
and oceans in their true shape, size and relation to 
one another. “Octavue” maps are available in two 
forms—a 16-page, 11- x 13-inch book, or a 54- x 41- 
inch, clothbound, washable wall map mounted on ivory 
colored rollers. Bone hangers and a gazetteer are 
included. 

Further details and prices on any of the above new 
items may be obtained by communicating with the 
Associated Stationer Supply Company at the above 
address. 

— 
NEW STERILIZER PURIFIES OFFICE ATMOSPHERE 


Borrowed from the hospital field is the basic idea 
incorporated into the Hygeaire System, a device de- 
signed to utilize the germicidal effects of ultraviolet 
rays in disinfecting the air of plants and offices. The 








THE NEW HYGEAIRE SYSTEM, INSTRUMENT OF 
DEATH FOR AIR-BORNE BACTERIA AND VIRUSES 


new Hygeaire System, a combination of the well- 
known General Electric germicidal tube and a patented 
reflector which projects a zone of protection across an 
area above eye-level, is manufactured by the American 
Sterilizer Company, Erie, Pa., and is distributed by 
Graybar Electric Company, Inc., and General Electric 
Supply Corporation. 

According to the makers, the system operates as fol- 
lows: Air-borne bacteria and viruses are carried into 
the ultraviolet zone by convected air currents, and 
are immediately destroyed, thus imparting to the 
protected area the germicidal effect of 100 air changes 
per hour. 

Advantages claimed for the new device are low in- 
itial and operating costs, ease of installation, long 
life and simplicity of tube replacement. It is held 
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“Make it do!” 


E’RE surprised ourselves, partial as we are to 

Smith-Corona machines, at the way they are 
standing up ... under what is certainly the heaviest 
strain of constant hard use that typewriters have ever 
been put to. With no new replacements available, 
office after office has been able to make its old 
machines ‘“‘do”’ in the emergency. 
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It’s a record that will be remembered long after 
these sturdy old machines have finally been scrapped 
...and we think owners and users will share our 
d pride in it. 


: _™™ SMITH-CORONA 


Typewriters 
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LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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to be a new and effective tool for combating ab- 
senteeism, disrupted production schedules and unavail- 
ability of key personnel. 

Additional information may be obtained by adress- 
ing the Graybar Electric Company, Inc., 1547 Graybar 
Building, New York, N. Y., or General Electric Supply 
Corporation, 422 Duquesne Way, Pittsburgh, Pa. 

——————-“—= > —___ 
VAN DYKE INTRODUCES IMPROVED FLUORESCENT 

Chief advantage claimed for the new-type desk 
fluorescent lamp recently placed on the market by 
Van Dyke Industries, 21st and Rockwell Streets, Chi- 





NEW VAN DYKE DESK LAMP, No. 1025 


cago, Ill., is a better distribution of illumination for 
workers whose labors extend well into the after-dark 
hours. 

The new lamp, No. 1025, features two 18-inch tubes, 
staggered within the shade to spread the illumination 
over a wider area than is possible in conventional 
models. Fitted with a 134-inch walnut base with turned 
wood uprights to match, the new lamp has a Morocco- 
finished metal shade. The reflector is finished with 
baked-on white liquid plastic. 

Additional information and prices may be obtained 
by contacting the maker at the above address. 


_F—-—  - 


BURNS INTRODUCES NEW PLATEN RENEWER 

A new platen renewing compound, Revivo, has re- 
cently been announced by the Burns Manufacturing 
Company, 1517 Central Avenue, Far Rockaway, N. Y. 
According to the maker’s claims, Revivo rapidly fills 
in the indentations of a badly-pitted platen, leaving a 





BURNS “REVIVO” PLATEN REJUVENATOR 


finished job that compares favorably in appearance 
and operation with a new roller. The rejuvenation of 
hardened and soiled erasers, the cleaning of type, and 
the dissolving of hardened ink are other important 
office tasks performed by the new product. 

Harmless to nail polish, fabrics and finishes, the 
new compound has a slightly perfumed odor. At- 
tractively packaged to sell at 50 cents and one dollar, 
Revivo kits come with all necessary accessories for 
renewing any office machine platen. 

Full information and a platen sample may be ob- 
tained by communicating with the maker at the 
above address. 


48 


DOUBLE STENCIL SHEET ASSEMBLY ON MARKET 


The A. B. Dick Company, Chicago, IIll., manufac- 
turers of Mimeograph brand products, has announced 
a new double stencil sheet assembly for use in ship- 
ping, inspecting and biHing routines. 

The new product, consisting of two stencil sheets 
mounted on one backing sheet, allows production of 
any number of permanent, legible black copies from 
one master, instead of the limited number which can 
be produced from a single typing with carbon paper. 
Rewriting is eliminated, because the two stencil sheets 
are stencilized by one typing. 

In use, the shipping and inspection data are typed 
first; the top stencil is then removed and copies 
needed for shipping and inspectiong are run off on 
the Mimeograph duplicator. As soon as billing data 
are available, they are added to the second stencil 
sheet and needed copies run off as before. 

Claimed for the new product are labor saving, 
quicker matching of papers, elimination of errors 
and faster movement of goods. 

Additional information may be obtained from the 
manufacturer at 720 West Jackson Boulevard, Chi- 
cago, Ill. 

nissan icitiiee 
NORTHERN STATES ADDS TWO NEW VALUABLE 
PAPER HOLDERS TO JUSTRITE ENVELOPE LINE 

Groups of separate valuable papers will be conven- 
iently and safely retained in the new “Justrite” Leath- 
ergraph Valuable Document File recently placed on 





“JUSTRITE” VALUABLE DOCUMENT FILE 


the market by the Northern States Envelope Com- 
pany, St. Paul, Minn. It lends itself particularly for 
use as a promotion specialty for insurance companies, 
banks, building and loan associations, and real estate 
firms. The new file functions equally well as a pre- 
mium item. Comprising six sturdy file envelopes, the 
new container can be securely closed with the attached 
string tie. 

A companion piece is the “Justrite” Expanding 
Record Wallet, with deep flap and string tie, designed 
particularly for safekeeping of loose valuable papers. 





“JUSTRITE” EXPANDING RECORD WALLET 


It may be used for premium or advertising purposes 
by all firms contacting the public directly. 
Prices and samples may be obtained by communi- 


cating with the manufacturer at the above address. 
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NEW PRESSURE-SEALING TAPES ON MARKET 


Anrounced by the manufacturers, the International 
Plastic Corporation, Morristown, N. J., is a complete 
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new line of self-sealing tapes—Filmonize—now avail- 
able through wholesalers. 

According to the makers, Filmonize seal-sealing 
tapes have an unusually high tensile strength, are 
weatherproof, and are virtually unaffected by chem- 
ical fumes, gases, salt spray, sea air or extreme tem- 
peratures. Non-curling and non-sweating, they are 
said to eliminate both stretching and shrinking dif- 
ficulties. 

Filmonize tapes are offered for a wide variety of 
uses: sealing, identifying, coding, masking, labeling, 
splicing, insulating, mounting, mending, reinforcing, 
decorating, and so on. Special purpose tapes are 
available in transparent, single and multi-colored, 
printed, riveting, luminous, electrical, masking, and 
riveting types. Widths range from one-half to 18 
inches. 

A new booklet on the applications of Filmonize 
industrial tapes is available to dealers writing the 
manufacturers at Morristown, N. J., or from paper, 
stationery or mill supply jobbers. 

—>-———— 
SOUTH CAROLINA FIRM ENTERS SECOND CENTURY 


The R. L. Bryan Company, Columbia, S. C., one of 
the best-known printing, office equipment and school 
supply houses in the Southeast, in February marked 
the termination of a century of successful operation 
and expansion. 

The company carries a large stock of books, station- 
ery, gifts, office furniture and supplies and has one 
of the most complete printing and manufacturing 
plants on the South Atlantic seaboard. Three mod- 
ern buildings, all built by the company, house the 
organization’s varied activities—one for printing and 
manufacturing, one for stationery, books, office sup- 
plies and furniture, and the third for the textbook 
depository and for school supplies. For more than 
35 years the company has distributed the textbooks 
adopted in the public schools of the state. 

The executive personnel of the company at the close 
of the century was as follows: Arthur St. J. Simons, 
president and treasurer; E. Harry Schirmer, vice- 
president, secretary and manager of the printing and 
manufacturing plant; Hayward T. Baylis, vice-presi- 
dent and manager of the stationery and book depart- 
ment; Hugh W. Wilson, vice-president and manager 
of the office supply and furniture department, and 
Gilbert A. Selby, vice-president. All of these men are 
directors of the company. 


Business Founded in 1844 


The R. L. Bryan Company had its beginning in Feb- 
ruary, 1844, when James J. McCarter, then operating a 
book store in Charlestown, S. C., opened a book and 
stationery store in Columbia, in association with his 
brother-in-law, R. L. Bryan. The firm was known as 
Bryan and McCarter, Mr. Bryan being in active charge. 
Mr. McCarter died in 1872 and, following the pur- 
chase of his interest by Mr. Bryan, the firm name was 
changed to R. L. Bryan. Ten years later, after 
R. Berkeley Bryan, his son, and Thomas S. Bryan, his 
nephew, had entered the business, the name was again 
changed—this time to R. L. Bryan and Company. 

A printing department was added in 1884, and in 
1899 this phase of the business was incorporated as 
the Bryan Printing Company, with Thomas S. Bryan 
as president and treasurer, R. Berkeley Bryan as vice- 
president and Gilbert A. Selby as manager. The follow- 
ing year the two companies were consolidated under 
the present corporate name—The R. L. Bryan Com- 
pany. Thomas S. Bryan, the president, died in 1923 
and was succeeded by Richard L. Bryan, grandson of 
the founder. Upon the latter’s death in 1933, a younger 
brother, J. Lomax Bryan, became active head of the 
business. His death in 1936 was followed by the elec- 
tion of Arthur St. J. Simon, vice-president and a 
veteran of 25 years with the company, as president and 
treasurer. 
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John M. Dannenfelser and William J. Hedden of the 
Petery-Hedden Company, New Albany, Ind., inscribed 
their names in the Guest Book on March 28. Ona 
buying trip, they encountered the kind of difficulties 
which are becoming common but look forward with 
hope that conditions are taking a turn for the better. 
Because of a heavy program of calls they had little 
time at their disposal for non-business visits. 


John J. Reinecke, executive secretary of the Wood 
Office Furniture Institute, paid us a call and signed 
the Guest Book on April 3. Mr. Reinecke was on his 
way back to Washington, D. C., and stopped in to tell 
about the activities of the Institute. As usual, he pro- 
vided an accurate, up-to-the-minute picture of recent 
and impending Government regulations and their pos- 
sible effect on the office furniture industry. 


K. O. Christianson, vice-president of Forde Printing, 
Inc., Mankato, Minn., paused long enough to become a 
Guest Book signer on April 14. Mr. Christianson was 
formerly in the visual education field but is now find- 
ing his niche in the printing and stationery industry. 
He is convinced that a great opportunity exists for 
dealers in this field located in smaller cities such as 
Mankato. 


George E. Vinton, special representative of the Art 
Metal Construction Company, with headquarters in 
Jamestown, N. Y., dropped in to renew his subscription 
and reminisce a bit on April 18. Qualifying as an “old 
timer” himself he recalled with pleasure the “old 
times” and the men then active in the industry. As 
a veteran in the filing equipment and systems division 
of the field, he has traveled the country from coast 
to coast. His first contact was as a retailer, but sub- 
sequently he represented manufacturers for many 
years and helped dealers and their salesmen to a bet- 
ter understanding of how to sell and install adequate 
filing systems. 

By Telephone 

F. H. “Ted” Caswell of the F. S. Webster Company, 
Cambridge, Mass., called by telephone on March 31. 
On his way to join the NSA troupe making the an- 
nual regional meeting swing, he stopped over in 
Chicago to attend to some special company matters. 
The weather was sufficiently springlike on the day he 
phoned to give him a case of “soil fever.” He ex- 
pressed the desire to get back home as soon as possible 
to attend to his Victory garden. 

a a 
MAY EXECUTIVES ADMITTED TO PARTNERSHIP 

The J. L. May Company, 111 West 19th Street, New 
York 11, N. Y., manufacturers of the Maco line of tags, 
tickets and labels, has announced that two of its top 
executives, B. J. Matzner, head of the purchasing and 
cost department, and I. B. Gluck, plant superintendent, 
have been made partners in the May organization. 

Both of the men have been associated with the de- 
velopment of the Maco line for more than 20 years. 
As partners in the company, they will continue to bend 
every effort toward meeting the current heavy demand 
for the company’s products and in planning for the 
expansion of the organization and its line in post-war 
years. 


OFFICE APPLIANCES, May, 1944 








OF 


d 
d 
is 
‘1 


on 


D- 
1y 
t- 
te 


iy; 
1. 
n- 
in 
fs. 
he 
X= 
le 


44 


THERE’S NOTHING 
AN IMPARTIAL TEST 
PROVE IT 


Read the Facts: 


Two machines were thoroughly cleaned and _ in- 
spected by qualified manufacturer’s service men to 


insure an impartial test. 


Twenty four masters were typed by the same typist 
using the same brand of carbon and master paper 


throughout. 


Each machine was filled to capacity, one with 
Columbia Duplicating Fluid and another with X—a 
well known, competitive brand. After six masters 
were run on each machine, each machine was 
drained, cleaned and wick replaced. In refilling, 
the machine that was originally filled with Columbia 


Fluid was filled with brand X, and vice versa. 


Runs consisted of 50. 100, 200. 300. 400 and 500 


copies on each machine. 





Profit by the Results: 


50% less Columbia Fluid was used than brand X. 
The Columbia Fluid dried faster; giving the ad- 
vantage of cleaner, smudge-proof work-—a particu- 
larly important factor in jobs requiring the use of 
both sides of the same sheet of paper. The Colum- 
bia Fluid gave brighter, sharper copies—and more 
of them! 

The Columbia Fluid was uniformly more consistent; 
fluid X showed a tendency to fade out at intervals. 
Columbia Fluid’s strength-decrease was uniform 
with the natural wear-out of the carbon on the 
master. 

Here’s your opportunity to sell real service—at real 
profits. Push Columbia—The Duplicating Fluid that 
does away with weak, washed-out copies! Write for 


samples and prices. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Inc. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York Sales & Export: 58-64 W. 40th St. 


Bolemben- 
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Kansas City, Mo.: Dwight Bldg. 


DUPLICATING 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G.C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St.and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


. Bride Street, London, E. C. 4 


Assistant Secretary, Office yg Trades Association of Great Britain and Ireland. 
4 St 


(Ed. Note——Owing to the uncertainty of sea travel and mail delivery the 
London Letter is not available at time of going to press.) 


CANADIAN FIRM ATTAINS HUNDREDTH YEAR 


W. J. Gage and Company, Toronto, Canada, one of 
the oldest and largest manufacturing and wholesale 
stationery firms in the Dominion, this year marks the 
close of a century of growth and development. 

Today the firm, with head offices, factory and show- 
rooms in Toronto, branch factory in Winnipeg, sales 
offices in Montreal, and show rooms in Ottawa, Quebec 
City and Vancouver, bears little resemblance to the 
infant industry established in 1844, when Adam Miller 
established a partnership with his brother, Robert, 
in Montreal. At that time, the business was chiefly 
one of books and stationery. The first step in the 
growth of the firm came in 1860 with the purchase of 
a similar enterprise in Toronto. Three years later the 
partnership dissolved, Robert Miller taking over the 
Montreal store, Adam the Toronto. 

The latter firm, which later became the Gage organ- 
ization, subsequently moved to Front Street West and 
‘to 11 Wellington Street West in Toronto. W. J. Gage 
joined the Adam Miller & Company business in 1874, 
when the expanded activities included publishing, 
wholesale book sales, bookbinding and stationery man- 
ufacture. Mr. Miller died in 1875 and for a few years 
the business was carried on by Mr. Gage and Mrs. 
Miller on a partnership basis. The present firm name 
was adopted in 1879. The remainder of the century 
was a story of continued property acquisitions to care 
for the expanding business. 

In 1904, the entire Gage holdings were wiped out in 
the great Toronto holocaust. The following year, how- 
ever, found the company entrenched in offices, ware- 
houses and factories at 82-94 Spadina Street where, 
with additions, they are still doing business today. 

———= > __—__ 
NOTES FROM THE MARITIME PROVINCES 

One of the three members of the staff of the St. 
John, N. B., branch of Underwood Elliott Fisher, Ltd., 
who became active army officers, has returned to the 
branch. He is Lt. J. E. Cole, a former manager of the 
branch, recently discharged from the Canadian active 
Army as medically unfit for further service. He had 
enlisted in the summer of 1942, and had been on 
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duty in Ontario and New Brunswick. As branch man- 
ager of UEF he succeeded Major V. Cooper, now com- 
manding a reserve Army tank unit in St. John. Lieut. 
W. N. Burke enlisted in the active Army in March, 
1943, and went overseas in the summer of 1943 after 
being promoted to lieutenant. He was wounded in the 
Sicilian campaign. Before becoming full-time soldiers, 
all three of the UEF employes had been co-members 
of the reserve Army in St. John under Maj. Cooper. 
Prior to succeeding Maj. Cooper as branch manager, 
Lieut. Cole was on the road out of the branch base. 
* * * 

S. G. Micklewright, of Halifax, N. S., district man- 
ager of the McGaskey Systems for Nova Scotia, reports 
that a small number of adding machines are being 
made available each month for his district, and are 
now offered for sale without priorities. In addition 
to the adding machines, the branch is offering credit 
registers, cash registers, safes, tool crib control regis- 
ters, check books and restaurant pads. 

eo * * 

Earle C. Phinney, 55, of Bedford, N. S., died recently 
after being in ill health about a year. He was for- 
merly the president of the Phinney Company, Hali- 
fax, N. S., office supply wholesalers and retailers. In 
the First World War, he was colonel in command of 
the Nova Scotia regiment in overseas action. Active 
in politics, he had sought twice a seat in the Nova 
Scotian legislature unsuccessfully. He was a former 
chairman of the Halifax harbor board.—_WM. 

——_ oo 
NEW STATIONERY FIRM IN VENEZUELA 

The establishment of a new stationery organization 
in Maracaibo, Venezuela, with branches in Caracas 
and Barquisimeto, was announced on March 1. The 
new organization, “Compania Anonima Papeleria Bus- 
tamente,” will carry on as successors to the busi- 
ness of J. A. Bustamente, whose active and inactive 
accounts will be assumed completely. 

President of the new venture is Alfred G. Busta- 
mente. Elio M. Soto, Jr., is manager of the Maracaibo 
store, and Hector B. Hoffman and Rafael V. Seijas 
will serve as managers of the Caracas and Barquisi- 
meto branches, respectively. 
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WE WISH ue «- 


could say to our dealer friends indis- 
criminately, ‘Send in your orders, they 
will be shipped immediately,” but we 
can't, not just yet. War production must 
and should come first, priority orders 
must and should receive first consider- 
ation. 





MODEL J-30 STAPLING PLIER $3.85 


Deliveri re sti i 
Model J-30 is light in weight, yet rugged. Requires but little es are still being delayed —e 


space and can be put into desk drawer or pocket when not but we are catching up. We are rea- 
in use. Indispensable for vertical filing or for attaching ma- 
terial to a permanent card. Uses DJ340 NEVA-CLOG Staples. sonably optimistic for the near future 


and are soliciting orders carrying pri- 
ority ratings—AA-1—AA-5. 


Now is the time for you to re-appraise 
your customers. All but the most un- 


essential industries can extend to you 
AA-5 or better. 


Remember—highest ratings come first. 
First in, first shipped. 





New uses are being constantly discov- 
MODEL B-100 STAPLING PLIER $5.25 g Y 


For heavy duty and for fastening of tough materials, this ered for 
machine uses a broad flat staple. Fastens such materials as 
fibre, softwood baskets, veneer wood, leather and belting. 
Used for sealing heavy paper or cloth bags, packages of 


corrugated board, and similar difficult operations. Powerful NEVA-CLOG STAPLING PLIERS 
leverage, durable, fool-proof. Staples used: NEVA-CLOG B-%. 
“The machine of a thousand uses” 


to 


“Fasten things together” 





MODEL S-100 STAPLING PLIER $4.75 


rugged, powerful Stapling Machine with 4 to 1 leverage. 


Particularly designed for production work and hard usage, 
but can be used for any stapling operation within its capac- NEVA<LOG PRODUCTS, Inc. 
ity. Clog-proof so that it will give constant production. 


Uses NEVA-CLOG A-1000 or L-1000 Staples. BRIDGEPORT, COND 
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REPORTS OF IMPORTANT EVEN 


ACTIVITIES OF THE MONTH IN EVERY DIVISION OF THE 


ANDERSON APPOINTED A. B. DICK COMPANY 
DIRECTOR OF DISTRIBUTION 


In line with plans for an expanded program for 
more complete service to the post-war business world, 
A. B. Dick Company, Chicago, has announced the ap- 
pointment of Harry C. Anderson to the newly-created 
post of director of distribution. Mr. Anderson is well 





HARRY C. ANDERSON 
qualified to fill this position as he has had many 
years of experience in the office equipment industry. 
In addition, he has an outstanding record of activity 
in the National Federation of Sales Executives, of 
which he is now serving as president. 

John G. Beadle, on leave of absence since the spring 
of 1942, when he received his commission in the Navy, 
remains as general sales manager, with all of the re- 
sponsibilities for direct sales. During Mr. Beadle’s 
absence, Edward F. Hill, formerly eastern division sales 
manager, is acting in his stead. Mr. Hill will remain 
in this position until Mr. Beadle’s return. Supplement- 
ing the work of the general sales manager, and re- 
porting to the director of distribution, is Richard J. 
Rountree, sales promotion and advertising manager. 

John D. Griswold, who moves up from western divi- 
sion sales manager to domestic sales manager, will 
have a prominent part in the direct selling program. 
Other members of the organization are in training for 
key positions in the home office organization. 


em 


AMERICAN WRITING MACHINE STORES ANNOUNCE 
IMPORTANT CHANGES IN SALES ORGANIZATION 


The American Writing Machine Stores division of 
Remington Rand, Inc., recently announced the retire- 
ment of S. W. Williams, Boston manager, effective 
April 30. Mr. Williams, who has been with the com- 
pany for 43 years, will retire to his farm at Warner, 
N. H. 

The retiring veteran entered the typewriter industry 
as a repairman with the Densmore Typewriter Com- 
pany shortly after the turn of the century, and joined 
the AWM organization when that company took over 
Densmore a few years later. In 1907 he was sent to 
Atlanta, Ga., as an outside salesman, later leaving the 
company for a brief time. He subsequently rejoined 
them in New York. In 1915 he was made manager of 
the St. Louis branch shifting to Pittsburgh in 1917 
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and the following year to Boston, where he has been 
since that time. 

The managership of the Boston branch will be taken 
over by Herman Fink, who is being transferred to that 
city from Baltimore. Mr. Fink was for years connected 
with the wholesale portable department of Remington 
Rand, Inc., in the New England territory. 

E. A. Hanlon, who was with L. C. Smith & Corona 
Typewriters, Inc., and with Remington Rand, Inc., for 
many years, is succeeding Mr. Fink as Baltimore 
manager. 

E. T. Shepard, formerly manager of the company’s 
Newark and Baltimore branches, but who joined the 
Delta Shfpbuilding Corporation, New Orleans, La., in 
November, 1942, has returned to the organization and 
will be manager of the Atlanta branch. 

eae Pet anata 
PFAU NEW GLOBE-WERNICKE SALES MANAGER 

Howard L. Pfau has been named general sales man- 
ager of The Globe-Wernicke Company, Cincinnati, 
Ohio, to succeed Harry Anderson, who resigned April 
15, according to a recent announcement by J. S. 
Sprott, president of the company. 

With the exception of two years on the New York 
Produce Exchange, all of the new executive’s business 
experience has been in the selling field. For eight 
years he managed Pfau Motors, Inc., a large distrib- 
utorship in northeastern Ohio and northwestern 











HOWARD L. PFAU 
Pennsylvania, and from 1931 to 1942 was sales man- 
ager for a Chicago desk company. Since July, 1942, 
he has been unusually successful as a district man- 
ager for Globe-Wernicke in the northern Ohio and 
Michigan territory. 

In accepting Mr. Anderson’s resignation, President 
Sprott expressed his regret at severing relations with 
the man who had successfully guided Globe-Wernicke 
sales policies for the past nine years, and wished him 
success in his new work. 


mateeane ry ea 
TODD NAMES NEW GENERAL SALES MANAGER 
Seneca J. Foote, formerly assistant general sales 
manager and assistant to the vice-president of The 
Todd Company, Rochester, N. Y., manufacturers of 
Protectograph, was recently promoted to the post of 
general sales manager. The advancement came as a 
part of a general reorganization of the company’s 
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ROYTYPE 


EXTRA 


May, 


NOW 


has an 
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Aye THAT, Mr. Dealer, means more of a 
good thing .. . for you as well as your 
customers. 


Roytype* Ribbons were always longer- 
lasting, thanks to an exclusive formula which 
lets the ink flow through the fabric into the 
used parts, thus constantly renewing the life 
of the ribbon. 


And now, the new EXTRA-LENGTH 
Roytype Ribbon will give more value than 
ever before . . . because it doesn’t have to be 
changed so often. Just point out this time- 
saving feature to your customers . . . and 
stand by your cash register for action! 


But first, hadn’t you better stock up to 
meet the EXTRA demand? And be sure you 
have a complete line of Roytype Carbon 
Papers, too . . . because every Roytype sale 
can be a double-header! 





i ROYTYPE ; 


Ribbons and Carbon Papers 
made by 


ROYAL 


TYPEWRITER COMPANY 


2 Park Avenue, New York 16, N.Y. 4 











* Trade-Mark Registered U.S, Pat, Off, 
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sales department, which is being revamped with an 
eye to post-war sales activities. 

A veteran of 28 years with Todd, Mr. Foote first 
served as secretary to Walter L. Todd, then sales man- 
ager of the company and now head of the organiza- 
tion. He was later promoted to the commercial check 
sales department, and for a number of years managed 
the Buffalo branch office. 


sh nto: 
KIENLY TO HEAD ROYAL’S PORTABLE DIVISION 


Andrew C. Kienly, formerly eastern sales manager of 
the Royal Typewriter Company, has been named sales 
manager of the company’s portable division, according 
to an announcement issued early in April by Vice- 
president M. V. Miller. 

Mr. Kienly first joined the Royal organization in 
1915 as manager of the Cleveland office, and was sub- 
sequently moved to similar posts in San Francisco and 





ANDREW C. KIENLY 


in Philadelphia. After his return from service abroad 
in World War I, he was engaged in merchandising 
and distribution work on the West Coast, returning to 
Royal as assistant to the western sales manager. 

The new executive is already at work on promotional 
and merchandising plans for the return of the com- 
pany to the manufacture and sale of portable type- 
writers. The Royal plant in Hartford, Conn., is at 
present devoted to the manufacture of ordnance. 

eimai — 
MONROE CALCULATING MACHINE DIRECTORATE 

ELEVATES S. W. ALLEN TO VICE-PRESIDENCY 


Stanley W. Allen, formerly assistant to President 
E. F. Britten, Jr., of Monroe Calculating Machine Com- 
pany, Orange, N. J., and head of Calculator Equip- 
ment Corporation, a subsidiary, has been elected a 

















STANLEY W. ALLEN 


vice-president of the organization, according to a 
recent announcement. 

With a background of more than 20 years in the 
industry, the new vice-president first became affiliated 
with Monroe as a salesman in Philadelphia, his native 
city. Shortly afterward, he was made district man- 
ager of the Allentown-Bethlehem branch. Later, when 
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Monroe acquired the Gardner Machine Company, he 
figured prominently in the acquisition and direction 
of the new enterprise. He was one of the pioneers 
in the rebuilt machine field, and founded the S. W. 
Allen Company, later to become prominent in this 
activity. 

Several times he has left the Monroe organization 
to go into other enterprises. He last returned to Mon- 
roe five years ago to assume the post he held at the 
time of his promotion. 

The new vice-president is married and has four 
sons, Stanley, Jr., Robert, Richard and Edward—all 
in the armed forces—and a daughter, Doris. His home 


is in West Orange, N. J. 
d ‘iin 


TWO NEW VICE-PRESIDENTS NAMED BY UEF 


Philip D. Wagoner, president of the Underwood 
Elliott Fisher Company recently announced the ap- 
pointment of two new vice-presidents—William F. 
Arnold, general sales manager, and Donald S. Sammis, 
manager of the Bridgeport, Conn., works. 

Mr. Arnold joined Underwood Elliott Fisher in 1928 
as sales manager of the Sundstrand division. Eight 
years later he was named assistant general sales 
manager, rising to the post of general sales manager 
within a few months. His new promotion is a well- 
earned recognition of ability and service. 

Mr. Sammis, backed by a well-established reputation 
in several fields, joined the UEF organization as 
assistant works manager of the Bridgeport plant in 
1935. A graduate of Yale and Sheffield Scientific 
School, he served in the First World War as a lieu- 
tenant in the Engineer Corps. Later he served for a 























W. F. ARNOLD D. S. SAMMIS 


time as city manager of Stratford, Conn. He was 
named works manager of the Bridgeport plant in 
1936, and under his guidance the company won the 
coveted Army-Navy “E” award for war production 
excellence. 

Both vice-presidents will continue their present 
respective duties in the UEF organization. 

siecle ated 
KENTUCKY FIRM MARKS 30TH ANNIVERSAY 


The thirtieth anniversary number of Happy Tidings, 
house organ of the Howard D. Happy Company, of 
Paducah, Hopkinsville and Mayfield, Ky.,. last month 
carried the story of the successful completion of three 
decades of service by this aggresive office machine 
and office-outfitting organization. Extending congrat- 
ulations on the event were the Royal Typewriter 
Company, Fridén Calculating Machine Company, Dic- 
taphone Corporation, Victor Adding Machine Com- 
pany, Art Metal Construction Company and The A. B. 
Dick Company, lines which the Happy company has 
sold continuously since 1928. 

The Happy firm emphasized the fact that they 
were not ‘fair weather friends,’ had served their 
customers throughout the lean years of 1914, 1921 and 
in the present office machine shortage, and would 
continue to provide their customers with the best 
available lines of office equipment and supplies. 
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Keep Your Eye On Tomorrow's Horizon 





a See your future through the telescope of opportunity. See it big . . . with one of the most spectacular 
exclusive franchises ever offered to office supply distributors. 


Line up with Old Town—leader in the field of ribbons and carbons . . . long the pioneer in spirit 
duplicating—a field which has already become one of the biggest in the office supply business—and 
growing by leaps and bounds. 


The Old Town franchise brings with it the unique advantage of a complete line. No matter what the 
need—there’s a ribbon and a carbon to fill it. Yet it’s a simplified line . . . trade-marked and Grade- 
marked for consumer confidence and good will. 


We invite your inquiry regarding an exclusive Old Town franchise for your territory. 


Old Town’s Four Points of Power 








= PRODUCTS. .y . A complete line. A simplified line. A branded line. All fast-moving items. 


vas 


ra Builder of repeat sales. 

the - 

ion ee PROMOTION... Hard hitting dealer helps. Local selling aids. Consistent magazine 
advertising. 

ent 


=» PROFITS. . . Priced right to give you liberal margin of profit. Wide market and g-owing 


demand mean quick turnover. 


ugs, ) PROTECTION .Y . An exclusive territory. All orders go through your books. You are 





nth fully protected ... fully equipped to grow with us. 
ree 
ine ’ P 
at- Old Town Franchise of the Future Available Now 
«af Investigate TODAY. Let us tell you 
m2 how to get this valuable franchise. 
has Don’t let this chance slip away. 
hey 
heir 
wuld RIBBON & CARBON CO. inc. 
best Foremost Makers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17 NEW YORK, N. Y. 
944 


AGO - SAN FRANCISCO - LOS ANGELES - BOSTON - PHILADELPHIA - WASHINGTON ~ PITTSBURGH - KANSAS CITY - ST. PAUI 
NEAPOLIS - ST.LOUIS - BUFFALO - DETROIT - NEW ORLEANS - BIRMINGHAM - MEMPHIS - ATLANTA - HOUSTON ~- DENVER 








LIKE THE PROPELLER AND THE PLANE 


Tg 


GLOBE-WERNICKE 
“SAFEGUARD” SYSTEM 


Here’s one half of the fastest moving sales 
combination you’ll ever reap a profit on. A 
Filing SYSTEM so simple—so completely de- 
voted to its one task of keeping things straight, 
you'll find one selling reason after another 
that’ll pay off in extra sales, extra profits. 
What’s more, even if your customers already 
own a file you can still sell ’em this sure-fire 
profit maker. Reason is, it’s designed to fit any 
standard size filing cabinet. Get behind this 
high flyer . . . it’s easy to sell and so is its part- 
ner—the Globe-Wernicke Wood Filing Cabinet! 


GLOBE-WERNICKE 
WOOD FILES 


A leader when it comes to sales appeal—plenty 
of looks backed up by ease of operation that 
means sure sales! Here’s a file designed to fit 
efficiently into any office. Available in stand- 
ard 2-drawer, 3-drawer, 4-drawer letter and 
legal sizes... beautiful walnut or dark green 
finishes. Sales building national advertising 
is backing you up—helping you sell “Safe- 
guard” Filing Systems and Wood Files— the 
perfect team for plus sales—plus profits! The 
Globe-Wernicke Co., Cincinnati, Ohio, ‘‘Head- 
quarters for Modern Office Engineering.”’ 


SELL THEM TOGETHER 


FOR DOUBLE SALES—DOUBLE PROFITS 


Globe - Wernicke 


“SAFEGUARD”’ 
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GLOBE-WERNICKE “SAFEGUARD'@ 
} WOOD FILES 


F BUY MORE 
WAR 
BONDS 


e Visible Record Systems 
tyes a e r N) 1c Q Office Furniture 
Bookcases 











 eokon i 2h Mn ici en -O:008 (i am; Stationers’ Supplies 
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DENNISON MANUFACTURING COMPANY CELEBRATES CENTURY OF PROGRESS 


Original Plant Established in Brunswick, Me., 
in 1844 by Col. Andrew Dennison, a Shoemaker 


The genesis of the Dennison Manufacturing Com- 
pany, one of the outstanding paper converting organ- 
izations in the United States today, was a simple 
one. It consisted simply of a germ of an idea in the 
fertile mind of Col. Andrew Dennison, a shoemaker 
of Brunswick, Me., who, in 1844, became convinced 
that he could build a better paper box for the jewelry 
trade than the imported merchandise on which the 
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ORIGINAL DENNISON FACTORY AT BRUNSWICK, ME. 


trade then depended. His conviction was shared by 
his son, Aaron, a watchmaker, who joined him in the 
original venture. The first plant and equipment con- 
sisted simply of a work shed, a cobbler’s bench and 
a miscellaneous assortment of cobbler’s tools. 

Five years after the inauspicious beginning, the 
pair was joined by another son, Eliphalet Whorf 
Dennison. As individual as the members of the orig- 
inal business were the three schools of thought for 
its conduct. The elder Dennison never quite outgrew 
the handcraft philosophy of manufacture. Aaron, 
however, leaned more toward the mass production 
idea. E. W., realizing the possibilities of expansion, 
undoubtedly had the greatest vision of the trio, for 
he soon literally took over, opened a Boston salesroom 
in 1850, and matched his stride with that of the times. 

The inventiveness, mechanical ingenuity and im- 
provement of manufacturing processes in the middle 
decades of the nineteenth century played no small 
parts in the advance of Dennison. The first box was 
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a handmade affair, but by 1855 a box manufacturing 
unit had been established near Boston and machines 
speeded up the operations. Though most of the out- 
put continued to be consumed by the jewelry trade, 
boxes were also made for other users. 

Dissatisfaction with imported shipping tags led to 
E. W. Dennison’s entrance into this field of produc- 
tion in 1855. A decided competitive advantage ac- 
crued to the company in 1863 with its devising of a 
patented patch reinforcement, greatly increasing 
pull-out strength. In the same year the one-man 
firm became a partnership, Dennison and Company. 

The shift from rural to urban areas prior to the 
Civil War had its effect on the Dennison organization, 
as on industry in general, during the period. A Den- 
nison office was opened in New York City in 1855 and 
the activities of the company began to shift more and 
more away from Brunswick to the vicinities of Boston 
and New York. By the middle 70’s, the company had 
opened an office-store in Chicago, with an agent, two 
assistants and a stock of goods valued at $20,000. The 
box line now included “fine” or die-stamped merchan- 
dise. Marking tags, shipping tags and gummed labels, 
all formerly imported, were now being manufactured. 
Imported sealing wax and colored tissue were also 
included in the line and these, too, soon became a part 
of the Dennison-made family of products. 

As early as the 70’s the company became interested 
in foreign selling. After about 30 years of Dennison 
activity in the British Isles, Dennison Manufacturing 
Company, Limited, was established in 1912. A store 
and factory in London followed. Ten years later, 
Dennison Manufacturing Company of Canada, Ltd., 
was incorporated with headquarters in Toronto. Then 
in 1930 a factory was opened at Drummondville, Que- 
bec. Dennison goods, as a consequence, are to be 
found all over the world in normal, peacetime years. 

Today the somewhat reduced Dennison line numbers 
about 9,000 items of stationery and jewelers’ sundries, 
and necessitates enumeration in 22 pages of modified 
time-table style. While the findings line is restricted 
in use to one trade, the sundries line finds daily ap- 
plication in schools, homes, offices, factories and in- 
stitutions everywhere. 

In commemoration of its hundredth anniversary, 
the Dennison organization has issued two attractive 
booklets. The first, numbering 16 pages, contains 
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“Built Like a 


Skyscraper” 








For a More Prosperous Tomorrow 





Men of vision, the country over, are planning for tomorrow’s great 
peacetime markets — and improved accounting is an essential part of 
these post-war plans. 

Faced with heavy production schedules, industry will require new methods, 
new machines, new loose-leaf equipment with which to turn out more 
work, faster, and at less cost. 

MASTER-CRAFT — and MASTER-CRAFT Dealers — will be ready to 
supply these new loose-leaf needs. For MASTER-CRAFT produces an 
extensive line of exclusive loose-leaf specialties, such-as Kopi-Spot Pay 
Roll Checks and Records, which permit four records to be made in one 
operation. All these in addition to a full line of “staple” loose-leaf. 


Include MASTER-CRAFT Loose-Leaf in your post-war plans. It will pay! 


MASTER-CRAFT CORPORATION, Kalamazoo, Mich. 


Division of The Shaw-Walker Co. 





Double your 


Loose-Leaf Market 

for Tomorrow—with 

the MASTER -CRAFT 
2-in-1 Line... 


Mister Dealer — you can’t 
fill tomorrow's loose-leaf 
demands with only yester- 
day’s “staple” loose-leaf 
line. You need MASTER. 
CRAFT Exclusive Special- 


ties and “staples.” 


Exclusive post-war fran- 
chises available. 


MAST ER-CHAFT 
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U. S. SENATORS OF MILITARY AFFAIRS 
COMMITTEE REGISTER IN NA- 
TIONAL” BOOK AT A.R.C. HUT IN ICE- 
LAND.—A unique use for a familiar 
product is demonstrated as an impor- 
tant senatorial committee sign a Na- 
tional “End-Bound” book in an Amer- 
ican Red Cross recreation center in 
Iceland. Left to right: Maj. Gen. William 
S. Kay introduces Senators Lodge, Rus- 
sell, Chandler, Brewster and Mead to 
Miss Evelyn Orcutt, Red Cross attend- 

ant at the hut. 

(Signal Corps Photo) 


the annual report to stockholders for the year 1943, 
the president’s letter to stockholders, and a con- 
densed historical treatise of the company’s progress 
through its first 100 years. Directors of the com- 
pany, as listed in the report, are as follows: Henry S. 
Dennison, John A. Garvey, Dana C. Huntington, John 
S. Keir, Ralph A. Maish, Sanford Meadows and Arthur 
B. Newhall. Company officers are: Henry S. Dennison, 
president; John S. Keir, executive vice-president; 
Arthur B. Newhall, treasurer; H. Nathaniel Dowse, 
clerk; and Robert N. Wallis, assistant treasurer. 

The other booklet, a 32-page planograph release 
titled “What Next?” is comprised of an interesting 
assembly of historical pictures and facts about the 
company’s growth, and numerous selling, merchandis- 
ing and display hints for the use of Dennison dealers. 
The evaluation of new Dennison lines taken on under 
wartime conditions is also included and should prove 
of unusual interest to dealers in the field. 

oo 

McFARLAND STORE RELOCATES IN ROCKFORD 

Now nearing its thirty-third birthday, the McFar- 
land Office Equipment Company recently announced 
its removal to larger and more modern quarters at 
227-229 South Church Street in Rockford, Ill. 

The firm was established in October, 1911, at 324 
West State Street, remaining in that location until 
1929. At that time the business was shifted to larger 
quarters at 223 North Church Street, where it remained 
until the recent move. 

Heading the company is President H. D. McFarland, 
with Ann Gorman serving as vice-president and 
George C. Dunnett as secretary-treasurer. Rounding 
out the aggressive McFarland staff are Janet Shelden, 
bookkeeper, and Clyde McFarland and Vernie Gustaf- 
son, salesmen of 17 and 19 years service, respectively. 
As in the past, the firm will continue to feature such 
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well-known lines as Leopold desks, Milwaukee chairs, 
Wilson Jones and Boorum & Pease loose leaf forms 


and systems, General Fireproofing Company files, 
Eversharp fountain pens, Acme visible records and 
Columbia ribbons and carbon. 

ee 


GRAY MFG. CO. WINS ARMY-NAVY “E” AWARD 

Employees of the Gray Manufacturing Company, 16 
Arbor Street, Hartford, Conn., were presented with 
the Army-Navy “E” for outstanding production of 
war materials and equipment at a brief, simple cere- 
mony at the plant on March 30..The company makes 
several products for the armed services, including 
equipment for recording and reproducing both speech 
and code. 

Lt. Col. C. J. McIntyre, Office of the Chief Signal 
Officer, Washington, D. C., presented the award in 
behalf of Under Secretary of War Robert P. Patterson. 
The burgee was accepted for Gray by President W. E. 
Ditmars, who is a graduate of the U. S. Naval Acad- 
ermy and served during and following the First World 
War. He was joined in the acceptance of the burgee 
by Mrs. Harriet Flanagan, an employee of the Gray 
company, who has two sons who are officers in the 
Army Air Forces, both of whom have been decorated. 


Lt. Commander Raymond T. Fish, USNR, Office of 
the Inspector of Naval Materials, Hartford, Conn., 
representing the Under Secretary of the Navy, read 
the citation to the employees. In presenting token 
“KE” pins to six men and women workers in the plant, 
he was assisted by Robert Francis McLaughlin, a 
Navy veteran who was wounded in an explosion on a 
naval tanker. 

Master of ceremonies for the occasion was Tom 
Slater of the Mutual Broadcasting System, the soloist 
Myra Manning of the Chicago Civic Opera Company. 


NEW ROCKFORD HOME OF McFAR- 
LAND OFFICE EQUIPMENT CO.—Only 
nationally-advertised office furniture 
and supplies are featured by this 33- 
year-old office-outfitting organization in 
its new location at 227-229 South Church 
Street in the northern Illinois city. The 
new store, remodeled and redecorated. 
was occupied in March. 
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During our 31 years in business, the records of the 


fountain pen industry show that we have pioneered 
more major practical pen improvements than any 


other pen manufacturer! 


1913—tthe first lever filling pen! 1920—the first 
Lifetime pen! 1929—Streamline Balance Tip-to- 
Tip! 1931—tthe Feathertouch Point with platinum- 
lined fluid trail! 1934—the first successful plunger- 
type pen! 1941—tthe now famous “TRIUMPH”’— 


144 





a pen designed on entirely new pen-engineering 


principles! Each one of these were Sheaffer “‘firsts’’! 


However, more than advancements in making finer 
writing instruments, they are milestones in the his- 
tories of Sheaffer dealers everywhere. Every one of 
these innovations brought them more sales and 
profits. Each time, the pen business was lifted, by 
Sheaffer, into a new high position of merchandising 
importance. And—every Sheaffer improvement 
withstood the test of time, adding to the prestige 


and public confidence Sheaffer dealers enjoy. 


In your own planning—look to past performance in 
order to see clearly and exactly where your future 
advantages will be! There are many more mile- 
stones to be made in the pen business. You can de- 
pend that Sheaffer's leadership in making them will 


continue! 


W. A. Sheaffer Pen Company—Fort Madison, lowa 


SHEAFFER'S 
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CASTLE JOINS WALCOTT-TAYLOR COMPANY 
Karl Castle, formerly of Wilson Jones Company, Chi- 
cago, on May 1 joined The Walcott-Taylor Company, 
Inc., Mills Building, Washington 6, D. C., specialists in 
business methods and equipment. In his new connec- 
tion, he will devote his entire time to the company’s 
visible systems work with the Federal Government. 
Mr. Castle entered the industry with Yawman and 
Erbe Manufacturing Company in 1913, remaining with 
them until 1920, when he went with Library Bureau. 
Three years later he joined the Samuel C. Tatum Com- 
pany, with whom he stayed until that organization 
was absorbed by the Wilson Jones Company. He went 
with McMillan Book Company in 1928, subsequently 
holding positions with Weis Manufacturing Company, 
Smead Manufacturing Company, and Wilson Jones Co. 
Also added to the sales force of the Walcott-Taylor 
organization recently were Michael W. DeMarco, re- 
cently discharged from the United States Navy for 
physical reasons; John W. Tynan, until recently con- 
nected with paper wholesaling and jobbing and the 
printing trade in New York City; and M. Hopper, Day- 
ton, Ohio, who will remain in that city for the purpose 
of servicing Walcott-Taylor’s Government contracts. 
i 
NOMDA WASHINGTON REPRESENTATIVE RESIGNS 
Clarence E. Bush, manager of the General Type- 
writer Company, 806 F Street, N. W., Washington, 
D. C., and for the past two years Washington repre- 
sentative of the National Office Machine Dealers Asso- 
ciation, resigned from that post recently. Mr. Bush’s 








Cc. E. BUSH 


work in connection with governmental regulations 
affecting the typewriter field, and particularly relat- 
ing to the excise tax on rebuilt machines, has been 
outstanding. 

In accepting the resignation of Mr. Bush, President 
Fucci conveyed to him his personal regards and the 
gratitude of the directors and members for his untir- 
ing and unselfish efforts in behalf of the Association. 
His retirement as NOMDA representative leaves an 
important gap that will not be easily filled. 

sienna 
NOMDA EXECUTIVE SECRETARY RESIGNS POST 

Harry Turner, executive secretary of the National 
Office Machine Dealers Association for the past two 
years and nine months, has submitted his resignation 
to the Association’s board of: directors, according to 
a statement issued in the NOMDA Merchandising 
Bulletin of April 22. 

In severing connections with the Association the re- 
tiring secretary expressed his best wishes for the con- 
tinued growth and prosperity of NOMDA and his 
gratitude at the many friendships formed during his 


brief tenure. 
silihasiagitidllltia ti : 


WELLS OFFICE FURNITURE IN NEW LOCATION 

The Wells Office Furniture Company on May 1 moved 
from 410-12 South Wells Street to its new business 
home at 725-33 South La Salle Street, Chicago 5, Il. 
The new address is within a few blocks of the La Salle 
Street railroad station. 
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MONTGOMERY GOES INTO ADVERTISING 
Richard G. Montgomery, well-known secretary and 
treasurer of the J. K. Gill Company at Fifth and 
Stark Streets, Portland, Ore., for a number of years, 
and a staunch participant and speaker at convention 
gatherings, goes with the turn of May into greener 
fields. The noted Gill executive at that time will 
become a partner of the W. S. Kirkpatrick Advertis- 

ing and Public Relations Service of Portland, Ore. 
After having been on leave of absence from the 
Gill company for the past two years during which 





RICHARD G. MONTGOMERY 


he served as district director of the OPA in Portland, 
Ore., Mr. Montgomery has handed in his resignation 
from that position. As chief officer in charge of the 
district which embraces part of Washington and all 
of Oregon except a few counties, Mr. Montgomery 
has added to his stature as both executive and ad- 
ministrator and widened his vast number of con- 
tacts over a far-flung region. He is being succeeded 
by McDannell Brown as director. The latter was 
formerly chief enforcement attorney for the district 
office. 

Prior to getting into this Government work Mont- 
gomery’s career has been closely bound with the 
advancement and progress of the J. K. Gill Company. 
After attending high school in Portland and the Uni- 
versity of California he went to work for the sta- 
tionery house, and later studied at the Harvard School 
of Business Administration for a year. After this he 
returned to Gill’s and has been, during the course of 
22 years with that firm, an executive in a number of 
departments, becoming both secretary and treasurer, 
as well as manager of its retail division. 

Mr. Montgomery has been one of the able directors 
of the Portland Federal Savings & Loan Association, 
has served with distinction on the board of the 
Portland Chamber of Commerce and has been chair- 
man of the Selective Service Board No. 1. A promi- 
nent author and book-writer, he had a specialized 
knowledge of the Pacific Northwest and Alaskan 


fields. His works have found wide circulation and 
appeal in this region, as well as throughout the 
nation. And his radio book-chats, with breezy com- 


ments about current books, has been one of the 
popular features of his work at Gill’s—CML 
ee ee 

KNOX TO REPRESENT STAEDTLER ON COAST 

A. W. Knox, manufacturers’ representative with 
offices at 742 South Hill Street, Los Angeles 14, Calif., 
has been named sales representative for J. S. Staedtler, 
Inc., New York, according to a recent announcement 
by Ray Urmston, an executive of the pencil company. 

The new representative has been active in the sta- 
tionery and drawing material fields for many years, 
his activities dating from his college days when he 
was student manager of the Co-op Store at U.C.LA. 
He later was a salesman for Montag Brothers, Inc., 
and for 16 years was a Carter’s Ink representative in 
California, Arizona, New Mexico, Utah, Nevada, Texas 


and Wyoming. 
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a Manyot 
= Americas Post War = 
= Problemswillbe = 
= Solved on... _— 








IMPERIAL DESKS 








DEMOBILIZATION OF 
ARMED FORCES 


Even today ... before the war's conclusion, 
the Demobilization of our Armed Forces is 
recognized as a major problem. Provision 
must be made for absorbing the millions of 
men and women back into civilian life. It 
does not require much imagination to realize 
the amount of desk work involved. We know 
that Imperial Desks will play an important 
role in the solution of one of America's 
imminent problems. We and our dealers 
will continue to keep Imperial Desks rolling 
to essential business channels. 
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NEW HOME FOR HOUSE OF WREN 

Five years after establishing himself in Oklahoma 
City as a dealer in commercial stationery and office 
equipment, J. L. “Cotton Picker’ Wren opened a new 
“House of Wren,” one of the largest and most modern 
stationery and office furniture stores in the Southwest. 
The location is 111 N.W. First Street, just off Broadway 
and across the street from the quarters vacated in 
favor of the new. 

The store occupies ground floor and basement space 
in the attractive Skirvin Tower and benefits from the 
architecture of that building. The exterior is inviting 
to passers-by and helps to draw drop-in trade. There 
are four large show windows, two parallel with the 
street, two angled to the entrance which is set back 
from the front of the building. Over each of the three 





111 Northwest Ist Street. with one of the largest 
and most modern Stationery Stores in the ‘Sou th 


— ; 
E | 
a Now—The Wrens are on the move again—this 
> : - time opening a New Store in ot Skirvin ae 
—_—_ - a — 
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west. 





Tomorrow—on our Sth birthday—the doors to the 
newest HOUSE OF WREN will be opened wide. 
if Stop in Monday and often thereatter = ae ae 
Office Supplies, Office Furniture and E 
} and for the unusual in Gifts, Greeti eg coeda an =r} 
Stationery items. 
Wren is on the move again! 


A Larger and Better HOUSE OF WREN 


~ J.LWeen.Je. 


OFFICE gedit he ook EQUIPMENT 


THE HOUSE OF WREN 


111M. W. Ist STREET TELEPHONE 7-0518 


OKLAHOMA CITY 





CIRCULAR ANNOUNCING THE OPENING OF WREN’S 
NEW STORE IN OKLAHOMA CITY ON MARCH 20 


main sections of the front appears in large letters the 
sign, “THE HOUSE OF WREN,” with a well-executed 
wren house on the left balanced by panels on the 
right listing types of products carried, such as gifts, 
greeting cards, office supplies, office furniture and 
office equipment. 

The entrance is in the center. The entire social 
and commercial stationery departments are in plain 
view from the door. On the sides of every post the 
little wren house is in evidence. Inside the door a 
wren house and the name, “The House of Wren,” are 
inlaid in linoleum in bold fashion. 

To the left one finds an impressive gift department, 
greeting cards and related merchandise. Appropriate, 
illuminated cut-outs are on the wall above the greet- 
ing card display. To the right and on to the rear is 
an extensive assortment of commercial stationery. 
The principle of open display is followed throughout. 
Mr. Wren is convinced that self service will become 
increasingly important, particularly in post-war oper- 
ation. He is ready for the trend. 

Apart from the stationery displays, but on the main 
floor, is a model office entered from the lobby of the 
hotel in the same building. It is equipped with a top- 
quality desk and accessories, chairs—wood and uphol- 
stered, a davenport, files and a book case unit. The 
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Monkey Sense? 


Three monkeys once dining in a cocoanut tree, 

Were discussing some things they had heard true to be, 
What do you think, now listen you two, 

Here Monkeys, is something that cannot be true, 

That humans descended from our pure race, 

Why it’s simply shocking--a terrible disgrace. 


Who ever heard of a monkey deserting his wife. 
Leave a baby to starve and ruin its life? 

And have you ever known of a mother monk, 
To leave her darling, with strangers to bunk? 


Their babies are handed from one to another 

And scarce ever know the love of a mother. 

And I’ve never known a monkey so selfish to be. 
As to build a big fence around a cocoanut tree 
So any other monkey can’t get a wee taste, 

But would let all the cocoanuts there go to waste. 


Why, if I’d put a fence around this cocoanut tree, 
Starvation would force you to steal from me. 

And here is another thing a monkey won’t do: 
Seek a bootlegger’s shanty and get on a stew, 
Carouse and make whoopee; disgracing his life. 
Then reel madly home and beat up his wife. 


They call this all pleasure and make a big fuss 
They’ve descended from something but not from us. 


(Author Unknown) 
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Dealers Who Have Pushed 


report good results on sales. 
They’ve got a lot to offer for the 
small extra cost over a plain, 
unprotected index. Why don’t 
you ask to see samples if you are 


not acquainted with Cell-U-Seal 


Sure—we have sales helps for you 
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Manila-— Pressboard — Bristol 
Letter, Cap, Invoice, Ledger 


and Card sizes 


The Weis Manufacturing Company 


Monroe, Michigan 


New York The Weis Mfg. Co., 54-56 Franklin St. Chicago: Associated Stationers Supply Company 


Boston: Adams, Cushing & Foster, Incorporated 


Carpenter Paper Company 
Omaha Oklahoma City Fort Worth Kansas City 
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Because Duo-Top Filing Folders prevent dog eared-tabs and 
wear much longer than single top folders, your customers 
are easily switched from the wear-out kind to the Duo Top 
with its longer life. If you will have your salesmen carry 
our sample set No. 2X and will demonstrate Duo Tops, you 



































will find them easy to sell. 


MONROE “hf ClO” MICHIGAN 
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lower part of the walls is paneled in wood, the top in 
beautiful Mexican murals. This display is a valuable 
sales adjunct to the furniture department. Because 
of its lobby location it attracts prospects who other- 
wise would not be reached. 

The furniture department has for display a base- 
ment space 50 x 150 feet. A large stock of desks and 
chairs is always on hand, together with files and 











TYPICAL VIEWS OF WREN’S NEW STATIONERY 
STORE IN OKLAHOMA CITY.—Top, the unique, well- 
lighted entrance flanked on either side by roomy show 
windows. Center, murals in the Mexican motif are the 
focal point of interest in Mr. Wren’s private office. Be- 
low, “Robado de ‘Al Sur de la Frontier,” a “South of 
the Border” counter enriched with Mexican “objets dart.” 


other furniture articles. The entrance to the depart- 
ment is a heavily carpeted stairway leading downward 
from the right of the entrance. Naturally, the main 
interest is the sales of new goods, but a substantial 
volume is derived from repairing and refinishing 
activities. 

Next to the furniture display are the general office 
and Mr. Wren’s private office. Like the model office, 
Mr. Wren’s office is an artistic arrangement of well- 
designed and well-made office furniture. At one end 
1S a counter aptly named “Robado de ’Al de la Fron- 
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and Approved by 
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Ames Supply Company 


564 W. Randolph St., Chicago 6 





37 Murray St., 583 Market St., 

New York 7 — San Francisco 5 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas 1 Atianta 3 
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Give Your Trade the Advantage 
of the Life Time Service that 


NEW INDIANA 
Office CHAIRS 


bri ng to 







American 
business 


y No. 408 


N. O ONE accepts less than the very beat 
available for his personal use. Just now, con- 
ditions are restrictive, but the time may be near 
when the tension will be relaxed and the oppor- 
tunity of sales of our fine quality chairs can be 
offered freely to office equipment dealers 
everywhere. We look forward to that time and 
are making plans and preparations . . . but 
for the present, we ask that you go on, mark- 
ing all available priority on your orders. 


New Indiana 
Chair Company 


JASPER, INDIANA 








————— 
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tier,’ decorated entirely in the Mexican motif with 
Mexican pictures and other objects on the walls. One 
of the high lights is a table lamp with a tambourine 
base, a miniature cactus for a stem and a sombrero 
shade. 

Both main floor and basement are completely air- 
conditioned and fluorescent-lighted. 

Normally, office machines constitute an important 





THREE DEPARTMENTS IN THE NEW WREN STORE.— 
Well stocked, beautifully lighted and modern in every 
sense is the attractive stationery department (top). 
Center, a full range of desks, chairs and other types 
of office furniture greet the visitor to this department. 
Below, filing equipment and supplies are important 
items in the new Wren Oklahoma City establishment. 


part of the business. Seven counties are covered for 
Mimeograph duplicators and supplies, the supplies 
and service departments remaining active during the 
temporary shortage of new machines. 

Mr. Wren graduated from the University of Texas 
in 1922. That same year he went to Oklahoma City 
to work for the old Western Bank Supply Company. 
A brief period of picking cotton to pay his way to 
Oklahoma from Mabank, Tex., gave him the nick- 
name “Cotton Picker” Wren. On February 1, 1939, he 
resigned as secretary of the reorganized Western Bank 
1944 
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Here are items w and white ledger paper. 


in demand by YOUR CUSTOMERS. These . . x, “AMAL YSIS and ACCOUNTANT 
COLUMNAR PADS are among the most’ popular Of the pads have strong, reinforced top covers which keep 
entire BOORUM & PEASE line. COLUMNAR PADS are them clean and protected. Soft, harmonious rulings, 
made in all standard rulings, from 2 to 30 columns, with guide lines, promote ease and accuracy in posting. 


COLUMNAR PADS—ANALYSIS PADS—ACCOUNTANT PADS—LEGAL PADS 
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GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK, 13. 
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Titterton Has a Knack for Finding Lost Records 


It’s doubtful if any business would go to such extremes 
just to keep track of records! But if record transmittal 
is not properly systematized if records do not 
reach the right people at the right time... 
ciency and production suffer. 

Uarco forms do double duty in keeping business 
records efficient. First, they speed production by mak- 
ing sure that every interested person has complete and 
accurate information at any given moment. Secondly, 
they eliminate waste effort in preparing records—keep 
fuss and bother at a minimum. 

Uarco forms are designed either for hand written 


both effi- 





FORMS FOR 
HANDWRITTEN RECORDS 


BETTER BUSINESS RECORDS 


use or for machine written use. May be carbon inter- 
leaved or non-interleaved; may be used in Uarco Auto- 
graphic Registers or in a typewriter, billing machine 
or tabulating machine. Uarco forms are especially 
designed to speed the flow of work by simplifying the 
tedious job of making and keeping records. 

For your particular record problem, Uarco has a solu- 
tion. With 50 years of business record experience, Uarco 
can offer you the most up-to- date assistance. It will cost 
you nothing to have a Uarco representative call today. 


REGISTER COMPANY 


UNITED AUTOGRAPHIC 
Chicago, Cleveland, Oakland e 


Offices in All Principal Cities 


“FORMS FOR 
TYPEWRITTEN RECORDS — BUSINESS MACHINE RECORDS 
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nter- WHEN your customers get their offices ready for peacctime business, 


.uto- 


— they will buy only the best and the latest in office supplies . . . Nothing 
the less than a SPEED “Swingline” or TOT Stapler will measure up to 
scons the higher standards they have set . .. SPEEDWAY Fasteners will be 
aoe their definite choice . . . They’ll be ready customers for SPEEDMATIC 
ANY Tackers, too, and for all of the other tried and trusted SPEED PROD- 
Cities 


UCTS ... No doubt about it—in the post-war world, as at present, 


SPEED will be the order of the day! 


SPEED PRODUCTS COMPANY 


37-18 NORTHERN BOULEVARD + LONG ISLAND CITY 1.° N.Y, 
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June Savor 
“TAB”- FILE 





TEN valuable features that make this 
file a sure sales producer: 


1. Hard Woods 

2. Positive—Precision—Compressor 
(All Important) 

3. Dove-Tail Drawer Construction—''Cabinet 
Construction” 


4. Smooth Drawer Sides—''No Slivers'’ 

5. Attractive Plastic Handles and Drawer Pulls 
6. “Hand-Hole" for Carrying 

7. Drawers Designed to Stack 

8. 20 Drawers to Cabinet (25!/,” inside) 

9. Users Have Said "The Strongest We Have 

Seen" 
10. Immediate Shipment 
— ALSO — 


Upright Card Cabinets 
—Double Compart- 
ments—5x3, 6x4 8x5 


AND 


Suspension Uprights— 
Letter and Legal 
2, 3, 4 and 5 Drawer 





BUSINESS EFFICIENCY AIDS 


“TIME-SAVER” FILES 


Box 258A Skokie, Illinois 


Front and rear views of TAB drawer. 
Note opening at back for carrying. 
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and Office Supply Company to open a stationery store 
in the First National Bank Building. In nine and one- 
half months he moved to larger quarters in the Med- 
ical Arts Building at First and Broadway with a full 
line of office supplies, gifts, office equipment and 
office furniture. The new and larger House of Wren 
in the Skirvin Tower was opened March 20. The out- 
side, with its generous display windows, is of the type 
that “makes the passer buy.” Upon entering the cus- 
tomer is impressed by the artistry of the store and 
by the quantities of merchandise open for personal 
inspection. Small wonder that travelers at the Eighth 
District meeting in Kansas City, Mo., were particularly 
enthusiastic in offering to give first-hand reports to 
the writer of these lines. 
= 2 —__- 


NEW WAGE AND HOUR MANUAL NOW AVAILABLE 


A comprehensive guide to wage and salary ceilings, 
premium wages and minimum workweek regulations 
is provided by the 1943 Wage and Hour Manual ($7.50), 
published recently by the Bureau of National Affairs, 
Inc., Washington, D. C. Included in the volume’s 700 
pages are more than 1,000 rulings and interpretations 
relating to wages, salaries and hours of work. By 
means of frequent cross references and editors’ notes, 
these rulings are correlated with others in both the 
new Manual and the 1942 edition of the same series. 


Four Convenient Sections 


Following the general style of earlier editions, the 
1943 Manual is divided into four principal parts. 
Part I includes all changes made since March, 1942, 
in controls under the Fair Labor Standards Act. Parts 
II and III contain similar material under the Public 
Contracts Act and a group of miscellaneous Federal 
statutes relating to wages and hours. Part IV con- 
tains the text of all statutory and regulatory mate- 
rial, as well as analytical articles on wage and salary 
stabilization, premium pay regulation, and the min- 
imum wartime workweek. The volume thus serves a 
dual purpose by providing in Parts I, II and III a 
supplement to the 1942 Manual, and in Part IV a 
special guide to the controls fathered by wartime 
conditions. 


Full Wartime Coverage 


The special guide to wartime wage and hour con- 
trols provided by Part IV of the Manual is an in- 
novation with this year’s edition. Divided into three 
chapters—Chapter 1 dealing with wage and salary 
stabilization, Chapter 2 with premium pay regulation, 
and Chapter 3 with the minimum wartime workweek 
—Part IV offers a readily understandable reference 
source both to the regulations themselves and to the 
policies of the administering agencies. 

In Chapter 1, the businessman will find in the 
analyses of regulations and policies under the Eco- 
nomic Stabilization Act, answers to many timely ques- 
tions. The chapter also includes a complete directory 
of the Office of Economic Stabilization, the War Labor 
Board, and the Salary Stabilization unit. A directory 
of the Wage and Hour and Public Contracts Division 
is included in Part I of the Manual. 

Documents relating to the wartime regulation of 
premium wage rates, as established by the President’s 
Premium Pay Order, are set forth in Chapter 2 of 
Part IV. These include, in addition to the Order itself, 
rulings and interpretations by the Secretary of Labor 
as administrator of the Order, and a summary of 
decisions by the War Labor Board in cases involving 
questions of premium pay. Like the chapters on the 
Fair Labor Standards Act, the premium pay chapter 
also contains official answers to specific questions. 


Minimum Wartime Workweek 


The third chapter of the wartime section deals with 
controls established under the President’s 48-hour 
Workweek Order, which was issued to promote effec- 
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STENCILS 
* 
DUPLICATOR 
INKS 
. 
DUPLICATOR 
SUPPLIES 
« 
CORRECTION 
FLUID 
® 
TYPE CLEANER 
e 
HECTO FLUID 
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HEN Manufacturer and Dealer 
cooperate in the interests of the 
Customer, everyone benefits. 


The firmly established policy of 
RED FEATHER PRODUCTS, Ltd., is 
to build volume through the Dealer. 
To help him to increase his Dupli- 
cator Supply Business, and to create 
and maintain Customer Satisfaction 
—a satisfaction based upon a superior 
product that gives “Impressive Im- 
pressions,” in the arctic, the tropic 


and the temperate zones. 


Rigid tests of raw material and 
close and constant inspection of évery 
manufacturing operation, are guaran- 
tees that Red Feather Products will 


bring Repeat Business. 


When you sell Red Feather Prod- 
ucts, you sell Superior Quality. When 
you sell Superior Quality, you earn 


Customer Satisfaction and Support. 


Red Feather Products offer a com- 


plete and profitable line of Duplicator 


] 


Supplies—all “packaged to sell.” 


SEND FOR ILLUSTRATED DESCRIPTIVE CATALOG 


Redwood City 
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RED FEATHER PRODUCTS LTD. 


California 
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FINE 


RINGING 


Ever notice how clearly the sound of a bell 
penetrates the stillness of the night—how 
each reverberating echo lingers on after the 
first brilliant peal reaches your ears? If you 
have you'll see the connection between that 


and Bell Carbon and Typewriter Ribbons. 


mitTA 


paar ® 





G BVOLGER inc 


DEPENDABILITY 


For M & V Bell Brand products in all weights 
and finishes always give you the same clear, 
clean letters and copies and plenty of them. 
That’s why regular users of these economical 
products accept no substitutes when they want 


better letters, clearer copies and lower costs. 





MITTAG AND VOLGER, 


ESTABLISHED 


CARBON PAPERS & INKED RIBBONS 
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INC. 
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tive utilization of existing labor forces in designated 
areas and industries. All regulations and rulings, as 
well as statements by the Wage-Hour Divisions, the 
War Labor Board, and the Bureau of Internal Revenue 
with respect to the Order’s relation to the Wage and 
Hour Law and wage and salary stabilization are set 
forth in this final chapter. 

Printed on paper of a different color at the end 
of the Manual is complete topical index to all of the 
rulings, regulations, articles and interpretations. A 
finding list of regulations and statutes in both the 1942 
and 1943 editions is also included. 


oir 
REMINGTON RAND, INC., WINS 1944 DARTNELL 

GOLD MEDAL AWARD FOR BUSINESS LETTER 

The 1944 winner of the Dartnell Gold Medal Award 
“for business letter craftsmanship” is Remington 
Rand, Inc., Buffalo, N. Y. Presentation of the medal 
was made by Henry Vidal, president of the Buffalo 
Sales Executive Club, at the monthly meeting of the 
organization held at the Hotel Statler, Friday, March 
31. C. B. Waters, general sales manager of the type- 
writer division of Remington Rand, Inc., accepted the 
reward for his company. 

The winning letter, selected from among more than 
20,000 entries, was a “customer” letter dealing with 
present and post-war conditions in the typewriter 
industry. It related in simple, sincere style, the 
changes which have been brought about by conversion 





REMINGTON RAND, INC., WINS 1944 DARTNELL GOLD 
MEDAL AWARD.—Accepting the reward in behalf of 
his company was C. B. Waters, general sales manager 
of the typewriter division of Remington Rand, Inc. 
Henry Vidal (left) president of the Buffalo, N. Y., Sales 
Executive Club, made the presentation. 


to war goods manufacture, and the earnest aim of 
the company to maintain present machines at top 


efficiency until replacements can be made in the post- | 


war era. 

The Dartnell Corporation, through this annual 
award, has become one of the nation’s foremost ex- 
ponents of sound, good will-building business letters. 
The contest has done much to place the fundamentals 
of American business ethics on a plane worthy of 
universal recognition and admiration. 

_ The text of the 1944 winning letter, sent to Rem- 
ington Rand’s numerous customers, follows: 

“Back in September, 1873, was manufactured the 
world’s first commercial typewriter—the Remington. 
Some seven years passed before a competitor appeared 
on the typewriter scene, but from that day on, we 
have been competitive every step of the way. In fact, 
in March, 1942, when we stopped production and con- 
verted to the manufacture of guns and shells, and 
other war matériel, we drew our first non-competitive 
breath in seventy years. 

“While the War Production Board is now recogniz- 
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IMlustration shows COMMERCIAL CONTROLS Metered Mail Machine 


When ALL of Your Mail Goes by AIR 


ou’vE heard plenty about the coming air age. All 
Fisdietions today point to a tremendous expansion 
in air service—passenger, freight, express, mail. And it 
is more than possible that all of your mail will “go by air.” 

Be sure you get the full advantage of this flying 
speed in mail delivery after the war. Don’t let a slow, 
old-fashioned mailroom in your own office hold things up. 

The postwar mailroom must have modern, mail- 
handling equipment to keep pace with a new faster- 
moving business world! It will be “the heart of every 
office,” as important as any other department. So plan 
it now—and plan it well, with the aid of a ComMMERCIAL 
ConTROLs specialist. 

When Victory is won, we will again produce equip- 
ment for Complete Mailroom Service to help put 
“wings” on your mail in the coming air age. 

Metered Mail Systems ...Postal and Parcel Post Scales... 


Letter Openers . . . Envelope Sealers . . . Multipost Stamp 
Affixers . . . Mailroom Equipment. (Many units available.) 


Altend the Annual Conference of the National Office 
Management Association, June 5, 6 and 7, New York, N. Y. 








COMMERCIAL CONTROLS 


Division of NATIONAL POSTAL METER CO., INC 
ROCHESTER 2, NEW YORK 
BRANCHES AND AGENCIES IN PRINCIPAL CITIES 
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THE HOME OF QUALITY PARK ENVELOPES 


FACTS ano FANCIES 


By H. L. C. 


It’s a fact, and no fancy, that there is a definite 
paper shortage these days. It is estimated the 
Army requirements for 1944 will run consider- 
ably higher than in 1943, reaching 500,000 to 
600,000 tons. 


A shipping case for government supplies takes 
material that would ordinarily make 15 commercial 
containers. And when that goes overseas, it is not 
available for reclaiming. 


Those are some of the reasons why there is 
such emphasis on the paper salvage activity— 
that’s why there has been a drastic curtailment 
in the use of paper—that’s why we can’t make 
all the envelopes all our friends would like 
to have. 


But we're making envelopes and we're doing our 
best to see that distribution to our customers is fair 
and square. At Quality Park, the word Quality 
applies to service as well as products. 


From a southern army camp comes the story 
of a rookie walking guard for the first time. 
A captain passed. The guard didn’t salute. 
The captain turned and said, “Do you know 
who | am?” “Nope,” replied the guard. “I’m 
a captain,” said the officer. “Well, you got a 
good job,” said the guard, “you better hang 
on to it.” 


We figure we've got something good here at 
Quality Park, too. We have a 25 year old reputa- 
tion for quality service and quality envelopes; we 
have a modern plant with modern facilities; we 
have a choice list of customers throughout the 
country. We're going to “hang on to our job" by 
rendering the best service we can because we want 
your choice to be “Quality Park" for tomorrow as 
well as for today. 


x Buy War Bounds 


QIU YALU a ABPIA RAK 


ENVELOPE COMPANY 


Chicaeao Off and 
Warehou 
564 W. Monroe Street 


ind Fact 
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ing cases of urgent civilian need, only a trickle of 
typewriters is involved. So that was really a non- 
competitive call which was paid to you by Mr. New- 
man of our Boston office a few weeks ago. His primary 
purpose was to do what he might to assist in making 
your present typewriter equipment see you through 
to victory. He was interested to get your suggestions 
as to how best he may serve you now and in the 
post-war world. 

“Mere mention of post-war snaps us back into a 
competitive frame of mind with thoughts of starting 
with a clean slate to bring you the finest instrument 
for typed communication ever made. But we are ahead 
of ourselves—right now, our aim is to keep your pres- 
ent machines typing. If we do that job well, our post- 
war program will be on a firm foundation.” 

———————-—=>— —____ 
NEW DEVELOPMENTS IN V-MAIL ANNOUNCED 


The Office of War Information Merchandising Com- 
mittee on Army and Navy V-Mail on February 3 re- 
leased the following data and developments in the usc 
and promotion of this new and popular method of 
keeping in touch with our fighting forces overseas: 

Latest figures on the number of actual V-Mail let- 
ters microfilmed during December show another great 
increase in its acceptance by the public. Both incom- 
ing and outgoing V-Mail set an all-time record in 
excess Of 50,000,000 pieces for the month. For the first 
time the V-Mail sent by our boys overseas far exceeded 
the outgoing volume. More than 28,000,000 letters were 
sent from the battle zones. It is believed that the 
home folks will naturally adopt whatever mail meth- 
ods their boys use, which forecasts a tremendous 
increase in the domestic outgoing consumption. 

The Post Office Department has announced that 
effective February 1, they will reduce the free distri- 
bution of V-Mail letter sheets through all local post 
offices. Postmasters have been instructed to limit each 
person to not more than two at one time or in any 
one day, except in rural sections where V-Mail letter 
sheets are not procurable through other channels. At 
places where V-Mail stationery is available at local 
stores, postmasters are instructed to inform patrons 
of this fact when putting this new restriction into 
effect. 

This new regulation is in keeping with the policy 
originally announced by the post offices, to the effect 
that its free distribution would be curtailed as soon 
as V-Mail was easily obtainable in all localities. Re- 
tailers will greet this announcement with enthusiasm. 
For all practical purposes it now places this huge 
market in their hands. 


V-Mail Movie to Show in 16,000 Theaters 


The War Department has announced the release of 
a 20-minute movie, dramatically depicting the vital 
part that V-Mail is playing in the war. Army officials 
that have previewed this film entitled “Mail Call” 
have commented with unbound enthusiasm. Some 
have gone so far as to predict that the influence of 
this picture will stimulate the use of V-Mail by as 
much as 50 per cent. It is scheduled for showing in 
every house in the country, totaling more than 16,000 
theaters. It is estimated that 35,000,000 people will 
view the picture. “Mail Call,’ made by Pathe and 
distributed by RKO, is a contribution of the War Ac- 
tivities Committee of the Motion Picture Industry. It 
is suggested that the merchants who are featuring 
V-Mail stationery contact local theater managers to 
determine the date that this film will be shown. In 
many cases theaters will be pleased to co-operate by 
having the dealer set up a little V-Mail demonstration 
booth in the lobby and also sell packages of V-Mail 
letter sheets. Display material for this purpose is 
available through the stationery manufacturers or by 
writing to the Office of War Information, Merchan- 
dising Committee on Army and Navy V-Mail, 480 
Lexington Avenue, New York 17, N. Y. 
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Postwar planning is good—but it is even better when it in- 
volves products with a future that pay off today. Such a 
product is IMPERIAL SPIRIT CARBON. 


Available in all finishes—for both spirit and gelatin process. 
Our long-distance sheet makes more than 500 clean copies. 
Produces brilliant impressions. Easier and cleaner to handle. 
Business, professional, insurance, railroad and Government 
offices are ‘‘going’’ for IMPERIAL HECTO in a big way. Write 
for samples and prices. 





THE PEERLESS-IMPERIAL 


CREED—jin a nutshell! 


1. Win the War. 


2. Keep business flourishing to Buy Bonds and Pay 
Taxes. 


3. Increase the family of PEERLESS-IMPERIAL Dealers— 
and a fine, friendly tribe it is. 






4. Sell more and more quality inked ribbons and 
carbon paper for every conceivable need. 


5. Prepare for the day when PEERLESS Typewriter Keys again can lf this creed meets your ap- 
be produced . . . and reward every loyal Dealer with a fran- proval, write us today. We 
chise to sell America’s most famous typewriter keys. belong together! 


6. Work like blazes and pray for Peace. 


GENERAL OFFICE AND FACTORY: 
401-407 MULBERRY ST., NEWARK 2, N. J. 
NEW YORK OFFICE: 321 BROADWAY 
THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 

DETROIT, 37 Linden St., River Rouge, Mich. @ CHICAGO, 179 W. Washington St. 
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TOMORROW 


20 years of Browne-Morse 
representation brings this com- 
pliment from E. F. Beckman, 
Manager, Skinner & Kennedy 
Stationery Co., St. Louis, Mo.: 
The alertness of the Browne- 
Morse Co. to the rapid chang- 
ing conditions and their ready 
acceptance of new ideas from 
both the consumer and dealer, 
have created a most pleasant 
and appreciative business asso- 
ciation between manufacturer, 
dealer and consumer. 





BROWNE- 
MORSE 


MUSKEGON, MICHIGAN 





/ 
NOW .. 
/ 


CONSTANT 
SALES 
INCREASE 

















. wood files 


/ MAFTER VICTORY. . . steel files 


/ 


/ 






— 


® ALWAYS... the best files. ..WATCH BROWNE-MORSE 
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When peace hails the achievement 
of today’s objectives, our target 
for tomorrow will emerge in sharp 
focus. It is this — to provide for 
Browne-Morse dealers a sound 
merchandising plan, designed for 
constant sales increase. Our aim 
has that sure direction provided 
by Browne-Morse skilled engineer- 
ing, dependable craftsmanship 


and a saleable, well balanced line. 
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Tired of selling ink by the number of ounces in the 
bottle? Fed up with price competition? 

Then look! Here’s an ink that sells not on price 
—not on how many ounces at what cost—but on 
what it does! 


See how Parker “Micro-Film Black” Quink 
makes a selling story for itself. 


Mi Stops pen troubles before they start! It’s 
the only ink containing soly-x—a magical 
ingredient that prevents metal corrosion 
and rubber rot—ends gumming and clog- 
ging — actually cleans pens as they write! 

@ Resists water and sunlight! Tons of water 
won’t wash out records written with 


Copr. 1944, The Parker Pen Company 


PARKER QU/NK 


“MICRO-FILM BLACK” 











... the ink that 






sells on performance 






—not on price! 






**Micro-Film Black’? Quink. And records 
stay clear and sharp even when subjected 
to hundreds of hours of blazing sunlight. 


@ Photographs perfectly! Writes black and 
stays black. Its clean, sharp strokes re- 
produce clearly. Ideal for all photographic 
processes of keeping records. 


Start getting your share of ink profits—today. 
Send for the Free Proof Booklet ... and if you 
haven’t a stock of Parker “Micro-Film Black” 
Quink—order some now! Parker Quink with solv-x 
also comes in 6 other permanent colors: 2 washable 
colors. The Parker Pen Company, Janesville, 
Wisconsin, and Toronto, Canada. 


FREE 
Proof Booklet! 


Attractive, 2-color booklet 
shows what “Micro-Film Black” Quink 








does .. . and how. Filled with facts, photographs, 
and testimonials . . . proof of Quink’s superiority. A 
handy selling aid you'll want to show your customers 
and prospects! Write Parker Pen Company, Dept. 
*B”, Janesville, Wisconsin. ..for your freecopy today! 


The only tok coulaining SOWH 
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ALL QUALITY ITEMS 


A PENCIL FOR EVERY USE 
Products of Koh-I-Noor Pencil Factory 


KOH-I-NOOR PENCIL CO., INC. 
BLOOMSBURY, N. J. 
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| UNDER THE EMERGENCY 





| (Continued from page 44) 


| pens and 32 manufacturers of mechanical pencils in 
plants at designated locations, the War Production 
Board announced on April 4. 

Separate quotas have been established for civilian 
orders and for special (including military) orders. 
Production for civilian orders previously was limited 
to specified percentages of 1941 production. For spe- 
cial orders, manufacturers were assigned quarterly 
production quotas. 

Total production under the new allocation schedule 
is expected to average approximately the same as 
under the former restrictions, but production will be 
more equitably distributed among the various manu- 
facturers, and allocations will be in line with facilities 
and labor available in the plants. 

The production and delivery quotas have been 
established on the basis of the manufacturers’ ability 
to produce pens and pencils without aggravating the 
manpower shortage and without interfering with fa- 
cilities now used for war work. Past production of 
the individual manufacturers has also been taken 
into consideration. 

Manufacturers in Group I and Group II labor areas 
(local areas in which the manpower situation is par- 
ticularly critical) and manufacturers whose facilities 
are substantially engaged in war work are not per- 
mitted to increase production over the amount made 
in the fourth quarter of 1943. Small manufacturers 
who produced less than 100,000 pens and pencils in 
1943 have been assigned quotas representing larger 
percentages of their pre-war production than larger 
manufacturers. 

Manufacturers who produced fountain pens and 
mechanical pencils in the first quarter of 1944 but 
who have not been assigned quotas under the new 
schedule will be permitted to produce, in the second 
| quarter only, half as many pens and pencils (for civil- 
ian and special orders combined) as they produced 
in the first quarter. Any such manufacturer and 
any other manufacturer who has not been assigned 
a quota may apply to WPB for a quota. 

Previous restrictions on the use of zinc, iron, steel 
and stainless steel have also been removed. This 
means that manufacturers may use carbon steel for 
any pen or pencil part, instead of only for fountain 
pen nibs and for the functional parts of fountain 
pens and mechanical pencils. They may also use 
stainless steel for pen nibs. 

Previous restrictions on the use of copper and rub- 
ber remain unchanged. The use of tin, cadmium, and 
nickel for plating is still prohibited. 

These provisions are established in Limitation Order 
L-227, as amended April 1, 1944. 








© 
WPB RELEASES IRON AND STEEL FOR PRODUC- 
TION OF METAL VISIBLE REFERENCE PANELS 
Iron and steel may be used to produce metal visible 
reference panels for general office and industrial use 
to the extent of 40 per cent of the amount consumed 
for the same purpose in the year ended June 30, 1941, 
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Bates MunKee Pad re- 
versible filler gives double 
life. Handsome, sturdy, 
economical. 





Bates List Finder finds phone 
numbers, addresses and other 
data instantly. Just move the 
arrow and press the tab. 


Bates Stapler makes its 
own staples, 5,000 in one 
loading. Can’t jam or clog. 








May, 


1944 












Bates Numbering 
Machine, the stand- 
ard of quality for 
more than fifty years. 














VALUABLE 
PAPER HOLDERS 


Wade of Durable Leathergraph 


Valuable 
Document 
Files 











A handy file for keeping together a group of separate 
valuable papers, such as insurance policies, abstracts or 
other legal papers. A splendid promotion specialty for 
Advertising Agencies, Building & Loan Associations, 
Banks, Insurance Companies, Real Estate Firms—also a 
premium item. The Valuable Document File has six 
sturdy file envelopes, bound together in a Leathergraph 
case with string tie for security. 


Justrite Leathergraph is a product of the Graphic 
Arts, newly developed, and now combined with 
Justrite Leatherfibre. It offers unusual effects of 
genuine quality at reasonable prices. Valuable 


Paper Holders are distinctive Good-Will Builders 
and are priced as low as 20c each in quantities. 


Expanding 
Record 
Wallets 





Record Wallets offer an expansion style holder for 
loose valuable papers. Have deep flap with string tie 
for security of contents. An excellent Advertising 
Specialty and Good-Will Builder used by all firms 
dealing directly with the public. 


Samples and Pricing Information On Request. 


Nhe Kestrits Line 


VYortheru States 


ENVELOPE COMPANY 


Chicago Saint Paul 
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the War Production Board announced on March 24. 

This is in addition to any iron or steel that may be 
used to fill military orders. 

Metal visible reference panels are compact panels 
attached to upright stands. They are used for ready 
reference to personnel records, telephone listings, and 
similar lists that are constantly revised. 

Production at the permitted rate is expected to 
total about 400,000 reference panels a year. The total 
for the base year was approximately 1,200,000. Before 
the March action use of iron and steel for visible refer- 
ence panels for non-military use had been prohibited. 

No new steel other than flat rolled sheets or strip 
less than 12 inches wide may be used. 

Office and industrial users will apply for authori- 
zation to purchase metal visible reference panels or 
any other metal office furniture and fixtures by 
filing Form WPB-1319 in WPB field offices. All appli- 
cations will be approved or denied by the field offices. 
Previously they were handled by the Consumers Dur- 


_ able Goods Division, WPB, in Washington. 


As before, no specific quota has been established for 
iron and steel consumption for the production of 
metal office and industrial furniture and fixtures to 
fill military orders. However, a manufacturer may 


not begin production until he had actually received 


the orders. 

Except for insulated filing cabinets, safes, and metal 
visible reference panels, which may be used for mili- 
tary purposes anywhere, metal office and industrial 
furniture and fixtures may be produced and sold 
without specific authorization only for use on steel 
seagoing vessels or at advance military bases outside 
the continental limits of the United States. 

These provisions are established in Limitation Order 
L-13-a, as amended March 24, 1944. 

i 
PREFERRED PRODUCTION STATUS ON CONTAINER 

BOARD AND 60 TYPES OF PAPER SET BY WPB 

Steps taken to assure the manufacture of adequate 
supplies of certain types of paper and paperboard 
to meet wartime demands in the second quarter of 
1944 were announced by the War Production Board 
on April 5. In order that the necessary quantities of 
these grades of paper and paperboard, as determined 
by WPB, will be produced from the wood pulp allo- 
cated to United States mills, WPB has established a 


quarterly preferred production status covering about 
| 60 types of paper and all types of container board. 


Hereafter, mills will be required to produce in full 
the scheduled amounts of those types of paper and 
board having preferred production status, even at 
the expense of production of other types of paper 
products. Specific allocations of wood pulp must be 
utilized in the manufacture of papers and paper- 
boards listed in Direction 1 to General Preference 
Order M-93, issued April 4, 1944. 

The grades of paper and board given preferred pro- 
duction status include: all grades of container board; 
several types of photographic, blue print and repro- 
duction papers; postal cards; target paper; carbon- 
izing and container tissue; rag map and chart paper; 
wet strength map paper; greaseproof, glassine and 
vegetable parchment; unbleached kraft wrapping 
paper; asphalting, resin impregnated stock, multi- 
wall bag and sack papers; twisting and spinning 
papers and twisting tissue; hot and cold drink cup 
stock; cable paper and vulcanizing stock; industrial 
towels and napkins; sanitary and toilet tissue; fruit 
and vegetable wrapping tissue; milk bottle stock, 
milk bottle hood and lip cover stock, and certain 


| industrial papers. 


All consumers of wood pulp have been directed on 
Form WPB-2973 to produce during the second quar- 
ter of 1944 specific tonnages of these types of paper 
and paperboard. In addition, market wood pulp ship- 
ments are given a preferred status by WPB Direction 
1 to M-93. If a producer is unable to make all wood 
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OVERNMENT allocations of steel and other 

essential wartime materials have now been 
modified. It is again possible for us to produce 
three of our most popular a//-steel models . . the 
Pilot, the Scout and the Clipper. This announce- 
ment will surely be welcome news to our host of 
loyal dealers and friends, as well as to users of 
Ace Stapling Equipment. 


In accordance with Ace’s lifetime policy these 
three models again embody all those sterling 
qualities that have made Ace Staplers the leaders 
of the stapling industry. They are precision built 
up to Ace’s high standard of quality and eff- 
ciency .. from the finest materials procurable. 
Into these pre-war models Ace has built all those 
intrinsic values of ruggedness, long life, easy, de- 
pendable operation which have won the respect 
and confidence of users of Ace Stapling Equip- 
ment everywhere. EP 
Production schedules have been stepped up as jae) N 
rapidly as wartime conditions will permit. How- ) 
ever, rated orders must be given preference. If 
your orders are not shipped promptly kindly 
bear with us. You may rest assured that we will 
cooperate with you to the limit of our ability. 


SOLD THROUGH DEALERS EXCLUSIVELY 





ams - 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
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PttinG SUPPLIES 
“SH Ct 








O speed up the filing and finding 

of records vital in production and 
transportation of goods for war, GF 
Filing Supplies are available now 
in a complete line. Duty-matched 
to the smooth functioning of office 
procedures, they are designed to 
serve the wartime offices of America 
now ...and to serve them with 
equal efficiency in the eventual re- 


conversion of business to a peace- 


time economy. 


Guides, folders, cards, labels, inserts 





sh 5, Tables, Chairs 
Cabinets Supplied 


n the War Ends 





and other material necessary for any 
type or size requirement are offered 
for the filing and finding of business 
papers. Highest quality workmanship, 
maintained uniformity, tested paper 
stocks and proper packaging con- 
tribute to their uninterrupted service. 

Complete filing facilities, plus the 
availability of men skilled in filing 
technique, enable our dealers to handle 
customer requirements. In postwar, 
desks, tables, chairs and filing cabinets 


will be supplied again. 


A FIREPROOFING COMPANY 


, cungrtoud OT 











ONE 












TO A BUSINESS MAN 


A Jasper Desk 


The RIGHT TOOLS... 


Essential to an 
Efficient Job 


No matter how clever the workman, the right tools 
contribute to the success of his job. Each profes- 
sion is earmarked by some special implement of 
outstanding importance. The desk occupies this 


niche in the life of the business man. 


Sell the business man a Jasper Desk and he’s 





TO A SURVEYOR 


A Transit 


assured of the most efficient equipment with which 
to carry on his work. This is a sure way to cement 


lasting friendship between dealers and their cus- 











tomers. 





THE JASPER DESK COMPANY 


90 





JASPER, INDIANA 
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pulp deliveries which he has been directed to make, 
he must reduce deliveries to his own mills to the 
extent necessary to complete all deliveries to other 
consumers, WPB said. 


& 
PENHOLDER AND PENCIL RESTRICTIONS EASED 


Manufacture of metal ferrules for wood-cased lead 
pencils and metal inserts for penholders is permitted 
again, the War Production Board announced on 
March 29. 

Iron, steel, stainless steel and zinc, specifically pro- 
hibited for use in the production of lead pencils and 
penholders since December 7, 1942, have been deleted 
from the list of prohibited metals in L-227-b. The use 
of copper and copper base alloys is still prohibited. 

Over-all production of pencils is still limited, on a 
yearly basis, to 7,080,000 gross, or 81 per cent of the 
1941 output. Penholders are limited to 231,000 gross 
annually, or 96 per cent of the 1941 output. 


o 


NEW INTERPRETATION OF INVENTORY CONTROL 
ORDER L-219 

In the April 15 issue of the Desk Sheet, published 
by the National Stationers Association, the following 
appeared in reference to Consumer Goods Inventory 
Limitation Order L-219: 

“To relieve the minds of stationers who have been 
worried about the reports required under L-219, the 
inventory control order, R. S. Alexander of the Whole- 
sale and Retail Trade Section, War Production Board, 
informs us that any firm selling over 50 per cent of 
its goods to business and industrial users, is not a 
controlled merchant and does not come under L-219. 
Inasmuch as practically every stationer of any size is 
doing at least 50 per cent of his business with defense 
plants and other firms engaged in the war effort, this 
lets most of our members out.” 


o 
WPB ADDS TO RUBBER CEMENT RESTRICTIONS 


On February 4, 1944, the War Production Board 
amended the original rubber order R-1, extending its 
restrictions so as to prohibit the use of any adhesive 
containing rubber or synthetic rubber for the com- 
bining of paper or paper products. This has been 
interpreted to mean that any manufacturer, jobber 
or dealer who makes, purchases or sells rubber or 
Synthetic rubber cements for general use as all-pur- 
pose adhesives, would be violating a WPB regulation. 


o 
OPA INSTRUCTS RETAILERS ON METHODS OF 


STATING NEW FEDERAL EXCISE TAX ON GOODS | 


The various methods by which retailers must sep- 
arately state the tax if they wish to pass on to con- 
sumers the new Federal excise tax on jewelry, certain 
watches and alarm clocks, fur articles, certain fur- 
trimmed articles and leather goods, such as brief 
cases, hand bags, wallets, key cases and toilet cases, 
were announced on March 24 by the Office of Price 
Administration. 

The new tax law, which became effective on April 
1, 1944, places a 20 per cent excise tax on several 
items in the stationery and gift fields. Included are 
the following leather or imitation leather items: Brief 
cases, wallets, billfolds and card, pass and key cases. 

Retailers compute the total charge which they can 
make by subtracting the amount of the old tax which 
1s included in the present price and then figuring 
the amount of the new tax, and may collect that 
amount in addition to the price without the tax. 

OPA recognizes that retailers have in the past fol- 
lowed varying practices in marking merchandise and 
in informing their trade as to the price of merchan- 
dise. Since a uniform requirement of tax statement 
would, in some instances, create mechanical difficul- 
ties, OPA has provided a variety of methods by which 
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MAES DIXON TICONDEROGA 1386 NO2 














“And now, Miss Jones, what pencil is 


advertised every week in the year?” 


That’s an easy one for a pencil-wise pur- 
chasing agent like Miss Jones. Quiz or no 
quiz, her quick answer is “Dixon Ticon- 


deroga’’. 


Miss Jones is one of many purchasing 
agents who see the name “Dixon Ticon- 
deroga” every week in the advertising 
pages of Life, Time, Liberty or Saturday 
Evening Post. A thumping, non-stop, non- 


skip advertising campaign. 


Miss Jones is one of the countless listeners 
who hear the name “Dixon Ticonderoga” 
over the radio in the dramatic high- 
spirited program “Ticonderoga Minutes”. 


Miss Jones, like all shrewd purchasing 
agents, has tested Dixon Ticonderoga pen- 
cils against all comers. She knows that 
these great pencils are energy-savers, time- 


Savers, money-savers. 


More and more busy offices are calling for 
and buying “the advertised pencil”. A 
good solid reason for displaying Ticon- 
deroga. A good solid way to make sales! 


When you advertise every week 


you advertise every day in the week 


It will pay to display 


TICONDEROGA 


PENCIL SALES DEPARTMENT 73-J3 


JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 
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STRATEGIC 
RETREAT 


Caginess—not fear—causes the bear to retreat 
when the hunter and the hounds draw near. He 
runs to his own chosen battleground, a place where 
he will be protected from the rear and from 
whence he can meet his foe under most favorable 
conditions. 


Like the bear, American Armies and American Busi- 
ness made strategic retreats in the face of the 
enemy, finding suitable places in which to make 
their stand from which their victorious advances 
commenced. History will tell the full glory of the 
Army strategy—that of business is unsung. You 
know how we retreated from “business as usual” 
to "Victory at any price.’ You know the accept- 
ance of war production only, delays in delivery, 
curtailment of civilian services, the loss of thou- 
sands of key men to the Armed Forces, many giv- 
ing a better account of themselves because of 
their previous experiences which industry provided. 


As our forces continue to advance, so are we striv- 
ing and preparing for the day when the enemy 
will be helpless, when we will dictate the peace. 
Then, as before this war, we shall be ready to serve 
you again with an improved line of “Andy units of 
steel." 














Anperson-Hickey Go. 
: GENEVA 
ILLINOIS 


Manag oni 
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| the tax may be separately stated. 


The specific requirements which the supplementary 
order will make are as follows: 

1. All advertising which states the price must con- 
tain a separate statement of the tax, which must be 
done in one of three ways. First, the price may 
appear with the amount of tax separately stated in 
dollars and cents, as: 

Price $1.00 
Tex .20 
Total $1.20 

Second, the total charge may be stated as the price 
including the tax, with the notation that a 20 per 
cent tax is included, as for instance: “Price $1.20, 
20 per cent tax included.” Third, if the retailer pre- 
fers, he need not indicate the amount of the tax 
opposite each item if somewhere in the layout a 
clear notation appears to the effect that on certain 
named items the 20 per cent excise tax is included in 
the price. 

2. In all catalogues or circulars which include 
price, the tax must be separately stated in one of 
the ways required for advertising, as described above. 
If the retailer prefers not to note the amount of the 
tax after each price, a notation must appear on each 
page to the effect that the 20 per cent excise tax 
is included in the price for certain identified items 
on the page. However, in the case of catalogues or 
circulars issued prior to the effective date of the 
supplementary order, no modifications will be required 
by the order, but retailers must inform their cus- 
tomers of the full amount of the excise tax either in 
dollars and cents or as a percentage when the cus- 
tomer is notified of the additional charge. 

3. All sales slips or other sales receipts which the 
retailer issues must contain a separate statement of 
the tax in one of the three ways set forth for adver- 
tisements or catalogues. 

4. In addition to setting forth a separate statement 
of the tax on all advertisements, catalogues, circu- 
lars, and sales slips, retailers are required, in their 
stores, to make known to the customer, in advance 
of sale, the amount of the tax on all merchandise 
covered by the order. This must be done in one of 
three ways. First, the retailer may set forth on each 
tag, the amount of the excise tax in dollars and cents, 
for example, price $1.00, tax $.20, total charge $1.20. 
Second, he may indicate on the tag the amount of 
the tax as a percentage of the total price—for ex- 
ample, price $1.20, 20 per cent tax incl—a mere 
statement ‘tax incl.” which does not indicate the 
percentage is not sufficient. Third, he may post a 
readable and visible notice near the place in the 
store where the commodities are sold which states 
that on the commodities listed on the notice, a 20 
per cent tax is included in the price. If a notice is 
posted, the retailer need not observe the tagging re- 
quirements previously outlined as to the tax. 

OPA also said that retailers are not required to 
follow a uniform practice throughout the store in 
observing these rules. They must, however, follow a 
uniform practice for stating the tax on each com- 
modity. 

Because of the nature of the regulation covering 
luggage (MPR 476-Luggage), as distinguished from 
small leather goods, the new retail Federal excise 
tax on this commodity will be handled differently. 
The new tax law changes the excise tax on luggage 
from 10 per cent at the manufacturing level to 20 
per cent at the retail level. 

An amendment to MPR 476, covering luggage, which 
will be issued shortly, will require that the retail 
Federal excise tax be separately stated on all tags. 

Previously, luggage manufacturers were required 


by MPR 476 to add the 10 per cent tax to the ceiling | 


price and place the ceiling price inclusive of Federal 


excise tax on the tag. Because the new Revenue Act 
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What's new, toots? 





This new Texcel Tape 
advertising campaign, 
handsome! 







{Vlothers little helpe, = 


Will you remem- 
ber me when I’m 
















Still in circula- 
tion, eh? 


Who could forget? 
This campaign is 
reminding people 
of Texcel Tape all 
the time. The post- 
war demand for it 
will be terrific 





Ren : 
~ 


No, all Texcel 
Tape has gone into 
essential industry. 
But it'll be back 
again after the war 


GZ 
é 8A 


ie 











Well, so long, 
gorgeous — see 
you in the funny 


Papers 





You don’t understand, 
sailor. This campaign 
isn’t running in the 
funny papers. It’s ap- 
pearing ina long list of 
national magazines* 


ay oe 
AY 














— 
x 
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* APPEARING IN Collier's, Look, Ladies’ Home = 

Woman’s Home Companion, Fawcett Women s stem 

Modern Magazines; True Story, Womens y> 
Popular Science, Popular Mechanics. 
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NEW ZEALANDER 
OFFERS HOSPITALITY 


P. D. Kenny of the British 
Typewriters and Office 
Equipment Co. Ltd., 37 Vic- 
toria Street West, Auckland, 
C. 1., New Zealand wrote us 
to congratulate us on the 
work of the Institute. It is, 
indeed, gratifying to know 
that our efforts are being ob- 
served in such far-off places, 
but what pleases me even 
more, was the following 
paragraph in his letter: 
“Being a member of a 
Soldiers Service Club here, 
I have had the pleasure of 
meeting quite a large num- 
ber of Americans whom 
we have entertained at our 
club. If you have any of 
your friends or associates 
coming to this country | 
would be pleased to have 
you give them an intro- 
duction to me and I will be 
pleased to do anything I 
can to see they are enter- 
tained while in our City.” 


I am passing this invita- 
tion on to you with the 
thought that some of you 
may have a son, a relative, 
or a former member of your 
staff stationed in New Zea- 
land, who might enjoy drop- 
ping in and talking shop with 
Mr. Kenny. 








INSTITUTE PREPARING 
RECOMMENDATIONS ON 
SURPLUS FURNITURE 


We all know that our Indus- 
try is not unlike many others 
in this Country, and that 
there will be a large surplus 
of office furniture to be dis- 
posed of after the War. The 
problem is one of tremen- 
dous importance, and one 
which requires the careful 
consideration of both the 
manufacturers and the 
dealers. 

We are now studying our 
own statistics and those 
from other sources, and we 
soon expect to have a com- 
plete report on what the 
actual surplus should be. 

When we have completed 
our study, we will be ready 
to draft our recommenda- 
tions for the orderly disposal 
of this surplus office furni- 
ture, and to present our pro- 
posals to the Government 
Officials responsible for the 
administration of the pro- 
gram. 

Several dealer organiza- 
tions have already prepared 
recommendations and we 
suggest you co-operate with 
one of these groups if you 
have not already done so. 
The Institute plans to sup- 
port and work with such 
groups, for we believe that 


our mutual efforts will ac- 
complish more than if each 
follows his own individual 


course. 





LUMBER SITUATION 

UNCHANGED 
There has been no change in 
the lumber situation within 
the last 30 days. WPPB is re- 
ceiving reports from all 
larger users on inventories, 
consumption, and require- 
ments. There will be no indi- 
cation of what action will be 
taken until this study is com- 
pleted. 





INDUSTRY MAINTAINING 

PRODUCTION 
We are operating under seri- 
ous shortages of manpower 
and materials, but regardless 
of these conditions, the In- 
dustry is maintaining a high 
level of production. March 
production compares favor- 
ably with January, and 
shows an increase over Feb- 
ruary despite new difficulties 
which have arisen during 
recent weeks. 
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fully engaged in war work now, looks forward 
to the day when Columbia products will again 
serve old customers and gain new friends. 


COLUMBIA STEEL EQUIPMENT CO. 


Lincoln Liberty Building 
PHILADELPHIA 7 PENNSYLVANIA 
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June Savor 
““SWING-DEX’’ 


Finding is as 
important as 
Filing 
















Swing-Dex 
Used in 
Desk File 


Drawer 








List, Unit 00 
Cocnadbte $5 /\ 


(F.0.B. Skokie, III.) 


Hardwood Frame—Placed lengthwise in the front of deep desk 
drawer; top of desk; crosswise in drawer (file department as 


a sorter). 
Personal Alphabetic File—Capacity over 1000 letters. 
Daily Follow-Up—1-31—Combined with alphabetical system. 


Subject File—Special printed labels (also blank labels) take 
care any type subject or “Personal Affairs” items. 


A Collator—Used to collate papers destined for general or 
permanent files. 


A display on your floor or in your window should result in an 
attractive volume of additional profits. Prompt shipment. 
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SWING-DEX 


Business Efficiency Aids 












Swing-Dex as used in or on desk. 


BUSINESS EFFICIENCY AIDS 


Box 258-A Skokie, Illinois 








96 





‘ 


: 


provides that the tax shall be on the selling price 
and not on the ceiling price, and because retailers 
sometimes sell below the ceiling price, manufacturers 
cannot in all cases compute the proper amount of 
the tax to be added. 

Retailers will, as a result of the contemplated 
amendment, figure the tax on their selling price for 
luggage and separately state it. A space will be pro- 
vided on the tag to allow retailers to insert the tax. 
The ceiling price which the manufacturer places on 
the tag will be a price exclusive of the retail excise 
tax. 

The new Revenue Act provides that the retailers 
must pay the 20 per cent retail tax on the selling 
price of all luggage sold after April 1, 1944, regard- 
less of whether the manufacturer’s excise tax has 
been paid. Retailers will have in inventory after 
April 1, 1944, stock for which title passed prior to 
April 1, 1944, and on which they paid the 10 per cent 
manufacturers’ tax. In these instances, under the 
amendment to MPR 476, retailers may pass on to 
the consumer the 10 per cent manufacturers’ tax as 
well as the new 20 per cent retailers excise tax. 


o 
CANADIAN WARTIME PRICES AND TRADE BOARD 
BOOSTS CEILING ON WOOD OFFICE FURNITURE 

Wartime Prices and Trade Board has issued through 
James E. Ferguson, Administrator of Furniture and 
Brushes, Administrator’s Order No. A-1133, effective 
March 15, respecting maximum prices of wooden office 
furniture. 

Under powers given by the Canadian Wartime Prices 
and Trade Board to the administrator, it is hereby or- 
dered as follows: 

For the purpose of this order: 


(a) “basic period” means the four weeks from Sep- | 


tember 15, 1941, to October 11, 1941, both dates in- | 


clusive; 

(b) “sell” includes an offer to sell. 

The maximum price at which a person who man- 
ufactures wooden office furniture may sell any article 
of such furniture shall be five per cent higher than 
his lawful maximum selling price of that article (ex- 
clusive of sales tax) on March 14, 1944. 

Section 3 applies to wooden office furniture invoiced 
and shipped by the manufacturer thereof on and 
after March 15, 1944. 

Every manufacturer of wooden office furniture who 
ships any article of such furniture to a person who 
sells at retail (hereinafter called “retailer”) on and 
after March 15, 1944, shall supply that retailer with 
an invoice for the article within ten days from the 
date of shipment. The invoice must show 

(a) the date of shipment; 

(b) the name and address of the manufacturer and 
of the retailer; 

(c) particulars sufficient to identify the article sold; 


(d) as a separate item, the total amount be included | 


in his selling price of the article under the authority 
of this order, and 
(e) his selling price of the article. 
Section 4 of Administrator’s Order No. A-130 shall 
not apply to sales by a retailer (in that order called 
“retail dealer”) of any article of wooden office furni- 


ture sold by him after March 15, 1944. That sec- | 


tion required a retailer to sell such furniture at his 
basic period price therefor. 
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The maximum price at which a retailer may sell | 


any article of wooden office furniture on or after 


March 15, 1944, shall be 105 per cent of the maxi- | 
mum price at which he sold an article of wooden | 
office furniture of the same or substantially the same | 


kind during the basic period. 


(1) Every manufacturer of wooden office furniture | 
shall keep accurate record of his production and sales 


of wooden office furniture. 


(2) Every retailer shall keep all invoices he receives | 
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THE DAY IS 


When Oakville dealers will once more 
speed up sales of the famous Yellow 
Box Line of fastening devices... Pins, 
Clips, Fasteners, Thumb Tacks and 
related items in a complete variety of 
sizes and types. 





But until critical metals and labor in 


ni- | 


PC- 
his 


ell 
ter 
xi- 
len 
me 


ire 


this top-quality line return from the 
war front, Oakville will continue its 


policy of equitable distribution of avail- 





OA 





~\ ~ 





The Home of The Famous Yellow Box Line 


LE 





COMPANY 


Division of Scovill Manufacturing Comtpany 


Waterbury 86, Connecticut 





able supplies to its loyal dealers all 
Over the country. 


les | 


ves } 
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NEW YORK 


CHICAGO SAN FRANCISCO 
IN CANADA: BROWN BROS., LTD., TORONTO 2. 
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HERE’S A “SPEED-UP” COMBINATION 
FOR YOUR SYSTEMS WORK..... 


REX-0-graph 


FLUID TYPE DUPLICATORS 





and new “Two-Part, End-Fold” 
PROCESSED MASTER SETS 


First, with the revolutionary new REX-O-Graph TWO- 
PART, END-FOLD Processed Master Set, you can repro- 
duce BOTH your systems form and fill-in in one operation. 
No perforations to tear apart—no carbon smudge— 
corrections easily made—and your master is easily sepa- 


rated for quick, accurate duplication. 


Then, too, the REX-O-Graph Fluid Duplicator is ready 
to print INSTANTLY. No waiting for wick saturation or 
pump priming. Just insert your master sheet on the drum, 
and start turning! 100°/, roller moistener feeds just the 
exact amount of fluid for perfect reproduction and bril- 
liant copies. Simple, easy to operate, saves both time 


and material. 


Ask your REX-O-Graph dealer for new folder on the 
"Two-Part, End-Fold"’ Processed Master Set, and details 
on REX-O-Graph duplicators and supplies. 


REX-O-graph, Inc. 
3729 North Palmer Street 
Milwaukee 12, Wisconsin 


MANUFACTURERS OF SUPERIOR FLUID TYPE 
DUPLICATORS AND SUPPLIES + * * * #* * 
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| ability. Bad breaks have a sobering effect. Spineless 





for wooden office furniture invoiced and shipped to 
him on and after March 15, 1944. 

(3) All such records and invoices shall be retained 
for at least two years after the transaction to which 
they or any of them relate and during that period 
they are to be available for inspection at any time 
by any authorized representative of the board.—RC 





VICTOR FIELD EXECUTIVES CONFER IN CHICAGO.— 
Post-war plans and policies were the subject of round- 
table discussions held by Victor Adding Machine Com- 
pany field executives at the Chicago plant recently. 
Victor plants at present are engaged in Norden bomb- 
sight production, but some adding machines are being 
produced for the armed forces and essential civilian 
requirements. Left to right: Kurt Vasen, Los Angeles; 
| L. P. Naylor, New York; Vice-president M. S. Bandoli; 
F. G. Hulburd, Washington; Fred Himebauch, Chicago; 
and K. A. Adams, St. Louis. 


WACHTEL OFFERS SAGE ADVICE TO SALESMEN 
EXPERIENCING TEMPORARY SALES “SLUMP” 
Ben Wachtel, go-getter for The Parker Pen Company 

| and a prominent member of Penn-Mar-Va Travelers, 
presents herewith some sound selling tips, designed 
particularly to bolster the discouraged salesman who, 
despite his best efforts, seems to be embroiled in an 
endless chain of deaf ears and flat refusals. 

Here are his suggestions: 

“Paradoxically, the worst break of all in a man’s 
career may be his best. Defeat, disappointment, in- 
jury to his pride may be the challenge which stirs 
deep determination, uncovers and develops latent 


victims curl up, but the strong-willed stiffen, take 
inventory of what’s left, and plan for the future ac- 
cordingly. Ill luck often molds better men than good 
fortune. 











“Too many men representing fine nationally-known 
firms now and then find themselves in a so-called 
predicament where a sudden lull takes hold of them, 
a lull not only in respect to getting business but also 
in their own efficiency. The answer is that a good 
man—the kind who can take it, the kind who can 
and does analyze his sudden downfall by taking stock 
of himself and re-studying his presentation, his gen- 
eral methods of work or in summed substance—“What 
am I Doing that is Wrong and Why am I Not Click- 
ing’—that kind of a man will, in a short space of 
time, correct himself in everything he found wrong. 


| That kind of a man is the difference between profit 









and loss to the dealer and manufacturer. 
“On the other hand, however, should one let matters 
slide with the hope that the war will soon be over and 
everything will take care of itself—well, even God 
can’t help him for he did not try to help himself. All 
this time his live-wire competitor, who was on his toes 
and took the good advantage left wide open for him, 
got the best of that deal. And, brother, don’t believe 
that this can’t happen to you. And, I mean you! 
“Here is a good tip, men, for now and always. Do 
not neglect calling on your dealers—LARGE or SMALL; 
-in major cities, small towns or wherever such dealers 
may be—NOW or EVER. They, after all, make it pos- 
sible for your firm and you to stay in business. 
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UCCESSFUL dealers everywhere know the power- 
ful sales appeal of these quality trademarks. Sales 
appeal that’s built on the solid base of Art Metal’s 
advanced engineering of office equipment and the 
proved efficiency and reliability of Postindex Visible 
Files and Wabash Filing Supplies. Sales appeal that 
trades customers up—assures you more profitable, 
more substantial business. 


Behind these trademarks are 56 years of experience 
with business needs and methods, of effective solu- 
tions to tough office problems, of satisfied customers 
whose offices are running smoothly and economically. 
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Take advantage of the ready-made, highly profitable 
market these trademarks offer you by carrying a full 
line of Art Metal products. For complete information 
about a dealer franchise write Agency Division, Art 
Metal Construction Company, Jamestown, New York. 


Mr. Expediter’s on the Job! 


Look for our friendly O. D. (Doctor of Offices) in Business Week. 
There he’s putting the Art Metal dealer in the limelight, featuring 
him as the expert who knows the answers to office problems, 
and interesting customers against the day when we can again 


supply you with a complete /ine of our equipment and supplies. 


ART METAL STEEL OFFICE EQUIPMENT 


*WABASH FILING SUPPLIES 


*a subsidiary company 


POSTINDEX VISIBLE RECORDS 
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NATIUNAL 
UJESAS 





NATIONAL EXECUTIVE DESK 
No. 6612S 66" x 36" 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks" a name symbolic 


with everything fine in office furniture. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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WHAT’S NEW WITH TYPEWRITERS? 


Address by Joe M. Hicks, In Charge of Business 
Machines, Office of Price Administration, Wash- 
ington, D. C., before the meeting of the New Eng- 
land Office Machine Dealers’ Association, Statler 
Hotel, Boston, Mass., April 20, 1944. 


T IS a pleasure to announce—or rather to confirm 

the rumors that have unfortunately been rocking 
the typewriter trade’s boat—that OPA’s used type- 
writer rationing program will end, effective this Satur- 
day, April 22. The action is taken through Amendment 
9 of Ration Order 4A, and simultaneously, Amendment 
No. 2 of RMPR 162 will modify the price regulation 
to eliminate references to rationing and to re-estab- 
lish the dealer-to-dealer ceiling at 2/3 of the maximum 
retail prices. It seems appropriate at this time to 
review briefly our progress since that day, January 


| 23, 1943. 


The armed forces had need for a large quantity of 
typewriters. War production contractors also had 
needs more pressing than ordinary business users. 
The only available sources of machines at that time 
were office machine dealers and the using public. 
The typewriter manufacturing industry had been 
converted by October 31, 1942, to the production of 
guns, plane parts, and other war material. The out- 
look for civilian supply was indeed black, and we felt 
obliged to plan accordingly. Hence, the requirement 
was made that Class A machines could be acquired 
only by the Procurement Division of the Treasury 


| Department and that Class B typewriters could be 


rented only to holders of certificates issued by local 


| War Price and Rationing Boards to persons needing 


typewriters for work essential to the prosecution of 
the war. 

You will recall that the provision of RO 4A permit- 
ting Class B typewriters to be rented only on certifi- 
cates was originally scheduled to take effect on Febru- 
ary 1, 1943. The prospective impact of this require- 
ment prompted us to give sympathetic consideration 
to any alternate plan which might achieve the neces- 
sary goal of supplying rental machines to all essential 
users. 

At this point a gratifying instance of co-operation 
between industry and Government occurred. To the 
credit of your industry, some of your leaders asked for 
a hearing to submit a substitute rental rationing plan. 
Inventory figures on used typewriters gathered by our 
office and by the industry revealed that one of the 
chief elements in the tight supply picturé was the 
distorted pattern of the location of available machines 
in relation to the essential needs for them. In general, 
the supplies were not in the areas of rapidly expanded 
war production where they were most urgently needed. 
Your representatives stated that the industry could 
redistribute the machines to supply the needs of the 
war activities and asked us to make possible this 
voluntary effort. The requirement that Class B type- 
writers might be rented only on certificates was there- 
fore never made effective. Our order was changed to 
permit the rental of used machines for three-month 
periods generally, except for one very important re- 
striction. The trade was required to supply machines 
to certificate holders in preference to any other users 
and, if necessary, to recall machines on rental to non- 
certificate holders in order to do so. This program 
has been successful, as attested by the fact that, in 
14 months, 4,052 certificates, covering 15,177 type- 
writers, were issued. The latter figure represents only 
ten per cent of the machines potentially covered by 
the program. 
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STEEL HINGE —at ; 
points of greatest single booster lever 
wear. FIBRE BACK — _ opens and closes rings 
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:| STEEL HINGE RING BOOKS 
; are again available! 


Ur The easing of restrictions on steel for parts and 
<E mechanisms has made it possible for us to 


ald resume production on the popular “4800” line. 
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IS OUR ENEMY TOO! 


Noise wastes energy, 


dissipates manpower, 


4 


lows war production 


ESS NOISE 


This Space is Contributed by 
The Typewriter Division of Remington Rand Inc. 
to the National Noise Abatement Council's 
Wartime Campaign to Reduce Harmful Noise. 
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Limited Manufacture Resumed 

The War Production Board, in the latter part of last 
year, reopened the typewriter manufacturing industry 
on a limited basis and is supplying the remaining 
needs of the armed forces from this source. We then 
released for rental the Class A machines that were 
left and expanded by several thousand machines the 
Class D group that could be freely sold. 

Thus, the restrictions have since 1942 been steadily 
relaxed with each change in Ration Order 4A until 
we have now arrived at the point of revocation of the 
order today, effective April 22, 1944. There is just one 
obligation you still have under the order; namely, to 
keep for one year your records covering the period 
typewriter rationing was in effect. As good business- 
men, you would want to do this anyway. 

Here, I must emphasize with a word of caution, the 
fact that the revocation of Ration Order 4A does not 
mean that used typewriters are unconditionally re- 
leased from all possibility of Government control. 
OPA’s typewriter rationing authority is one which was 
specifically delegated by WPB under their Directive 
1D. As long as this directive is in effect—and it now 
is—OPA has the authority to ration typewriters and 
that authority includes the right to impose controls 
again if new circumstances should make them neces- 
sary. If Directive 1D should be withdrawn, control of 
used typewriters would again revert to the War Pro- 
duction Board. I do not say this to alarm you or to 
imply anything whatever as to any possible action by 
the War Production Board. I want only to make clear 
the present legal status of your business. 

Without doubt, you are familiar with the classes of 
machines released by OPA by the change in the order. 
However, for the benefit of any who may not be en- 
tirely clear on this point, let me emphasize that our 
jurisdiction was limited to used typewriters, wherever 
located, and to new machines in the stocks of inde-- 
pendent dealers, and to a few special new machines 
in manufacturers’ hands and specifically allocated to 
our Office for rationing. New machines in the stocks 
of the typewriter manufacturers were never generally 
under our jurisdiction and, consequently, are still 
governed by the Service Equipment Division of the 
War Production Board under Order L 54-a. 


Changes in Ceiling Prices 

We come now to the changes effected by Amend- 
ment 2 to RMPR 162. Last year, as an aid to the re- 
distribution of used typewriters between members of 
the trade, we were asked to adjust the dealer-to- 
dealer ceiling price in Revised Maximum Price Regu- 
lation No. 162 from 66 2/3 per cent to 80 per cent of 
the retail ceiling price. At that time, sales had prac- 
tically ceased and it appeared that such a change 
would not seriously threaten our retail ceiling prices. 
However, it was specifically stated in the “statement 
of considerations” accompanying Amendment No. 1 to 
Revised Maximum Price Regulation No. 162 that the 
higher price was approved in order to remove an 
impediment to the satisfaction of rental demands by 
permitting a wider redistribution of typewriters within 
the trade. It was further stated that in the event the 
general scale of used machines was again permitted, 
the question of dealer-to-dealer ceiling prices would 
immediately be reconsidered, in order to protect nor- 
mal dealer margins on sales. Amendment No. 2 to 
Revised Maximum Price Regulation No. 162, also effec- 
tive on April 22, 1944, returns the dealer-to-dealer 
ceiling price to 66 2/3 per cent of the retail ceiling 
price. It makes a few other clarifying changes in the 
order, necessitated by the revocation of the ration 
order. You will also be glad to learn that this amend- 
ment permits the use by any seller of such new trade- 
In allowance schedules as the manufacturers may be 
permitted to issue. There is little question that the 
trade will welcome a return to normal industry prac- 
tice both in the use of current allowance schedules 
and in the re-establishment of the base-period rela- 
tion between wholesale and retail prices. 
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VAN DYKE FLUORESCENT 


Built for a Purpose! 


— Van Dyke line is versatile enough and broad 
enough to meet every business requirement. For 
example ... model 1025, illustrated below, is built 
for desk workers who need more than the usual 
amount of illumination. It has an extra large shade 
in which two 18-inch fluorescent tubes are staggered 
in position to give the maximum amount of lighting. 
For some time the demand for two tube fluorescent 
lighting has been apparent. Van Dyke as the leader 
in the field makes this style available wherever 
needed. 









Heavy 134” Walnut 
Wood Base. 


Turned Wood Up- 
rights to Match 


No. 1025 Metal Shade... 
Morocco Finish. 
TWO — c-gnc 
” - white 
18” Tubes liquid plastic 
15 Watts finish. 


Instantaneous 
manual type, 
switch and 
ballast. 
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THE LAMP OF A 1000 USES! . . . Arm is adjustable to 
any height. White Liquid Plastic reflector, baked on 
Morocco finish. A. C. 


Model No. 1280 for 15 watt tube. Extension 15”, height 
24”, reflector 18”, weight 12 Ibs. 


Model No. 1280-A has 24” arm extension, weight 12!/, Ibs. 


oe No. 1281 for 20 watt tube, reflector 24”, weight 
13 Ibs. 


Model No. 1281-A has 24” arm extension, weight 13'/. Ibs. 
No. 1280-2 for 2 15 watt, 18” tubes. Extension 15”. 
No. 1281-2 for 2 20 watt, 24” tubes. Extension 15”. 





NO ORDER FILLED WITHOUT PRIORITY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. 


Chicago, Illinois 
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Their Job Has 
Been MAGNIFIED Too! 


IN PEACE TIME, paper clips, pins 
and staples did well the job for which 
they were designed. Perhaps we 
have been prone to accept their func- 


tion too casually. 


MODERN WAR, accompanied by 
vast amounts of paper work, imposes 
still greater responsibilities on paper 
fastening devices—in the armed serv- 
ices, government bureaus and war 
With 


ment restrictions reducing permitted 


current govern- 


industries. 


consumption of steel, our diminished 
output must-be devoted solely to 
these vital war needs. Under these 
circumstances, consideration can 
only be given to orders supported by 


the highest priority ratings. 


VAIL 
MANUFACTURING 
COMPANY 


900 East 95th Street Chicago 19, Illinois 
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USED TYPEWRITER DISTRIBUTION 
REVERTS TO THE TRADE 


Address by Ellis G. Bishop, Head, Equipment and 
Supplies Unit, OPA to New England Office Ma- 
chine Dealers Association, April 20, 1944. 





HE END of typewriter rationing is one OPA order 

that will be understood without explanation and 
without interruption. But before we bury the old 
order, let us take a short backward look at its achieve- 
ment, and a short forward glance at the meaning of 
the revocation. 

OPA undertook typewriter rationing at an early 
stage of the war. The emergency overtook us with 
little time for prior preparation, without the benefit 
of records of the names or location of typewriter 
retailers, without industry records, and without for- 
mal industry advisers. There was no time for explora- 
tion of all the channels of information customarily 
available to a Government agency. We banked heavily 
upon the typewriter experience of some of our per- 
sonnel, and heavily also upon common sense and good 
will. Throughout, the program has functioned smooth- 
ly. Our control of typewriters permitted the conversion 
of the typewriter manufacturing industry to 100 per 
cent production of bombsights, plane parts and guns. 
It facilitated the purchase of 300,000 used machines 
for the armed forces. It supplied essential civilian 
needs. It imposed the least possible restrictions on 
the trade and enabled independent dealers to continue 
in business, notwithstanding the loss of their usual 
source of supply. That is a record of which industry 
and Government can be proud. 


Now, to look forward. The revocation of Ration 
Order 4A means, first, that certain fears about OPA, 
as a Government war agency, seem unfounded. The 
typewriter rationing program has permitted business 
to continue profitably. You have been consulted be- 
fore changes have been made. You have prompted 
the adoption of many of the amendments. The pres- 
ent revocation emphasizes also that OPA does not 
believe in regulation for its own sake nor in the per- 
petuation of its restrictions. Your past typewriter 
records must be kept. Otherwise, the rationing rules 
are out. 

The end of typewriter rationing means, secondly, 
that you may want to freshen up on the price regula- 
tion covering typewriters. Selling prices will no longer 
be an academic matter. I know I for one have found 
it necessary to go over RMPR 162—and particularly 
over those sections which deal with the specifications 
for rebuilt and reconditioned machines, and the sec- 
tion on sales slips and invoices. These are workable 
provisions. It is easy to comply with them. 

The end of typewriter rationing means also that 
OPA is laying aside a responsibility. You in the trade 
are assuming one. In freeing the industry of rationing 
restrictions on used typewriters, we have justified it 
with the promise that the industry can do the job 
itself. It is now your job to see that war business 
is not delayed because typewriters are not delivered. 
It is your job to put machines in places where they'll 
do the most good. It is your job to convince customers 
of the necessity for rentals if no machines are avail- 
able for sale. 

One last word. This is a good time to tell you and, 
through you, the entire typewriter industry, that OPA 
has appreciated your co-operation. With few excep- 
tions, you read the orders. You complied with them. 
You helped through criticism and recommendation to 
revise them. You helped enforce them. For all these 
things, many thanks. And in taking on your new 
responsibilities, good luck. 
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ALMA 
900 SERIES is the 
pride of ALMA’s 
craftsmen who have 
skillfully enhanced 
the natural beauty 
of fine woods and 
fashioned them with 
the painstaking care 
of true artisans. 
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he one vital, driving foree behind the 
ALMA organization—-yesterday, today and will 
be tomorrow —is the maintenance of those 
standards of quality which have earned ALMA 
DESKS a well merited recognition among users, 


buyers and sellers of office furniture. 


Of past months, our strict adherence to these 
quality standards in the face of some material 
shortages and some inexperienced help has had 
a tendency to retard production somewhat. But, 
when your shipment of ALMA DESKS does ar- 
rive, every desk will be right—a true exempli- 


fication of the ALMA quality tradition. 


We are proud of the fact that we have kept 
faith with yesterday, we are keeping faith with 
today—and we pledge ourselves to keep faith 
with tomorrow. You can always depend on 


ALMA DESKS. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Note: “STEEL FILING EQUIPMENT IS AVAILABLE FOR SHIPBOARD m 
USE AND ON SPECIAL RELEASES BY THE WAR PRODUCTION BOARD” 


port Steel Sales Corporation ° 


300 EAST 145TH STREET *« NEW YORK 5Il, N. Y. 
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Industry Members Now Serving With the 
Armed Forces of the United States 


Pfc. Howard B. Crownover, former typewriter me- 
chanic for the Ozark Typewriter Company, 402 South 
Jefferson Street, Springfield, Mo., has completed 11 
months training in airplane mechanics with the Army 
Air Forces and has signed up as an Aviation Cadet 
for further training. 

Mr. Crownover spent five and one-half years in 
the service department of the Ozark Typewriter Com- 
pany, where he earned the reputation of being an 





PFC. HOWARD B. CROWNOVER 


A-1 mechanic—in fact the best the shop ever had, 
says Ralph Neff, service manager. Mr. Crownover 
spent a year in the employ of Western Union Com- 
pany in San Francisco, Calif., before entering the 
Air Forces on April 17, 1943. 

Following his recent graduation, March 16, he was 
given a 15-day furlough. To save precious furlough 
time, he and Mrs. Crownover met his parents, Mr. 
and Mrs. H. B. Crownover, Sr., in Springfield, Mo., 
their former home, where they spent the time to- 
gether and renewed old acquaintances. For the past 
two years, the elder Crownovers have lived in Berke- 
ley, Calif. 

Following expiration of his furlough, Pfc. Crownover 
was scheduled to return to Camp Curtissan, at Buf- 
falo, N. Y., for further assignment.—EVH 

E FEB 

Frank W. Wolstencroft, formerly with the Ester- 
brook Pen Company, in charge of advertising, was 
inducted into the U. S. Army about the middle of 
February. He is stationed at Headquarters Co., 3384th 
Service Unit, New Cumberland, Pa. His new duties 
involve the classification of incoming personnel for 
the type of duty to which they are best fitted. 

EERE 

Philip E. Anderson, who has been in charge of the 
office supplies and credit departments of his father’s 
business in Newton, Kans., since 1931, was inducted 
into the Navy last month. 

EE 

Robert G. Irving, formerly factory representative 
of F. S. Webster Company, Cambridge, Mass., was in- 
ducted into the armed forces on March 21. 

Prior to 1940, Mr. Irving had represented the com- 
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“GIVE ME 100 COPIES 


VOW!" 


“Yes, Sir, But How?” 


~ USE PREST- 0- PRINT” 








You Simply “Press to Print” 


coon 


$19.50 
- List 
A New te 
and Liberal 
hag Trade 
—_ ) Discount 





Stencil Type Duplicator Shipped Ready 
Inked. 


* * * * 


Simple to Operate 


When the Duplicating Problem 
Is Acute—As Now 


SELL PREST-0- PRINT 


Increase Your Duplicating 
Supplies Business 
By Selling 
Prest-o-Print 
A “Natural” for Duplicating 
Machine and Typewriter Dealers 





Any Standard Stencil Used 
Anyone Can Operate 


IMMEDIATE DELIVERY 


Bainbridge, Kimpton & Haupt, Inc. 


218 Greenwich St. New York 8, N. Y. 
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THE 


TYPEWRITER COVER 


WHOSE 


EUTORE 's» «: PRESENT 


1 Blt’s A Sturdy Cover Because It’s CANVAS 


When they coined the word ‘Durability’ 
they were thinking of this canvas type- 
writer cover. 


2} It’s A Beautiful CANVAS Cover 


This canvas cover is an asset in any office 
where people pride themselves on com- 
bining practicality with neatness. 


It Won't Crack Because It’s CANVAS 


Not a crack in an office-load! Day in, day 
out — month after month, this canvas cover 
withstands wear and wear. 











It’s A Custom-Tailored CANVAS Cover 
Nothing sloppy about the way this canvas 
cover fits on a typewriter. 








It’s Washable Because It’s CANVAS 


This canvas cover doesn't get dirty quickly. 
But when it does an easy washing has it 
brightly new again. Won't fade, won’t run, 
won't shrink. 


Write for additional information and prices 
today on your letterhead Specify the quan- 
tity of covers you are _ interested in. 


SEVERAL TERRITORIES AVAILABLE 


Certain territories still are open for dis- 
tributorships. If you qualify, write us and 
tell us why. 













KAMEN PRODUCTS CO., INC. 


53 HOPE STREET BROOKLYN Il, N.Y. 
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pany in New York City for nine years. At that time 
he was transferred to the Connecticut and western 
Massachusetts territory. His home was in Plainville, 


| Conn. 
ee 


NSA ISSUES 1942-43 RESEARCH REPORT 


Recently distributed to members of the National 
Stationers Association was the organization’s compre- 
hensive annual report on the Cost of Operation in the 
Commercial Stationery Trade for 1942. 

Seven tables of operating results in commercial 
stationery and office equipment businesses are in- 
cluded in the study, each presenting percentages for 
cost of merchandise, gross profit, expenses (salaries, 
rent, advertising, light and heat, taxes—other than 
income), and all other expenses. Net operating profit, 
both before and after taxes, were included in the com- 
posite table, and net operating profit and rate of turn- 
Over appeared in each of the classified tables. Six 
ranges of volume of business were covered: Firms doing 
a volume of from $25,000 to $50,000 annually, those with 
sales varying from $50.000 to $100,000, from $100,000 
to $250,000, from $250,000 to $500,000, from $500,000 to 
$1,000,000, and those with an annual volume exceeding 
$1,000,000. All results were based on figures supplied 
the NSA by individual members. 

Included with the report were forms requesting 
similar figures for the fiscal year 1943. Five pages 
of the report were devoted to a discussion and inter- 
pretation of the data presented, together with a series 
of suggestions for the consideration of office outfit- 
ters and stationers planning for the post-war era. Also 
of interest to readers will be the comparative data 
table covering 17 years of operation from 1926 (ex- 
cluding 1927, 1929 and 1934). 

Too, many stationers will be glad to receive in the 
report the address made by Howard Sanders of the 
Stationers and Publishers Board of Trade at the 1943 
NSA convention in Chicago, together with samples of 
the accounting forms he recommended for use by the 
average stationery and office appliance store. 

: a. 
NOMDA ISSUES NEW MEMBERSHIP LIST 


The National Office Machine Dealers Association 
has just released a new 44-page Who’s Who of the 
Office Machine Industry, containing a complete roster 
of members as of March 1, 1944. Purpose of the new 
publication is the supplying of new information and 
data for the benefit of members and for the industry. 

One page of the new directory is devoted to a list 
of officers, directors and past presidents.of the na- 
tional association, and one page to a listing of affili- 
ated associations. A complete index to the booklet 
appears on page Six. 

The listing of members is by regions, each state 
group being segregated under the proper regional 
classification. Interspersed at intervals throughout 
the booklet are advertisements of leaders in the field, 
the index to this group appearing on page 42. Help- 
ful, also, is a well-arranged key to abbreviations, 
designating the type of equipment sold by each 
member listed in the publication. 

All in all, it’s a good editorial effort, and one that 
should become increasingly effective and useful in 
subsequent issues. 


_—_<.—>- 


SONORA STATIONER MOVES TO NEW LOCATION 
Clement R. Fye, Sonora, Calif., stationer, has an- 
nounced the removal of his store to new quarters in 
| the Wenzel Building (City Hotel), Washington and 
| Theall Streets, in the heart of the city’s business 
district. 
| Chief lines handled include office supplies, account- 
ing and business forms and supplies, salesbooks, type- 
writer and adding machine service and supplies, filing 
equipment, business and personal stationery, school 
supplies, books, magazines, sheet music and greeting 


cards. 





OFFICE APPLIANCES, May, 1944 








OFFI 





me 
rm 
lle, 


. lh aa 
@e LUNUDENSE A 
a5 LUNFERENCE 





6 his Leopold-designed Conference Desk is an ingenious solution 
e 


ber for the busy executive whose daily routine includes group meetings. 


ew ' : Sy ke - 
nd It’s a tailor-made Executive Desk and Conference Table com- 
+ bined, conserving space and heightening efhciency. Facing the 
is ins : pe AS ; ; 

e presiding Executive, the desk has its full implement of drawer 
a accommodations suited to his requirements, including a special 
Executive's filing drawer. 

ite ? Sas ote 

al And for the Conferees, as they draw up their chairs, ample 
ut 
ld, . ca 
p- on the desk’s three conferring sides. The several desk sizes built 
1S, 
ch 


sitting comfort is provided by the nine inch top overhang available 


will accommodate chair groupings of 5 to 9 chairs. The receding 


base gives full foot freedom. 
at : 
in Leopold crattsmen designed this streamliner to meet the need 


for maximum use of ofhce space. Notice how functional simplicity 


IN is used to attain inherent beauty and convenience. 

n- 
in This soundly designed newcomer suggests the inherent crafts- 
o manship which, since 1876, Leopold has been applying to the 
problems of tomorrow. 
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“ THE LEOPOLD COMPANY - _ Burlington, Iowa 
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FOR 
PROMPT 
DELIVERY 


NEW ENGLAND 
FILING EQUIPMENT IN WOOD 
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FILING CABINETS We are equipped to make special 
2, 3, 4 and 5 drawers, Letter and Legal equipment of all types in wood 
sizes @ with or without lock @ easy from architects’ drawings and spe- 
sliding full drawer suspension @ olive cifications. 


green or walnut finish. 


Cabinet making is our business—before the war—now 
and after the war. All our furniture is made right here 
in our own shops under our own control by cabinet 
makers who have made custom built furniture for 
years and years. We use the same fine cabinet mak- 
ing standards for our present line of filing equipment. 
We have these items ready to ship to you. Write for 
oun catalog. 
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NEW ENGLAND WOODWORKING COMPANY 
512 E. 137th STREET . NEW YORK, N. Y. 


MULTIPLE DRAWER CABINETS 


Full suspension drawer action. 28”Dx52”H. 6, 7, 8 and 10 
drawer units for 9x6, 8x5, 6x4, 5x3 cards respectively 
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WHAT ARE YOU PLANNING FOR THE FUTURE 
(Continued from page 18) 
war itself—that none of us may even be awarded of 
its being upon us. 
We all should bear in mind that the distribution of 
merchandise is based upon solid economics and not 
upon sentiment or emotion. 


The products of manufacturers and wholesalers will 
continue to find their way to the ultimate consumer 
through orderly and well-established trade channels. 
Responsible manufacturers and legitimate wholesalers 
will continue to rely upon retailers for sales to the 
consumer markets, and I believe that their sales and 
distribution policies will be intensified in that direc- 
tion after the war. 


Of course, it is the hope of all retailers that they 
will be a part of post-war distribution plans in an 
ever-expanding way. Logically, they have a right to 
feel their importance in distribution because they are 
the final point of consumer contact for most factories 
and wholesalers. Since we all expect to be on the 
receiving end of whatever post-war sales potentials 


may be developed as an outgrowth of scientific re- | 


search and planning on the part of producers, it is 
essential that we, too, do some research and planning 
so we will be in good shape to do a first-class retail 
selling job in the post-war era. 


It seems to me we should be practical and realistic 
about studying and critically analyzing our business 
from one end to the other. Let me suggest a simple 
and direct approach to the subject. Let us study and 
think about our business by dividing it into three sep- 
arate spheres of time or “period” operations: 

1. How we operated before the war, 

2. How we are operating now under wartime scarci- 

ties of material and help of all kinds, 

3. How we expect to operate in the post-war era. 

Since we probably will have to rebuild our organiza- 
tions and “operating” functions after the war or dur- 
ing the transitional period when merchandise and 
help become easier to get, let’s ask ourselves this ques- 
tion, “Will I be satisfied and will I be able to take the 
utmost advantage of the future if I rebuild everything 
in my business along the same lines which prevailed 


before the war?” I think that if we are honest, prac- | 
tical and critical about our business—as we should be | 
—the answer to that question will be a great big, | 
“NO.” We probably will find that there are a great | 


many things we did not do at all before the war, and 


just as many which could stand considerable improve- | 
ment, if not a complete overhauling, for greater effi- | 


ciency and productivity in the future. 


In order to develop any kind of a business program, | 
it is necessary to deal first with the fundamentals of | 


business practices. This calls for dealing with the 
whole subject of planning for the future from a strictly 
preliminary point of view. There must be a starting 
point! It is not possible to develop a plan for an 
organization program without first studying our own 
individual situation from the “inside.’’ In order to do 
this, we must review the past, consider the present, 
and then dream and plan for the future. In fact, there 


can be no plan at all unless it is founded upon operat- | 


ing facts pertaining to both the past and future 
capacity of our business to fit into the post-war 
scheme of distribution, whatever the situation may be. 

Thus, it seems to me that it is extremely advisable 
to get away from platitudinous thinking and discus- 
sion about post-war planning and get down to solid 
thinking and planning so that we actually start laying 
the foundation for the future operation and direction 
of our individual businesses. 


List Business Functions 


Wouldn’t it be practical and conducive to construc- 
tive development to set down on paper all of our pre- 
war financial, management, sales, personnel, merchan- 
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WAR- 


weary typewriters 
need... 


“GRAND 
PRIZE” 


TYPEWRITER RIBBONS 
and CARBON PAPER 














O assure neatest, cleanest, fastest work 

—especially under today’s conditions— 
standardize "Grand Prize” Typewriter Rib- 
bons and Carbon Paper. These fine prod- 
ucts mean superior performance—always 
in all ways! 





| 

| More than SO per cent of the “Grand Prize” 
output is now at work for government 
agencies, armed forces, and the war in- 








ustries. a 
BUY AN EXTRA WAR BOND! 
i: 


PACIFIC CARBON & 
RIBBON MFG. COMPANY 


J. Francis O’Connor, Pres. 


Head Office and Factory: 
1451 Harrison Street, San Francisco 3 
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PEERLESS 
Filing Cabinets 


1940 


Steel Then 


i944 


Wood Now 


i9—-? 


Steel Again 


Peerless Steel Filing Cabinets is still a part 
of the future—American offices will have this 


quality equipment, not long after restrictions 


are relaxed. 


Until then, we recommend Peerless Wood 
Filing Cabinets—equipped with smooth ac- 
tion, progressive suspension, made of wood 
and steel to give superior performance and 
at the same time economize on critical mate- 
rial. Supplied in letter and legal widths and 


built to last a lifetime. 


A catalog is available. 


Peerless Stool 
Equpment (0. 


UNRUH & HASBROOK STS. 
PHILADELPHIA 11, PENNA. 
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dising, and “unit” operating functions so that we can 
get a good close look at them for study, self-criticism 
and possible re-organization? Of course, self-criticism 
means introspection; asking and answering a whole 
series of pertinent questions; and it might be a good 
thing to question every policy, every service function, 
and every operating or management detail as handled 
before the war. Even during normal times there is a 
tendency to take most things for granted and, by-and- 
large, we do not ask ourselves enough questions. It is 
the order of the day, in planning for the future, to 
question everything and then to dig for the answer. 

Let me illustrate by telling you the story about a 
very bright young captain of the guard at the Czar’s 
palace in Russia in the early nineteenth century. This 
young officer had all of the intensified training and 
qualifications necessary—including social background 
—to make him eligible for this high and important 
post. Being of a quizzical nature, he approached every 
detail of his new job by asking questions and then 
insisting upon finding the answers. 

The first day he took command of the guard—which 
was a very formal daily affair—he noticed, as the 
guards were posted, that one particular park bench 
on the palace lawn required three guards. Now, there 
were many such benches placed around the spacious 
lawns, but none of the others required guards at all. 
So up came question number one, and for months he 
was unable to find anyone who could tell him the rea- 
son for these three guards, except that they had been 
there for over forty years, 24 hours a day, with new 
guards posted every three hours. Finally, one day 
while in the basement of the palace, he noticed, quite 
by accident, an old, grey, and cobwebby-looking man 
walking into what seemed to be a huge and carefully 
guarded vault. Upon propounding the question about 
the three guards to the old man, who turned out to 
be the palace bookkeeper, he got the reply, “Why, they 
have been there for at least a half-century.” He 
didn’t know why, but he would consult the records. 
Weeks later he came up with the answer. 

Many years ago the Czar, while out Strolling with 
his wife, noticed a painter just finishing painting this 
particular bench. Being fearful that the ladies-in- 
waiting, who were due for their afternoon stroll, would 
sit on the bench and ruin their beautiful gowns, he 
quickly and casually asked that a guard be posted for 
protection against such a catastrophe. Ten years later 
the guard was still doing duty. Then came a revolu- 
tion and in desperation, the Czar shouted a command 
to triple the guard! His orders were carried out and 
never rescinded. For over forty years the bench was 
carefully guarded until this young Captain came along, 
asked the question, found the answer, and had the 
order rescinded. 

There is a good moral to this supposedly true story 
and that is, never to take for granted that everything 
we have been doing or are now doing in managing our 
business is necessary or without a flaw. So I believe 
it would be well to get down on paper a whole series 
of questions as a matter of preliminary study to post- 
war planning. This study could be headed up— 


Analysis of My Pre-War Business Structure 


(Bear in mind that the questions I have set down 
cover various sizes and types of businesses. No one 
person can tell each business what it should do in its 
own particular case. The really useful answers are 
those each concern develops to fit its own special cir- 
cumstances. Then, too, I am merely suggesting an 
outline for study which can be added to, inasmuch as 
I have developed only nine sub-sections and there 
may be others which you can add if interested.) 

1. My Financial Situation—Did I employ too little or 
too much capital? Was my capital employed in the 
proper places in my business? Was I under- or over- 
capitalized, and how do I stack up now in line with 
what I believe to be an expanding period of sales 
in the post-war era? Is my current financial set-up 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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FILES YOU CAN Self AND Deliwor 
IMMEDIATELY 


CARD INDEX FILES 


for3x 5,4x6,5x8and6x9CARDS 
—ONE, TWO OR FOUR DRAWER FILES— 
15 inches and 24 inches deep 


That Stack on a Base 
. ‘ TABULATING CARD FILE 
Into Vertical Units No. 2024. Solid 20 Drawer 





BUILT TO GIVE YEARS OF EXTRA 
HARD USAGE. BOYNTON QUALITY 
THROUGHOUT. 


RS 
TABULATING Sy ! 
| oe 
CARD FILES 28 
alld om 
POSITIVE—REMOVABLE—-PATENTED— : = ii ; 
TABULATING CARD EASY WORKING FOLLOW BLOCK —= 
No. 424. Sectional 60,000 CARD CAPACITY aa 
a= 
= s 
=e es 
‘ es 


FOUR DRAWER FILES 


for Checks 
DRAWER SIZE INSIDE 
43," x W/p" x 22" 
EQUIPPED WITH OUR PATENTED 
FOLLOW BLOCK 





No. 9400. Check File 


SINGLE DRAWER 


Letter and Legal Size 


FILES 


THEY STACK INTO FOUR OR FIVE 
DRAWER CABINETS 
BOYCO FILES are the No. 8511 Single Drawer 

Best All Wood Files Made. heal Whe aati 


MANUFACTURED BY 


BOYNTON AND COMPANY 
1725-47 North Bosworth Street Chicago 22, Illinois 
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sound and is it adequate for the future expansion 
and development of my business? Should I seek 
outside expert counsel and advice on this subject? 
Credits—Was my system of extending credits and 
making collections weak? Could I improve this 
important phase of management in any way at all? 
Do my store sales people have quick and accurate 
credit information on all sales to charge accounts 
as they should have for speed, accuracy, and with- 
out embarrassment to my customers? 
Location—When does my present lease expire? Am 
I paying too much or too little rent? Is my present 
location the best available, or should I start looking 
for a new and better location? Will such a move 
improve my own sales: situation and my volume 
relationship to my supply sources? 
Illumination—How about my store and window 
lighting? Was it good in the pre-war days? Is it 
the best available now and does it help to attract 
more customers and increase my store sales? What 
will the market have to offer in the way of store 
lighting after the war that may profitably fit into 
my kind of store? 

Store Layout—Are my store fixtures modern and 
are my merchandise layouts and displays fresh and 
attractive? Could they be improved upon so as to 
produce the maximum in sales results after the 
war? 

Inventory—Is my stock control system the best 
that can be developed and used in my business? 
Because of merchandise scarcities, have I permitted 
my stock control system to deteriorate so that cur- 


rently it has little or no value? Does it need re- | 


organization for the future? 


a. Does it afford quick, intellingent buying and | 
produce satisfactorily in the way of inventory | 


turnover? 

b. Can I simplify my inventory and standardize on 
merchandise lines to a better and greater extent 
than I have in the past? 

c. Should I diversify and broaden out my merchan- 
dise lines to include other kindred lines, or was 
my pre-war layout satisfactory in every detail? 

d. Should I go back to scattered buying as I did 
before the war, or can I benefit financially 
through a more concentrated buying plan the 
use of fewer supply sources? 

e. Would it pay me to departmentize all merchan- 
dise and keep accurate records of departmental 
sales so that I will have better control over sales 
and development and inventory investment? 

Personnel—Did I have the right kind of people and 

the best level of intelligence my business could 

afford in its various departments before the war? 

a. Since I may have to rebuild my organization to 
a considerable extent, when rebuilding is again 
possible, would I actually duplicate what I had 
before, or should I seek improvement in certain 
jobs, which improvement would be more produc- 
tive in the future than in the past? 

b. And then that great big and most important 
question, the re-employment of returning service- 
men and servicewomen. Do you remember the 
obligatory contents of the Selective Service Act, 
which states: 

“Any such person who has left or leaves a 
position, other than a temporary position, in the 
employ of any employer and who (1) receives 
certificate of completion of training or service, 
(2) is still qualified to perform the duties of 
such position, and (3) makes application for re- 
employment within forty days after he is re- 
lieved from training and service, such employer 
shall restore such person to such position or to 
a position of like seniority status and pay unless 
the employer’s circumstances have so changed 
to make it impossible or unreasonable to do so. 
Any person who is (thus) restored shall be con- 
Sidered as having been on furlough or leave of 
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THE SCIENTIFIC TYPEWRITER PAD 
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la 
[er a_ bigger 
market now than ever for 
KIL-KLATTER Typewriter 
Pads because they actually preserve typewriter life 
by absorbing vibration that loosens parts . . . they 
save money by postponing the need for repairs. Be- 
sides this, KIL-KLATTER Pads really deaden typing 
noise, reduce typing fatigue, and greatly lessen the 
danger of typewriters sliding off desks. 

Made of famous OZITE All Hair Felt, with non- 
skid bottom, and specially treated top to keep ma- 
chine legs from digging in. Size 11 x 13 ins., fits all 


typewriters and many business machines. 





FREE DISPLAY CARDS: 


With orders for a dozen or 
more pads we'll send you 
FREE a colorful display 
card and a quantity of 2- 
color mail enclosures im- 
printed with your name. 


Fits all typewriters 


00 


Retails $ 
for 











Dealers: Pin coupon 
to your letterhead for 
Free Sample. 











AMERICAN HAIR & FELT COMPANY, 
Dept. D5, Merchandise Mart, Chicago, 54 
Send FREE sample KIL-KLATTER Typewriter Pad and full infer- 
mation about prices and discounts. 

FIRM NAME 

ADDRESS 

CITY STATE 
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FILING SUPPLIES 





There STILL is no 
substitute for quality 


Today—more than ever—honest workman- 
ship is the main ingredient of quality. The 
very fact that raw materials are not so 
plentiful, and often not wholly in accord 
with normal standards, places a heavy bur- 
den on honest workmanship to maintain 
quality. 

We at Guide System are doing an hon- 
est, intelligent job in manufacturing avail- 
able materials to maintain our high stand- 
ards, for which GUSSCO FILING SUPPLIES 


and TRANSFILE Files are known. 
And—GUSSCO service is still making extra 
money for dealers, too. 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL STREET 
13, N. Y. 


NEW YORK 





TRADEMARK 


TRANSFILE 
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absence, shall be restored without loss of senior- 
ity, shall be entitled to participate in insurance 
and other benefits offered by the employer 
pursuant to established rules and practices re- 
lating to employes on furlough or leave of ab- 
sence in effect with the employer at the time 
such person was inducted, and shall not be 
discharged from such position without cause 
within one year after such restoration. In case 
any private employer fails or refuses to comply, 
District Court of the United States shall have 
power to specifically require such employer to 
comply.” 

Do you realize how important it may be to you 
to be familiar with Government policy for en- 
forcing this law? 

Have you obtained copies of the full text of 
the Selective Service Act from your congress- 
man? 

How will the re-employment efforts of the 
local Selective Service board affect you? 

Will your wartime experience with women 
workers prompt you to change your hiring poli- 
cies? 

How effective have your women employees 
been? 

What jobs do they do less well than men? 

As well as men? Better than men? 

For what jobs formerly held by men do you 
prefer to retain women if post-war conditions 
permit? 

c. Shall my employee education and sales training 
method be continued? Was it the best I could 
afford and would it be adequate or good enough 
in the post-war era of expanding sales poten- 
tials? 

d. What about my scale of salaries and salesmen’s 
compensation? Shall I consider paying a higher 
level of salaries to attract a better quality of 
rank-and-file employes? How about salesmen’s 
compensation or even an over-all profit-sharing 
plan? What is the trend in my industry and 
how do my competitors and other trade mem- 
bers handle this phase of management better 
than I do? What are they planning for the 
future? 

8. Sales— 

a. What about catalog distribution in my market 
if I have not distributed catalogs before? 

b. Will the same exclusive agency connections be 
all right for the future? Could I add to them in 
any way at all? 

c. Was my advertising program adequate? Could 
it be improved upon for the future? 

9. Mark-ups and Gross Profits—What about my mark- 
ups and the gross profits my business produced 
before the war and during the last two years? Is 
my system of mark-ups sound, or should I lay the 
foundation now for the future and plan for a sys- 
tem that will afford all of the necessary flexibility 
in order to meet competition intelligently, and ade- 
quately serve my market, as well as to produce 
satisfactory turnovers and the kind of gross profits 
that will assure proper return on invested capital 
and the future growth and expansion of my busi- 
ness? 

I suppose I could go on and mention many other 
important things that should be analyzed, but I be- 
lieve I have covered enough to get across to you the 
kind of preliminary work that should be undertaken, 
all of which is aimed at the development of a definite 
post-war plan. 

Do I think that the post-war period will be full of 
new sales and profit potentials for retail stationers? 
Of course, I do, and especially for those who will toil, 
sweat and prepare themselves in such a way that their 
business will be vulnerable to the times and all it will 
have to offer. I have explicit confidence in American 
business and in the continuing need for first-class 
1944 
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The Breech Loading Pencil That 









Holds Leads Firm To The Last ' Inch 


“By their name, you shall know them”’ 
—and thousands of prospects old and 
new are being told about Autopoint 
Pencils. Ads packed with sell are tell- 
ing the story from coast to coast —in 
favorite national publications. . . cre- 
ating store traffic and plenty of full 
profit sales. 

Now is the time to get set to reap 
your share of these easy sales—easy 
profits. Do it now by featuring the big 
plus features of the Autopoint Pencil. 
Tell your customers that it’s a breech 
loader—it can’t clog, can’t jam. Tell 


them about Autopoint’s plunger action 
that feeds leads easily as needed. Let 
them know about the exclusive grip- 
tite tip that holds leads firm down to 
the last 's inch. Once they know these 
features—once they’ve experienced the 
feel and balance of this trouble-free 
writing tool—you can be sure they’ll 
have no other pencil! 

If you can’t get all the Autopoint 
Pencils you can sell now, please be pa- 
tient Uncle Sam comes first. When 
Victory is won there will be plenty of 
Autopoints for everyone. 





THE SB BETTER PENCIL 


REG, TRADE MARK 


AUTOPOINT COMPANY e 


OFFICE APPLIANCES, May, 1944 


1801 Foster Ave., Chicago, Ul. 





117 























Meets dealer and consumer needs 


“Specialists in filing supplies’ is the reason! Every 
energy of the Oxford organization has been concen- 
trated on keeping available the filing supplies needed 
on the home front. 








How well the job is being done is indicated by the 
completeness of this Oxford war-time vertical guide 
line. 






e 


Today, your $64 question is ‘““where can I get the 
widest choice with the least delay?” The answer]is, 
Oxford. Now, and post-war, you will be better served by 













OXFORD FILING SUPPLY CO. 
340 Morgan Ave., Brooklyn 6, N. Y. 
125 South 8th St., St. Louis 2, Mo. 
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ALPHABETICAL INDEXES 
LETTER, LEGAL AND INVOICE SIZES 
Choice of: Insertable Steel Tab, 
Celluloided Pressboard, Plain’ 
Pressboard, and Manila. Insert. 
able Angular Celluloid Tabs in: 

letter and legal sizes only. 
































BLANK TAB GUIDES 

LETTER, LEGAL AND INVOICE SIZES | 
Choice of: Insertable Steel Tab, 
Plain Pressboard and Manila, in 
5th and 3rd cut tabs. Insertable! 
Angular Celluloid Tabs in letter 
and legal sizes, 5th cut tabs only. | 














MONTHLY, DAILY AND 
STATE GUIDES 
LETTER, LEGAL AND INVOICE SIZES 
Choice of: Insertable Steel Tab, 
Celluloided Pressboard, and Plain 
Pressboard. Insertable Angular 
Celluoid Tabs and Manila in let- 


ter size only. 
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efficient retail distributors. They are the very synthesis 
of a sound national economy. 

In the February issue of Nation’s Business you will 
find an article entitled, “The Retail Battle Royal!” If 
you have not already done so, read and re-read it. It 
will give you a feeling of confidence and a sense of 
direction regarding your future. 

I have just seen some U. S. Chamber of Commerce 
figures that indicate to what great extent the United 
States will be leaning upon “retailing” after the war 
to assure maximum employment, full-scale production 
and continued prosperity. The estimate for retail sales 
is 75 billion dollars for the first year. Now there is a 
post-war horizon for you! There, too, is a big chal- 
lenge which calls for some serious thought, study and 
planning. 

According to most reliable reports, the post-war era 
will be an era of marvelous opportunities for all of us. 
Never before have there been so many business forces 
combining their strength and working together to 
achieve a practical ideal of consumer service in a 
market that, while highly competitive, will offer great 
opportunities for sales and services of all kinds. 

* * * 

Here are a few “pearls of wisdom” from my scrap- 
book. The author is unknown but his thoughts are 
worth considering: 

“Youth is not a time of life... it is a state of 
mind. It is not a matter of ripe cheeks, red lips and 


supple knees; it is a temper of the will, a quality of | 


the imagination; a vigor of the emotions; it is a 
freshness of the deep springs of life. 

“Youth means a temperamental predominance of 
courage over timidity, of the appetite for adventure 
over love of ease. This often exists in a man of fifty 
more than a boy of twenty. 

“Nobody grows old merely by living a number of 
years; people grow old only by deserting their ideals. 
Years wrinkle the skin, but to give up enthusiasm 
wrinkles the soul. Worry, doubt, self-distrust, fear 
and despair .. . these are the long, long years that 
bow the head and turn the growing spirit back to 
dust. 

Whether 70 or 16, there is in every being’s heart 


the love of wonder, the sweet amazement of the stars | 
and star-like things and thought, the undaunted | 
challenge of events, the unfailing child-like appetite | 


for what next, and the joy and game of life.” 

Yes, the future is a big challenge—and to meet that 
challenge requires conditioning and planning. What 
are your plans for the future? 

ee 
MAXON TO HEAD ROYAL’S CREDIT DEPARTMENT 

A. E. Davis, treasurer of the Royal Typewriter Com- 
pany, has announced that Ramon Maxon has been 
named credit manager to succeed the late W. J. 
Christie. 

Joining Royal in 1923 as a bookkeeper in the general 
department, Mr. Maxon displayed abilities that won 
him his advancement to the position of correspondent 
in the home office credit department in 1924, and to 
assistant credit manager in 1926. 

Liked and respected by all his associates, Mr. Maxon 
is ideally qualified for this new assignment. His many 
friends throughout Royal and in the office equipment 
field join in wishing him every success. 

<enanancemnciigeililits 


EDITH WITTE NOW REPRESENTING J. L. HANSON 


Mrs. Edith Witte, who travels the states of Kansas, 
Iowa, Missouri and Nebraska for Replogle Globes and 
The Reilly & Lee Company, has b2en appointed district 
representative for the J. L. Hanson Company, manu- 
facturer of albums and scrapbooks. The lady’s hus- 
band, George A. Witte, travels the same area for 
White & Wyckoff Manufacturing Company. Both Mr. 
and Mrs. Witte attended the wartime council of the 
Eighth District NSA, which was held in Kansas City 
March 31 and April 1. 
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WOOD CHAIRS 


"DESIGNED TO LOOK/LIKE STEEL” 


No. 110-CA 
ARM SWIVEL CHAIR 





No. 125-GL 
SIDE ARM CHAIR 





No. 222-FR 
OPERATOR CHAIR 





No. 140-CA 
SWIVEL CHAIR 





No. 175 
SIDE CHAIR 
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WILLIAM H. WALLACE 

William H. Wallace, vice-president and director of 
Bainbridge, Kimpton & Haupt, Inc., New York, died 
_ | March 24 while on a business trip in Cincinnati, Ohio. 
| | His death, which came suddenly following a few 

hours’ illness, brought to a close a successful busi- 
~ |mess career of more than 50 years in the stationery 
“ | industry. 

Mr. Wallace was born in Lancashire, England, in 
| 1873. He entered the United States at the age of 12 








en nd 








THE LATE W. H. WALLACE 


and three years later joined the sales staff of the 
| Tower Manufacturing Company. At the age of 19 he 
| took over the central northwest sales territory for the 
company, covering the Dakotas and a part of Canada. 
|Later he was advanced to the post of general sales 
|/manager and buyer, making several trips to Europe 
'to open up new channels of purchase and cement 
| foreign relationships. 

He subsequently left Tower to join the staff of 
|Kimpton, Haupt & Company, which later merged 
|with Henry Bainbridge & Company. His active serv- 
| ice with the latter organization continued until the 

| day of his death. 
: | Affable, kindly and sound in business judgment, 
| “Bill” Wallace created lasting friendships wherever 
he traveled. He will be sadly missed by his host of 
admirers who have profited by his advice, integrity 


and good will. 
+ - | 


WILLIAM J. CHRISTIE 
William J. (Bill) Christie, home office credit man- 
ager of Royal Typewriter Company, New York, died 
on April 1, 1944. 
Mr. Christie joined Royal over 27 years ago as a clerk 
|in the accounting department. In 1920 he was trans- 
| ferred to Royal’s Canadian office as chief accountant. 











y ee Oe 04 or In the following year he returned to New York to take 
Oey | F Y 0 U | the position of cashier for the Regal Typewriter Com- 
| pany and a short while later became cashier for Royal’s 
{metropolitan division. In 1927 he was advanced to the 
HAV J & a T0 L D H i Ww that you | post of credit manager and did an outstanding job in 
é ‘ | this capacity. Mr. Christie held this position until the 

have complete indexes, filing systems, sup- | time of his death. 


plies and service especially adapted to | He was well-liked and respected by everyone in the 
|organization. His many friends throughout the office 


bank needs. Display and demonstrate | equipment industry extend their deepest sympathy to 
Wabash Bank Supplies and you will sell |the members of his family. 


them. Write for Bank Supplies Folder now. | tok ob 
4 ISAAC GOLDSMITH 
le nts oe. Isaac Goldsmith, founder and owner of the Gold- 
<5: |smith Book and Stationery Company, Wichita, Kan., 
| died in a Wichita hospital on March 28, following a 
protracted illness. He was 76 years old. 
Born in Clinton, Mo., in 1867, he was educated in 
“A | the local schools. As a young man he moved to Win- 
| field to work for his uncle, Henry Goldsmith, in his 
'book and stationery store. In 1893 the pair bought 
‘out the Wichita Book Store, continuing in business 
|}at the North Main Street address for a number of 
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years. Later they moved to 122 East Douglas Street, ; zs 


where the store remained until 1920. In that year 
er Da 


Well-known in Wichita Masonic circles. Mr. Gold- 
smith was a 33rd degree Mason, a member of the 
Wichita Consistory, the Albert Pike Lodge No. 303 an 
the Midian Shrine. He was a member of Temple 
Emmanu-El. He was also active in fostering the 
growth of baseball, having been one of the founders 
of the Kansas baseball tournament, the plan of which 
was later adopted in nation-wide baseball tourneys. 

Surviving are two daughters, Mrs. John Speer, New 






Mr. Goldsmith moved to his present location at 116 pays 


South Topeka. 
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York City, and Mrs. Fred Arst, Wichita; one sister, ll 
Mrs. Theresa Gerson, Houston, Tex.; and five grand- ae 
children. 

jy - NEW 
7 DAVID M. REYNOLDS | <anbinee 
, David M. Reynolds, senior member of the firm of 
Reynolds Brothers, Scranton, Pa., stationers, and an 


active businessman of the city for more than a half- 
century, died March 17 at his home, following a 
three-weeks’ illness. He was 82 years old. 

Born in Abedare, South Wales, on April 4, 1861, he 
was the oldest of seven children. His family emi- 
grated to the United States while he was still a 
young lad, and settled in West Scranton. He and his 
brother, John, gained their first contact with the 
stationery industry in the firms of Pryor & Thomp- 
son, and Thompson & Pratt, local stationers. When 
the latter firm dissolved, the two men set themselves 
up in business as Reynolds Brothers, and their asso- 
ciation had continued unbroken to the time of his 
death. Their original store was on Lackawanna Ave- 
nue, but later was moved into the Hotel Jermyn 
Building. Ten years later, they relocated in the Coal 
Exchange Building, where the store has remained. 
The completion of a half-century in business was 
celebrated by the organization in June, 1942. 

A lover of music and active promoter of civic musi- 
cal presentations, he was also prominent in many 
local civic, charitable and fraternal organizations. 
Among this group was the Community Chest, Cham- 
ber of Commerce, Salvation Army, Kiwanis, Masons, 
Elks, Scranton Club and Country Club of Scranton. 

He is survived by his wife, Ruth C. Reynolds; his 
brother, John; a sister, Mrs. Daniel S. Thomas; two 
nieces, Miss Anne Reynolds and Mrs. Russell Ohora, 
both of Scranton; and two nephews, Arthur J. Reese, 
Scranton, and Gordon R. Reese, Palmerton, Pa. 
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FRANCIS ROSCOE WOOD 

Francis Roscoe Wood, general agent in Atlanta, Ga., 
for Felt and Tarrant Manufacturing Company, Chi- 
cago, Ill., makers of Comptometer, died unexpectedly 
April 2 in a private hospital in Atlanta. He was a 
resident of Atlanta, where he was a charter member 
of the Kiwanis Club. 

Surviving are his wife; a son, Thomas F. Wood, 
serving in the Navy; two sisters, Mrs. Walter L. Clark 
of Carmi, Ill., and Mrs. William Trosky of Cincinnati, 
Ohio, and two grandchildren.—BJ. 


ok & | 
ALBERT C. KAYE 

Albert C. Kaye, supervisor of service at the Pitts- 
burgh branch of L. C. Smith & Corona Typewriters, 
Inc., died in that city on March 14. He was 43 years 
old. SOLD THROUGH 
Mr. Kaye had been employed in the service depart- 
ment of the Pittsburgh branch since 1927, and had | AUTHORIZED 

held the supervisor’s post since May, 1941. DEALERS 
He is survived by his widow and three small children. 


MAX. FRIEDLAND MARKWELL MFG. ix 


Max Friedland, owner of the Business Equipment 
Company (formerly St. Paul Typewriter Exchange), ee 2 
380-384 Minnesota Street, St. Paul, Minn., died sud- 
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WHO CAN BUY 
SAFES TODAY? 





Pertinent Changes Covered by 
Amendment to L-13-a: 


Authorizes the acceptance of orders without 
W.P.B. approval provided equipment is sold to 
the account of the Army or Navy, U. S. Mari- 
time Commission or the War Shipp. Admin. 


Dealers can now submit their application for 
safes for other government agencies or essential 
industrial channels, on WPB form 1319 direct 
to the local or district WPB. If approved, au- 
thorization must be attached to order. If more 
convenient Meilink will make application to its 
local board upon receipt of dealer order and 
complete information. 


NOTE: Our company still has on hand a few sizes 
of fireproof safes which can be shipped im- 
mediately under conditions indicated above. 


MEILINK STEEL SAFE 60. 


CHICAGO nge) Golem e) site) NEW YORK 
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denly in that city on Wednesday, March 22. 

Mr. Friedland was born in Boston and moved to St. 
Paul at the age of 17. He opened his first store in 
1902, later expanding into the present extensive status 
by the consolidation of the St. Paul Typewriter Ex- 
change and Business Equipment Company. The or- 
ganization has long been known as one of the largest 
typewriter concerns in the Northwest. 

He is survived by his widow and a son, Allen, now 
in the Army Air Forces, who will continue in the man- 
agement of this long-established business. 


h +k ok 
DAVID MAXWELL WADDEY 


David Maxwell Waddey, president of the old and 
widely-known stationery firm of Everett Waddey Com- 
pany, Richmond, Va., died in that city on April 4, 
following an illness of several months. 

A member of the Richmond Light Infantry Blues, 
he served on the Mexican border and as an artillery 
captain in the First World War. He was a past presi- 
dent of the Richmond Printers Association, and for a 
number of terms was a director of the Richmond 
Chamber of Commerce. 

Burial was in the Hollywood Cemetery, Richmond. 


+ bk 
OSCAR WILLIAM JACKSON 


Oscar William Jackson, divisional sales manager for 
The Toledo Scale Company, died recently in his native 
city of Seattle, Wash. He was 49 years of age. 

Mr. Jackson had represented the Ohio concern in 
Seattle for a number of years. He was a member of 
several fraternal orders of the Elks and Masons, and 
was a past exalted ruler of the former organization. 

He is survived by his widow and two sons, Donald 
N. Jackson and Dean W. Jackson, United States Navy. 


—CML 
- - & 
MRS. GEORGIE ELLA KIMBALL 


Mrs. Georgie Ella Kimball, widow of the late J. N. 
“Pop” Kimball, beloved by thousands in the office ma- 
chine field as a director and judge of typing contests, 
died at her residence, 453 East 141st Street, New York 
City, on April 17. Mr. Kimball died on July 21, 1943. 

She is survived by a son, George, who resides at the 
above address, and by her grandson, Newton C. Kim- 
ball, 1147 Grenada Place, Bronx, N. Y. 


__ eee 


FIRE DESTROYS F. H. FARGO CO. WAREHOUSE 


The three-story warehouse of The Frank H. Fargo 
Company, Bridgeport, Conn., office outfitters, was 
completely destroyed by fire late in March. The ware- 
house, situated at the rear of the store, was well- 
stocked with desks, chairs, filing cabinets, stools and 
duplicator paper at the time of the blaze. The build- 
ing also housed the Mimeograph repair department. 
The loss was completely covered by insurance. 

Little time was lost in restocking, however, the 
Standard Desk Company responding with a carload 
of desks two days after the fire. Two tons of dupli- 
cator paper were received by truck from the Eastern 
Paper Corporation’s Maine plant within a brief time. 
Most of the other items lost, it was reported, were 
rapidly being shipped to the Bridgeport store by 
other manufacturers in the field. 


_—_—2-—>- 


MEMPHIS STATIONERY FIRM ENDS 80TH YEAR 


S. C. Toof and Company, 195 Madison Avenue, 
Memphis, Tenn., one of the largest office equipment, 
stationery and printing houses in the South, celebrated 
its eightieth birthday April 5. The firm long operated 
on Second Street: in more recent years it has been 
housed in a modern and spacious plant on south 
side of Madison Avenue near Third. It has extensive 
personnel in the retail, wholesale, executive and oper- 
ating field —CG 
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It 1s the stern, resonant chant of 
American will-to-win. It is the battle hymn 
of courageous young men meeting death and 
the homing song for a mission accomplished. 
It is the song of freedom which crescendos in 
thundering volume to the finale of Victory. 
Composed by American genius and orches- 
trated by American ingenuity, its notes come 
from millions of Americans in thousands of 
plants throughout the nation. And the Allen 


organization contributes some of them. As the 
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demands of war are relinquished, the Allen pro- 
duction capacities will be re-directed to mak- 
ing business machines which bear that name 


synonymous with dependability—R. C. Allen. 


R.C.Allen 
Business Machines 


ALLEN CALCULATORS, INC. 
678 FRONT AVE. N. W. GRAND RAPIDS, MICH. 


* 
Makers of World Renowned Business Machines 
10-Key Calculators + Portable and Standard Adding Machines + Book- 
keeping Machines +» Cash Registers - Statement Machines + All-Purpose 
Office Machines, Electric or Hand Operated 
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WOOD CARD CABINETS 


These desirable cabinets are designed for card records 


and other forms. 


Finished in a beautiful shade of olive green. Sturdily 
built of a high grade plywood. Equipped with brass 
plated cardholder, drawer pull and compressor. 


ONE DRAWER UNITS 


No. For Depth 
83G 3x5 cards | a 
84G {x6 cards 18” 
85G 5x8 cards 18” 

TWO DRAWER UNITS 

832G 3x5 cards 18” 
842G 4x6 cards 18” 

852G 5x8 cards 18” 


for 3 x 5 cards 


$775 
for 4 x 6 cards 
$goo 


for 5 x 8 cards 


$1075 


Capacity 
1800 cards 
1800 cards 
1800 cards 


3600 cards 
3600 cards 
3600 cards 
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WOOD DESK TRAYS 


Round cornered, seasoned plywood. 1 Tray 


Beautiful appearance. Full felt bot- 
tom protects desks surfaces. Can be 
stacked to any desired height. Fin- 


ished in olive green. 


Se 


No. C1292 LETTER SIZE 


2 Tier Tray 


Additional Set 
$1.00 per set 


_.$2.00 
$5.00 


“Build Up” Posts 





BLUE PRINT CABINETS 





No. 4028W 
$78.00 Including base. 


Without base deduct $10.00 


A five drawer Blue-Print Cabinet designed for the 
safe keeping of drawings, maps, tracings and blue- 
prints to sizes 2454” x 39”. Made of seasoned plywood. 
Drawers glide smoothly and easily. Material filed will 
be free from curling, creasing or tearing. A hood in 
the rear and a lift compressor in the front of each 
drawer keeps prints in perfect order. Cabinets can 
be bolted into solid batteries. 33%” high including 
base. 


PORTABLE DESK FILE 


A combination letter file with 
safety personal compartment. 
Offers a means of keeping 
papers private. Can be moved 
from place to place. Both 
upper and lower compart- 
ments are fitted with lock and 
keys. 

Made of high quality pressed 
wood. Olive green finish. 
Brushed brass handles at 
each end. Guide rod operates 
in a depressed groove 
designed for eye- 
letted operation. 


No. 458W 
$29.00 
Height 30” 


Upper compartment 
1234” x 10%” x 24” 


Lower compartment 
123” x 11” x 24” 


COLE STEEL EQUIPMENT COMPANY 


349 BROADWAY 
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NSA EIGHTH DISTRICT MEETS AT KANSAS CITY 
(Continued from page 35) 


being more drastic. Paper manufacturers in 1943, he 
stated, used more raw materials than were produced. 
Now we are limited by the raw materials that can be 
produced currently. He closed with a bouquet for 
OPA as a wonderful aid in keeping prices down and 
preventing inflation. 

The governor urged the members to write their 
congressmen on all important matters of legislation. 
Democracy works, he said, as we make it work. He 
urged that the letters be brief, constructive and clear, 
with every opinion being supported by a definite 
reason. 

The last formal address was by Mr. Manning on 
“The Stationers Leather Goods Department.” First 
he quoted from letters from tanners and leather goods 
manufacturers showing that the near future for 
leather goods is unattractive. Zippers, he said, have 
eased only slightly. He went into the new tax situa- 
tion at some length, showing particularly its effect 
on leather goods. He recommended to dealers that 
they check up on their organizations, prepare new 
organization charts and critically consider their pur- 
chasing departments, materials and designs, territory 
sales plans, advertising, layout of plant, finance. In- 
ventory should be watched closely, he added, with 
special emphasis on substitute goods. 

“Wartime Group Discussions of Vital Problems” was 
directed by Mr. Garvin, Mr. Latsch and other mem- 
bers of the troupe. A. Schooley, Schooley Printing & 
Stationery Company; Walter Ruedy, S. G. Adams 
Stationery Company, and Elmer Krumwiede, manu- 
facturers’ representative, participated. 

At the banquet, which was held March 31, the vis- 
itors were well entertained by the Midwest Travelers 
Club. E. J. Mitchell presided in place of John H. Ellis, 
president of the club, who is in the United States 
Marine Corps. Special entertainment was provided 
for the ladies by the Kansas City Stationers Asso- 
ciation. 


Midwest Travelers Hold Annual Meeting 


The Midwest Travelers Club convened for their 
annual business meeting on Friday, March 31, fol- 
lowing a luncheon in the Tea Room of the Muehle- 
bach Hotel. Acting President E. J. Mitchell, who 
called the meeting to order, introduced Stanley L. 
Griebel, fourth vice-president of the field division, 
NSA, to those present. 

Minutes of the last annual meeting and of special 
meetings held in November and January were read 
and approved. The annual report by Auditor Dan J. 
Consodine was also read. A motion for the publica- 
tion of a roster this year was seconded and carried. 

Introduced at the meeting were William Schmei- 
derer, only dealer member of the club; Governor 
Leonard Wilcox; Charles P. Garvin, general manager, 
NSA; and Merrill Hasty of the Northwest Travelers 
Club. The last three mentioned spoke briefly to the 
gathering. 

The meeting closed with the election of officers by 
Secret ballot, W. H. Bohart being elected second vice- 


president. 
— 2 —_— 


CARTER’S CUBES TO APPEAR IN NEW GARB 


Now on display in a new series of labels are the 
Carter’s “cubes,” popular-shaped ten-cent bottles of 
fountain pen ink manufactured by The Carter’s Ink 
Company, Cambridge 42, Mass. First of the new 
labels appeared on April 10, the Midnight Blue Black 
featuring three alley cats in a midnight serenade. 
May 1 brought two additional new labels, Washable 
Blue being identified by a label bearing a Hawaiian 
scene, Washable Black by a group of tropical fish. 

The labels carried by Carter’s 15-cent line of oval- 
Shaped bottles will remain unchanged. 
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DOPP-CRAFT 


Zipper closing Ring Binders, Envelopes, Utility 
Cases and Brief Bags. 


Made of durable imitation leather (not can- 
vas)—and Saddle Finish Smooth Russet Lamb- 


skin. 
Write for 
ircular 






CHARLES DOPPELT & CO. 


Fine Leather Goods 


412 N. Orleans St. CHICAGO 10, ILL. 
Opposite Merchandise Mart 
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| on added responsibilities. But greater skill and knowl- 
| edge are required to handle people than to handle 


deals with vendors and not customers. The credit 
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THIS PROCEDURE WORLD r 

(Continued from page 16) 
to express himself vertically. He is often inarticulate 
in his relationships up the administrative line. An 
approach to management by the expression of ideas 
from the bottom to the top is perhaps the strongest 
argument for a suggestion system. The employee does 
feel that there is a certain dignity in his job when 
he can express himself vertically as well as laterally 
in his relationships. 

The employee is in the pattern, of course, not 
because he is a personality but because he can do 
something with his hands and head. He has passed 
certain tests and his developed skills and techniques 
are necessary for the working of the pattern. This 
emergency has placed such an emphasis on training 
in skills that we wonder how the great production 
could have been accomplished without job instruction 
training. In the office, too, we should start with the 
thought that everyone needs training in some way. 
What are we competent to contribute to the pattern 
today? What do we want to contribute next year? 
Something of the difference can be supplied by prac- 
tical training. There have been many cases on record 
of training for executives and we should have more 
of them. Supervisory training is one of our greatest 
needs in the office. We know that the employe? must 
be oriented and adjusted to his job before we get 
production. We know that he needs a development 
in skills and a knowledge of standards before he can 
draw his full weight in the traces. We know, too, that 
we need training for his expanding abilities to take 
















































machines or procedures, and the supervisor should 
not be left to supervise by some rule of thumb. 


The Office. as a Service Center 


Next in this procedure world, we should always keep 
in mind that the office is a service center. Some years 
ago the office was frequently considered as on the | 
wrong side of the ledger. It was an expense and * 
nothing more. Today it is generally recognized that 
the office does produce a necessary service. In ren- 
dering this service, it should not forget that proce- 
dures are not an end in themselves, but only a means © 
to obtain objectives. i 

This service should be adjusted to the needs of the ~ 
internal organization. To a degree, we should be | 
pragmatists: It is all right if it works. But we should 7 
be certain through analysis of the factors that it does © 
work. There is no ready-made scheme of things that © 
we can apply. For instance, one of the primary ques- | 
tions which will arise in this adjustment of service | 
is: Shall we centralize the activity? And there is no } 
standard answer to the question. 

Filing service is always a case at issue. The best 
advice appears to be that centralization of corre- 
spondence will bring about efficiencies and economies 
in operation and a more specialized assistance. How- 
ever, correspondence of the purchasing department 





files have a much longer reference period than nor- 
mal papers. Work files must be near the point of | 
use. If the offices are scattered, we are likely to} 
duplicate central files in the several offices. We can ¥ 
say that the burden of proof is on decentralization 7 
and at the same time remember that files are for the§ 
use of the organization. The organization should not : 
be adjusted to the filing service. i 

There is much to be said for the central co-ordina- 
tion of forms. We have seen many advantages in a% 
survey of all forms throughout an organization. It¥ 
usually promises a saving of at least 20 per cent.§ 
After it is completed, the same old trends of dupli-7 
cation and unco-ordinated purposes begin all over) 
again unless there is some central point where forms} 
can be reviewed currently. 

Possibly Henry Niles in his amusing article “Rip 
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Many companies build ships, planes, tanks, guns, etc. and con- 
tribute directly to the prosecution of the war. Then there are 
other manufacturers whose output indirectly contributes to the 
war effort. Jasper Office Furniture Co. falls into this latter 


category. 
It's true . . . our desks can't be on the firing line but as builders 
of office desks we know that JACKSON DESKS are serving 


those who are planning and coordinating our war effort. We'll 
carry on... we'll continue to build good desks for those who 


build America Strong. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA 


S. R. Evans, 813 Bona Allen Bidg., Atianta 3, Ga. 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


REPRESENTATIVES: 
James H. Davison, Hotel Figueroa, Los Angeles, Cal 
Marion V. Follin, 220 Fairbanks Road, Riverside, I!!! 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Van Winkle Looks at Office Management in 1967” has | 


the answer: “About every five or six years .. . there 
had been a swing from centralized system to decen- 
tralized system plan or vice versa. .. . This swinging 
from one plan to the other would continue because 
the advantages of either plan were not overwhelming, 
and to change the setup was the easiest way to throw 
out the useless procedures which were apt to develop 
under either after a period of time.” We should take 
a lesson, too, from the absurd procedure of Procrustes 
in the old Greek story. In ancient Attica he fitted 
his victims into the same bed. If they were too tall, 
he cut off their legs, and if they were too short, he 
stretched them out. 


Meeting the Public 


The service should be adjusted to meet the re- 
quirements of the public. You will recall the change 
that has come about in bank layout. There was a 
time when to see a bank official you were led to the 
interview into the farthest recesses of the building. 
The farther you went the more august the financial 
presence, no doubt. All that has changed, and the 
active bank executives are up front where they can 
meet their public. Even the grille between teller and 
depositor is being removed. To a reasonable extent 
we must keep the customer smiling and keep him 
coming. 

The salesman realizes this and, we hope, the recep- 
tionist. Says some anonymous writer on a Sales blot- 
ter: “A company may spread itself over the whole 
world . it may employ thousands of men and 
women . yet the average person will form his 
judgment of the company through his contact with 
one individual.” 

Consider the familiar, everyday business letter, of 
which there were roughly four billion in 1942. A 
little bit of direct cost and overhead goes into every 
one of them, so that we might well take the advice of 
Daniel Webster: “Spend words as though they were 
dollars.” And yet this may be the least of it. A little 
bit of our office also goes out in every letter we 
write, and we should know how well letters represent 
our personality and policy in this procedure world. 
If there is old-fashioned discursiveness, “stuffed-shirt 
phraseology,” or “letter lingo,” that will be the tone 
of our office speaking somewhere else. We sometimes 
forget that we never write letters to ourselves. We 
inform someone else, and that someone else should 
be kept in mind just as surely as if we were talking 
to him. 

And while we are on the subject of contacts with 
the public, consider the familiar, everyday telephone 
as well. That, too, can give your office a reputation. 
Much has been written on this score, and all we have 
to do is to be thoughtful. It can be summarized into 
one golden rule: “Speak into a telephone as you 
would have the telephone speak to you.” 

We often realize the importance of pleasant rela- 
tionships with the public and forget its importance 
among the internal offices. Too many office executives 
appear to be really children over 30. An office has 
a personality quite as well as an individual. Perhaps 
we should also observe the business courtesies better 
if we really believed the thought in this anonymous 
clipping from a trade magazine: 

“When we separate the word BUSINESS into its 
component letters B-U-S-I-N-E-S-S, we find that 
‘U’ and ‘I’ are in it. In fact if ‘U’ and ‘I’ were not 
in it, business would not be business. Therefore, if 
business is to remain business, we must keep the ‘U’ 
and ‘I’ in it. Furthermore, we discover that the ‘U’ 
comes before ‘I’ in business and the ‘I’ is silent—it is 
to be seen and not heard. Also, the ‘U’ in business 
has the sound of ‘I’ which shows that it is the joint 
interest of ‘U’ and ‘I’ and, when properly joined, 
oe becomes harmonious and altogether profit- 
able.” 

Again in this procedure world, the effective opera- 
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A SINGLE RETAIL 
SALESMAN MADE 
107 SALES IN 

BUT FOUR MONTHS 











$1959 List 


Model PX440 


... and this — along with his regular line 


DETERMINE FROM THIS 
THE PROFITS YOUR ORGANIZATION CAN MAKE 


RAPID PAYROLL TAX INDEX has proved its value to both 
large and small concerns in saving man-hours of payroll tax 
computation time. Here are but a few of the well known 
concerns using it today. 

Standard Brands 

Dennison Manufacturing Co. 

American Distilling Co. 

Greyhound Corporation 

Ely Walker Dry Goods Co. 

Sylvania Electric Products Co. 


RAPID PAYROLL TAX INDEX sells quickly because: 


e@ A flick of the finger brings the exact computation before 
the eyes—and at eye level. 

@ May be operated with either the left or right hand while 
writing with the other. No skill required. 

@ Selects tax amounts faster than any other device—20% of 
chart area visible at all times. 

e Is already saving hundreds of man-hours in large corpora- 
tions. 

@ Handsome walnut cabinet occupies no more desk space than 
a book. 

@ Lacquered charts that fit around drum. 

@ Simple, easy turning—nothing to get out of order—no pro- 
truding knobs. 

@ Complete all-in-one unit with exact computation charts and 
official tables for weekly, bi-weekly, and semi-monthly pay 
periods. 

@ Cannot become obsolete 
insert new charts. 


when tax rates change, simply 


No Priorities Needed 
SUBSTANTIAL DISCOUNTS TO RELIABLE DEALERS 


Enthusiastic reception by large corporations who have pur- 
chased in dozen lots indicates that many thousands will be 
sold in the next few months. Get started now! Write today 
for descriptive circular or order a Rapid Payroll Tax Index 
for inspection. Satisfaction guaranteed or your money back. 


RAPID OFFICE DEVICES, inc. 


135 South LaSalle Street Chicago 3, Iil. 
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AVAILABLE NOW! 
FOR 
IMMEDIATE DELIVERY 











MODEL DL 8 
HEIGHT 13 INCHES—WIDTH OVER ALL 18 INCHES 
TUBE 18 INCHES—15 WATTS 


ALL METAL 
FLUORESCENT 
DESK LAMP 


CRACKLE BROWN FINISH 


A FAST MOVING ITEM 
TO RETAIL AT 


$7 500 


NO PRIORITY NEEDED 
SAMPLE SHIPPED PREPAID 
Can be obtained to operate on either AC or DC 
current; DC models slightly higher. Solid, sturdy 


construction, performance; guaranteed. 


WRITE OR WIRE FOR QUANTITY DISCOUNTS 


SANTOS « COMPANY 


49 WEST 45TH ST., NEW YORK 19 
NEW YORK 
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tion of the pattern depends on the integration of the 
details. Procedures which may appear simple to a 
small organization or to a single office of a large one 
may be inadequate to carry the normal burden of 
information, co-ordination, and decision through the 


| labyrinth of a large enterprise. 


This does not mean, of course, that we should shut 
our eyes to ramifications and absurdities in either 
large or small offices. It does explain that the larger 
and more complex the organization of business be- 
comes, the wider becomes the spread of interest in 
all its transactions which must be satisfied with paper 
work. At the same time, the functions become more 


| specialized. 


Size changes the whole aspect of simplicity. We 
know, for instance, that a rotary printing press is 
more specialized and complex than a stencil dupli- 
cating machine, but it does simplify the publication 
of a newspaper. We might add the observation that 
too many enterprises which have expanded into un- 
digested bigness are trying to get out a big daily with 
a duplicator complex. It is probably too much to 
expect that all components will measure up to full 
stature immediately. 

This integration of details in our pattern must pro- 
duce order, movement and control. It would be dif- 
ficult to imagine a serviceable office without a sense 
of order. You know of such offices, of course, but also 


/ you question the services. The purpose of procedures 


is to bring about orderly channels of information. 
Perhaps 90 per cent of office work consists of repeti- 
tions, that is, the continuous handling of details. 
And order comes from a discipline of these clerical 
acts by work simplification and by standardization 
of materials and effort. You may be familiar with 
this definition of George M. Darlington, “A standard 
is an executive decision, carefully arrived at by a 
scientific study of the facts available, which can be 
used again and again in meeting the problem at 
issue whenever it arises, without need for further 
executive action.” 

Order alone is not enough. We know that the 
mechanization which has speeded up office operations 
came in answer to the demand for movement. The 


| wheels must go around and the procedures must make 


progress. Paper, in correspondence and transmittal 
forms, flows from desk to desk and more paper records 
are used for reference and posting along the various 
work-flows. This should always be remembered of 
any form: The real expense is not paper, printing, 
or equipment, but this handling, posting, and clerical 
labor. Forms should be designed to take part in this 


| movement and to eliminate unnecessary operations. 


There are really two aspects to the design of any 
office form. There is the professional aspect which 
concerns itself with the data that must be assembled 
for the use of a particular function. No one should 
know better about this than the people engaged in 
that function. Then there is a technical aspect which 


| concerns itself with the arrangement of these data 


on the form for movement in the procedures. It is 
this technical aspect, this process of work simplifica- 
tion, that is in the field of office management. 

Order and movement should be under control 
through management devices. Budgetary planning 
adjusts the expenditures and periodic reports keep 
the operations in line. Perhaps we need more em- 
phasis on written instructions because a procedure 
or operation which is really understood will often be 
efficient even when it may not seem the best. The 
usual typewriter keyboard does produce miles of effi- 
cient work and yet we agree that the Dvorak key- 
board, which is very seldom taught, is undoubtedly 
the better arrangement for motion economy. 

Progress Out of Error 
“Someone has wisely said,” wrote Ordway Tead 


recently, “that truth grows more readily out of error 
than out of confusion of mind. To know that an 
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office efficiency 
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Ask any filing clerk . . . she knows the importance 


ne of good filing tools. Is it any wonder she prefers 





- Imperial? Imperial Filing Supplies are tops with 
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the boss as well as the filing department. They 
cost no more .. . yet they offer those PLUS 
FEATURES which make the dealer’s selling job 


easier. 


Prosper with Imperial. Join our dealer ranks 


today. 
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We work for today! 



































It really amazes us to realize so many chairs are 
needed to carry on this war. Actually, we have 
made more chairs during this war period than 
we have in any other period in our forty years 
of chairmaking. Even so, today we are still driv- 
ing as hard and as fast as men and machinery 


can go. 


Yet, while we work for today, we plan for to- 
morrow. For that tomorrow when we can again 
resume our normal, pleasant relationship with 
all our loyal customers whose patience and 
tolerance we deeply appreciate ... . for that 
tomorrow, when we will be able to ship you what 


you want when you want it. 


So, we work, hope, pray and plan today for that 
not too far away tomorrow. 
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answer would be wrong is at least negative knowl- 
edge. But a mental fuzz and blur in which facts 
stand in no relation to each other ... is a discour- 
aging state of mind.” 


The release of instructions does two definite things. | 


It defines procedures because they must be defined 
to be written down. It refines procedures because the 


publication brings any divergencies into the open. | 


The major trouble with written instructions is usually | 
the way they are written. Too often they are in the | 
hands of those who believe that there is a special | 


legalistic lingo needed for composition. We should 
choose our co-ordinator of instructions as we should 
choose one to write letters to our customers. St. Paul 
said it long ago: ‘Except ye utter words that are eas” 
to understand, how shall it be known what is spoken.” 

Let us see how far we have ventured into this pro- 
cedure world and what we have explored: 

1. There should be a pattern of the organization, 
well-defined and understood. 

2. The pattern should be adjusted to human 
havior through intelligent supervision. 


be- 


3. The office is a‘service center and we should re- | 


member that procedures are only a means and not 
an end. 

4. The many details operating within the pattern 
should be integrated to bring about order, movement, 
and control. 

These are objectives, of course, and something has 
yet to be done about them. The job will not be done 
by some master mind from one swivel chair. Perhaps 
one of our greatest errors has been that decision relat- 
ing to far-flung procedures have come from on high 
down through the pattern to the procedural level 
before analysis and knowledge of the facts have 
gone up to frame a realistic decision. Facts must go 
up before decisions come down. It is understood that 
in a rapidly expanding enterprise we cannot always 
wait for the long last of analysis. We must work 
with the tools we have; we must get work done; we 
must meet deadlines. Action comes first and analysis 
is part of the refinement process. 


Analysis is continuous. For it often appears that 
when one problem is solved, two others pop out of the 
void to take its place. We should not wait for a break- 
down of the machine. Continuous review throughout 
the organization may be termed preventive mainte- 
nance. If procedures are allowed to grow like Topsy 
we may expect, as Urwick says, that “the majority 
of social groups being left to grow like Topsy find 
sooner or later that Topsy has married Turvy.” 

All the superstructure of administration in the 
pattern exists in order that something will be done 
effectively at the lower levels. It seems obvious, there- 
fore, that a true knowledge of the actual working of 
the pattern is basic in its development. We have 
arrived at a new emphasis on the office in the ex- 
panded organization. We have more necessary records 
to keep than ever before, more clerical employees, 
more procedures. The trend continues toward cen- 
tralization and specialization of office service, but the 
administrator cannot get an over-all view of the 
routines any longer and he cannot afford to get 
enmeshed in the details. He must employ trained 
observers on his staff to study clerical work at the 
desk, the file, and the machine, to report their find- 
ings and to make recommendations. The procedure 
analysis can be the leaven of the whole loaf. It under- 
lies the working of the pattern and can bring order, 
movement and control in this procedure world. 


>? 


WELLS’ MEXICAN AGENT VISITS CHICAGO PLANT 
Raphael Mendoza of Mexico City, one of Wells Office 





Furniture Company’s Latin American representatives, | 


was a recent visitor at the Chicago plant of the Wells 
organization. While in the United States he accom- 
panied Joe Pritchard, president of Wells, on a business 
trip to Washington, D. C. 
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RECORD CARD FILING — USE 


DERMA-BILT 
, 4 NEW 


IMPROVEMENTS 


PERMA-BILT Files are stepping up office routine in many 
important plants. They were designed to facilitate post- 
ing, filing and finding of record cards that are so vital 
to war production. Recent improvements make PERMA- 
BILT Files more efficient. A posting or reference shelf is 
available which is inserted between units and pulls out 18” 
—this saves time because it makes it possible to do some 
of the work at the files. The improvements referred to 
are listed below: 

1. Drawer stops have been moved so they do not interfere with 

indexing tabs. 
2. Compressor may be inserted or removed at any point in the 


drawer channel. 
3. Drawer sides will be the same height from front to rear so 









cards may be conveniently removed at front and rear of 
drawer. 
4. Improved construction of the Sta-tite Compressor prevents 


breakage and assures positive locking. 


IMPORTANT 
FEATURES 
4 


NEW STA-TITE 
COMPRESSOR 


SECTIONAL 
INTERLOCKING UNITS 


MADE OF 
SELECTED HARDWOOD 


FINISHED IN 
STANDARD OFFICE 
GREEN 





WRITE FOR DETAILS AND PRICES 


PERMA-BILT EQUIPMENT CO. 


HANNA BUILDING © CLEVELAND 15, OHIO 


DERMA-BILT 
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Look for THIS Chair Iron 


on New Office Chairs... 





*BOLENS 


“Orthopedic” Chair Irons 


If you’re sitting on a ‘‘pre-war’’ chair, chances are it’s 
equipped with a Bolens Chair Iron. Most of the leading 
chair manufacturers in the past built their tilting, swivel, 
Or posture type chairs around Bolens chair action — be- 
cause of Bolens reputation for quiet operation and durable 
construction. 


Your new post-war chairs will have even more powerful 
selling appeal. They’ll have Bolens ORTHOPEDICALLY 
CORRECT Chair Irons, a new idea in scientifically de- 
signed chair action that will increase the efficiency of new 
office chairs. 


Keep up with these new improvements in office seating. 
And for easier selling and greater customer satisfaction, 
be sure the chairs you stock and sell are equipped with 
Bolens SYNCRO-TILT Chair !rons — ORTHOPEDICALLY 
CORRECT. 


Remember BOLENS SYNCRO-TILT 
CHAIR IRONS 


DOLE PRODUCTS COMPANY 


216 Park Street 
PORT WASHINGTON, WISCONSIN 


DEPENDABLE CHAIR IRONS FOR ALL OFFICE SEATING 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





The Benson Office Supply Company, Inc., Aberdeen, 
Wash., has been dissolved as a corporation, its volun- 
tary dissolution papers as a corporate structure being 
recently entered with the secretary of state by L. B. 
Donley, Finch Building, Aberdeen. 

* * * 

Plans are being made by the management of the 
University of Washington Bookstore, large stationery 
and school supply house on University Way, to have 
the usual dividend or rebate from the sale of an ava- 
lanche of stationery supplies during the school year 
in the hands of students by May 19. Checks prorating 
their share of purchases and representing a percent- 
age of them will be given the students early this year 
because of the earlier graduation. Popularity of the 
customer “profit system, with each student submit- 
ting sales slips of purchases for his share of the 
proceeds, has resulted in extensive trading in all 
manner of stationery and school supplies at the busy 
store, many of the students having part-time jobs 
between classes. 

cs * aK 

Peggy Weaklend of the J. K. Gill Company of Port- 
land, Ore., one of the outstanding War Bond sellers 
of the Oregon metropolis, expanded her War Bond 
selling activities far beyond the stationery store re- 
cently, when she took to the air in a big bond pro- 
gram. Mrs. Weaklend was especially honored over 
KEX radio broadcasting station in the program, “Let’s 
Give ’Em Credit,” and helped to provide music and 
other entertainment for the show. 

* * * 

Bright new spring touches, despite the war, are 
being added to the exterior of the Dando Equipment 
Company, dealers in office furniture and equipment 
at 1103 Fourth Avenue, Seattle, where the painters 
have been busy this April. 

* * x 

The Prompt Printers & Stationers, Second Avenue, 
Seattle, recently entered its trustees’ certification of 
final dissolution of its corporate entity to return to 
the status of a three-way, three-ply partnership. 

* K oe 

Securing new adding machines without priority, 
the Kimm Printing & Stationery Company of 1707 
Washington Street, Vancouver, Wash., specially fea- 
tured these in recent selling in that city. 

* * * 

Building traffic to its downstairs store and art gal- 
lery, an outstanding exhibit of oil paintings by H. 
Elmer House was recently staged by the J. K. Gill 
Company, Fifth and Stark, in Portland, Ore., where 
much encouragement to artists is given by placing 
gallery exhibition space at their disposal from time 
to time. 

— + —__ 

PECK OPENS SPECIALTY BUSINESS IN OMAHA 

The firm Frank E. Peck & Company was established 
the first of the year at 368 Saunders-Kennedy Build- 
ing, Omaha, Nebr., to handle business record systems, 
office equipment and supplies. His interest is princi- 
pally in filing equipment. He specializes on the Die- 
bold line of Cardineer, Tra-Dex and visible binders. 
His territory roughly is one-half of Nebraska and one- 
half of Iowa. 

Mr. Peck started his office supply career in 1916 
when he became a member of the staff of the Fest- 
ner Printing Company, Omaha, now the Peterson 
Lithograph & Printing Company. In 1925 he became 
a salesman for the old Library Bureau, recognized as 
one of the most thorough sales training institutions 
in the industry. In 1934 he returned to Peterson, re- 
maining until he started his new enterprise. 

1944 
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QUICK PROFITS—QUICK SALES | 


Easy to Prove to Safe Owners 
They Need Added Fire Protection 


Safe owners don’t know that old age, a 
burglar, or a careless mover can crack the 
insulation in a safe and ruin its fire protec- 
tion value. Faulty or age-dehydrated in- 
sulation can turn the best looking safe into 
an oven during a fire. Then temperatures 
F — the 
charring point of paper. It’s profitable for 
you to show safe owners how INSUL- 
AMP eliminates that danger. 


can easily rise to above 400 





Just lay INSUL-AMP 
in bottom of safe. Re- 
quires no alterations 
Is abso- 


or fixtures. 


lutely harmless. 


Vv 








INSUL-AMP Laboratory Tests 


An oven of 1228 cu. in. content was heated to 
maintain a temperature of 400°F. After one 
unit of INSUL-AMP was placed in oven, re- 
cordings taken show how INSUL-AMP “eats 
up heat” and kept temperature below charring 


point of paper. 


Ohrs. 400 degrees 1% hrs. 340 degrees 


Vahr. 356 “ 1%” 3536 ” 
1 2 us 342 “a 13%4 “a 365 au 
% ae 338 “a 2 a’ 376 “a 
1” 334 ” a” oe * 





A new invention, INSUL-AMP “eats up 
heat”. A powerful insulating vapor is re- 
leased by INSUL-AMP when temperature 
inside the safe starts to rise during a fire. 
This keeps the temperature down—saves 
valuable papers from destruction. One 
unit of INSUL-AMP per cubic foot of 
interior will bring down the temperature 
17% and hold it below the charring point 
for 2 hours. 





INSUL-AMP 


INSULATION 
AMPLIFIER 


$9.00 


per unit 








DEALERS find they can sell 


INSUL-AMP to every owner of a safe, 
file or vault. As many as a dozen units 
sold on first call. Easy to sell. Thousands 
of prospective customers. Write for de- 


tails today. 


BRUSH-PUNNETT CO. 


545 WEST AVE., ROCHESTER, 
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N. Y., Makers of Sentry Floor Safes 
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VIRGINIA NEWS NOTES 


J. F. Howison, Correspondent 

L. A. Sandin, Richmond, Va., stationer of short but 
wide experience, is about to “step out’ with money 
and location in the line, and to handle only the best 
of its kind. He proposes to select a better location in 
the city of Richmond and to use increased capital 
after the war. On being interviewed on the subject, 
he said, “The present and future outlook of the aver- 
age stationery business has its bad side for the pres- 
ent, which we all know is due to the Government 
restrictions and red tape. The stationer will have to 
discard his old tactics of selling and concentrate on 
new ideas to take care of the business and to familiar- 
ize himself with the new products which will undoubt- 
edly be manufactured. The main trouble which will 
worry the stationer and dealer, too, is what the Gov- 
ernment will do with its surplus merchandise after 
the war.” 

* * * 

W. E. Crowder, the unusually well-posted mechani- 
cally-experienced manager of the Business Equipment 
Company of Richmond, and who might be termed as 
an expert layman on the Norden bombsight for 
planes, confirms that there were nearly 300 dealers 
in office devices in Virginia prior to the present war; 
most of them have been self-sustaining on “repairs” 
and rentals. He also affirms that Congress as early 
as 1917 regulated the prices of typewriters to the 
Government. 

* ok * 

The extremities of the state of Virginia are repre- 
sented by Norfolk on the east coast and Bristol nearly 
500 miles west across the state. Recently I interviewed 
the Bristol Office Supply Company. Bristol is well 
known as the “Twin-City,” and, though not so large, 
it has been wisely said that it takes two states to 
hold it. The dividing line is between Virginia and 
Tennessee in the exact middle of Main Street. Vir- 
ginia lies on one side and Tennessee on the other. 
The commercial business is about equally divided. 
Bristol, Va., is a little ahead as to manufacturing 
plants, though Bristol, Tenn., has more population 
(due to a difference in state taxes). 

* * * 

The Richmond office of the Marchant Calculating 
Machine Company reports a big increase of sales 
throughout Virginia for the past six years. As a 
mathematics mechanic, a field leader and a super- 
salesman, Emmett Avery has put Virginia in first 
place four times out of six in the United States and 
in second place twice. From “C” class to “B” class— 
only exceeded by Washington, D. C. Mr. Avery, the 
old Confederate, has spent his entire career of 36 
years selilng in the southern states. Now he is back 
in his native state, selling the Marchant in Virginia. 
ed * * 

H. E. (Hank) Campbell, a six-foot, four-inch gen- 
tleman from the home office, who has been with 
Remington Rand, Inc., since 1933 in charge of per- 
sonnel in the typewriter division at Buffalo, recently 
paid a visit to the Richmond, Va., office. 

* * * 

It is very pleasing to express a “correction” in 
last month’s report that Private Wilkinson of the 
U. S. Army, who was reported as “Missing over Ger- 
many.” Instead, he is held as a prisoner of war by 
the Germans. 

T. E. Bray of Alabama has been appointed by the 
“Ditto” Company as Virginia manager of that com- 
pany. He has served in the U. S. Army and Navy, 
and has had nine years connection with that company. 

L. W. Lipford, owner of Lipford Typewriter Service 
at Richmond, who has always been a stickler for 
“service,” believes that it is a big mistake to take 
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PUBLIC UTILITIES 


INDUSTRIAL 
USERS 


THESE PENS WILL BRING YOU 
MORE BUSINESS 




















OVAL POINTS 
FOR PUBLIC WRITING USE 


Esterbrook’s Oval Point steel pens are made 
to serve better where pens take a beating. Here 
are the reasons why: 
1. More economical—last longer...low 
first cost... low replacement. 
2. Smooth writing—Oval Point Design 
does it. 
3. Users like then—Oval Point fits 
almost any style of writing and 
many writing jobs. 


PRECISION MADE 


Precision and craftsmanship have made 
the name Esterbrook the “write” word 
wherever writing has a job to do. 


bstertrvok 


PENS 


THE ESTERBROOK PEN COMPANY, CAMDEN, N. J. 
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MEILICKE 


WITHHOLDING 
TAX CALCULATOR 






200.\ 205.| 210.| 215.\ 220.| 225.| 280.\ 235.\ 240.\ 245. 
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100.\ 105.| 110.| 115. 120.) 125.| 130.| 135.\ 140.\ 145.4 
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Withholding Tax—Weekly O.A.B. 
COLUMN CODE NUMBERS Ern'd 1 
11 ’ 
6900 1200 1080 960 840 720 600 480 360 240 144 144] 6900 60 
O3 1201 1081 961 841 721 4601 481 361 241 4 144 
08 1202 1082 62 84 22 602 482 362 24 144144 
it] 13 1203 1083 963 845 723 603 483 363 243 144 144] 6050 6) 
1] 18 1204 1084 964 844 724 404 484 364 244 145 
23 ’ 965 845 485 365 24 145 
28 86 966 846 486 366 2 45] 6150 62 
3 967 B47 487 367 2 5 
3 968 848 488 368 
“ 969 849 489 369 6250 63 
‘ 970 850 490-370 160 
a£41 2 971 85 = 61 641 » 161 1 A 
1242 11 7 od 762 642 = 2 162 
‘ 1243 1123 765 643 SS 163156 
1244 1124 764 44644 84 164 151 
$ 1245 1125 765 645 5 85 165 151 
8 1246 1126 766 646) «5: 286 166 = 151 
3 1247 1127 767 +647 = ‘52. 287 167+ «151 
528 » 288 168 151 


1248 1128 1 38 768 648 
124 


9 1129 1009 Bao 769 6 


Illustration shows top and bottom of calculator as set up 
(center omitted). 


Just tip a card and copy. 


Meilicke Calculators insure accurate fig- 
ures and instant answers, showing the 
verified 1% O.A.B. Tax” and the “With- 
holding Tax.’’ Opposite the Earned Pay, 
you read the “Tax Answers” to the near- 
est half cent. 


Our Claim 


The Calculator shows ‘Exact Answers to the nearest 
half cent’ on ‘Any Earned Pay’’—not on the Near- 
est Ten Dollars or the Nearest Dollar or the Nearest 
Fifty Cents as do ‘Certain Other Systems’’—but, 
WE show an EXACT Answer on EVERY Cent. 


The figure area in a ‘Meilicke”, if printed on one 
chart, would cover a huge, clumsy drum “Eight feet 
long” by ‘Four feet in circumference’; but in OUR 
compact, upright, hinged card form “any Tax 
Answer” is instantly available. 

It costs real money to produce a MEILICKE with its 
thousands of answers—yet YOUR cost is nominal. 


Meilicke Pay Roll Calculator 


The Tax Calculator fits in admirably with Meilicke 
Pay Roll Calculators, which Pay Roll Calculators are 
based on time divided into quarter or tenth hours 
and rates in Jc steps. 

The Calculators show Regular pay, 2 or 12 pay 
for Overtime, and Total pay for total time worked. 
See our Pay Roll Bulletins. 

Arranged for weekly, bi-weekly, semi-monthly and 
monthly payments. Priced from $25.00 to $47.50. 
Every Employer is liable for the correct amount of 
the tax deduction. It pays to be accurate. Write for 
full details today. 


MEILICKE SYSTEMS, INC. 


3458-60 North Clark St. Chicago 13, Illinois 
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hold of and sell any “complex” office deyice without 
first having the positive and efficient “service” to fix it. 


* * * 


Fulton A. Lee is now the genial and efficient man- 
ager of the Burroughs Adding Machine Company 
at its Richmond, Va., branch. He succeeded the late 
Harper W. Shelton, who was manager at Richmond 
for over 39 years. Mr. Lee comes from the manage- 
ment of the Winston-Salem, N. C., branch. 

* * * 


F. L. Faulconer, Jr., is one of the first typewriter 
men in the armed forces to return to his former post. 
He will be district manager of the Remington type- 
writer division at Roanoke, Va. He served two years 
with the Army Air Forces as a pilot. 

* * * 

Clyde H. Vick, Norfolk dealer for Marchant Calcu- 
lating Machines under the Richmond Office, has re- 
ported a “tremendous” business at Norfolk in that 
commodity for the past twelve months, due to the 


U. S. Government activities there. 
winter eo ese 
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A PALO ALTO STORE GOES “ALL OUT” FOR RED 
FEATHER.—There’s plenty of evidence of manufacturer- 
dealer co-operation in this effective display at Modern 
Press and Office Supply Co., 537 Emerson Street, Palo 
Alto, Calif. Included in the display are yellow, white 
and blue stencils, correction and type cleaning fluids, 
Hecto supplies, typewriter ribbons, carbon paper, cata- 
logs and consumer pamphlets, flanked by window and 
counter display cards. The display is available to all 
dealers carrying the Red Feather line. 
—-_<- 


NEW OFFICIAL NOMDA MAGAZINE, “THE OFFICE 


MACHINE DEALER,” DISTRIBUTED TO MEMBERS 


The issuance of a new merchandising magazine, 
The Office Machine Dealer, maiden edition of which 
appeared last month, represents another valuable 
service the growing National Office Machine Dealers 


Association is performing for its members. 


Of interesting format, the new publication has 32 
pages, is of convenient 51x 8-inch pocket size, and 
is crammed with the type of industry information and 
articles that will make dealers want to retain the 
new organ in a permanent file. Featured in the early 
pages of the publication are “The President’s Page,” 
in which President Fucci talks informally to members 
each month, a roster of NOMDA’s national officers, 
and a page of explanatory material by Harry Turner, 
editor of the new magazine. Articles by Clarence E 
Bush, NOMDA’s Washington representative; Leo W. 
Adler, Cleveland, Ohio, treasurer of NOMDA; and by 
Gene Taylor, Bloomington, Il., chairman of NOMDA’s 
Post-war Planning Committee, make the first issue of 
The Office Machine Dealer one well worth retaining. 

Editor Turner and NOMDA are to be congratulated 
on an excellent publication, well begun. May it con- 
tinue to grow, both in size and in services performed 


for the organization’s members. 
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Dealers Make Multiples of Remaining Men 
With the OFFICE GUIDE 


@ Speeds work of salesmen 
@ Simplifies ordering for busy buyers 


@ Features time-savers and space-savers 


[* these days of gas rationing and manpower 
shortages, Shaw-Walker dealers everywhere 
welcome the OFFICE GUIDE. 

The streamlined War Edition, in the hands 
of all exclusive Shaw-Walker Dealers, pictures, 
describes and prices War Files and the num- 
erous other time-savers and space-savers for 


, “Built Like a 





the office, which are available in the enormous 
“Built-Like-a-Skyscraper” franchise. 

The attractive illustrations accompanied by 
prices make it easy for today’s busy buyers to 
quickly decide what they want and place their 
orders by phone and mail. 

This War Edition also enables sales people 
to answer questions faster. 


You too can make multiples of your remain- 
ing men through use of the OFFICE GUIDE 
if you are in one of the cities where we are 
interested in improving our representation. 
A letter will bring you details. 


GHAW-WALKE 





FACTORY AND HOME OFFICE, MUSKEGON, MICH. 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Great tensile strength long storageability ... and color 

that stands the test of time . . . combine to assure clear, 
crisp type on the 10,000th copy as well as on the first. Polychrome 
Stencils hug the drum of the duplicator smoothly. They provide 
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SHOP EXTENSION PLAN , 
FOR DEALERS 


Provides Extra Man-Hours and Help for our : 
dealers... specialists employed by Polychrome 
to work for Polychrome Dealers. Write for our 


Shop Extension and Discount Booklet 


lon ho) 


POLYCHROME STENCILS ARE A 
BOON TO THE EDUCATIONAL WORLD 


Tm) 1 


[hey reduce office nerve strain and even bring 


comfort to dealers seeking customer good will 


INVESTIGATE, SEND FOR FREE 
SAMPLES 
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NEW ENGLAND TRAVELERS NOTES 


Seven new members have been welcomed to the 
ranks of the New England Travelers Club recently, 
as follows: 

Victor C. Corkran—Johnson Chair Company. 

Malcolm L. Donaldson—The Carter’s Ink Company. 

Harry J. Ferry—National Blank Book Company. 

C. H. Lawrence—Industrial Tape Company. 

Horace Stetson, Jr—Indiana Desk Company, Mich- 
igan Desk Company, Macey Company, Fair Furniture 
Company. 

T. Frank Valleau—Wilson Jones Company. 

Giles H. Wright—The Parker Company. 

* * OK 

Adams, Cushing and Foster, Inc., lost one of their 
star traveling men, in the person of “Chet” Cummings 
to the U. S. Marine Corps on March 30. A farewell 
party was tendered him at Blinstrub’s by his friends 
and coworkers, who presented him with a purse and 
their best wishes. 

* a * 

Mel Wheeler entered Uncle Sam’s fighting forces on 
the last day of March. He was honored on the eve- 
ning of March 25 by a party tendered by a few of 
his close friends at the Fox and Hounds Club. 

* * * 

Jim Hayes, Blake and Rebhan’s live-wire salesman, 
joined the armed forces on March 29. The best wishes 
of the Netclub travelers go with him. 

ok * * 

Paddock’s (the new name for the Paddock Press), 
which started as a small stationery business by Sam 
Kaplan and his wife, Ann, back in 1931, have moved 
to their own building at 130 Broad Street, Boston. The 
building is of brick, with five floors, 20 feet wide by 
110 feet deep, and has two fine display windows. The 
office is in the right center and the stock arrange- 
ment unusual and most attractive. A large basement 
will be used for the furniture department, and a 
freight elevator will assure quick service to the ship- 
ping department and retail store. 

* * * 

Congratulations go to Blake and Rebhan on the 
grand remodeling job recently completed at their 
place of business. 

* * * 

Al Cody, who has been on the sales force of John 
Hosking Company, Lawrence, Mass., for the past eight 
years, has opened up the Cody Office Supply Company, 
Common Street, in the same city. 

* * * 

The Connecticut Valley Stationers Association held 
their monthly meeting on March 29 at the Oneco Res- 
taurant in New Haven, Conn. The meeting was pre- 
Sided over by Ed Granfield. About 40 stationers and 
travelers were present, among them J. B. White of 
Adams, Cushing and Foster, Inc. Plans for the sum- 
mer outing were discussed. Speaker of the evening 
was Fred Space, purchasing agent for Seymour Manu- 
facturing Company, who gave a very interesting talk. 
The next meeting was scheduled to be held at Hart- 
ford on April 26. 

* « * 

Bob Irving, F. S. Webster Company, was inducted 
into the service of our country on March 21. He takes 
with him the best wishes of Netclub members. 

(The above news items are from the April number 
of the New England Travelers Club News.) 

a ee 


FORMER DITTO MAN JOINS SUN RUBBER CO. 


Wes Barton, 37, who completed more than a year of 
active duty as first lieutenant in the U. S. Air Forces 
before being honorably reverted to inactive duty, has 
become director of personnel and industrial relations 
at the Sun Rubber Company, Barberton, Ohio. For- 
merly personnel director of Ditto, Inc., Chicago, Barton 
is married and has a 13-year-old daughter, Roberta. 
He served in the Navy from 1923 to 1927, and had 
Asiatic sea duty —AK 
1944 
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MICHIGAN S 


Posture Swivel Chairs 


% No. C-128-U Chair shown above is available in 
Walnut, Mahogany or Oak Finish for immediate 


shipment. 


% Sturdily built, upholstered seat and back rest. 
Removable foot to permit installation of casters. 


% Priced to enable you to sell profitably and to 


bring you repeat orders. 


Michigan [esk Co. 


P. O. Box 392, Grand Rapids 1, Michigan 
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CARBO-WELD PENCILS 





STRONG 
SMOOTH 
LEADS 


WRITING 
DENSITY 


PERFECT 
GRADING 


EXCELLENT 
APPEARANCE 
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These qualities are re- 
sponsible for the amaz- 
ingly increased demand 
for General Pencils. 
Make sure you have a 
generous selection in 
stock at all times. 
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Kimberly refill drawing leads 
for Draftsmen's and Artists’ 
lead holders in 14 degrees 
(5B to 7H). 
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NORTHWEST TRAVELERS NOTES 





Merrill D. Hasty, Correspondent 





B. J. Bristol, of Koch Brothers, Des Moines, Iowa, 
recently skidded on the ice and broke his wrist. Recent 
reports are that it’s coming along fairly well. 

* * ” 


Frank Zeller of Koch Brothers is also taking it easy. 
He wrenched his back while picking up a sack of 
potatoes. These potatoes evidently run a hundred 
pounds to the bushel, eh, Frank? 

+ * * 


Charlie Story, of Story-Kenworthy, Des Moines, has 
been confined to his home due to a very bad fall on 
an icy street. It is reported that he will be back soon. 

* * * 


George Lazier, Sioux City, Iowa, Boorum & Pease 
Company, is reported about ready to don Uncle Sam’s 


uniform. 
* * +” 


Ben Sonmore, formerly of Bertleson Brothers, was 
at home recently on a nine-day furlough. He has 
just finished his Merchant Marine training at Sheeps- 
head Bay, and is now ready for the high seas. 

~ * * 

Arthur Bertleson’s third son, Frank, has just joined 
the Navy, and will start his training at St. Peter, 
Minn., at Gustavus Adolphus College. Dickie Bertle- 
son is also in the Navy and is now an ensign. His 
brother, Arthur, Jr., has just received his commission 
as lieutenant in the Navy. Good luck, fellows! 

* * * 

Harry Woodmansee, of Bismarck, N. D., had open 
house lately for three travelers during a bad snow 
storm. Harry very royally entertained Ken Henderson, 
of Carter’s Ink; Herb Morgan of National Blank Book 
Company; and Fred Luley, of Dennison Manufactur- 
ing Company. 

- + ~ 

Sterly Jerue’s “right hand man” has just gone into 
the service. He is Howard Long, who has been with 
McClain & Headman Company for 17 years. His length 
of service proves that he will be a very faithful soldier. 

* * * 

Lieutenant Bob Jerue, a grand fellow and one that 
all the travelers have met, is still in England. This 
makes 18 months of foreign service for Bob. 

a * a 

About the middle of April, the H. A. Rogers Com- 
pany, 911 Marquette Avenue, Minneapolis, moved to 
their new location in the ground floor of the Foshay 
Tower, formerly occupied by Harold’s Restaurant. 

* * * 

The northwest territory formerly covered by Herb 
Morgan for Associated Stationers Supply Company, 
Chicago, has been taken over by Matt Dillon of the 
same organization. 

* * * 

Ollie Stratton, American Pencil Company, has re- 
ported for duty at Hollywood, Fla. He received the 
appointment in the Naval Reserves as a lieutenant 
(j.g.). 

+ * * 

A gift of a Red Cross ambulance was made to the 
Army Service Forces of the First Service Command, 
Boston, by Mrs. Henry Curtis in memory of her late 
husband, Henry Curtis, former President of Curtis, 
1000, Inc., St. Paul. It will be used for service overseas. 
It has a plaque mounted on the side, stating, “Ambu- 
lance given in memory of Henry Curtis.” 

The ambulance is a fitting memorial to Mr. Curtis, 
whose life was one of solid accomplishment wrought 
by courage, perseverance and intense sincerity of 
mind and purpose. He would have been truly proud 
of his two sons, who are now serving their country. 
Richard Brice is in the Naval Aviation Corps, sta- 
tioned at New Orleans, La., and Tom is in England. 
Harry, his eldest son, is associated with the Western 
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Still working with right answers 


have been dared three years ago. As 
we see it, that’s one of the ultimate, 


Is your war job vastly different from 
the work you did in peace? It is 
with many people. Yet we, at Victor, 
have been lucky. Our job is some- 
what similar. A shift from making 
adding machines to producing com- 
plete Norden Bombsights (essen- 
tially a calculat‘ng machine) for 
the Army. 

The Norden Bombsight is a 
highly complex mechanism that ex- 
tracts the right answers every time 
from a flock of figures representing 
plane speed, altitude, wind speed, 
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air temperature, trail, and soon. By 
twisting knobs, the bombardier sets 
these figures into the computer... 
amass of gears, cams, lenses, prisms, 
mirrors, etc., operated by electric 
motors, that generate the answer 
to the problem of exactly where in 
space a bomb must be released in 
order to hit the target below. 

We are doing many different 
things today in the 
way of extremely 
high-precision 
work that could not 
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lasting rewards for participation in 
the war effort. Better technique. 
Improved know-how is a priceless 
thing. One that can be carried over 
into a better, cheaper peacetime 
product, in which the buyer can 
have confidence. And that adds up 
to the right answer for all of us. 


VICTOR ADDING MACHINE CO. 


Conserve your adding machines by having them inspected and cleaned 
at regular intervals by your local Victor dealer or factory branch. 
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write wisely... be a WELLS WINNER 
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IN WAR BONDS 
for the BEST ANSWERS to THIS QUESTION 


"What New Features, Ideas, Gadgets, Would You Suggest for 
OFFICE FURNITURE AND ACCESSORIES''P 








If you haven’t already entered the WELLS Contest . .. 
there’s still plenty of time ... but don’t delay—June 15} 
is the closing date. A 


Don’t hide your “light” under a bushel basket . . . don’t} pr 
underestimate the importance of your “brain child”. Send| 
it in to Wells. It may be the very idea that wins the BIG) P* 








FIRST PRIZE of $200 in WAR BONDS or the second] 
TT - * H » 
prize of a $100 WAR BOND. Don’t forget . . . everyone} - 
WELLS CONTEST RULES has 10 chances to win. ae 
1. All entries must reach the Wells Office Furniture ; 
Co. not later than June 15, 1944. Remember .. . all you have to do is prepare a statement 
2. Jetters s « -xceed 250 words. or . ° a 
Sinner epee ai danibans not to exceed 250 words telling us what new ideas, new ou 
3. The decision of the judges is final. In case of a r ‘ : 
tie duplicate prizes will be awarded. features or improvements you would like to see in Office! de 
4. All letters become the property of Wells Office Furniture and Accessories. Our three impartial judges will) 
Furniture Co. and none will be returned. D5 
5. Winners will be announced in the August trade do the rest. ro 
press. 
6. Ten prize winners. JUDGES 
7. First prize $200 in War Bonds; second prize $100 Ys . ° . . 
Wor Bends sight ebiitional yeiess O85 Wer Bends John A. Gilbert—Office Appliances Magazine | 
rach. . . ° ° e e 
ai J. Albert Woll—U. S. District Attorney, Illinois ‘ 
Charles P. Garvin—Nat. Stationers Association 
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NO. 3930 


2 SENSE ERAS 


MG 





An executive's private office occupies an im- 
portant part in his daily routine . . . the major 
part of his waking hours are spent there. A 
comfortable, well appointed office stimulates 
constructive thinking. Naturally a distin- 
guished period design No. 3930 executive 
desk is an indispensable part of the sur- 


roundings. 


SELL WELLS...SELL WISELY 


OFFICE 
FURNITURE 


COMPANY 
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A Worthy Companion 
For An Important Job! 


LLS 


EXECUTIVE DESK 


for the Executive who 
takes pride in his office 





All Wells office desks are carefully built 
with an eye to the details that promote cus- 


tomer satisfaction. 


Specifications on No. 3930... 

Genuine walnut tops, drawer fronts and 
panels: Writing bed 114,” thick, 5-ply full 
thickness throughout with banded edges: 
Legs 134” neatly turned and shaped: 
Drawers of hardwood sides, dovetailed 
front and back with 3-ply bottoms framed 
in: Deep drawer in pedestal partitioned 
for books: Center drawer equipped with 
pen and pencil tray: Finish walnut and 
mahogany. 


No. 3930 60” x 34” $95.25 List 
(Shipping Weight 185 Ibs.) 





(NEW ADDRESS) 


725-733 SOUTH 
LASALLE ST. 
CHICAGO 5 
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“DEMAND THE BEST" 








J-S-STAEOTLER,INCG. 


S3-S5S WORTH STREET 


NEW YORK,N.Y. 
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division Curtis plant but at the moment is on leave 
of absence in Tucson, Ariz., working as an expediter 
at the Consolidated Vultee aircraft plant. 

a * * 

Two well-known brothers-in-law and their large 
families have given up the territory of “Bright Lights 
and Fizz Water” for areas of “Black-outs and Salt 
Water.” Hollis J. (Steve) Stephens, Rockwell-Barnes 
Company, has moved to Indian Mounds, Fla., to cover 
the Southeast. At the opposite corner of the nation, 
Herb Morgan, now with National Blank Book Com- 
pany, has located in Portland, Ore. When last seen 
together they were having their final toast of good 
wishes for their future well-being. The Northwest 
Travelers send best regards to this pair who will be 
greatly missed by dealers, associates and fellow 
travelers. 

—__—_—?—>——___ 
ROGERS JOINS SMEAD MFG. CO. STAFF 

Warren A. Rogers, for the past three years district 
sales manager for The Victor Safe and Equipment 
Company, North Tonawanda, N. Y., covering Illinois, 
Wisconsin and Minnesota, joined the Smead Manu- 

















WARREN A. ROGERS 


facturing Company, Hastings, Minn., on April 1. He 
will be in charge of the systems department for the 
Minnesota concern. 

The new appointee has spent 28 years in the sta- 
tionery and office equipment field, chiefly with such 
organizations as The General Fireproofing Company, 
Shaw-Walker Company, Lucas Brothers, Inc., and 
The Victor Safe and Equipment Company. A special- 
ist in the developing and selling of filing systems, he 
spent the first six months of 1941 covering Army 
camps, where he introduced a visible system for con- 
trol of clothing and equipage for the U. S. Army 
Quartermaster Department. 

Mr. Rogers has moved his family from Chicago to 
Hastings, and has established his permanent home 


there. 
—_—=>>2—___ 


SHEBOYGAN CHAIR PRESIDENT RESIGNS 

Gilbert E. Carter, president of the Sheboygan Chair 
Company, Sheboygan, Wis., has resigned his post as 
head of the organization, it was announced recently. 
He will devote his entire time to special work for the 
parent company, Eugene J. Hynes Corporation, New 
York City. 

The Sheboygan organization, largely engaged in 
war production, has just completed the biggest year 
in its history. In addition to maintaining effective 
production for the war effort, it has continued to 
supply some 6,000 dealers with a considerable volume 


of chairs for civilian use. 
i oti o 


SPOTTS NEW TELAUTOGRAPH EXECUTIVE 
Robert L. Spotts was recently elected secretary and 
treasurer of the TelAutograph Corporation, 16 West 
61st Street, New York 23, N. Y. Mr. Spotts was previ- 
ously assistant comptroller of Devoe & Raynolds Com- 
pany, Inc., New York. 
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se The facilities of All-Steel-Equip have gone to war, but we hope soon to 
Ro _ resume full-time peace production. A-S-E files are famous the country over for 
quality construction, for the most modern features! It's the line that has won 
popular preference! It’s the line you will want to carry because... 
rict - : 
ent - 
Ois, : 
au- Ey 
AGE MEANS MORE PROFIT 
After Victory, A-S-E files and other 
steel office equipment can again be one 
of your most popular lines. They will 
again create goodwill, stimulate sales 
and promote profits! 
AGE MEANS BETTER QUALITY 
More than 30 years of engineering ex- 
He perience behind A-S-E files . . . again 
the your positive assurance of modern de- 
fie sign—the most efficient construction! 
uch 
ny, ASE MEANS FASTER TURN-OVER 
- There will again be a huge demand for 
my A-S-E files. It will be a quick turn-over 
on- line ... it will be the “bread and but- 
my ter” leader featured by dealers from 
" coast to coast. 
yme 
AE MEANS FINEST FEATURES 
ill Glide-easy drawers, fine locking mech- 
as anism, superior cabinet construction... 
tly. A-S-E will provide the most salable 
the . e . ' 
bo features in filing equipment! 
in 
ear 
tive | 
to 
ime 
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“| ALL-STEEL-EQUIP Company, Inc 
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605 JOHN STREET, AURORA, ILLINOIS 
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INDIANA DESKS 


serve business WELL! 





Imagine an office worker's state of mind when he 
becomes the owner of a brand new, spic and span 
INDIANA DESK. He’s excited and thrilled .. . 
it’s quite an adventure to work at a new INDIANA 
Desk equipped with the most modern and efficient 
features. Somehow the desk provides inspiration... 
it seems to induce the best efforts from the indi- 


vidual. 


And so it is with pardonable pride that we salute 
the INDIANA DESKS leaving our factory . . . may 
each one be the source of inspiration to some man 
or woman who is performing an essential wartime 


desk job. 


INDIANA DESK CO. 


JASPER, INDIANA 
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SHE’LL BE A 


WHEN SHE BLOWS! 





Wide open opportunity 
for STEEL AGE 
OFFICE FURNITURE DEALERS 


SoME day, touched off by Peace, the 
pent-up demand for Steel Age Office 


Furniture will break loose. To meet that 


4 


demand, Corry-Jamestown will have prod- 


4) 


ucts whose quality, utility and beauty ex- 


mei 
\ 7; 


‘ine 
Ud An 
' > 


\Y 
fh 4 
wy 


ceed any we have ever built. 


To strengthen our distribution outlets, 
we are looking for strong, reliable repre- 


sentation in certain key markets where a 


y gil 


Corry-Jamestown franchise is available. 


Are you interested? If so, write for full 
details now. We can promise you the 
backing of sound merchandising and ad- 
vertising help; a name that has always 
spelled “quality” in its field; a complete 


line of steel office furniture that will hold its 





own and MORE against ALL competition! 


| 
fe | CORRY - JAMESTOWN 
. MANUFACTURING CORPORATION * CORRY, PENNA. 
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A DEPENDABLE SOURCE ¥ SUPPLY 


FOR 44 YEARS 


\\ ITH ALL 


the handicaps that war imposes, 
CESCO enjoys the reputation of be- 
ing “a dependable source of supply.” 


Due to government limitations we have not 
always found it possible, in these trying 
times, to fill customers’ exact requirements. 
But, with few exceptions, we have been able 
to supply acceptable alternates. 


NOW THAT GOVERNMENT RESTRICTIONS 
HAVE BEEN REMOVED, WE ARE QUICKLY 
BUILDING UP A NEW INVENTORY OF PRE- 
WAR STYLES. Now ready are Visible Record 
Books with Automatic Shift, Metal-Hinged Post 
3inders and Metal-Back Prong Binders. Other 
pre-war styles, such as Booster Ring _ Books, 
Chain Post Binders and Machine Posting Equip- 
ment, will be available soon. 











The CESCO 
Range Is Extensive 


There is an unlimited potential mar- 
ket for many items in the CESCO 
line. Many of these items are exclu- 
sive. For instance— 


SOCIAL SECURITY PAYROLL SYSTEMS 
Outfits from $3.00 up 


EMPLOYEE BOND DEDUCTION SYSTEM 
A simple method of recording 
payroll deductions and bond purchases 


PLANT & EQUIPMENT LEDGER FORMS 
A timely record equally applicable 
to large and small businesses 
VISITORS & TRUCK REGISTERS 
For war plants and large 
industrial concerns 
And then there are, of course, the CESCO staples 
of Loose Leaf Equipment pictured above—VIS- 
IBLE RECORD BOOKS ... POST BINDERS 
. and PRONG BINDERS. 


e 
Write for Catalog Y 


are making it possible for dealers throughout the country to do 


and acquaint yourself with the CESCO popular items which J 


a better and more profitable Loose Leaf Business. 


~ 





O/T Onl es) » | ot eV Oe On OP 


44-01 21ST STREET, LONGISLAND CITY1,N.Y. 
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TEXAS NEWS NOTES 





B. C. Reber, Correspondent 





A preliminary survey among San Antonio stationers 
indicates that they are preparing for the drafting of 
married men, and, while there will be a number who 
will come under the draft, it is generally reported that 
the worst is about over. Salesladies have replaced the 
men on the floor and older men are filling in in: the 
stockrooms. 

* & * 

Members of the Maverick-Clarke Boosters Club held 
a dance at Oak Grove on April 15. This organization 
has done much in building up a spirit of good will and 
co-operation among the employees of this firm. Reg- 
ular meetings are held wherein discussion is held on 
better methods for merchandising, display, and so on. 
Social functions are also held at regular intervals. 

Following the dance, drawings were held for first 
and second prizes for the men and ladies. Approx- 
imately 100 attended. 

Miss Doris KloKall is president of the club. 

* * Ba 

Miss Betty Jane Thorne, daughter of G. S. Thorne 
of the Paul Anderson Company, was married April 15 
to L. H. Grobe. They will make their home in San 
Antonio. 

Bd * * 

Miss Ruth Rossman, for many years head of the 
greeting card department of the Paul Anderson Com- 
pany, who has been seriously ill for the past five 
months, has recovered and expects to be back at her 
old post about May 1. 

* ok * 

Another wedding took place in the stationery and 
business equipment field this month when Miss Myrtis 
Richardson of the local branch of Remington Rand, 
Inc., was married on April 15 to Pfc. Wilfred Telt- 
schick. The marriage took place in the chapel at 
Brooks Field, where Mr. Teltschick is stationed, and 
where the couple will make their home. 

ok * * 

An addition has been made to the Royal Typewriter 
family here, Miss Amy M. Williams having joined the 
staff as city saleslady. 

aK OK * 

J. A. Williams, of the service department of South- 
ern Sales and Service, has returned to his duties after 
recovering from injuries suffered in an automobile 
accident. 

co * * 

Carlos Lorea, Jr., The Clegg Company, has joined the 

service, entering the Army on April 7. 


eee ee 
BURROUGHS WINS ARMY-NAVY “E” AWARD 


The name of the Burroughs Adding Machine Com- 
pany, Detroit, Mich., has been added to the long list 
of organizations in the “Motor City” already honored 
by the nation for outstanding achievement in the pro- 
duction of war materials. The award was formally 
presented at the Burroughs plant on April 14 by Capt. 
A. V. Magly, USN. In accepting the burgee, President 
A. J. Doughty paid high tribute to the workers whose 
efforts made possible the winning of this signal honor. 

During the ceremony, pins for the employees were 
presented by Lt. Col. Harvey G. Beeson, executive 
officer of the Sixth Service Command, USA. Repre- 
senting the Bureau of Ordnance, U. S. Navy, Wash- 
ington, D. C., were Commander F. L. Busey and Lt. 
H. G. Hanke. Other Navy personnel present at the 
ceremony included Lt. C. P. Kingsley, Lt. McKay 
Donkin, Lt. J. C. Odom and Lt. Richard E. Belt. 

Burroughs’ war production, in addition to computine 
and accounting equipment so essential to military and 
governmental users, includes the famous Norden bomb- 
sight, used in virtually all theaters of action for pre- 
cision bombing. 
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ACCO 


HasjlA Reputation For 











PUNCHES 


Bor many years 
ACCO PUNCHES have been the 
standard of quality in the indus- 
try. They are known for power, 
strength and easy operation. 
They have the correct design, 
the careful workmanship, the 
lasting stamina for a lifetime of 


trouble-free use. 


You — and your customers — 
can count on ACCOQ PUNCHES 
for clean cut work, accurate 
gauging, fast, effortless punch- 
ing. Check the features, check 
the quality—and you'll know 
that you can count on ACCO to 
continue to give you, as in the 


past, the best Punches made. 


Standardize on ACCO Products for 


Service, Satisfaction and Sales! 


A CC @ 


PRODUCTS, 


39th AVENUE and 24th STREET 


LONG ISLAND CITY, N. Y. 
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STAR PERFORMANCE 


Typists who take pride in their work thrill 
to the new Codo CLEARTEX. The fine tex- 
ture fabric, high ink concentration and ex- 
tra length make possible a consistent excell- 


ence that brings compliments. 


Codo SUPER-TREATED, SUPER KOTE and 
KEEN RITE are all headliners in giving car- 
bon copy satisfaction. They give clean, 
sharp impressions for that extra number of 
copies. Five year guarantee against de- 


terioration. 


A Code : — — - 
— The famous patented “Carbon 
todo — Gripper” backing sheet in every 
= Ee box of Codo Super-Treated, Super 
. so Kote and Keen Rite. 


oO” MFG. CORP. 


529 South Franklin St., 
Chicago7 
Factory: Coraopolis, Pa. 


New York 12 
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270 Lafayette St., 








NEW HAMPSHIRE FIRM HOLDS OPEN HOUSE 


In celebration of its 25th anniversary, The Ther- 
riault Press, 82 West Pearl Street, Nashua, N. H., 
held an open house for its hundreds of customers 
from April 15 to 19, inclusive. 

The business was founded on April 15, 1919, by 
Joseph A. Therriault. Begun in a small way, it moved 
after eight years from its original Canal Street home 
to 11-13-15 West Hollis Street. The firm has been in 
its present location since 1937. Until 1937, printing 
was the chief business of Therriault. In that year, 
however, wood and steel office furniture were added 
to the firm’s activities, and two years later office 
machines and a complete office supply line were 
included. 

Today, The Therriault Press has the unique dis- 
tinction of being able to offer its customers ‘“Every- 
thing for the Office” under one roof. OFFICE APPLI- 
ANCES adds its congratulations and best wishes for 
continued prosperous expansion to the hundreds al- 
ready received by the Therriault organization. 





A VICTOR VISIBLE DISPLAY THAT WAS HELD OVER FOR 
AN ENCORE.—So much interest was shown and so improved 
were sales at A. Pomerantz & Co., Philadelphia, according to 
President Richard Pomerantz, that this attention-compelling 
display of Victor Visible remained in the store’s window for 
double the time originally scheduled. 
a ee 

NEW WOODWORK FACTORY TO OPEN IN MISSOURI 

A woodwork factory to be opened in West Plains, 
Mo., sometime after May 1, operating as “Co-Op Fab- 
ricators,” will specialize in the manufacture of office 
furniture and of school furniture in the post-war 
period. For the present, production will be restricted 
to all types of portable farm buildings and tool han- 
dles, according to recent announcement by plant offi- 
cials. 

The plant is owned by Dr. M. C. Amyx and Prof. 
Currin Davis.—EVH 

OZARK TYPEWRITER EMPLOYS NEW MECHANIC 

Leo Day, 17 years old and just out of high school, 
is a new apprentice mechanic in the service depart- 
ment of the Ozark Typewriter Company, 402 South 
Jefferson street, Springfield, Mo.—EVH 
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The Truth and Nothing but— 


This shortage of fibre board is the real thing. 
There is nothing fictitious about it. Right now 
fibre board is a vital war material as scarce as 
hen’s teeth. 

We are trying our best to spread our meager 


allotment to cover the basic requirements of all 


our good, loyal dealers. 


So please be patient if we can’t ship you all the 
PRONTOS you order. You can be absolutely 


certain we are doing everything we possibly can. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 








FIBRE BOARD FILES 


PRONTO 
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BROADEN YOUR SALES HORIZON 
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RECORD KEEPING EQUIPMENT 


Are you looking for a profitable new line to 





sell in your community? Then you're the 
dealer ROL-DEX wants to contact. The de- 


mand for ROL-DEX is real . . numerous in- 





stallations have met with enthusiastic ap- 
proval. ROL-DEX record keeping equipment 
is the magic key with which to unlock the door 


to new profitable business. We'll show you 


how . . write us for complete information. 





The men inside this 
door will welcome 
the ROL-DEX story Prix 
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mee 

Rol-Dex Has Many Sales Features! Ea 

Prin 

Rol-Dex is adaptable to any type, thickness ae 

; ne 

or size of form, card or record . . . it permits only 
ca company to use their present cards or 

forms. Rol-Dex is custom-built to each com- Pe 


pany’s precise needs . . . it has proven its has ¢ 





ability to cut operating costs and eliminate ~~ 

waste motion in record keeping. Wells 

durin 

Rol-Dex keeps thousands of records at the to op 

operators fingers tips; reduces operator HL 

Part of Public Utility Installation. Excess fatigue; permits the most efficient indexing ville 
of 100,000 cards accessible to one operator. known; allows the removal of trays. «2 : 
rinti 

conti 

The 
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433 SHELBY STREET : DETROIT 26, MICHIGAN — 
OFFI 


156 OFFICE APPLIANCES, May, 1944 











Ir 





ARKANSAS NEWS NOTES 





Allen D. Rebo, Correspondent 





Fred L. Hedges, president of the Hedges Printing 
& Stationery Company, Hughes, has been transferred 
to Love Field, Dallas, Tex. Mr. Hedges is a civilian 
pilot instructor in the Army Air Forces, and is at- 
tached to the Eleventh Squadron, Fifth Ferrying 
Command, AAF. He is a member of the Arkansas 
state legislature and chairman of its house committee 
on printing. 

+ oo 

Ben R. Hamilton, sales manager for the Democrat 
Printing & Lithographing Company, Little Rock, ad- 
dressed the Advertising Club of Little Rock, March 
20. His subject was “Labels.” Mr. Hamilton explained 
how his firm obtained orders for millions of litho- 
graphed labels annually from canning companies 
located in various states. 

* * * 

Theron Coleman, sales manager of the Gillespie 
Printing Company, England, has been elected treas- 
urer of the Lonoke County Young Men’s Club. 


* * * 


R. M. Brooks, proprietor of the Comet Printing 


Company, 105 West Third Street, North Little Rock, | 


was rebuffed for the fifth time by the city council 
when the aldermen voted down his attempt to repeal 
a 30-year-old city ordinance requiring the union label 


on all city printing. Mr. Brooks has urged repeal of | 
the ordinance at five consecutive sessions of the | 
council. His appearance before the council precipitated 


a stormy discussion. 


Requesting the floor “to visit with the aldermen,” | 
Mr. Brooks sought to advocate his proposal in person. | 


The mayor, presiding, denied his request, pointing 
out that his previous pleas to the council had been 
unavailing. 

7” * * 


M. M. Irwin, formerly of Heber Springs, now is oper- 
ating a printing and office supply business at Harrison. 
Mr. Irwin resigned from the Cleburne county board 
of education when he moved to Harrison. 

* a * 

Ben Hamilton, sales manager for the Democrat 
Printing & Lithographing Company, Second and Scott 
Streets, Little Rock, was principal speaker at a recent 
meeting of the North Little Rock Lions Club. 


* * * 


Earl W. Causey has become owner of the Ledger 
Printing Company and editor of the Lincoln Ledger, 
weekly newspaper, at Star City. The paper, formerly 
owned by the late Arthur J. Johnson, is the county’s 
only newspaper, and has been published since 1878. 

* * * 


John F. Wells, owner and operator of the Quapaw 
Printing Company, 215 East Third Street, Little Rock, 
has gone to Washington on a “temporary assignment.” 
He is acting as Assistant Chief of the Information 
Division of the Farm Security Administration. Mrs. 
Wells will continue to make her home in Little Rock, 
during his absence and the present staff will continue 
to operate the Quapaw Company. 

* oo * 

H. E. Watson, 91, editor and publisher of the Lewis- 
ville Herald, Lewisville, died at his home there April 
ll. He began his career in 1870 as apprentice to a 
printing firm at Camden, Ark., and for 74 years was 
continuously in newspaper and job printing work. 

* * * 


The Press-Argus, home town newspaper of the 
comedian, Bob Burns, who frequently has mentioned 
it on his broadcasts, is suspending publication for 
the duration, according to Hugh Park of Van Buren, 
publisher. Mr. Park has been accepted for limited 
duty with the Army, and the draft has made such 
1944 
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RUBBEROID | CEMENT 
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It’s an amazing story 
FZ because KEMPRENE 
can be used in every 
office and home where rubber 
cement was used before. Just 
think — KEMPRENE contains 
no critical materials—it is non- 
inflammable, excess removable, 
flexible, waterproof, stainless. 
Available in 4-ounce dispenser 
bottle, pint 
and gallon. 
DEALERS 
Write for 
complete 
information 


today 


FLEXIBLE 
























STAINLESS 


WATERPROOF 


Wy, © 


S19, 
i FA rn, < 


KEMPRENE PRODUCTS COMPANY 


Sales Office: 1524 Ranstead Street, Philadelphia 2, Penna. 
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MASONITE FLOOR PADS 


FOR 
IMMEDIATE 
DELIVERY 
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36x48 


NATURAL 
COLOR 


4 IN A CARTON 





OFFICE SPECIALTY M6. Co. 


70 EAST 125th ST., NEW YORK 35, N. Y. 
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“FAVORITE” 
DUBL-FRONT File Pocket 





7 4 YEARS ~ 


Giving values without sacrificing quality, 
supplying fast selling stationery specialties 
has been and is our aim. The number of 
years we have been in business is your 
assurance that we have done a good job 
and will continue to do so. 


THE COOKE & COBB COMPANY 


Orig tnators of Exp anding Sp ecialtres 





57 NINTH AVE. NEW YORK 11, N. Y. 
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STEEL FILE SIGNALS 





“ OR eR oe AT 
| CooKy STAINLESS. STEEL FILE SIGNALS 


es 





SAMPLE 








FREE-- THIS CARD OF 


ACTUAL SAMPLES 


This handy card contains a full assort- 
ment of Cook’s Steel (non-tarnishing) 
File Signals in 12 non-chipping colors. A 
highly useful, ready reference “catalog” 
of signals for every modern filing system. 
Glad to furnish one or more on request. 


THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 
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inroads on his mechanical department, he said, that 
it will be impossible to continue publication of the 
paper and operation of the commercial printing plant 
connected with it. The Van Buren Press-Argus was 
founded in 1859 and managed to carry on through the 
Civil War without missing an issue, though some were 
printed on wall paper. The paper also weathered the 
Spanish-American and First World War without inter- 
ruption of its publication schedule. Mr. Park is the 
fourth man to be called into the armed services from 
the firm’s staff durjng the present emergency. 











IBM MACHINE STEPS UP CLASSIFICATION OF 
MARINE RECRUITS AT SAN DIEGO BASE.—In charge 
of the machine is Marine Private Mary S. Kaye. Rapid 
code scoring of personnel classification cards at the 
Marine recruit depot in California is made possible by 
this ingenious International Business Machine, which 
performs the entire task automatically and without 
error. Private Kaye is the daughter of Mrs. Gladys S. 
Kaye, 180 New Broadway Street, Lebanon, Ky. 
(Official U. S. Marine Corps Photo) 


oT 


L. S. EVANS JOINS OKLAHOMA PRINTING FIRM 


Leland S. Evans, for the past seven years editor and 
business manager of the Durant (Okla.) Weekly News, 
joined the Ray Nunnery Printing and Office Supply 
firm, Chickasha, Okla., recently, according to a special 
announcement issued by that organization a week 
prior to his official debut. 

The new appointee, who will serve as Mr. Nunnery’s 
aide in meeting the printing and office supply prob- 
lems of that area, has been a resident of Durant for 
30 years, and is a former superintendent of the Chick- 
asha city schools. 

The announcement also stated that new lithograph- 
ing equipment has been added to the Nunnery plant, 
adding considerably to the firm’s ability to meet the 
local demand for office forms and attractive adver- 
tising matter. 





—>-—___—- 


WOLF FIRM IN NEW PHILADELPHIA LOCATION 

The Frank Wolf Company, dealers in new and used 
office furniture and equipment, recently moved from 
921 Walnut Street to a new six-floor home at 1823 
Market Street, Philadelphia, Pa. 

Showrooms are maintained on both the first and 
second floors at the new location, and well-equipped 
refinishing and repair departments make possible com- 
plete and efficient overhaul jobs. The company also 
maintains a rapid delivery service for the convenience 
of its customers. 
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THAT'S ALL THERE IS TO THE STORY 
OF A “Y and E” SORT-O-MAT SALE 





NNOUNCED the first of the year, “Y and E” 
Sort-O-Mat has already proved itself in busy 





F 0 _— for . » corting Cc . . © ” - ° 
A glance at paper determines sorting caption. offices all over the United States. Users of this 


new “Y and E” paper sorter have repeatedly 
told us that their new and untrained help are 
able to sort papers at speeds up to 1600 pieces 
per hour after short trials. 

Office managers are enthusiastic about the new 
“Y and E” Sort-O-Mat because it eliminates 
costly waiting time of tabulating and posting 
machine operators. Sort-O-Mat gets material to 
these operators in the shortest possible time. 

Sales executives praise the speed and accuracy 
with which correspondence is filed and can be 
located when Sort-O-Mat is on the job. Confusion 
and sloppiness are eliminated. Papers are either 
in the Sort-O-Mat or in their permanent place. 


Piles of waiting correspondence, paper strewn 





tables disappear when Sort-O-Mat takes over. 











Proper place behind primary group and second letter Are you cashing in on the popularity of the 
id guides located visually. ne 2 Get so ta “d ; Fs 
DS, Y and E” Sort-O-Mat? Are you taking every 
“! opportunity to demonstrate its efficiency to your 
ek prospects? Here is real, tangible help for under- 
- staffed and overworked offices. Be first to bring 
b- it to the attention of the concerns in your terri- 
or , . . . . : 
k- tory. You can promise them immediate delivery 
too, because Sort-O-Mats are available now for 
h- ‘ dine 
at prompt shipment. If you are not yet familiar 
he with this new profit maker in the “Y and E” 
T- ° ; a 
line, write for full information today on Sort-O- 
Mat and the other out-in-front “Y and E” 
office aids. 
ed 
7m 
323 
i YAWMAN 4»? FRBE MFG]. 
ed 
m- 
lso 1015 JAY STREET, ROCHESTER 3, N. Y. 
1ce One motion brings guides forward—opening 


wide space—papers drop in uniformly. “FOREMOST FOR MORE THAN SIXTY YEARS” 
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The Constantly Changing Needs of Industry 


in time of war, involve much shifting of plans, extension of systems and 
adaptation of methods. Where production moves over familiar routes, these 
things are soon accomplished. Nowadays, however, the unfamiliar becomes 
the usual thing, and the men in charge must go back to headquarters, sit 


down and think it through. That’s the situation calling for 


JASPER CHAIR CO. Office Chairs 


Looking forward to release of select hardwoods, metal for chair irons and 
perhaps leather for upholstery, we have hopes of again making available 
our extensive line of fine executive and secretarial office chairs. Yet for the 
present, our offer is limited to the Jasper Chair Co. V Number with 
revolving wood fixture, using minimum of critical material and giving best 
available office seating to wartime industry. Excellence, limited only by war 
requirements, identifies this series. To assure timely attention to orders 


be sure to mark priority or end uses. 








JAS P 


JASPER 


ER CHAIR CG. 


INDIANA - 





REPRESENTATIVES: 


W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 


(Phone ROGers Park 3644) Seattle, Wash. 


S. H. MacDonald, (West) 
405 Orpheum Bidz. 


Geo. A. Litchfield, Sales Mer. 


James S. Fowls, (Southern) 
327 Sunset Drive, North 
St. Petersburg, Florida 


E. W. Thomas (Southwest) 
Box 3493 Peninsula Station 
Daytona Beach, Florida 


R. J. Freeman, (Eastern) 
383 Madison Ave. 
New York. N. Y. 
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CRAM MYSTERY MAP CREATES STIR IN TRADE 

What is it? A map of a country? Combination of 
countries? Continents? World? Those are typical of 
the questions stationers and school supply dealers are 
asking one another about the new Cram “Mystery” 
map—the “Map of the Area” as the publishers, The 
George F. Cram Company, 730 East Washington Street, 
Indianapolis, Ind., call it. 

The publishers claim that the new map is “the larg- 
est, most colorful and finely-detailed map of the area 
ever shown.”’ Any dealers who do not agree with this 
claim ‘are invited to return the map, charges collect, 
for full credit.” Advance orders for the map are now 
being scheduled on a priority basis and will be filled, 
when the map is off the presses, in the order received. 
Accompanying the recent announcement of the map 
was a special priority shipment dated order blank. 
The Cram organization has also announced that news- 
paper mats, display cards and envelope stuffers will be 
sent free to dealers ordering the map. Further in- 
formation for dealers is available in a new circular 
now being distributed. 








THE ARMY HELPS SOLVE THE PAPER MILL LABOR 

SHORTAGE.—Shown at work on the shipping platform 

of the Linden Division, American Writing Paper Corpo- 

ration, Holyoke, Mass., are these fatigue-garbed soldiers 

from near-by Westover Field at Chicopee Falls, Mass. 

Soldiers are allowed to work at such jobs while off- 

duty, but must wear Army uniforms. Left to right, Pvt. 

Frank Tarento, Richmond, Calif; Corp. George N. 

Samples, Pasadena, Calif.; Pvt. James B. Crowley, 

Richmond, Calif.; and Pvt. Joseph Saucher of Mississippi. 

set 
AMES SUPPLY LICENSES NICHOLS TO MAINTAIN 
OFFICE MACHINE LAUNDRY SERVICE IN CHICAGO 

Faced with a critical shortage of skilled labor in 
the typewriter cleaning department, The Ames Supply 
Company, 564 West Randolph Street, Chicago 6, IIL., 
has announced that Howard E. Nichols has been 
licensed to take over their patented cleaning process, 
effective April 1, 1944. Mr. Nichols will be located at 
162 North Desplaines Street in Chicago. 

Pick-up and delivery service will be handled by the 
Ames trucks, but all invoicing and other matters 
relating to the service will be handled personally by 
Mr. Nichols. The same quality and service as in the 
past will be maintained under the new arrangement. 
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A FILING 
WARSHAW rotpers 
because good honest values are 
e recognized at a glance. The rare 


combination of quality plus value 


ROLL LABELS 
can't be beat. Warshaw folders 


GUIDES Pfs ; 
are known for their uniformity and 
INDEX CARDS = durability, and are made from 
REINFORCED ° uto- 
ones sound paper st ck on fully auto 
matic machinery. 
PROTEX ; 
STICKONS THE 


MENDING TAPE WrARSHAW MFG. CO., Inc. 


GUMMED 
INDEX TABS 1 Main Street, Brooklyn 1, N. Y. 











A SAVING AT EVERY TURN 


WRITE FOR 


FREE 


DARNELL 
MANUAL 


DARNELL CORP. LTD., 60 WALKER ST.,NEW YORK,NY 
LONG BEACH, CALIFORNIA, 36 N. CLINTON, CHICAGO, ILL 
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WANTED 
IMMEDIATELY 


® 
EXPERT 
MONROE 
CALCULATOR 


MECHANIC 


By large Eastern firm having 750 Mon- 
roes. 


Guaranteed minimum salary for 20 years 
to life $80.04 for 44 hour week—$90.48 
for 48 hour week. 


We will pay all of your moving expenses. 
Box E-63 OFFICE APPLIANCES, 100 
East 42nd Street, New York 17, N. Y. 


NEW “WOOD” LOCKER UNIT 
ACCOMMODATES 12 IN 5 FT. 


The new hardwood and plywood 
Peterson Industrial Lockers come 
in both single and double (back 
to back) units that accommodate 
either 12 or 24 persons in every 
5 running feet. Double locker 
room capacity and save valuable 
floor space for productive use. 
Provide each employee with a 
spaced coat hanger, an individual 
ventilated hat shelf and a 12 in. 
x 12 in. leck box for lunch, 
micrometers, drawing instruments 
or personal effects. 


PETERSON Wardrobe Equipment is 
provided for factory, shop and 
office—comprises a complete line ff 
of single and double faced locker 
units, wardrobe racks and non- 
tipping (6 or 12 place) costumers. 
Keep wraps “in press’, dry and 
sanitary——exposed to air and light. 
No crumpled hats or soggy lunches 
in stormy weather. Prompt deliv- 


ery. 


Write for Catalog 
and Dealer Propositions 


VOGEL-PETERSON CO. 


“The Checkroom People” 


1823 N. Wolcott Ave., Chicago 22, 
U.S.A. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Post-war Period Now in People’s Minds. — While 
there is no tendency to minimize the seriousness of 
the war problem immediately ahead, and while the 
tremendous task of the conquering Germany and 
Japan by way of invasion and direct attack is in no 
sense considered a prospective holiday, definite post- 
war thought is being put into the planning done by 
office appliance men in Los Angeles in spite of these 
grim realizations. 

The recent regional meeting of the National Sta- 
tioners’ Association in Los Angeles is at this writing 
still the talk of the town. The marvelously large 
attendance and the interest shown in the discussions 
were, in the opinion of most dealers here, very en- 


| couraging signs. The industry is definitely getting 


ready for new conditions in a new world. 
* * * 


Vasen Visits Chicago.—Kurt Vasen, western regional 


| manager for The Victor Adding Machine Company, 


1151 South Broadway, Los Angeles, spent two weeks in 
April in Chicago. Mr. Vasen combined his vacation 
with a business trip. 

* * * 

Mrs. Oster Dies.—Mrs. R. W. Oster, wife of the pro- 
prietor of the Bay Cities Typewriter Company, Santa 
Monica, died April 1. Mr. and Mrs. Oster have always 
had a wide acquaintanceship throughout the Bay 


| region. Mr. Oster is the UEF representative in his area. 


* t * 


New Photographic Department Head.— Donald M. 


| Atel is the new man in charge of photo records depart- 
ment of Remington Rand, Inc. Mr. Atel is well known 


in the Los Angeles area. At one time he was con- 
nected with the Retail Credit Association in Los 
Angeles and later with the Federal Reserve Bank. He 
began his new duties April 15. 
* * + 
Dick Tiernan in South Pacific——Dick Tiernan, who 
for two years was connected with the repair depart- 
ment of the Royal Typewriter Company agency at 
6266 Hollywood Boulevard, is now serving with the 
Marines in the South Pacific. Recently a picture show- 
ing Dick in action in Tarawa appeared in his home 
town paper. His home town is Pomona, Calif. 
Bruce Snyder, also formerly connected with the 
repair department, recently joined the Merchant Ma- 
rine and is now taking his training at Avalon, Santa 


| Catalina Island. 


L. C. Wolter, one of the partners in this firm, re- 
cently underwent a tonsil operation but at this writing 
is sufficiently recovered to resume his golf, a game 


| that is doing much to bring about a full recovery. 


* * * 


Heath in California.—Harry M. Heath, Richard Best 
Pencil Company, Irvington, N. J,. was in southern Cali- 


| fornia in April on his semi-annual business trip. 


* * * 


Business Holding Up Well.—R. A. Thomas, manager 
of the Grimes-Stasforth Stationery Company, reports 
that business is holding up well. The company has 
been enjoying a very active period, with all depart- 
ments especially busy. 

a * * 

Peoria Man Moves to L. A.—E. V. Siebenthal has 
arrived in Los Angeles from Peoria, IIl., and is acting 
as Los Angeles sales representative for the Allen-Wales 
Adding Machine Agency, 305 South Spring Street. Mr. 
Siebenthal was in business for himself in Peoria for 
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PUTS EVERY RECORD AT THE FINGER-TIPS... 











VISIBILITY plus the 
convenience of portability, ease of 
Operation, saving of space and 
adaptability to forms of all kinds 


and sizes—all these advantages 


DIEBOLD 


“Systems to Fit the Routine” 
TRA-DEX 
Vertical Visible Files 
READY FOR IMMEDIATE DEUHPERY 


Available when victory comes—Safes; Money Chests; Electric Rekordesk Safes; Bonk Vaults; Office Accessories 


CARDINEER 
Rotary Files 


FLEX-SITE 
Visible Book 
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are offered by Flex-Site Binders. 


Flex-Site gives more information in 
less space—permits more postings in 
less time—provides easier filing and 
quicker reference. Flex-Site’s greater 
record-keeping efficiency—and econ- 
omy—make this a fast-selling line 
for all dealers. Immediate delivery. 


Visible Records Equipment Co. + Division of 


DIEBOLD INCORPORATED + CANTON 2, OHIO 
* BUY WAR BONDS * 
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Plan for Tomorrow 


TODAY 





FACTORY MODEL STENOGRAPHIC MODEL 








| EXECUTIVE MODEL 


The ALERT Dealer Today 
is the CRAMER Dealer of Tomorrow 


Some Territories Available — Write Today for Descriptive Literature and Prices. 


— ohare o Company 


[203 CHARLOTTE STREET *** KANSAS CITY (6), M@e 
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20 years. His family has also arrived in Los Angeles, 
where the new home has been established. 
x * + 

Milne Recuperating.—J. K. Milne, adding machine 
salesman in Los Angeles for UEF, is recovering from 
a serious operation and at this writing is expecting 
to be back at work soon. 

* * * 

Dorothy Mack Now in Massachusetts. — Dorothy 
Mack, who served as office manager for Allen-Wales in 
Los Angeles for several years but who joined the 
WACs about a year ago, is now at Fort Devens, Mass., 
and reports herself very happy in her new work. 

* * * 


Takes on Sheppard Line.—The Columbia Salesbook 
Company, 315 South Spring Street, Los Angeles, has 
become the west coast representative of the C. E. 
Sheppard Company of Long Island City, N. Y. Although 
this company has had this representation only a short 
time it has already opened up some very fine accounts, 
according to A. C. Hauser, proprietor. The Sheppard 
line includes visible record books, bookkeeping machin? 
supplies, sales and advertising binders, ledgers, and 
so forth. 

* * * 

Hayes Scott Opens New Store.—Hayes Scott, for- 
merly located at 482 Fourth Street, San Bernardino, 
where he operated a successful typewriter and adding 
machine store, has opened a stationery and gift store 
at 432 E Street, San Bernardino. Mr. Scott has con- 
ducted his business under the name of The Valley 
Typewriter Company. 

* * * 

Changes in Remington Rand Personnel.—Paul Cor- 
win is now in charge of the Santa Ana territory of 
Remington Rand, Inc. Mr. Corwin was previously con- 
nected with Remington Rand, but for a time was not 
with the organization. Frank W. Powers, for many 
years school salesman for Remington Rand and also 
assistant manager of the typewriter division in Los 
Angeles, has now opened his own store at 932 State 
Street, Santa Barbara. 

* * * 

Remington Rand Boys in Service.—Edmund Cords, 
former Remington Rand, Inc., salesman in Los Angeles, 
now serving with the Air Forces at Buckley Field, 
Colo., was home in April on a 15-day furlough. Lt. Col. 
Howard Byles, another former Remington Rand man, 
is at the moment in San Bernardino where he is in 
charge of personnel work in connection with the 
desert center. Recently he was located at San Fran- 
cisco, where he was in charge of classification. 

* * * 


Walker in Own Business.—R. J. Walker, who has 
been in charge of the Remington Rand, Inc., office in 
San Luis Obispo for some time, has taken over the 
agency for this company at 785 Marsh Street, same 
city. 

y oo cs ok 

Glass Opens Own Store.—A. F. Glass, formerly UEF 
agent at Santa Ana but more recently connected with 
the San Bernardino Air Depot, has opened his own 
typewriter store at 459 Fourth Street, San Bernardino. 

* * * 


Sanders Enjoys Beach.—C. F. Sanders, proprietor of 
the Western Typewriter Company in Huntington Park, 
is one of those fellows who greatly enjoys the beach 
towns. Early in April he began his usual summer prac- 
tice of spending all of his week-ends at his cottage 
at Laguna Beach. 

* * * 

Doing Big Service—James A. Johnson, manager of 
the Los Angeles branch of UEF, has good reason to 
be proud of his family. Word has been received that 
a son, Lt. William C. Johnson, who recently was 
awarded the Air Medal, now has the two oak leaf 
Clusters as well as the Purple Heart, honors won for 
gallantry in action in the South Pacific theater of 
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DURING 1944 
WE WILL PROVIDE 
BERKSHIRE TYPEWRITER PAPERS 


in the same amount as 1943 


This policy protects our dealers, 
requires all available supplies. 
This is why we cannot, at pres- 


ent, invite new business. 


eo 
eat ON 
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* PAPERS 
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EATON PAPER CORP., PITTSFIELD, MASS. 














A NEW QUALITY PRODUCT 
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Be sure to look in- 
to this systematic 
and protective fil- 
tng method ; insures 
utmost safety for 


stencils, at' low cost 


2 SIZES 


for 50 and 
100 STENCILS 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each_ stencil allows 
space for com- 
plete informa- 
tion. 


Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en- 
ables book to lie 
flat at all times. 


Send today for 
descriptive folder. 


Technygraph c. 


TECHNY, ILLINOIS 














Jume Savor 
FILE 


e Non- priority wood 
construction 

e Two Drawer — Top 
opens completely 

e Metal Guide Rod 
Compressor — Metal 
Back Control 

e Attractive Plastic 
Handles and Pulls 

e |'/,” Casters 

e Letter and Legal Size; 
Olive Green Finish 

e Desk height 30!/,” 

No. MF1500G—Letter 








eee a $27.00 List 
No. MF1600G—Legal 
bise ...... _....$29.00 List 


F.O.B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-A Skokie, III. 








WE BUY—SELL 


A Service to Help Stationers 
Maintain Balanced Stocks 


@ Commercial Stationers submit lists of items they wish 
to sell. We offer it to other dealers and pay promptly 
when sold. All merchandise property of the dealer until 
sold unless other arrangements made. 

e Our terms are net cash upon delivery of merchandise 
to your store for examination. Our close margin pro- 
hibits cash discount. All goods available for examination 
in warehouse. 

e Dealers find it advantageous to visit warehouse and 
select stocks available. 


e Sales to dealers only. 


e@ Let us help reduce items overstocked or build up on 
goods short. Our service is used to advantage by many 
dealers. 


LINES WANTED FOR POST WAR 


e Effective sales coverage in twenty middle west states 
for manufacturers selling office supply and office furniture 
dealers. This means Chicago warehouse facilities also. 
A real opportunity in your “post war” planning that will 
pay dividends. 


Elmer Krumwiede and Associates 


THE STATIONERS 
CLEARING HOUSE 


334 S. Jefferson St. * Chicago 6, Ill. 
Phone Monroe 8226 
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war. Lieutenant Johnson is a fighter-bomber pilot in 
the Seventh Air Force. He graduated from the Santa 
Monica schools and was in his third year in the Uni- 
versity of Southern California in Los Angeles when 
called into the service in December, 1941. He had 
enlisted the previous August. At the university he 
was president of Theta Chi. While at school he worked 
at Douglas Aircraft Corporation’s Santa Monica plant 
during vacations and on the night shift during his 
junior year. He graduated from Kelly Field, Tex., in 
August, 1942, and went overseas in September of the 
same year. While returning from a bombing missio~ 
in the Marshall Islands recently Lieutenant Johnson 
had to bail out and was rescued, but his gunner was 
lost. The plane was only ten miles from the home 
base on the way back when the boys had to bail out. 

Another son of Mr. Johnson, James A. Johnson, Jr., 
is now a captain in the Quartermaster Corps and is 
stationed in England. 

Incidentally, Mr. Johnson right now is one of the 
proudest grandfathers in all the world. His daughter, 
Mrs. Richard A. Little, Philadelphia, recently became 
the mother of a fine baby boy. Her husband is Ensign 
Richard N. Little of the U. S. Navy and is stationed 
somewhere on the Atlantic Coast. Mrs. Johnson at 
this writing is in Philadelphia visiting her daughter 
and grandson. She is sending back some splendid re- 
ports on this new third generation. 


* * ai 

Rentals Still Good.—F. Bennetts Cole of the Office 
Equipment Service Company, 423 South Spring Street, 
Los Angeles, reports that the typewriter rental busi- 
ness is still flourishing. As a matter of fact, he says, 
he cannot keep up with it. The demand for electric 
adding machines is also exceedingly brisk, Mr. Cole 


reports. 
* * * 


New Assistant Manager.—S. P. Surmagne, proprietor 
of the Guaranteed Typewriter Company at 439 South 
Spring Street, reports that W. E. Hymears has begun 
work as assistant manager for this company. Mr. 
Hymears, who began work April 13, had been in the 
Army for two years and prior to that had been with 
the L. C. Smith and Corona Typewriters, Inc., for four 
years. 


* * * 

Rothman to New York.—Fred Rothman, proprietor 
of the Angelus Typewriter Company, was scheduled to 
leave Los Angeles April 30 for a two-weeks’ trip to 
New York. Among other things he expected to spend 
some time visiting old friends both in the business and 
mechanical end of the typewriter industry in the East. 
Mr. Rothman makes the following report on former 
Angelus Typewriter Company employees: Jerry Ulfers, 
who was an outside delivery man, is now with the 
Army somewhere in the South Pacific. Fred Mitchell 
is taking Jerry’s place as delivery man. Howard 
Learner, who was formerly a typewriter mechanic 
with the company with six years’ service to his credit, 
is now a first lieutenant in the Air Forces and is sta- 
tioned in New Orleans. Lt. George Wiener, formerly 
an assistant mechanic, is now with the Air Forces in 
India. Fred Wright, former salesman, is now a first 
lieutenant at Camp Haan. Maurice Rothman, who 
was with the Angelus Typewriter Company for 15 years, 
too old for active service, is now with the California 
Shipbuilding Corporation. 

* 


ok ok 

Reinheimer Visits L. A.—William Reinheimer, man- 
ager of the American Writing Machine Stores in San 
Francisco, was a recent visitor in Los Angeles. While 
here he spent considerable time with M. D. Hathaway, 
manager of the stores in Los Angeles. Mr. Hathaway’s 
office is at 531 South Spring Street. 

2 

MUSKOGEE’S PRINTER-MAYOR OUT OF POLITICS 

S. B. Hudson, president and treasurer of the Star 
Printery, 213 North Third Street, Muskogee, Okla., is 
retiring as mayor of that city, after serving four years. 
Hudson was not a candidate for re-election —EVH 
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” DIRECT PROCESS SPIRIT DUPLICATORS 


zs SAVE PRINTING COSTS! : 
ic Only the Masters are printed. Reproductions 

of both form and fill-in are made on blank 

paper. 

h | OTHER 

on NO “REGISTER” TROUBLE! 


Ir. Type, rules and fill-in always line up perfectly. Auto-coyry 
ne 


a NO WEAK COPIES! PRODUCTS 


A few or hundreds . . . every copy as clean 


a 
and distinct as the original. 

or AUTOCOPY Spirit and 
to Hectograph CARBON 
to NO SPECIAL MACHINES! aE nals ne Available . ~~ 
nd : ple, blue, green or red; soit, 
nd They can be typed on any typewriter or filled medium or hard finishes. 
at. in with ordinary lead pencil. ¥ 
er 
rs, n ‘ASTED! AUTOCOPY MASTER 
he NO TIME WASTE Dt } ; SETS (Plain). For all spirit 
ell No time lost collating forms, inserting carbons duplicators. 
rd or fighting to maintain register. “ 
1ic 
it, AUTOCOPY DUPLICA- 
mas TOR FLUID. Brighter cop- 


rly SEND FORM DATA ies—longer runs—odorless— 


rd instant drying no offset— 
a FOR QUOTATIONS non-injurious to machines. 


a or submit your problems to i 


ria Autocopy’s system experts AUTOCOPY CLEANSING 
CREAM. Quick, pleasant, 
effective remover of Hecto- 
” graph, Mimeograph and Du- 
plicator Ink stains. 


an 

ile * 

7 2 » Write for 
Literature and Prices 


ICs 162 West Superior Street CHICAGO 106, ILLINOIS 
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ART METAL CONSTRUCTION WINS “E” FLAG STAR 

The second war production honor to come to the Art 
Metal Construction Company, Jamestown, N. Y., was 
presented to the company in March, just six months 
after Plants One, Two and Four had won the original 
Army-Navy “E” Award for production excellence. The 
original presentation was made by the Navy Produc- 
tion Board in September, 1943. The company, one of 
the world’s largest makers of steel office equipment, 
has been in operation for 56 years, but since Pearl 
Harbor has been largely engaged in producing airplane 
assemblies, radio and radar parts, ship furniture and 
other war necessities. 

The announcement was made in a letter written to 
Algot J. E. Larson, president of the company, and 
signed by C. C. Bloch, Admiral U. S. N. (Ret.), chair- 





A NEW STAR IS ADDED TO ART METAL CONSTRUC- 
TION’S ARMY-NAVY “E” AWARD.—The renewal of the 
honor for excellence of war production came just six 
months after Art Metal Construction Co. had won its 
original Army-Navy “E” in September of last year. 
Left to right, Supt. Albin Johnson of Plant No. 1 looks 
on as Rodney Johnson, Piro Boria and Mrs. Harriet 
Kemp prepare to raise the new banner, with white star 
attached, to the top of the staff. 


man of the Navy Board for Production Awards. It wes 
dated precisely six months from the date of the oris- 
inal award. This is in strict accordance with the 
terms of the Army-Navy “E” award which provides 
for subsequent inspections by the Production Board 
at six-month intervals to determine the rate of pro- 
duction. If this is not maintained on the same or 
better level, the “E” flag and lapel pins held by the 
winners of the award are withdrawn. If production 
is satisfactory, a white star is presented. 

A new pennant with one star affixed was forwarded 
to the Art Metal Construction Company by the Navy 
Production Board immediately after the receipt of 
the letter. 

Production was not interrupted for ceremonies to 
celebrate the winning of the star. The new flag was 
run up on the flagpole erected six months ago in the 
yard at Plant No. 1 to accommodate the Army-Navy 
“E” pennant, and the men and women of Art Metal 
have this constant stimulant to their genuine pride 
as they pass it on their way to and from work. 


—— 2 


COOPER ATTENDS GLTC MEETING 


Lieutenant C. J. Cooper, U.S.A., was a visitor at the 
Great Lakes Travelers Club April 21. A member of the 
club as former representative of Sengbusch Self-Clos- 
ing Inkstand Company, he had received birthday and 
Christmas presents which the club sends to its mem- 
bers in the services and expressed his sincere appre- 
ciation. He enlisted in the Army April 28, 1942, and 
received his commission September 11, 1943. 
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/NEVER 
FORGET BIRTHDAYS 
OR ANNIVERSARIES 
ANY MORE 


NEW VISIBLE 


AND 


TELEPHONE INDEX 


Just what every woman wan!s 













Beautiful imitation leather bind- 
ing, (red or blue), with silver 
lettering. Contains fifteen 5’ x 3”’ 
visible index pockets. A to Z 
indexed cards with columns for 
names, addresses and telephone 
numbers—also special unique 
card for listing merchants, etc., 
and an extra card for miscella- 
neous. Back of pockets have cards 
indexed January to December, 
with separate lines for each day 
of the month for listing Anniver- 
sary Dates, special occasions, and 
as a reminder of greeting cards 
received, and to be sent. 


CAnniversary Reminder 


and 


Telephone Index 





LIST PRICE 
$1.50 Ea. 


Write or Wire for 
Quantity Discounts 


ACME VISIBLE RECORDS, INC. 
122 $. MICHIGAN AVE. * CHICAGO 3, ILL. 


~ 





IMMEDIATE 
DELIVERY 











No. 130—“Sentinel” Ash Stand—Solid Walnut 


tae ied 
$10.00 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


‘“‘MEMORY MASTERPIECES”’ 
AURORA, ILLINOIS 
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Ad a Matter of Fact 


Fritz-Cross wood posture 







chairs offer the best in 
war time seating equip- 
ment. 

All models are equipped 
with quick and easy 
adjustments con- 
ducive to correct 
posture, are built 
for comfort through 
a strenuous day’s 
work and, too, have 
that good appear- 
ance you like to sell. 
Write today for de- 
scriptive circular. 


No. 850 Commando 








THE FRITZ-CROSS COMPANY ff 


304 E. 4TH ST. ST. PAUL, MINN. | 





Steadily 
WON way 
to TOP! 


Placed on the market three 
years ago NEV-R-KURL com- 
peted for favor in a crowded 
carbon paper field. Now thou- 
sands of typists, buyers and 
dealers will tell you there’s 
no better carbon paper on the 
market. 


NEV-RCKURE | 
CARBON PAPER 


% WILL NOT CURL, tree, wrinkle 
or smudge. 


% LASTS LONGER, more copies per 
sheet. 


% UNIVERSAL, same sheet works 
on all typewriters, billing, book- 
keeping machines. 


am | € 
Philli Sdicath Co. Inc. 


Eo 2 MILL STRELT 
ROCHE STEER. Nae 


L.A. PHILLIPS 
President 
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V. F. W. ANNUAL POPPY SALE TO BE HELD ON 

NATIONWIDE BASIS WEEK OF MEMORIAL DAY 

The 1944 sale of Buddy Poppies by the Veterans of 
Foreign Wars during the week of Memorial Day will 
mark the twenty-second consecutive annual appeal 
of the organization. This year the goal is high— 
12,000,000 Buddy Poppies—an aim, which, if success- 


- 


VETERANS OF FOREIGN WARS or tHe unireo states 





V.F.W. POSTER FOR PROMOTION OF 
ANNUAL BUDDY POPPY SALE IN MAY 


| ful, will enable the V.F.W. to extend its national, 


state and local relief programs to cope with the 
mounting need. 

Endorsed by the President of the United States, the 
General Federation of Women’s Clubs, the American 
Federation of Labor, and by fraternal organiza- 
tions, religious leaders and professional associations 
throughout the nation, the Veterans of Foreign Wars 
is the servicemen’s “Gold Stripe” organization. Its 
entire membership is comprised of men who have 
seen service overseas or in hostile waters, and its 
ranks are even now being swelled by returning 
wounded from the European and Pacific theaters of 
war. 

V.F.W. Buddy Poppies are made by disabled war 
veterans in Government hospitals, and are sold to 
aid not only veterans in need, but servicemen and 
their families as well. A portion of the proceeds will 
be allotted, as usual, to the maintenance of the Na- 
tional Home for Widows and Orphans of Ex-Service- 


men, located in Michigan. 
rec 


FOTIS RETURNS TO FORMER REMINGTON POST 
George W. Fotis resumed his former duties as direc- 
tor of sales promotion of Remington Rand’s typewriter 
division on April 1, according to a recent announce- 
ment by General Sales Manager C. B. Waters. He 
had been active, since shortly after Pearl Harbor, as 
head of the typewriter division’s Government-Indus- 
rial Relations department, and was subsequently as- 
signed to planning, co-ordinating, material facility 
procurement and production scheduling with the 
Rochester Ordnance District, Remington Rand, Inc., 
and Washington, D. C., branches of the Army, Navy, 
Aircraft Scheduling Unit and War Production Board. 
Mr. Fotis first joined Remington as a member of 
the advertising department in 1938, specializing in 
the preparation of typewriter advertising. He rap- 
idly expanded his knowledge of merchandising in this 
field and, in 1941, was advanced to the post of sales 
promotion manager of the typewriter division. 
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Month after month, we are going to hammer 
home to millions of readers, the importance of 
the ROBINSON REMINDER as a war-time essen- 
tial. Life, Time and twelve other leading publica- 
tions will consistently and continuously tell this 
important message. 


As for service to our dealers, we are maintaining 
the outstanding reputation we attained in 1943. 
Our Special Service Plan is responsible for our ability to give 


Immediate Shipment. We 


Write today for details about this Plan and for a Catalog. 


ROBINSON REMINDERS 


Westfield, Massachusetts 


NEW YORK OFFICE ° 200 FIFTH AVE. e TEL. ORCHARD 4-3028 
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ALWAYS AT 
> Ag a ae 


VISIBLE NAME 
Angle Tab Filing Supplies 


Victor Angle Tabs make friends and profits for you because... 
Every caption is always in view—no adjustment of file contents 


to read them. 


Faster filing, fewer filing errors. 
Quicker finding. Economical expansion keeps pace with growth 
of drawer contents. All inserts changeable for flexibility. 


New Angle Tab Stuffer 


This new 6-page stuffer for distribution to con- 
sumers illustrates and describes Victor angle tab 
guides and folders for correspondence and legal 
files, and guides for card and check files in all 
standard sizes. 


FREE to dealers who stock Victor Filing Supplies. 


For fast sales and attractive profits— 
Every Day, Every Month. . . Sell the Victor Line 





VIQTOR 
be | P ~“ 


_— ha y 


Sold only through dealers. 














ICTO 








THE VICTOR SAFE & EQUIPMENT CO., INC. 









*War casualty — will be supplied when steel is again available 


TREASURE CHESTS 


NORTH TONAWANDA, NEW YORK 








INSULATED FILES | _‘ TUBE PANELS 


| 
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GLOBE-WERNICKE “BUSINESS BUILDER” APPEARS 

An attractive new business bulletin for the Globe- 
Wernicke dealer family made its maiden appearance 
in March. A four-page publication printed on good 
stock, the newcomer in the house organ field is de- 
signed primarily to help Globe-Wernicke dealer sales- 
men make sales easier, sell larger orders and sell more 
prospects. The new paper, scheduled for monthly 
publication, is intended to serve as a monthly sales 
convention in printed form, according to President 
J. S. Sprott, and at the same time to help dealers 
keep up-to-date on the constantly changing business 
conditions. 

Also included in the well-planned Business Builder 
is an ample representation of personal items, news of 
men in the service, and pictures and stories of suc- 
cessful business firms who represent the Globe-Wer- 
nicke organization. 

The infant sheet is off to an excellent start and 
there is no apparent reason why the Globe-Wernicke 
Business Builder should not become one of the out- 
standing publications of its kind in the industry. 
OFFICE APPLIANCES wishes the new organ bon voyage. 


———__-= 0 — 
NAMED EXECUTIVE OF BLIED, INCORPORATED 


Leo J. Blied, a lieutenant colonel in the U. S. Infan- 
try until placed on the inactive list recently, has been 








appointed secretary-treasurer of Blied, Inc., accord- 
ing to recent information received from the Madison, 
Wis., firm. 

The new appointee will continue to function as gen- 
eral manager of the stationery department at 114 
East Washington Street, in addition to assuming the 
duties of his new post. 


OO 


REMINGTON SALESWOMAN COMPLETES 25TH YEAR 

A quarter-century of successful selling is no small 
accomplishment in any field; it’s particularly note- 
worthy in the typewriter field, especially when the 
holder of the record is a woman, first of her sex to 
sell typewriters in the United States. But Miss Ruth 
Knowlson of Remington Rand’s New York organiza- 
tion has accomplished just that goal. 

Miss Knowlson joined the Remington organization 
in March, 1924, when that company took over the 
old Noiseless Typewriter Company. A tutor of many 
junior salesmen, she numbers among her accounts 
some of the nation’s largest corporations. She was 
placed in complete charge of the company’s type- 
writer business at the New York World’s Fair in 1939 
and 1940. 

Since the outbreak of the war she has been active 
as vice-chairman of the business women’s division of 
the American Women’s Volunteer Services and, as a 
member of the Montclair, N. J., hospitality committee, 
has frequently offered her home in that city as an 
entertainment center for service men from all over 
the world. 
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ST. JOHNS TABLES 


% Although wartime restrictions of labor and 
materials are continuing to effect our volume 
of production, we will continue to maintain 
the standards of quality that have made the 
ST. JOHNS TABLE CO. leaders in the furni- 
ture industry for the past seventy-six years. 


BUY WAR BONDS 


No. 24 Table Description: 


*% Selected Northern Oak in 
Office Golden or School Brown 
Finish. Top is 7” thick, Legs 
214” square. 





Sizes: 
27 x 48 inches 
27 x 60 inches 
30 x 72 inches 


St. Johns Table Company 
CADILLAC, MICHIGAN 
Seventy-six Years of Leadership—Established 1868 


Chicago Office: 666 Lake Shore Drive, Chicago 
New York Office: 206 Lexington Ave., N. Y. C. 
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FOLDING 
CHAIRS 


and TABLET ARM-CHAIRS 








All styles Folding Chairs. Tab- 
let Armchairs—ideal for class- 
rooms, cafeterias, etc. Factory 
Stools. 


FOLDING TABLES 
PROMPT SHIPMENT 


out of New York stock or direct from factory. 


Don’t turn down chair inquiries— 


State whether or not priority 
rating is available. 


ADIRONDACK 


CHAIR COMPANY 


1140 BROADWAY 
NEW YORK 1, N. Y. 
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OTHELLO 
PENCILS 


with MICROFINE Lead 


STRONG*SMOOTH» PROFITABLE 
Made in 5 Degrees: 


No. |. Soft, 2. Medium, 2 4/8. 
Medium Hard, 3. Hard, 4. Extra Hard. 


Boxed or banded Othello—the finest quality five cent pencil 
on the market Feature Othello and get your share of the 
profits. 


Othello Colored, Indelible and Drawing 
Pencils in the same fine Swan Quality. 






SWAN PENCIL CO.. INC. \ 


221-225 Fourth Avenue 








BRIGHT 


Wartime regulations have imposed severe restrictions on our out- 
put, on our materials and availability of labor—all of which have 
proved a severe handicap to our ability to serve our many good 
customers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


Sorry. No BRIGHT catalogs available. Present conditions make it 
inadvisable to publish another until the war is over. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


| 
| 
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NEWS NOTES FROM DISTRICT NO. 8 





Gene Mitchell, Correspondent 





The deepest sympathies of the members of the 8th 
Region, NSA, and of the Midwest Travelers Club are 
extended to the family and coworkers of the late Ike 
Goldsmith, proprietor of Goldsmith Book & Stationery 
Company, Wichita, Kan., who passed away March 29. 

+ * * 

Western Lithograph Company, Wichita, Kan., paid 
a most respectful tribute to the memory of the late 
Ike Goldsmith by closing their place of business for 
two hours during the funeral services of their old 
friend. Every department, including the telephone 
switchboard, was shut down completely throughout 
the two-hour period. 

cd co * 

“Bill” Bohart of Eberhard Faber Pencil Company, 
received news of the sudden death of his father at 
St. Joseph, Mo., on March 24. Mr. Bohart suffered a 
fractured hip several months ago from which he 
never completely recovered. 

* * * 

A most cordial welcome is extended our good friend 
Cliff W. Talty, formerly of Poucher Printing & Litho- 
graphing Company, Minneapolis. Cliff has been named 
manager of Gallup’s, Inc., of Kansas City, succeeding 
our old friend, John Uden, who resigned in March. 
A story elsewhere in this issue tells the story of the 
change of ownership of the Gallup firm. Mr. Talty 
has had a varied merchandising career covering a 
long term of years, and is well fitted to take over his 
new duties. The 8th Region and the Midwest Trav- 
elers bid him a most hearty welcome, with every good 
wish for a long and highly successful career in Kan- 
sas City. Mr. and Mrs. Talty plan to move their home 
to the “Heart of America” early in May. 

* * oo 

To the family of the late Merl Tabor and his asso- 
ciates at Hall Stationery Company, Topeka, of which 
he was general manager, the members of the 8th 
Region, NSA, and the Midwest Travelers Club send 
their sincere sympathies. Mr. Tabor passed away sud- 
denly on February 23 while enroute to Sioux Falls on 
business. 

oS * OK 

Gerry Manning, president of the Joplin Printing 
Company, Joplin, Mo., reports having received word 
from his son, Jack, that he was awarded his captain’s 
bars in mid-March. You just can’t keep these good 
stationery salesmen down. 

* * * 

Word from Clara Valleau, the charming wife of our 
good friend Bob, relates that Bob is recuperating 
gradually, but definitely. Going through the difficult 
siege which necessitated a major operation requires 
patience and endurance during the climb back to 
health, but Bob has demonstrated he is the little guy 
who has what it takes. All good wishes to him for 
an early return to the crowded trains and hotels. 

* * x 

The recorders at the recent 8th Region Convention 
reported the registration as follows: Dealers, 102; 
Manufacturers and Travelers, 81; Ladies, 44. A total 
of 227, which is the largest attendance yet recorded 
in the 8th Region. It was noted that the travelers 
attendance included over 25 members of the North- 
west Travelers Club, over 20 Texas Travelers and a 
like number of Great Lakes Travelers, all of whom, 
of course, are Midwest members. 

* x * 

Frank Miller, Wallace Pencil Company, was taken 
ill recently in Omaha while enroute over his territory, 
spending several days in his hotel room. He recov- 
ered sufficiently to roam into Kansas City shortly 
after the close of the regional meeting. 

* ca 7” 


Among the newcomers at the 8th Region meeting 
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Chicago... the BIG, thriving, busy metropolis... the BIGGEST 
distribution center in the great Midwest. 


Utility Stationery Stores ...a BIG new factor in retail merchandising 


in the Chicago area. 
; 


The guiding policy of all the 7 Utility units is QUALITY. Only 
merchandise of the highest quality is carried. 


Whether it be Gifts, Books, Novelties, or Furniture and Equipment 
— each must be a product of a nationally known manufacturer. 


peunouucement 


Utility —a great name in stationery for four decades — announces 
the opening of its 7th retail unit, the BIG Wabash Avenue store 
... 60,000 square feet... perhaps the biggest retail store in the 
country devoted exclusively to merchandising of commercial station- 
ery, books, gifts, office furniture and equipment 


115-117 SOUTH WABASH AVENUE 


Michigan Av.- 5S. Water St. t * ) j +t 112 W. Madison St. 
LaSalle - Monroe Sts. YW 16 W. Jackson Blvd. 


116 No. Wells St. Stelio ne ry Sto res 307 W. Monroe St. 
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was the popular trade journal correspondent of the 
Northwest Travelers Club, Merrill Hasty, who also is 
counted among the representatives of the Sengbush 
Self-Closing Inkstand Company. Wonder if he came 
here to try to steal some Midwest news! 

7. a * 

Another newcomer to this region was Mrs. Betty 
Mulliken, manager of Fritz-Cross Chair Company, 
St. Paul, Minn. Some one told her that if she would 
come to “God’s country” she would meet the “right” 
people. Shoosh, you Seventh Regioners! 

* * + 

A letter from the immediate past governor of the 
Eighth Region: 

“...I shall always be grateful for having had the 
opportunity to work with all you fellows (Midwest 
Travelers) these last two years, and hope that some 
day I may be given the opportunity to reciprocate 
your many kindnesses. 

“The compensation I have had from this job is the 
making of many valued friends. 

“May God grant we have many more pleasant op- 
portunities to be together and work together in the 
years to come.” 

Leonard B. Wilcox. 

And, fellows, I hope that the travelers who follow 
me in this work will each have as fine a fellow in the 
governor’s office as has been my good fortune. There 
MUST be others on a par with Leonard, but there 
CAN’T be any who will surpass him. 


* * * 


Your correspondent, together with Charlie Hick, of 
Art Metal Construction Company, were accorded the 
honor of an invitation to a most unique party in 
mid-March at the plant of the Joplin Printing Com- 
pany, Joplin, Mo. Just prior to each employee’s leav- 
ing for the services, the officers of that firm hold a 
“Going Away” party, inviting all employees of the 
entire organization to a buffet lunch and “Send-off” 
gathering, held in the back part of the printing plant. 
In March such a gathering was held in honor of 
Charles J. Wells, who has been an outside salesman 
for the firm for the past five years. Incidentally, 
Charles is a brother of Roy Wells of Art Metal fame. 
Present, besides the special guests, were: Mr. and 
Mrs. Charles F. Wells, the parents of the honor guest; 
the officers and department heads of the firm; Gerry 
Manning, president, and Mrs. Manning; D. Cruce 
Witt, vice-president; Ernest Brickey, secretary; Mark 
W. Farrar, treasurer, and Mrs. Farrar; Ralph Horner, 
superintendent; Gene Hays, store manager, and Mrs. 
Hays; and all employees of the plant, office and store. 
Following the buffet lunch, Charles was presented 
with a fine wrist watch, the gift of his employers and 
fellow-employees. The father, Charles F., spent ten 
years in the employ of this firm, following which he 
was with Burnap-Meyer of Kansas City. He is now 
with the Empire Power & Light Company in Joplin, 
Mo. 

+ * * 

That all may know: The newly elected governor of 
the 8th Region is one of the region’s very likeable 
and successful business stationers from Lawton, Okla., 
Mr. Ted Warkentin of the Southwest Printing & Sta- 
tionery Company. Ted heads his firm, which oper- 
ates three most successful retail stores. Beside the 
Lawton store, they have one at Ponca City, Okla., and 
at Amarillo, Tex. 


* * * 


For lieutenant governor, the convention chose the 
man who worked many days and nights with hotel 
men, advertising men, printers, travelers, and his 
Kansas City committee, in order to make this con- 
vention a REAL success. He is Roy Moreland, vice- 
president of Schooley Printing & Stationery Com- 
pany, Kansas City, Mo., and chairman of the Kansas 
City convention committee. Roy truly deserves the 
heartfelt thanks of every attendant at that meeting 
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CARBON PAPERS 
TYPEWRITER RIBBONS 


Made right—Priced right 

-Sold right. Here’s a 
ribbon and carbon prop- 
osition you can turn into 
real profit. You can al- 
ways count on our co- 
operation. 


EXCLUSIVELY for 
DEALERS *» STATIONERS 


Complete details on request 


ALLEN & COMPANY. 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 





Air Mail is the thing today 4" 
and Sky-Rite Stationery's 
lightness makes it economical. 
Brilliant White, cracklyuse 
it for Peace and War: mail . 

Sold at all Better Stores 
Dealers—write for Catalog 

Distributors Coast to Coast 
AGENCY PAPER CO. 
ie New York 13, . Y. 
xnctorien 
ew Yor 
mee Chicago 





NEW YORK 
OFFICE 


74 Varick St. te 


Phone 


WA 5-1671 
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papel 
PASS CASES FOR BILL FOLDS 





@ EASILY INSERTED IN ANY BILL FOLD 

@ FOUR CLEAR, CELLULOID POCKETS 

@ STRONG PLASTIC “CERCLA” BINDING 

@ FRONT AND BACK GREEN AICO-TUF COVER 
@ CAN BE USED AS SEPARATE PASS CASE 


With everyone carrying more passes, identification cards, etc. 
then ever before, you will find a ready market for this AICO In- 


sertable Pass Case. Attractive Counter display card does your 
selling. Popularly priced, with attractive (13 margin. 
DESK PADS and 
ACCESSORIES 
503 S. JEFFERSON ST., CHICAGO 7, ILL. 


wn Gace. GRIP TABBING 
y SHOP TICKET HOLDERS 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 





LOOSE LEAF INDEXES 








AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIV E Ribbons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 

“Oldest Exclusive Manufacturers of Typewriter Ribbons 
and Carbon Paper” 


oA. ° ITTLE. 


MANUFACTURERS 


Factory, Rochester 8, N. Y. 


1888 1944 
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for a job most worthily done. 
* . a 
And, as second vice-president, the Midwest Trav- 
elers Club elected the gentleman who “turned the 
trick” enabling the House of Friendship to operate 
this year—Wm. B. Bohart, better known as “Bill,” 


| representing Eberhard Faber Pencil Company, in 





Missouri, Nebraska, Iowa and southern Illinois. Aus- 
tin Waterbury of The Carter’s Ink Company steps 
up to first vice-president and your correspondent be- 
comes president. 

. « + 

The Midwest Travelers Club welcome the following 
new members, accepted since January Ist, 1944: 

A. C. Aigner, G. J. Aigner & Company, Chicago; 
B. L. Beeler, J. L. Hanson Company, Chicago; Eugene 
I. Biggs, Koh-I-Noor Pencil Company, Bloomsberry, 
N. J.; E. R. Sharp, Omaha, Nebr.; Louis M. Brown, 
Eberhard Faber Pencil Company, New York; George 
C. Holt, W. A. Sheaffer Pen Company, Ft. Madison, 
Iowa; Jack C. Kern, Jack C. Kern Company, Dallas, 
Tex.; Verne Palmer, Columbia Ribbon & Carbon Com- 
pany, Kansas City, Mo.; Frank C. Ruhland, Columbia 
Ribbon & Carbon Company, Kansas City, Mo.; Harry 
H. Towson, Eversharp, Inc., Chicago, Ill.; L. L. Whit- 
ney, Stein Bros. Manufacturing Company, Chicago, 
Ill.; Geo. A. Witte, White & Wycoff Manufacturing 
Company, Holyoke, Mass., and Ray McGowan, vice- 
president, Shaw-Walker Company, Muskegon, Mich. 


* * * 


The membership of the Midwest Travelers Club 
should be interested to learn that your convention 
committees, according to a report received from the 
treasurer, spent just 63 cents less than was appropri- 
ated for all expenses, even though the ladies enter- 
tainment committee exceeded their budget because 
of an attendance of 44 ladies this year as compared 
to 25 last year, and the necessity of paying the 30 per 
cent luncheon tax on Saturday. Both the House of 
Friendship and the entertainment committees showed 
a saving of several dollars each. 

* 7 x 

The dealers of the 8th Region and the members of 
the Midwest Travelers Club in good standing should 
receive a new 1944 Roster of the Travelers club as 
soon as the printer can complete it and R. C. Moore’s 
office can mail it. 

* * * 

Some current addresses of boys who will be mighty 
happy to hear from you fellows: 

Pvt. Claude F. Myers, Jr. (formerly Myers Off. Furn. 
Co., Kansas City, Mo.), No. 37730763, Co. B, 92nd Inf. 
Tn. Bn., c/o 18th Inf. Tn. Reg., Camp Roberts, Calif. 

Pfc. John H. (Jack) Ellis, U.\S.M.C., c/o New Plaza 
Hotel, San Diego, Calif. 

Pvt. Paul S. Baird (formerly George E. Baird & Son, 
Kansas City, Mo.), ASN, No. 37350933, Hq. Det. SOS 


| Engrs., APO No. 887, Postmaster, New York, N. Y. 


| & Supply Co., 


Lieut. (jg) Cliff Halverson (formerly Midwest Press 
Sioux Falls, S. D.), 507 Fisherman’s 
Road, Hyde Park, Norfolk, Va. 


Alex Traudt (formerly Latsch Bros., Lincoln, Nebr.), 


| Seaman 2/c, U.SS. Leonis, AR 128, c/o Fleet Post 
| Office, San Francisco, Calif. 


Sgt. Peter C. Masterson, Hq. 17th Armd. Engrs. Bn., 
APO No. 252, c/o Postmaster, New York, N. Y. 

Art Pfister (formerly Smead Manufacturing Com- 
pany, Hastings, Minn.), Alvin Hotel, Tulsa, Okla. 

Seaman 2/c Ray L. Zehr (formerly Jacquin & Com- 
pany, Pecria, Ill.), c/o Coast Guard Barracks, 15th 
and Locust Sts., St. Louis, Mo. 

Captain Richard P. Steding (formerly Wallace Pen- 
cil Company, St. Louis, Mo.), No. 0-583715, Hq. 470th 
Quartermaster’s Group, APO No. 9616, c/o Postmaster, 


| New York, N. Y. 


* * * 


Ernest Hazel, Sr., and his son, Ernest, Jr., have 
announced the sale of their interests in the Lock- 
wood-Hazel Company, Atchison, Kan., and their com- 
1944 
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= ER it’s one or one dozen of these three popular 
chairs your customers need, you can promise them 
prompt shipment right now. Here’s a break for you at 
a time when the demand for office chairs is so active. 


There is no need for you to carry large inventories. 


Our stock of these posture chairs is ample to take care 
of your requirements no matter how heavy they are. 

All have the Whirlaway ball bearing swivel; all 
have the simple seat height adjustment, made without 
any tools; all have the strain-free natural posture 
features that have won universal approval; all are 
available in oak, walnut finish or genuine walnut. 

V588P and V582USB are available in upholstered 
leather or the new Auto-Fab No. 5 covering—the 100% 
mohair material whose durability and cool comfort 
are hard to match. 

There is profitable business waiting for you on these 
chairs with no need to invest in large inventories. 
They will be shipped as promptly as you require. 
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Since the glass Handi-pen set is made 
chiefly from non-critical materials, Seng- 
busch is in a position to make reasonable 1 
deliveries — governed, of course, by exist- 
ing production limitations. This satisfac- ( 
tory set — up to highest Sengbusch stand- ¢ 
ards of efficiency, quality, and appearance I 
— is also available with large 14-kt. solid ' 
gold nib at $5.00, affording the dealer a Q 
larger profit. ¢ Place your order now for S 
the Steeless Kleradesk and Ideal Moisten- : 
er, available for immediate delivery. h 
Sengbusch Self-Ciosing Inkstand Co. R 
305 Sengbusch Bldg. Milwaukee, Wis. D 
Ww 
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BILLFORM “PROCESSED” 
a\ 
in 
RBON PAPER i 
th 
di 
Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl fir 
resistant. Each sheet is therefore easier to handle. la 
Each sheet lasts longer. Each sheet will MAKE new th 
friends, permanent friends for you. wi 
44 e 4a wi 
The “Complete Line Bc 
W: 
CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, ; 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. CARBON ROLLS: Tailor’s Marking. wi 
Photo Offset, Billing Rolls for Elliott Fisher Machines, Bill- | 
ing Rolls for Burroughs Posting Machines, Register Rolls, sh 
Tally Rolls, Teletype Carbonized Rolls, Rolls for Elliott- na 
Addressing Machines, Special Rolls. INKED RIBBONS: O 
Stormtex, Cameo, American Reliance, Ribbons for Addresso- n 
graph Multigraph, Speedaumat, etc. sel 
the 
| pla 
T r yy ’ I 
| AN INSTANT SUCCESS * 
; tt Wo 
Storm Spirit Hectograph Carbon 
I 
T 
H. M. STORMS CO. fli 
mo 
561 GRAND AVENUE * BROOKLYN 16, N. Y. to 
Yo 
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plete withdrawal from the firm. Ernest, Jr., has been 
named sales manager of H. Dorsey Douglas Company, 
Oklahoma City, where he will move his family in the 
near future. 

J + a. 

Friends of Herman Cast, Cast Office Supplies, Inc., 
Wichita, Kan., will be glad to hear that he is again 
on the job daily and improving in health steadily. 

* ” * 


Glenn Barber, formerly of Moore Brothers, Pitts- 
burg, Kan., and more recently of Hutchinson Office 
Supply & Printing Company, is now store manager 
and buyer for Western Lithograph Company, Wichita. 

a *” * 


George Janner, formerly with Roberts Printing Com- 
pany, Hutchinson, Kan., recently became a member 
of our armed forces and is now in training. 

* * *” 

Bob Brown, Midland Stationery & Supply Company, 
Jefferson City, Mo., was recently placed in 4F, fol- 
lowing his physical examination at Jefferson Barracks, 
Mo. He is back on his job as store manager and buyer. 

* * * 

There is rumor in the air that our good friend, 
George Wilkerson, manufacturers’ representative of 
Springfield, Mo., is about to take over the southern 
part of Art Pfister’s old territory temporarily for 
Smead Manufacturing Company, Hastings, Minn. He 
will cover the southeastern states permanently. Con- 
gratulations to both Smead and George for what 
should prove a very happy and profitable connection. 
This will necessitate George giving up his present 
manufacturers’ lines. He will continue to make his 
home at 2136 South Dollison Street, Springfield, Mo. 

9 
RETAILERS PARTICIPATING IN FIFTH WAR LOAN 
DRIVE TO COMPETE FOR $3,000 IN WAR BONDS 

Retail store windows throughout the United States 
will carry special Fifth War Loan displays during 
the period of the $16,000,000,000 drive, June 12 to 
July 8. Outstanding windows will be selected in a 
contest sponsored by the National Association of Dis- 
play Industries, in co-operation with the magazine 
“Display World.” 

Prizes totaling $3,000 in War Bonds are to be 
awarded to victorious stores. The prize money will 
in turn be passed on to the persons selected by the 
stores as having made the greatest contribution to 
the creation and installation of the Fifth War Loan 
display. 

There will be two divisions of contest awards. The 
first will be made to stores in cities of 100,000 popu- 
lation or more, the second to those in towns of less 
than 100,000 population. Winners in both divisions 
will receive identical rewards. The first prize in each 
will be a $500 War Bond; second prize, $300 War 
Bond; third prize, $200 War Bond; fourth prize, $100 
War Bond, and eight additional $50 War Bond prizes. 


To participate in the contest a store must devote a 
window entirely to the Fifth War Loan display. It 
should then submit an 8 x 10 photograph, with the 
name of the store and the city marked on the face. 
On the back should be written the name of the person 
selected by the store to receive any award, as well as 
the date and length of time the Fifth War Loan dis- 
play was carried. 

Photographs must be mailed not later than July 20 
to the War Bond Display Contest, care of “Display 
World,” 1209 Sycamore Street, Cincinnati, Ohio. 

——— = o—__- 

FILING EQUIPMENT BUREAU OF N. Y. MOVES 

The Filing Equipment Bureau, manufacturers of 
filing systems and equipment, has announced the re- 
moval of their New York sales office and showroom 
to the Transportation Building, 225 Broadway, New 
York 7, N. Y. 

The company has factories at Boston and Chicago, 
and maintains branches in Boston, Chicago, Wash- 
ington, Newark, Providence, Springfield and Hartford. 
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PORTABLE SEATING 
THAT Aayzo 


Comfortable, form-fitting 
sturdily built chair. from 
selected hardwoods. Blond 
shaded or walnut finish. 
Opens and closes easily 
and folds very compactly. 
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NORCOR MANUFACTURING CO. ¢ GREEN BAY « WISCONSIN 





POCKET SEALS oF QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 





. THE NOTARIES FAVORITE 





REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 











FREE LEATHERETTE POCKET CASE with EACH SEAL 





MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 














PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 
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INVESTIGATE 
THE MERITS OF 











ROBERTS 


MODEL 95 


The Quality five action, all steel 
and nickel, Numbering Ma- 
chine. 


% Capacity for ten wheels. 





% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINE Co. 
694-710 JAMAICA AVE. BROOKLYN, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 
362 W. Chicago Ave., Chicago, IIl. 593 Market St., San Francisco 




















Patent No. 2,185,985 


PAPER TRIMMERS 
WORK FOR AMERICA 


NATIONAL DEFENSE COMES FIRST 


Our facilities are engaged 100% in war work. We are 
doing our part to help win the war as speedily as possible. 


When the emergency is over we will supply you with even 
finer PRECISE PAPER TRIMMERS than before, and be glad 
to care for your needs as we have in the past. 


Just now, it’s Yours for Victory. 


Procise DEVELOPMENTS CO. 


SUCCESSORS TO 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. Loomis St., Chicago 7, lil. 
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FOUR TESTED PROMOTIONS FOR 
COMMERCIAL STATIONERS 
By EUGENE A. CONKLIN 


NE OF the most unusual promotions attempted 

by a commercial stationer is the establishment 
of a “Trading Post’? where one business office may 
exchange items they no longer have use for, with 
another which likewise has materials which do not 
fit in with current needs. This was done by the G. D. 
Kirtland Company, Syracuse, N. Y. 

Under this arrangement the stationer makes out 
a printed form which he sends to all business offices. 
This form is merely a sheet of paper divided into two 
parts. On one half of the paper is the heading, “Ma- 
terials I Wish to Trade”; on the other half of the 
paper, “Materials I Desire to Obtain.” Each business 
executive fills out the paper, which is returned to the 
commercial stationers. The stationer then goes over 
all of the returned sheets and makes out a Mimeo- 
graphed list of all items which are on the market for 
trade-in and all items which are desired by business 
executives. This list is sent out again to all business 
men. The commercial stationer acts as liaison agent, 
putting one concern in touch with the other. There 
is no charge made for this service, it is merely a war- 
time effort to help at a time when Supplies are so 
sadly lacking. It takes a small amount of postage and 
a considerable amount of time in compiling these lists, 
but it is worth the cost in the advertising value gen- 
erated. 

Another commercial stationer, Utica Office Supply 
Company, Utica, N. Y., holds a “Business Forum of 
the Air” at a local high school auditorium one night 
weekly. All business office executives are invited to 
participate and questions are discussed which are of 
interest to businessmen everywhere. The stationer 
acts as moderator and does not take part in the dis- 
cussions but derives considerable profit in listening 
to the exchange of views. His only cost is a small 
rental fee for the use of the building and the time 
spent in attending the meetings. Many problems are 
discussed which directly affect the businessman and 
indirectly affect the stationer. A wealth of contacts 
are established through this weekly meeting. 

Another stationer, C. R. Allen, Watertown, N. Y., 
holds a thrice-weekly “Businessman’s News-Reel of 
the Air’—a 15-minute broadcast of news in the busi- 
ness world. Legislation affecting business men is dis- 
cussed, problems of obtaining sufficient help for busi- 
ness offices, in fact, everything under the business- 
man’s sun is discussed in this 15-minute newsreel 
offered by a radio station commentator who has some- 
what of a local reputation. A guest businessman 
appears on each newscast and offers a three-minute 
discussion giving his or her views on current business 
conditions. This type of radio program is perhaps the 
best bet for the commercial stationer because it 
reaches the key executives who do the purchasing 
for the business offices. The best time for this pro- 
gram has been found to be at 1:30 P. M. when busi- 
ness men take time out for dinner and have time to 
listen to the radio. 


Plato’s, Syracuse, N. Y., has an arrangement with 
each business office whereby a monthly award is given 
by the stationer to the girl in the office who has been 
the most helpful to her employer during the month. 
The award is a small one, consisting of some form of 
merchandise—perhaps an automatic pencil or some 
form of stenographer’s material which will be of prac- 
tical use. Each executive forwards on a postcard 
the name of the person in his office who has been 
the most valuable to the office efficiency as a whole. 
Awards are mailed to the recipients with a congrat- 
ulatory note from Plato’s commending them on their 
fine performances. This plan makes for excellent 
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True yesterday... 


SPEED-O-PRINT STENCILS ARE BETTER 
True today... 


SOVEREIGN CELLULOSE STENCILS Remarkable body 
strength and uniform, flawless coating withstand long, 
exacting runs. Users report regularly getting thous- 
ands of clear, neat copies from each stencil, on 
either typewriter or stylus work. Available in 
sizes to fit all makes of rotary duplicators. 
Top-imprinted with a typewriter scale to 
facilitate accurate spacing and alignment. 

Le gal 7 

Letter size $3.00 guire 


THRIFT-QUALITY STENCILS 

Satisfactory results at an econ- 

omy price. Strong, durable 

Thrift-Quality stencils please 

thrift-minded buyers. Usable on all 

makes of rotary duplicators. Each 

stencil mounted on an oiled backing 

Keep on sheet and top-imprinted with complete 

Backing the Attack typewriter scale. 

* with War Bonds Legal size ......$2.50 quire 
r $2.25 quire 


SOVEREIGN INK Uniform in quality, free-flowing, 
quick-drying, assuring the maximum number of copies 
per inking. Usable with all types of duplicators and 
stencils. Toned to a soft, eye-pleasing grayish-black. 
Contains no injurious oils or chemicals . . . Carefully 
compounded to prevent caking or drying . . . Leaves no 
oily outline . . . Will not swell platen . . . Minimizes 
offsetting and rubbing and lint-attraction. 


Grade-A Black, 2 and 1 Ib. units, $2.00 per Ib. 


THRIFT-QUALITY INK Meets. widespread demand 
‘ora dependable duplicating ink at an economy price. 
's unusually high quality guarantees a performance 
as satisfactory as its price. Usable with all types of 
duplicators and stencils. Free-flowing and quick-drying. 


Slack, 1 Ib. units only, $1.00 per Ib. 
SPEED-0-PRINT CORPORATION «© Chicago, Illinois 


Write for Dealer’s Catalog 
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i gore has the most complete line of 
duplicating supplies in the world. Each 
attractively designed product is fully guaranteed 
as to workmanship, materials and performance. 


The packaging of Speed-O-Print products is un- 
surpassed with regard to appearance and prac- 
ticality. Each eye-pleasing package not only 
contains complete instructions for the use of the 
item therein, but its contents are clearly identified 
on the outside. 


Unimpaired facilities and resources at our large, 
modern plant continue to assure you of a 
dependable source of duplicating supplies and 
prompt service, 





TRACING SCOPES + MIMEO BOND + STENCILS + INKS, BLACK 
AND COLORS + HAND CLEANSING CREAM + LETTERING GUIDES 
TRANSPARENT PLASTIC SHADING PLATES + STYLI + INK BRUSHES 
WIRE SHADING SCREENS - ART BOOKS - CELLULOID WRITING PLATES 
TYPE CLEANING BRUSHES + STENCIL BOOK FILES + FILING FOLDERS 
STENCIL CLEANING BLOTTERS + STENCIL CLEANING FLUID 
CORRECTION FLUID - CYLINDER COVERS + SILK SHEETS + INK PADS 
NO-DRIP INK CAPS + STENCIL CEMENT + TRIANGLES + RULERS 
TYPE AND PLATEN CLEANING FLUID + CARBON CUSHION SHEETS 
CELLOPHANE » POWDERED SOAPSTONE + STYLI AND LETTERING 
GUIDE HOLDERS 


SPEED-0-PRINT CORPORATION 
161 E. Grand Ave., Chicago, Ill. 
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contacts between stenographers or secretaries who 
quite often are the “power behind the throne” when 


it comes to office purchases. 
~ >t © 
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Sharpness of outline 
Superior stamina 
Color permanence 
Non-smearing ink 
Erasability 
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These, Mr. Dealer, are the outstanding reasons why thousands of 
typists are using ''U. S."' ribbons . . . and why they will continue to 
do so... for satisfied customers stay sold. 

Invest a minute in writing for details on the ''U. S." line of ribbons 
and carbons .. . it's a money-maker! 


















A VICTOR VISIBLE DISPLAY DESIGNED TO STOP PEDES- 
TRIANS IN THE MOTOR CITY.—There’s no lack of attention | 
value in this effective Victor Visible display at Gregory | 
Mayer & Thom Co., Detroit, Mich. Note the ideal balance | 
of the window, every unit being placed for perfect visibility. | 







PIONEER STATIONER HONORED AT SEATTLE : 

Regarded as a patriarch of the stationery business | U. S. Typewriter { 
in Seattle, Wash., with a life interest in its civic wel- Filbert at Tenth St. 2 
fare and commercial prowess, James Daniel Lowman, 
who organized the Lowman and Hanford Stationery - , 
& Printing Company back in 1884, received new honors Established 1895 
and distinctive recognition this April in Seattle. 

This 87-year-young retired business executive of | 
Seattle, with two other leading Seattleites, Judge 
George Donworth and Josiah Collins, was spectacularly 
honored as one of the trio of living founders of the 

Rainier Club, Seattle’s most exclusive of clubs with its 

roster of highest “‘Who’s Who.” Thus he sat at the 

head of the table for the special stag dinner in com- 
memoration of these founders of this fine social and | 
business club. 

So very many honors has James Daniel Lowman 
received in his long and active career within and with- 
out the stationery field that the recent honor is scarce- 
ly anything new. Yet it served to focus attention on 
his varied achievements, on his having been made, for 
instance, an honorary member a few years ago in the 
Seattle Chamber of Commerce, and given a life mem- 
bership in that body. 

Many other honors have come to the noted stationer 
through his long career, harking back to days when 
his Lowman and Hanford Company kept open from 
six o’clock in the morning until ten o’clock in the 


+ go ala task-packed day, with never a dull or Vv ! Cc T Oo RY as oO D © L 





















































Born in Leitersburg, Md., in 1856, he came to Seattle 

a at the age of 18 equipped to teach school. From teach- C ‘@) 2) yY -t '@) L D re Rg 

ing school at this tender age, he became a wharfman, 
SHES and then in 1884 organized the Lowman and Hanford | The RITE-LINE Copyholder is now available in non-critical 
ATES Stationery and Printing Company. materials and can be sold without priority. It is a small 
DERS As to extracurricular activities, he was instrumental self-contained unit that can be placed anywhere inde- 
LUID in consolidating city transportation, and bringing to- pendent of the typewriter. It guides the eye of the typist 
PADS gether the street car lines by obtaining a franchise along the line she is copying. Prevents errors. Speeds 
LERS with Jacob Furth for Stone & Webster Company. Dur- production. Price U.S.A. $11.85. A few exclusive territories 
EETS ing the First World War he became director of the still available. Send for folder. 
RING operating department of the Shipping Board. And RITE-LINE SALES CO., INC 


his interests have spread out to include a number of 101 Park A N 
real estate holdings, including the Lowman Building, a pe arree ene eeee e 


landmark in the office building district. | ™ 
From earliest time, he has enjoyed the outdoors, RITE LINE 





golfing and fishing. Lately his main hobby has been Reg. U. S. Pat. OM. 
ON golf, as he gets closer to 90 and walks with free moving COPYHOLDER 
iI limbs, an air of grace, and head held high.—CML 
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United States — the World — Foreign Countries 
41 Subjects — Order by Number 


@ Big Sellers at only 35c each. Maps of U. S., open 32 x 22 inches; 
the World 28 x 22 inches. In folders 4% x 9% inches. Beautifully 
printed in colors. Indexed. Gives populations. 39 other subjects 
to choose from—see below. Size 22 x 16 inches. In folders 4% x 
8% inches. Attractive Display and Storage Box sent FREE with 
an order for six dozen or more. Order direct from this advertise- 
ment, or send for Bulletin M.S.4. 
GEORGE F. CRAM COMPANY, INC. 

Maps, Atlases and Globes since 1867. 730 E. Washington, Indianapolis 7, Ind. 


41 SUBJECTS—ORDER BY NUMBER—35 CENTS EACH 


1 Mediterrranean and 315 East Indies and 353 Germany (before 
the Near East New Zealand Austria, Czecho- 

2 United States 317 Philippines slovakia and Meme!) 

3 The World 319 Hawaii & U. S. Pos- 355 ae seal 

10 Atlantic Ocean sessions in the Switzerlan 


359 Italy 
11 Pacific Ocean 361 Yugoslavia, Albania, 
235 Alaska 


Pacific th ‘ 
321 Oceania (Southwes Fan he hep 


Pacific with Aus- 


237 Newfoundland Bulgaria 

239 Canada a or 367 Poland, Lithuania, 
267 British Columbia = 395 England and Wales Latvia and Estonia 
273 Mexico 329 Scotland (early 1939) _ 

275 Central America 331 Ireland 371 ee 
285 West Indies 335 Spain and Portugal 373 Palestine, Syria 
287 North America 339 France Trans-Jordan 

289 South America 341 Netherlands, Bel- 375 Turkey and South- 
299 Europe gium and Luxem- east Europe with 
303 Africa bourg Syria, Palestine, 
305 Asia 345 Sweden and Norway Iraq 

309 Japan 349 Denmark and 379 India 

311 Australia Finland 383 China 
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Drop Loaf Jype 
STAND 







No. 450WD 
$900 
LESS 

DISCOUNT 


Made of 
SELECTED 
HARDWOOD 


Plywood Top 
and Leaves 


Two casters create port- 
ability and two solid 
legs prevent creeping. 
If four casters desired 
add $1.00 to List. 
Top Size afta ™ 
"— ° ° Each Leaf 10''xi4" 
@ Finished in Olive Green Height 26" 


. ORDER TODAY. . . . 


METALSTAND COMPANY 


1615-1625 MELON ST. PHILADELPHIA 30, PA. 
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TAX FACTS 


By FRED MERISH 


o 


T MAY be difficult to get new equipment today but 

the post-war period is coming when many taxpayers 
will trade-in their old for replacements. Trade-in 
transactions will involve trade-in allowances, which 
should be studied now for tax purposes. To illustrate, 
equipment costing $1,500, estimated life-span 10 years, 
has depreciated $750 in five years. You trade it in for 
other equipment costing $3,000, trade-in allowance 
$1,000, or a net outlay of $2,000. Your new cost for 
depreciation write-down is $2,000 plus $750, the un- 


| recovered cost of the old equipment, or $2,750. The 


trade-in allowance is not considered. 


Some office appliance dealers assume that because 
they get credit for the unrecovered cost on the new 


' equipment traded in, it makes no difference whether 
| their deductions for depreciation are accurate or not. 
| Sound accounting demands that costs be charged to 


the year in which incurred; hence, if your depreciation 


| rates are too low, you are not following sound account- 





! 


ing practices, and moreover, you lose the benefit of 
the immediate deduction and must string the un- 
recovered cost over the life of the replacement. Then 
if you still follow the same reasoning and short- 
change yourself on the rates you fix on the new equip- 
ment, you will have another hangover when you sub- 
sequently replace it with new. So you won’t get the 
full credit due you until you finally decide to estimate 
depreciation with greater accuracy. 


Salvage Value Must Be Considered 


When using straight-line depreciation, consider sal- 
vage value while fixing the rate. For example, equip- 
ment costing $5,000, estimated salvage value at ter- 
mination of write-downs, $1,000, leaves $4,000 to be 
depreciated. If the life-span is 10 years, the annual 
write-down is $400. Do not expect to estimate the 
salvage value to the penny when setting the rate. We 
have never known a case where the cost of the equip- 
ment, less salvage value, equaled the write-downs at 
termination. You must make an adjustment at ter- 
mination in all cases, if our experience is any criterion. 
Any excess value received for salvage over the book 
value must be reported on your return as miscellaneous 
income. 

New trucks, new store fronts, probably of plastic 
design, new merchandising fixtures, new types of 
office appliances and furniture are coming to market 
in the post-war period. Your customers will be trading 
in their old for new and you'll have to keep up with 
them by modernizing too. That is why this counsel 
anent trade-in values and depreciation is worth con- 
sidering now. 


Accurate Depreciation Methods 


Many taxpayers do not compute depreciation on 
buildings, garages, stores and warehouses accurately. 
There are two methods permitted—(1) Lumping build- 
ing and its building equipment in one total for an- 
nual charge-off. (2) Separating the building itself 
from its equipment. 

Under the first method, the extent to which the 
equipment, such as elevators, heating, plumbing, elec- 
trical wiring and fixtures, must be replaced, is impor- 
tant. The rate used by the taxpayer under this method 
contemplates that the cost of the equipment replaced 
will be charged to the depreciation reserve. Where 
the original cost of the equipment cannot be deter- 
mined, the cost of the new equipment may be charged 
to the reserve. Taxpayers who contemplate expansion 
in the post-war period will do well to give this phase of 
their tax problem careful study. These composite rates 
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“CHAMP” OF THE BLACKS... . Did you ever hear the champ “‘box-fighter” say over 


the radio ‘Hello, Mom. It was a great fight! But | won.” We say there’s no 
fight at all, it’s Higgins all the way. When millions of bottles have been 
used by multitudes of people all over the world for 64 years and the demand 
is greater than ever, YOU'VE GOT TO BE A CHAMP. 

THE INTERNATIONAL STANDARD 


SINCE 1880 Send for a color card. 
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aA Kind A truly new-type cellulose stencil that quickly demonstrates its fine 
avo” ies quality to the user, making it a splendid “repeat” item. Clear, sharp 
or’? copies under all operating conditions. No eye-strain in proof-reading 
3 <o\? because of soft blue color (no glare). A stencil that “does not show its 
are ove” age.’’ Experimental copies 17 months old are just as good as the day 
\y Wt they were made. No deterioration on your shelves or.when filed away 

o” gie*® for re-runs. Every quire guaranteed. Write for trial offer. 


~ 


\ 
cs 
* 





MILO HARDING CO. 


436 West Pico Boulevard e Los Angeles 
617 Commonwealth Annex e Pittsburgh 


cils with and without film. All stencils we 


TEMPO offers the most complete line of sten- 
| 
make are sold under our own brand names. 


Makers of famous TEMPO Film Stencils 
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a fast selling item 
for the School Trade 4. ee Yes! It is the Champion/! 


WANDY PACKAGE OF fh nsearnses 
Alco-crip = / maser 
TUBULAR EOGE 


imsemreeee Sewatesy 
A C 0 G R | p Sinclair and Valentine (lo. 


Vt 
HANDY-PAK aaspeces rags oo / ® 


INSERT ABLE AEB GRIP rue ORIGINAL | DUPLICATING 


oom iit CLIMATE-PROOF 


INDEX TABS 


A profitable item that sells by itself—6 one-inch 
AICO GRIP Tubular Edge, Insertable Index Tabs 
in different colors, in an individual package that 





















retails at a dime. A perfect, low price, quick- As with all Champions, this Duplicating Ink 
turnover, self-selling item, popular with students is “TOPS” in Quality and Performance 
and small business men who use and like AlCO- 

GRIP for their note-books, ledgers, etc. Packed . V. : C 
in an attractive, self-help, counter display box Sinclair and alentine o. 
containing 50 packages. 611 W. 129th Street ‘INKS) New York 27, N. Y. 


ORDER THIS PROFITABLE ITEM TODAY! 





Contact our nearest Plant for further information and prices 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 

Albany Philadelphia Dayton New Orleans Detroit 
DESK PADS and Baltimore Chicago Charlotte Cleveland Nashville 








ACCESSORIES New Haven Boston Birmingham Dallas Kansas City 
SHOP TICKET HOLDERS 


Velyner Company | Champion Duplicating Black 


503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 






























Seating 
America’s 
office workers 


CORRECTLY 


E 
is a_ responsibility that 
JASPER SEATING CO. 
knows how to accept. 



















OUR NEW — 
REPRESENTATIVE 


in Oregon, Washington, 

Wyoming, Montana and 
Colorado: 

JAMES H. DAVISON 


Hotel Figueroa, Los Angeles 


An Active Ally 


on the 
Production Front 


MUTSCHLER’S long experience in styling and building } 
SAMSON directors room and office tables for discriminating : 
business men has supplied the vital “KNOW HOW” that ci 
enables them to produce sturdy tables fast for Uncle Sam 

. . not only to serve the war winners of today, but as well, 






No. 44 






‘ the peace makers of tomorrow. w 
with wood swivel s bet ti 
Write for complete descriptive Catalog. R. 





Jasper Seating Company | WRENS vermaoy || : 


JASPER, INDIANA 
CHICAGO: L. H. Farber, "50 E, Congress St. Phone WEBster 3217 NAPPANEE , INDIANA 3 S.A. re’ 


NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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ATTENTION / 
STAT fe) are greak RECOF 08, 


BY KEEPING 


SELL OFFICE RECORDS 
Eagle-A 


A TYPEWRITER & 
\ BOXED PAPERS 


WITH 


EAGLE-A 


5 LAIN 





Records . . . more important thanever... 
are og more pony and efficiently today with 


MIMEOGRAPH - MANIFOLD the aic of GRA FFCO Signals. y : 
“PRINTED COPY “- MANUSCRIPT COVERS Records for production are being broken daily 


BRIEF FOLDERS in American plants. GRAFFCO products seem 
PLAIN aad LEGAL RULED to be in ever-increasing demand in essential war 
and defense operations. 


Z Businels, atte” onivce Buta Constantly we strive to keep pace with demand 
and fill our customers’ requirements. We shall 
?9 continue, subject to priorities, to give the best 


? ? possible in service snd thettiantie 


BONDS - ONION SKINS 


? 
; i ; E B. M Y 
Wri te for infor ina ve On to sae teeta peggy sin 


AMERICAN WRITING PAPER CORPORATION [ixIAOA(AAMMESt cet oteetri ria 
HOLYOKE, MASSACHUSETTS 
= ae RT 


When You're Asked —_— 


qwe BUS 





















for ,g@m FACTS Te | 6 When 
c Buckt You Are 
pict ATOR \ Asked 
"Typewriter Rinbon to 





Supply 
Silk 
Ribbons 


you will have to state that silk is being 
used for parachutes and other war equip- 
ment, leaving no surplus for typewriter 
ribbons. 


CAN YOU GIVE THEM? BUT 





Conditions are changing daily. Are YOU keeping pace with You can confidently suggest the new 
them? Timely information will help you plan sales, act de- BUCKEYE DICTATOR cotton ribbon as 


cisively, push profitable items, keep your stock up to date. 
"The information your Service Bureau gave us was just : . 
what we needed and placed us in a position to secure addi- or electric machines. 


tional business that otherwise we could not have gotten.” A. 2 
R. Taylor Co., Memphis, Tenn. Ready now, after months of exhaustive 


OFFICE APPLIANCES brings you the latest styles, news and preparation and testing. Send for sample. 
trade gossip every month. The Service Bureau helps you 


; gain information, lists and data gratis, almost impossible to ss 
eg rapes en The Buckeye Ribbon & Carbone 
Ask for FREE copy of OFFICE APPLIANCES and subscription rates. } y) * 


, OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago Cleveland, Ohio 


a remarkable substitute, both for standard 
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Ov BOY’ 


NOW WE CAN GET 
THAT BOSTON 


%§ ~——"_ SHARPENER 


BACK IN THE FIGHT! 


ALERT OFFICE EQUIPMENT MEN SEE 
THAT THEIR CUSTOMERS REPLACE 
WORN CUTTERS NOW. BOTH STEEL AND 
MANPOWER ARE SAVED IN THE PROC- 
ESS. ORDER BOSTON SHARPENER CUT- 
TERS TODAY. HELP YOUR 
CUSTOMERS WITH / ieee 
FRIENDLY SERVICE. ‘Veo 


PEM SHARPER 












C. HOWARD HUNT PEN CO. 
CAMDEN, N. J. 


BOSTON 


PENCIL SHARPENERS 


SPEEDBALL PENS « HUNT PENS 








), 

FREE Yui 
reeCATALOGcoion || testis; oh 
I i waa 


Listing: } AS 
Yyf / OUR CATALOG 


DRAWING AN SUPPLY IS HH 


Yj Y yf} Wii, 














ITEMS 






are considered reasonble when depreciating a building 
and its equipment in one sum: 


Good Average Cheap 
Stores 2 & 2 & 215% 
Warehouses 2 & 214% 3 % 
Garages 2 Xe 215% 3 &% 
Loft buildings 2 %&% 2 &% 3 % 
Factories 24% 214% 3 


Under the second method, the building and its 
equipment carry separate accounts for depreciation 
purposes and then the following rates are considered 
reasonable: 


Stores ee, | years 
Warehouses eee 
Garages ore etn oo.” 
Loft buildings TE AE eer ao 
Factories a 


In other words, you are permitted a higher deduction 
if you lump equipment and building in one write- 
down. When the building is set up as a separate ac- 
count for depreciation purposes, it has a longer life- 
span and therefore carries a lower depreciation rate, 
according to the Treasury Department. 

The reason, it seems, is that the depreciation rates 
on heating systems, transformers, compressors, and 
so forth, are higher. So to equalize matters, the Gov- 
ernment has increased the rate on the building be- 
cause you take advantage of the higher rates on 
equipment by writing it off separately. Some build- 
ing equipment, such as water heaters, can be written 
off in 20 years, refrigerating compressors for air con- 
ditioners in 20 years, freight elevators in 25 years. So 
despite the fact that you may be permitted to write 
down the building and its equipment as one unit, in a 
shorter time than when splitting the write-down, it 
may pay you to take the longer life-span on the build- 
ing alone. It all depends upon the facts in the case, 
but it is worth consideration. 

“Can a new roof be written off in the year of pur- 
chase,” writes a taxpayer? No. It is an improvement 
to be depreciated over its life, depending upon the 
type roof—asbestos, 25 years; tar and gravel, 20 years; 
heavy galvanized iron, 20 years; slate, tile, tin and 
copper roofs, the life of the building. 


A Seeming Discrepancy 

Recently a dealer called our attention to what he 
thought was an error in an income tax guide. The 
writer stated on one page, “Capital assets include 
stocks, bonds and other securities held for investment 
or speculation, land or other property owned by the 
taxpayer with the exception of property used in a 
trade or business that is subject to depreciation.” On 
another page explaining the handling of deductions 
for depreciation, the writer of this tax guide stated 
that, in general, capital assets, buildings, machinery, 
furniture, automobiles, and so forth, used in business, 
are subject to depreciation. In the former case, this 
guide referred to the definition of capital assets cre- 
ated by the Treasury Department. In the latter case, 
capital assets refer to the accounting term, namely, 
an asset used in a business for a long period of time. 
We know that other dealers have been confused by 
this dual personality of a capital asset and write this 
explanation to clarify. In the future, when consider- 
ing capital assets, make sure that you know whether 
the term used is in the accounting sense or as the 
Government defines it for computing taxable gain or 
loss. 

ee ee 


MAJOR H. W. GUNLOCKE NOW IN ENGLAND 


Major Howard W. Gunlocke, formerly vice-president 
of the W. H. Gunlocke Chair Company, Wayland, N. Y., 
is now serving with the AMG (American Military Gov- 


| ernment) in England. Major Gunlocke received his 


training at the University of Virginia, Charlottesville, 
Va. He reports that there is no lack of work at hand, 
and that the most noticeable feature of life in Eng- 
land is the constant maintenance of blackouts. 
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DURABILT 
MINUTE BOOK 


*VICTORY MODEL® 


IS NOW READY 





eBOUND IN FULL BLACK 
DURALEATHER.. 


@HAS 2 WIDE SOLID POSTS 
eSHORT PULL MECHANISM 


eCARRIED IN STOCK IN 
nid LETTER AND LEGAL SIZE 
e- 


on @e300-400 AND 500 PAGE 


oe STATIONERS CAPACITIES... 


n- @FILLERS OF BYRON WESTON’S 


bes LOOSE LEAF co. FLEXO LINEN LEDGER.. 


aS MILWAUKEE 1, 524 N. Broadway te 
ld- NEW YORK 3, 114-116 E. 13th St. 
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GRAPHIC 
GELATINE 
ROLLS| 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


| GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 
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Vote these features combined in_ the 
“ALL WEATHER STAMP PADS AND INKS” 
e The wood block is practically inde- 

structible! 


e Superlative for use with signature 
stamps! 


e All Weather Ink is not affected by 


moisture! 
e Instantaneous drying when in use! 
e Does not dry out on the pad! 


e Profitable! 


Qudtou SPECIALTY Co. 


200 Fifth Avenue, New York 10, N. Y. 


Factory at Elizabeth 1, New Jersey 

















To Be Announced Soon... 
A NEW PATENTED 
PREMIER TRIMMING BOARD 


with several important new, exclusive features! 






Protected by 
U. S. Patent 


Premier Scores Again . . . Watch for an early an- 
nouncement and delivery date on the new Premier 
Trimming Board. We think this product will justify 
our claim to leadership in the trimming board field. 
In the meantime let us serve you with our present 
line of Premier Boards. 


Please Note: Premier Cutters sold on priorities only. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave. CHICAGO 5, ILL. 
Representatives 


Fred Deutsch, 3525 Southwestern 


W. Zeagler, 1709 W. 
Bivd., Dallas, Texas—Texas and Okia. al 


N. L. & K. 
Eighth St., Los Angeles, 


Milton Stone, 30 Church St., New R. E. Horter. Ind.. Ill... Mich., Ohio, 
York City. covering New York. 2523 W. 109th P!I., Chicago, Iii. 
Harry Henkel, 6200 Castile Dr., S. Lichtenstein, 1228 Locust Ave., 
Oakiand, Cal. Philadelphia, Pa. 
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DUPLICATING INK 


Our 45 years’ experience in the 
Featoset bt {o(o itt d- MMMM oy MEME LP) 0) i Cole tttele! 
inks enables us to offer you the 
Stel =t3M 9) dole hb Lod t-Mo} ol Coebelede) (Rete h ge 
where. 


Our PREMIUM INK is a high 
grade black ink that has the 
re) ae) olathe) MOL ol BD a'gtele me sele| 
Minimum Penetration into the 
paper. The finest ink made for 
first class stencil duplicating 
work. 


BULLETIN INK fills the need for 
a jet black ink where price is 
a factor. Excellent results at a 
peotbedboetbbeeMe) Morel] m 


All inks manufactured under the personal 
supervision of Fred B. Canode. 


WRITE TODAY FOR SAMPLES AND PRICES!! 


INK SPECIALTIES CO. INC. 


517-523 N. HALSTED ST. e CHICAGO 22, ILL. 
“SATISFACTION GUARANTEED OR YOUR MONEY BACK” 





PUPUTUPODEEDCEOTEEEUEDER TOUTE EOE EREEUDERTTOEEE DEER EODO ODOT UDORS CP EUUE TERT EEE OECOTEPEU UE LTT OR EAOEEEUOEEOU OREO OEEOOOEREOOOEESUOEOOEEONOE OREN 
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COPOUCEEE ET OceaEaOtOn 
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HAVE YOU TRIED 


ak yA sD ié - eo 


DATED PLATENS? 


UU 


If you haven't yet— 
You are Missing a Good Bet! 


Declure Dur-rol 


DATED PLATENS 












Cant-Slip stops paper skidding. 
Fills in grooves and indentations. 
Helps keep aging typewriter rub- 
ber rollers in good working order. 


ON TYPEWRITERS 
BUSINESS MACHINES 
APPLIED INSTANTLY 





ARE THE BEST 


Dealers say so—We agree. 


SHIPMAN-WARD MFG. CO. 


THE DEALER'S QUALITY SUPPLY HOUSE 
325 N. Wells St. Chicago 10, Ill. : 


PUUUUOREEOUECOEGDEROOOGEEREEEEOGEE 

















INKOGRAP 
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We have found from long 
observation and from reports 
of our sales staff that many 
salespeople who have been 
handling pens for years do not 
know how to fill any fountain 
pen properly. Proper filling 
is carefully explained in the 
Instruction Sheet provided 
with every Inkograph. 


It would be a great advantage 
to you to have your salespeople 
read it over and learn how, 
and thus be in a position to 
instruct purchasers. 
| 
1 














An Instruction Sheet given 
to all Inkograph purchasers 
will insure maximum service 
and satisfaction. 








Inkograph Co., 
: 200 Hudson St., 


Inc. 
Nw t+. bo 
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WORKS INSTANTLY 
NON-INFLAMMABLE 


Retails 
Write today 


for prices and discounts; also for details of our unique 


Cant-Slip is a specially prepared liquid formula. 
for 50 cents and offers you a good profit. 


prize contest merchandiser—free, with your imprint. 


MADE BY THE MAKERS OF CLAR-O-TYPE 
THE CLAROTYPE COMPANY, INC. 


16-F Hudson Street New York 13, N. Y. 











EVERYONE NEEDS IT! 
EVERYONE WANTS IT! 


Correspondence, tax and 
budget record, phone num- 
bers, etc. in 


one compact $ 

file. Sette for 1 ” 9 5 
An AMFILE VOLUN- 
TEER SECRETARY 
for housewives, business men, stu- 
dents, teachers, shopkeepers. Holds all the correspond- 
ence, data, miscellany everyone 
self-selling features: 





needs to save. Its 


e@ Alphabetical and monthly @ Durable, attractive file in 
folders, business letter- blue, French gray, brown, 
head size. ivory, green. 

e Extra blank folders. @ It’s a complete filing sys- 

e Extra blank and printed tem, suited to individual 
labels. needs! 


UNIQUE ~— Each folder a record system. Forms for addresses, tele- 
phone numbers, budget, tax, expense records, miscellaneous infor- 
mation. The selling is done when people see the AMFILE Volunteer. 
All you do is suggest an extra one as a gift for a friend. 

PROMPT SHIPMENT 


Order today. Write for descriptive folder. 


)) AMBERG FILE & INDEX COMPANY _ 















Filing Specialists Since 1868 
1608 DUANE BLVD., KANKAKEE, ILL. 
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TUBULAR CoIN WRAPPERS 


Stationers! It's your Line—Exclusively! 





"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 
Sorting Trays 

Coin Storage Trays 


Coin Wrappers 

Bill Straps 

Coin Bags 

Currency Bags 

Draw String Bags 
Metal Clasp Bags 
Night Depository Bags 
Linen Shipping Tags 


Downey Change Trays 








THE C. L. DOWNEY CO. HANNIBAL, MO. 


BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passhooks and al] other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 









Mera, 
ae AT Ce ~ 





BNA 


Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 





L 
oD F, 
“ 


DAYTON STENCIL 
WORKS CO. *cric™ 
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CANADA 
POST WAR 


A Canadian organization with 20 years ex- 
perience in the specialty sales business; 
wants distributorship for office machines or 
systems. Must be a commodity sold as a 
specialty only. We have a service organiza- 
tion with experience in maintenance of office 
machines. 
APPLY BOX E-62 CARE 
OFFICE APPLIANCES, CHICAGO 6 











GRIPTITE 
BANDS 


The Permanent Successor 


to Rubber Bands 






GRIPTITE Bands are a definite need in 
every office. 

They are easily applied; quickly removed 
They hold papers such as cancelled checks, 
deeds, mortgages, insurance policies, 
vouchers, and other documents neatly 
compressed. 


They are manufactured in 14 lengths— inner Peet Setlionan ox 
6"' to 54" long. , write direct for sample 
They can be used over and over again. and prices 


ROCHESTER WIRE-O BINDING, INC. 
108 MILL STREET ROCHESTER. N. Y. 








RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 











MAGIC FLOW 


An Excellent 
Duplicating Ink 
Duplicating Stencils 
Correction Fluid 


Samples and prices upon request. 


CONTINENTAL 
INK COMPANY 


569 W. Van Buren St., Chicago 
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BEFORE (Unretouched Photo) AFTER 





REVIVO 


BURNS MFG. CO. . 


THE FOUNTAIN OF YOUTH FOR RUBBER PLATENS 


Quickly renews all rubber platens. Restores resilience, removes pits and indentations, 
softens surface. Platens are easily treated with Revivo by any typist to look and 
operate like new. Revivo also cleans type and renovates erasers. It is harmless to 
fingernails and clothing. Packed complete with all accessories for doing the entire 
job, in 60c and $1 sizes. 

DEALERS Order a dozen of each for initial sales to important users. We'll send 
you full particulars and prepare you for big business with this valuable and profitable 


1517 Central Ave. e 


FAR ROCKAWAY 3, N. Y. 

















EXPENSE BOOKS 


Everyone needs them now — 
more than ever before —for 
income and payroll tax deduc- 


tions. 
BEACH’S 


‘Common Sense” 


Expense Books are recommended 
by income tax men and endorsed 
by the countless army of salesmen 
and travelers who have used them 
for more than half a century. 


DETROIT 2, 


Beach Publishing CO. micuican 














ROLLING STORE LADDERS 
“A” Type Ladders + Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


Defense plants use 
Rolling Ladders. 


Send for Folder and 
prices and go after 
some of this business 





Manufactured by 


I. D. COTTERMAN “ Siicicoso 














G HARRY —No Typewriters Now! Soon, 


we hope. 


ait —"e do have better ribbons and 


carbons—at better prices. 


REGALRITE Carbon Papers 
REGALRITE typewriter Ribbons 
REGALRITE adding Machine Ribbons 
REGALRITE (Bookkeeping Machine Ribbons 


Samples and particulars will convince you. 


And you should try STEN-O-FREN; it renews platens 
and cleans type, amazingly! 


REGAL TYPEWRITER COMPANY 


200 Hudson Street, New York 13, N. Y. 
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WORKING FOR 
MORE OUTPUT 
PER TYPIST 

Busy with War work, we still 


supply parts and service, to 
speed your typing. 


THE DAWN MFG. CORP. 


DIVISION OF THE 


HALL-WELTER CO., in ROCHESTER, N. Y. 





FOR SALE 


DUPLICATING STENCILS 


(Unmounted) 


WE SPECIALIZE IN THE MANUFACTURE 
OF UNMOUNTED STENCILS. 
SAMPLES AND PRICES ON REQUEST. 


NATIONAL SPECIALTIES CO. 


INGLESIDE, ILLINOIS 














COMPLETE 


* DEALER LINE x 
OF 
FILING SUPPLIES 






Filing 
Systems 


Filing 
Folders 


Printed and Ruled 


Stock Forms 


Guides and Indexes 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 
a RR RT 
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Were just little people 


We’re not brass hats. 

We're not big shots. 

We're just plain folks... but 

We're the folks who made this country! 
And we’re the folks who will save it! 


Save it from two things it’s got to be saved from now. 
The first thing is the Enemy. The second’s 
something that doesn’t look very dangerous, but is. 
It’s the danger of Prices Getting Out of Hand. 


Here we are this year—after we’ve paid our taxes—with 
131 billion bucks in our pockets. 

But only 93 billion dollars’ worth of goods to buy. 
That leaves 38 extra billion dollars. 


Sure, the easy thing to do is to take that 38 billion 
and start running around buying things we don’t need, 
bidding against each other ... forcing prices up and up! 


Then people want higher wages. Then prices go up some more 
—and again wages go up. So do prices again. 


And then where are we! 


But us little guys—us workers, us farmers, us businessmen 
—are not going to take the easy way out. 


We're not going to buy a single, solitary thing that we can 
get along without. 


We're not going to ask higher wages for our work, 
or higher prices for the things we sell. 


We'll pay our taxes willingly, without griping... 
no matter how much in taxes our country needs. 


We'll pay off all our debts now, and make no new ones. 
We'll never pay a cent above ceiling prices. 
And we'll buy rationed goods only by exchanging stamps. 


We'll build up a savings account, 
and take out adequate life insurance. 


We'll buy War Bonds until it pinches the daylights 
out of our pocketbooks. 


Heaven knows, these sacrifices are chicken feed, 
¢ 
compared to the ones our sons are making. 










Use it up...Wear it out. 
Make it do... Or do without. 


A United States Wor messoge prepared by the Wor Advertising Council; approved 


196 OFFICE APPLIANCES, May, 1944 


i by the Office of War Information; and contributed by the Magazine Publishers of America. 


























nerica. 


44 





Specify — 


Waldon Robes Enaraus 


WoORLD’S QUALITY STANDARD 


They Correct Mistakes in Any Language 


— lasting satisfaction for your Customers 


WELDON RoBERTS RUBBER Co. Newark, New JERSEY, U. 
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HONOR ROLL 
* PLAQUES x 


A War-Time Active 
Money-Maker 


Victory Cast Honor Rolls, the latest 
development in a bronze-like plaque 
made of non-priority materials, are now 
available. The demand for them in- 
creases daily. All firms having men 
in the service are your huge field. 
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i Loose-leaf envelopes, punched; card-cases, any . : 
‘ size; menu covers; factory record protectors; tag pene ve re Fs refi panei 
holders; bill-fold envelopes; stamp containers, etc. _— 





Made of acetate (flame resistant) transparent Send for illustrated literature. 


Markite, Company, wire, WODEDR DUES SCOR Me 


Write us for details. 
Markilo Company, Mfrs. 
“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 





3633 S. Racine Ave. Chicago 9, U.S. A. 


NEATYPE 


TYPEWRITER 


TYPE CLEANER - 

The FINEST cleaner with 

the RIGHT cleaning brush aper TO uc Ss; 

attached. Easy sales—sure 

repeats — excellent profit. “Wireless” Non-Skid Easel stenographic Note 

For full information and Books—‘“‘Dictatype” Boxed Typewriter Papers 

samples, write —Manifold Papers and second sheets—‘“‘Spot- 
seald’’ Adding Machine and Teletype Rolls— 


STARKEY PAPER Scratch Pads—Clip Boards, etc., etc. 


Paper Specialists to the Stationer 


& SUPPLY CO. ROCKWELL-BARNES COMPANY 


720 Belawere St., Kansas City, Me. 35 East Wacker Drive, Chicago 1, Illinois 


SELL LIBERTY 
WAR TAX RECORDS 


Provides for all legally required tax records under one cover, 
Federal and State Income Tax, Sales Tax, etc., plus complete 
simplified business record. The original genuine Income Tax 
Record on the market 26 years. Many thousands of users. Re- 
tails $5.00, Generous Dealer Discounts provide substantial margin. 
Order through your jobber or direct. 














NEATYPE 
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Commonwealth Publishing Company 
508 South Dearborn St. a Chicago 5, Ill. 





MOORE PUSH-PIN CO., 113-25 BERKLEY ST, PHILA. 


Makers of Famous Moore Push-Pins—Push-less Hangers since 1900 
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Ta greatest piece of merchandise on the market 
today is the War Bond. And American merchants 
have done a magnificent job in selling them! A na- 
tional 5¢-10¢ chain store company sold $53,464,389 
in War Bonds and Stamps in 1943. A New York Depart- 
ment store with a volume in excess of $10,000,000 sold 
War Bonds in 1943 equivalent to 40.6% of their total 
merchandise sales. 

Your War Bond sales figures may not rank with these 
in amount. But there’s no reason why you can’t top 
these figures percentage-wise! 
It's just the old story of getting 
behind the merchandise— 
and selling harder! A shrewd 
merchandiser in Kentucky 
devoted his entire 1943 ad- 
vertising lineage — 348,000 


How Many Bonds Are You Selling? 


If your bond sales approach, or exceed, 250 pieces a month, 
and you are not already an Issuing Agent for United States 
War Bonds, we suggest that you discuss the matter with your 
Federal Reserve Bank. If your bond sales are running at a 
lower rate, your own bank can probably arrange to have you 
appointed a sub-issuing agent. 





One great characteristic of the successful American merchant is 
that he is never satisfied. Never satisfied with his sales figures 
... never satisfied with his merchandise. Always on the search 


for more desirable merchandise ... and for greater sales. 


lines— exclusively to pushing the sale of War Bonds. 

Mounting War Bond sales will bring this war to a 
victorious close just that much the sooner! But there's 
another side to the picture, too. Stable, profitable 
trade after the war demands a stable buying public. 
‘Flash-in-the-pan’ buying harms everybody—the 
buyer, the merchant, and our country! But a solvent, 
thrifty, bond holding, buying public that fills its actual 
needs—and keeps on filling them yearin and year 
out in ever greater volume—is the soundest possible 
foundation for successful 
commercial enterprise. 

How much gross business 
COULD you do?—In War 
Bonds, we mean? 

WAR BONDS TO HAVE 
AND TO HOLD! 


The Treasury Department acknowledges with appreciation the publication of this message by 


LET’S ALL BACK 
THE ATTACK... 
WITH WAR BONDS! 
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This is an official U. S. Treasury advertisement—prepared under auspices of Treasury Department and War Advertising Council 
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Acme No. 1 Saddleback 4 


STAPLES FLAT 4 5 00 
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@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 








To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


NUD i sec SincelS nena dad setanedisab elas sheets Paces cede ces posi Nalassirsbasede oeaimeaheanmtonentiete 
(Please attach your busines: card or letter-head) 


Date 
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OR SADDLE WORE 


Adjusted Instantly 


ACME 


STAPLE 
COMPANY 


1648 Haddon Ave. 
CAMDEN, N. J. 








Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 


Handy for offices or small binderies—uses 
V4, 5/16, % and '/2” leg length staples 
without mechanical change and has 1|2” 
reach. Saddle back and flat interchange- 
able tables are standard equipment. Com- 
pare the Acme Silverstreak Line of standard 
and special capacity staplers, as shown 
in the Silverstreak Folder. 














Speed Key Mfg. Co. 325,cctwmbus rioce. 


NON-RUBBER 


Typewriter 
Keys 


« 
The SPRING’S 
_the THING! 


MASTER 
SPEED KEYS 


Guaranteed for three 
years. 























HEADQUARTERS 
for fine leather 


UPHOLSTERY 














EHRLICH UPHOLSTERY WORKS 
520 West 42nd St. ~ 


New York, N. Y. 























CLEANS TYPE 


The cleaner fluid is in the 
bottle-handle. It flows 
through brush when you 
push the button. In a 
jiffy, type is clean. No 
mess. No fuss. No waste. 
Hundreds of firms use 
Speed-Mo type cleaning 
brush. 


RIVET-O MFG. CO. 
96 Jason St. 
Orange, Mass. 


SPEED-MO 


FOUNTAIN BRUSH 





with a whisk of a brush! 











Metal Furniture Since '97 (4 


Royal Steel Folding Chairs « 
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LINE OF TOMORROW 


AS\\pto! 7 
SWellainy Se Royal Housewares 


— 


DISTINCTIVE FURNITURE 
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Quality STENCILS and INKS 
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Individually they improve the work of any stencil 
duplicator. But when used in combination with 
each other, they produce the finest possible re- 
sults—plus that added touch of perfection which 
only 40 years of experience could accomplish. 


The Most Complete Line of Duplicating Equipment 


Heyer Chad: f y 


ALWAYS SATISFIES 






























| Future Secretary 
OF America... | 
4 | 














She’s still living in a world that dreams are made of. For over 40 years Underwood has been “giving 
ee f ; ; : ' wings to words.” The phrase describes the feeling 
Yet in peality she's earning ee inspired in secretaries by the speed, simplicity 

words. Her little, groping fingers are developing and accuracy of their sturdy Underwood Typewriters. 


the skill she'll use in later years . . . the skill 


to put on paper the thoughts, ideas and ideals which, When new typewriters are again available and 
sent out into the world, may affect the lives and the time comes for your secretary to suggest 


living of men and women everywhere. replacing her old machine, give her an Underwood 
. one that “gives wings to words.” 

But whether she becomes secretary to the President 
of the United States or to the president of some 


one-man business, her mind and her hands 


Her appreciation will show, daily, in the quality 


of the work she turns out for you. 


will help speed and influence whatever projects 


cross her desk. 
Our Factory at Bridgeport, Connecticut, proud!) 
flies the Army-Navy *“E,’’ awarded for the 


produc tion of precision instruments calling for 





Giving wings to words will be her job and she'll 


do it well. skill and craftsmanship of the highest order. 


Underwood Elliott Fisher Company 
One Park Avenue, New York 16, N. Y. 


Makers of Underwood Typewriters, Accounting Machines, Adding- 
Figuring Machines and Supplies. 








